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Mr. Sales Nanager: 
ie it profitable to stock for one customer? 
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Mr. Salesman: 
Are you In business for yourself? 


Mr. Distributor: 
Why a course ~ 


for distributors 
at Harvard? 





Krome organiz i 


Holo- 
ompany: 


t screw prod- 

authorized ment of the 

Holo-Krome 
practical 


ed stock-carrying 


afted with trained repre 
ith Holo- 


socke 


KROME forged 
through 


only 
E guthoriz 


HOLO-KROM 
distributors, st 


dustry 
matched by any © 
ome 3 all times 
to industry --- 


y and efficiently: 


siders its distributors as HOLO-KR 
ocated branch ware- responsibility 
portant © part of the 


economical 


Experience . proven—there's no 
etter way to sell socket screws! 


GAS é art 
A ¢ ef 
HOLO-KRO 
. PAE 


S$ ° 











May 1957 
Vol. 47 No. 5 


A McGRAW- iLL PUBLICATION 


Industrial Distribution 


Print Order This Issue 16,600 


Member of Associated Business Publxctions 
ond Audit Bureay of Circulatons 








LION’S SHARE 





A Mobile distributor an- 
alyzes monthly purchases 
by 150 top customers in 41 
major product categories. 
And page 82 tells how he 
does it at minimum ex- 
penditure. 


“I KEEP RECORDS...” 





“Therefore, I know where 
I’m going as a salesman,” 
states this Tennessean. The 
eight separate types of rec- 
ords saledie: guides he 
uses are explained and il- 
lustrated in the article that 


begins on page 91. 


INSIDE-OUTSIDE 
SELLING 





> 


The management of a 
Louisville distributor firm 
assigns some of its inside 
salesmen to their own out- 
side accounts on a part- 
time basis. Is everyone 
pleased with the arrange- 
ment? And what are the 
tesults? See page 108. 





REGULAR FEATURES 


You Said It 

Talk of the Trade 

Products and Markets 
Supply Sales Trends 

Outlook for Business 

What's New in Merchandising 


Price Index 
On the Market Today 


"Ere eT TTT ELE 
An editorial 


Analyze the Lion's Share of Sales .... 


Mobile distributor analyzes monthly purchases 
in 41 major product categories 


“Change Your Name” 


Buffalo executive point out pitfalls that you 
can avoid if you change your name 


Two Ways to Control 
One-Customer Stock 


Cincinnati distributor screens salesmen's requests 
and keeps customers informed of stock-on-hand 


. . The Cards in Your Future 


This June feature may be the answer to your 


costly paperwork problems 


“I'm in Business for Myself” 


Tennessee salesman maintains it takes detailed 
planning to progress toward a goal and offers proof 


Better Layout Ends Traffic Jam 


Reducing inside traffic was major objective of 
Los Angeles new building project 


Why They Went to Harvard 


More than 50 “‘students"’ reply to ID editor's 
letter asking about motivation 


Let’s Look at the Record 


Savannah salesman makes sure customer book 


has useful information 


Truck Tricks 


Cambridge firm has trucks tailored to its needs — 


with savings in time and money 


Inside Men Learn More Outside 


Lovisville distributor assigns three telephone 
men to part-time work outside 


Well, Now, How Do I Look Today? ..... 


Cartoon treatment of the “‘as others see us" theme 


He Leads Two Lives 


This Pittsburgher is by day a salesman, by night 
a boxing referee 


Ring the Bell on a Buyer 


Dayton salesman uses alarm wrist watch to save 
his time and the P.A.'s 








Steel pipe is one of the most important 
metal products in our daily lives. Modern 
comforts and conveniences in the home 
depend on pipe. In industrial life, pipe is 
the arterial system for the lifeblood of 
power and energy. 

Jones & Laughlin is one of the world’s 
principal suppliers of tubular products 
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STEEL PIPE... vital arteries for modern living 


of highest serviceability. J&L controls 
quality all the way from raw materials 
through the finishing mills. Whenever 
you need superior pipe and dependable 
service, call your nearby J&L distributor. 
Or write to the Jones & Laughlin Steel 
Corporation, Dept. 420, 3 Gateway 
Center, Pittsburgh 30, Pennsylvania. 


Jl Jones & Laughlin 


STEEL 


...a great name in steel 
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Compactness: Key 
Feature of These 
Geared Couplings 


Size for size, Link-Belt geared 
flexible couplings accommo- 
date larger shz ansmit 
more hp—than other flexible 
couplings. Hardened _ steel 
socket head flange bolts are 
ground for close fit, reducing 
flange size. This provides more 
of the coupling diameter for 
the gear and hub, which can 
be bored to accommodate 
larger shafts. 

These precision-made cou- 
plings offer exceptional dura- 
bility to cope with shock, vi- 
bration, reversing loads and 
misalignment. Popular sizes 
are available with finished 
bores, packaged and ready for 
installation. See Folder 2375 
for information 


“RC” Couplings 
Simple, Reliable, 
Yet Low in Cost 


Link-Belt “RC” flexible cou- 
plings meet every requirement 
for reliable, economical power 
transmission. Because their 
unique divided rollers make 
independent contact with each 
coupling half, “RC” couplings 
equalize load, provide proper 
balance at high speeds, effec- 
tively compensate for shaft 
misalignment. 

Low initial cost . . . easy in- 
stallation and maintenance... 
dependable performance — 
“RC” couplings offer them all. 
Folder 2363 and Catalog 950 
present facts on bore sizes to 
12 inches. 





LINK-BELT COMPANY 


Plants in: 

Indianapolis ¢ Philadelphia 
Chicago « Atlanta ¢ Colmar, 
Pa. ¢ Houston ¢ Minneapo- 
lis ¢ San Francisco « Los 
Angeles ¢ Seattle. 14,587 








Offices in Principal Cities 





IN-LINE 
HELICAL 


Link-Belt Announces New Stock Program 
For Quick Delivery on Enclosed Drives 


GEARMOTOR 





Revealing 6-Spot Check Gives Proof of 
Babbitted and Bronze Bearing Quality 


Here’s a quick, simple and 
sure way to pre-judge babbitted 
and bronze bearing quality. 
Check these six long-life fea- 
tures offered by Link-Belt. 

1. HOUSINGS cast in durable 
gray iron. They're compact, 
exceptionally strong and rigid. 
2. BASES are finished for close 
tolerance from base to center 
of bore . . . assure firm seating 
on supports. 

3. BORES are finish-machined 
to close tolerances for concen- 
tricity, accurate fit on shaft. 
4. ENDS provide accurate bear- 
ing surfaces for collar or 
sprocket . . . reduce friction. 


5. BOLT HOLES in base are 
slotted for easy adjustments 
and accurate shaft alignment 
6. LUBRICATION of bearings is 
provided through grooves and 
fitting in cap. 


These features are standard 
on the more than i5 types and 
over 300 sizes of solid, split 
gibbed or angle blocks in the 
complete Link-Belt line. In ad- 
dition, Link-Belt uses a heavy- 
duty babbitt or a high-grade 
bronze securely anchored in 
bearing housing. Folder 2387 
and Catalog 950 have com- 
plete information on sizes for 
% to 8-in. shafts. 


INDUSTRIAL DISTRIBUTION @ MAY, 1957 


PARALLEL 
SHAFT 


WORM 
GEAR 


To match strides with the 
booming acceptance of Link- 
Belt enclosed 
* Sales gear drives 
Meeting particularly 
new Moto- 
in Print gears, Gear- 
motors and In-Line Helical 
types Link-Belt has taken 
steps to fortify the distributor 
and his salesmen so that they 
can answer delivery demands 
promptly 
New Zone Stock Program 
Backup zone stocks are now 
being maintained on popular 
sizes of all drives at regional 
inventory and service centers 
Thus, if the Link-Belt distribu 
tor’s own stock should become 
exhausted or would be lacking 
in a particular size, he 
nevertheless assure early 
livery no matter where 
customer's location. The bac 
up zone stocks are maintained 
t Atlanta, Chicago, Houston 
Philadelphia and San Fran 
cisco. Link-Belt production fa 
cilities have also been enlarged 
and modernized in answer to 
the demand. and to further 
help satisfy your delivery re 
quests 
A Complete Line 
The five basic types of Link 
Belt enclosed drives answer re 
quirements up to 2000 hp 
ratios to 8000:1. Parallel or 
right-angle takeoff wall, 
floor or ceiling mounting 





The Cover 


Questions, questions—who knows the 
answers? You will, Mr. ID Reader, if 
you ll just take the advice our cover gives 


and turn to pages 86, 91 and 98. 
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CHECK THESE FEATURES! 
Balance... Proportion ...Design - PROTOLLOY 
Steels - Good Obstruction Clearance + Tough, 
Non-Slip Finish + Plainly Marked Openings 


“Bread and butter” lines are the heart of any 
business... traffic producers... volume producers 
... profit makers. Flat wrenches are profit 
producers. ..and especially the PROTO 
“Professional Quality” line...a tremendous line 
of types and sizes. 

Nationally advertised. Firm distribution 
policies. Adequate, easy-to-use cataloging. Fast 
delivery. And... all of PROTO’s “bread and 
butter” lines are kept up-to-date. Build your 
volume and your profits. Send for catalog of 
entire PROTO line to 


PROTO TOOLS 








. NEW! Whitworth Combination Box & 


Open End Wrenches. Four sizes commonly 
used on foreign automobiles and motor- 
cycles. Whitworth openings, 3/16” to %”. 
Lengths, 544” to 8%". Satin chrome plated. 


NEW! Long 6-Point Box & Open End 
Wrenches. Provide greater gripping area 
for heavier torque loads. 5/16” to 9/16” 
openings. 5%” to 9%” lengths. Satin 
chrome plated. 

NEW! Ratcheting 12-Point Box Wrench 
For oil filter work on new cars. 5¢” to %4” 
openings. 8-1/16” long. PROTO line now 
includes 6 tools in this series. 


. NEW! Double Head 12-Point 15° Box 


Wrench. Meets Mil. Spec. Designed for 
use on elastic stop nuts. Openings, 7/16” 
to 17/32”. Length, 5%”. Satin chrome 
plated. 


ai nsece 








PROTOSSTOOLS 


2217 Santa Fe Ave., Los Angeles 54, Calif PROTO PROF 1 Tool 
means essiona ols 


Eastern Warehouse & Factory, Jamestown, N.Y. - Canadian Factory, London, Ont. 
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Exclusive MICRO-MOUNT 


MICRO-MOUNT SCREW 


LOCK WASHER 


TAPERED ADAPTER 
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Fast and accurate mounting is made possible 
by the new Dodge Micro-Mount. The Adapter is 
snugged up with the Micro-Mount Nut. Mount- 
ing is completed by turning the Micro-Mount 
Screws against the Lockwasher until bearing, 
adapter and shaft form an integral unit. 








ye 
DODGE 


f Mishawaka, Ind. 


THE TRANSMISSIONEER is featured in Dodge adver- 
tisements, which appear in leading industrial publica- 
tions. Prospects are directed to “call your local Dodge 
Distributor’ for information on new cost-saving devel- 
opments in power transmission machinery 


pher«-Align 


SPHERICAL ROLLER BEARING PILLOW BLOCK 


An important addition to the nation’s leading line of mounted 
bearings, America’s newest spherical roller bearing pillew 
block! Another new sales-maker for Dodge Distributors! 


Spher-Align is a rugged bearing in attractive modern 
design ...inherently self-aligning ... easy to install easy 
to maintain ...and featuring the unique Micro-Mount. 


Its rugged housing of close-grained semisteel withstands 
shock loads. It has a generous lubrication reservoir — for oil 
or grease. And standardized dimensions make Spher-Align 
interchangeable with other similar units. Expansion and non- 
expansion types — for 2-7/16" to 8” shafts. 


DODGE MANUFACTURING CORPORATION 
500 Union Street Mishawaka, Indiana 
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Auto plans, brainstorming and commu- 


nications—ABC’s that interest workers 


Communications Club 


CHATTANOOGA, TENN. 

Several of us here at Central Soya 
Co. in Chattanooga enjoyed your 
article on “Communication, the ‘X’ 
Factor in Success” (Feb., p. 85). 

We have here a relatively small 
group (composed of executives, sup- 
erintendents, etc.) organized into a 
Communications Club. In a period 
of six months we are delving into 
the various facets of communica- 
tions and, incidentally, included 
those items listed in your article. 

I wonder of you could suggest 
any reference material on: 1. Me 
chanical Devices and 2. The Art of 
Listening. Should you know of a 
film on either subject it would be of 


immense aid. These two topics are | 


a bit too isolated to warrant a film 

devoted solely to the subject matter 
but there is always the possibility. 

Tom C. CAMPBELL 

Production Engineer 

Central Soya Co. 


*If you're also interested in refer- 
ence material on communication, 
let us know. We'll send you a copy 
of our reply to Mr. Campbell. 


Batting 1.000 


HAWTHORNE, CALIP. 

We have been subscribers to your 
fine publication, INpustriat Dts- 
TRIBUTION, for some time and we are 
sure you have had many, many, 
thousands of compliments on the 
fine work you are doing and have 





done in the past in assisting the in- | 


dustrial distributors nationally. 
We know your reputation for 

helping the distributors with their 

problems and hope that our name 


can be added to the list of organiza- | 


tions to whom service has been ren- 
dered above and beyond. 
A number of years ago, a very 


CONTINUED ON PAGE 10 





Industrial Distribution 


You Said It 





Which do you think is more important in selling— 
The ability to make friends or product knowledge? Why? 






“Product knowledge op- 
ens the door to a pleasant 
and profitable business re- 
lationship. And the abil- 
ity to make friends en 
hances your prospects of 
establishing such a rela 
tionship. Both are equal 
ly important.” —Jeft Town- 
send, Brigg-Weaver Ma- 
chinery Co., Dallas 


“Both are equally impor 
tant 4 salesman must 
have a genuine not a su 
perficial liking for people, 
knowledge of his product, 


and a sincere desire to 
serve his customers.” — 
Walter Hauser, O. Iber 
Co., Chicago 


“The ability to make 
friends is more impor 
tant. It will produce more 
business than product 
knowledge.”—Mannie_ FEF. 
Wald, Great Lakes Sup 
ply Corp., Chicago 
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Want to ask a 
question? 
Send it to us. 














“A tossup combination 
of the two First, sell 
yourself; know and sell 


your product next. Can't 
ask a friend to buy prod 


ucts you don’t know.’— 
Wesley J. (“Wes”) Arm- 
strong, Hartfield Healy 

Inc., Buffalo 


Supply Co 
N. Y 


“If a man lacks a good 
personality he can’t sell 
anything, including him- 
self. Enthusiasm and the 
ability to make friends 
can be taught but it’s 
much easier to acquire 
product knowledge.” 
James M. Allen, Pacific 
Abrasive Supply Co., San 
Francisco 







Pye s 
orders taken 


friends! | 


“T’ve seen big 
purely 0 
others earned by superi 
product knowledge. Don’t 
sell either short Iry t 
make business friend 
sonal friend Robert R 
Strickler, | , W 
Belting Co., I: Buff 

N. Y 
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My customers ar 
ing a product 
friendship Ther 
substitute for 


knowledge when a : 
chine shop is looki: 

the right cutting t 
Wilfred H. Love, Ca 
bell Industrial Supply ‘ 


Seattle, Wash 
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“You 
product knowledge as a 
door l 


hip 
shiy 


cant 
open T and 
convinces 
of your personal interest 
Fred O. Zaugg 
Topping Bros. N. Y. Cit 








Here’s a powerful merchandising 
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HELPING YOU SERVE $ . , 
¥ he cost of a 
PURCHASING AGENTS ) _ LUNKENHEIMER VALVE 


Gets smaller. 


Lunkenheimer education display ~ ; . 
artic Sima er 


at the annual Inform-a-Show and amallies 
with each passing year 


of dependable service. 








BOOTH 408 MAY 26-29 
ATLANTIC CITY, N. J. 
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idea to help you sell valves" 


and serve your customers better! 


THE SKY-HIGH COST OF MAINTENANCE 
IS INDUSTRY'S NUMBER-ONE PROBLEM 
AND ITS ONLY SOLUTION IS QUALITY! 


It’s our combined job to make America’s progressive industrial organiza- 
tions wrestling with mounting costs see why it doesn’t pay today to 
buy anything less than the best. 

Plant maintenance costs are biting deep into industrial profits. Your 
customers find it almost impossible to control the spiraling wages of 

skilled maintenance labor, so there's only one 
thing they can do: invest in the most maintenance- 
free equipment on the market. And that calls for 
dependable quality. 
e BRONZE Take valves . . . the minute a maintenance man 
e IRON touches a wrench to a valve, its cost can double. 
e STEEL An investment in dependable, trouble-free valves 
pays off again and again in maintenance savings. 
e PVC That's why the market was never more receptive 
to Lunkenheimer Valves. No other valves in the 
world share the Lunkenheimer reputation for 
dependability and maintenance-free service. 
Lunkenheimer Valves last longer, with less down- 
time and repair. You can back up that fact with 
case-history stories from your own and Lunkenheimer’s experience with 
other plants. 

Today, you can talk to purchasing agents as well as engineers and 
production people about standardizing on Lunkenheimer quality as a 
solution to the problem of high valve maintenance costs. The word to 
cut maintenance costs is spreading all along the line, and Lunkenheimer 
advertising is spreading the cost-reducing facts about Lunkenheimer 
Valves far and wide. 

Use this powerful money-saving idea with your customers who have an 
interest in lowering plant maintenance costs. It will help you sell LQ600 
and the entire Lunkenheimer line. It will help you sell other manufac- 
turers’ lines that measure up to top-quality standards. You've never had 
a more appropriate time to tell your quality story. The Lunkenheimer 
Company, Box 360, Annex Station, Cincinnati 14, Ohio. 
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Socket 
Pipe Plugs 


Set Screws 


“Led-Lok” 
Socket Cap Screws 


Flat Head 
Socket Screws 
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could a distributor 


tion-proof socket screws that will give you a warm rece 
Silver Anniversary —25 Years of Socket Screws Exclusively 


in any plant in your vicinity. What more 


ask for? 
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Warehouses at: Los Angeles, San Francisco, Detroit, New Hoven, Conn. 


Sold Only Through Authorized Industrial Distributors 


SAFETY SOCKET SCREW COMPAN Y . 6500 n. Avondale Avenve, Chicoge 31, Illinois 


give me the finest line of Socket Screws available in the coun- 
try today. Included in the line are Lep-Lox and Sar-Lox, vibra- 


VM A BLUE DEVIL DISTRIBUTOR . . 
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You Said It 


STARTS ON PAGE 7 





valuable appendage was included 
in one of the directory numbers and 
the writer seems to think it was 
November or December of 1952. 
Perhaps if we describe the informa- 
tion to which we refer it will strike 
a chord with you. 

It was a survey in chart form em 
bracing seven or eight pages of the 
issue and which listed in a vertical 
manner 30 or 40 various types of 
manufacturing plants which the in 
dustrial distributor might consider 
to be prospective customers. 

Adjacent to this listing of types 
of manufacturing plants, a series of 
columns were marked off each one 
of which carried a separate heading 
denoting a category of supplies 
abrasives, bolts & nuts, cutting tools, 
etc. The purpose of this chart or 
survey was to indicate to the dis 
tributor the type of business which 
might be obtained from the various 
industries. 

We realize this is probably a 
rough and unfair request but it will 
help us so much that we will chance 
the question, “Can you furnish us 
with a copy of this issue, or can you 
furnish us with a copy of this 
chart?” 

If you can not, please do not re 
cord it against your batting average 
for this request is really service above 
and beyond the call of duty. 

Cuares |. Tosrn 
Wesco Industries 

* The article appeared in our 1954 

Marketing and Products Number, 

published in Mid December 1953. 


One lone set of tear sheets remained 
and this has been sent to Mr. Tobin. 


Catalog Debut 


SAN FRANCISCO 

One of our suppliers suggested 

that you would be interested in re- 

ceiving a copy of the enclosed ad- 
vertisement. 

This particular advertisement ap- 


CONTINUED ON PAGE 14 








IN CUTTING-OFF OPERATIONS... 
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-- - SPEED WITHOUT ACCURACY 


iS COSTLY f 


Efficient cut-off of steel blanks from bars demands a combination of speed and 
accuracy. MARVEL, and MARVEL alone, achieves this combination with 


machines capable of delivering feeds and speeds which fully utilize the 
strength and heat resistance of the modern high speed hack saw blade 


MARVEL dual power feed and crank lever method of reciprocation are two 
exclusive features designed to give increased speed and efficiency. This 
unique dual power feed employed on the Series No. 6 and No. 9 MARVEL 
Ball Bearing Hack Saw Machines, simultaneously controls both positive 
feed depth and feed pressure, automatically adjusting both pressure and 
depth of feed correctly in proportion to the number of teeth in contact 
with the work. This automatically forces the blade to cut as deeply as 
\ possible and practical on every stroke, without demanding the 
attention of the operator. As a result, the work is cut-off in the 
fewest possible number of strokes. Quick return of the saw 
frame on the non-cutting stroke, accomplished by the crank 
lever, delivers 33 more cutting strokes per minute with 

out increasing the blade velocity on the cutting strok« 
Accuracy is assured by the construction of the machine 
itself. Anti-friction ball or roller bearings are used at all load 
carrying points. The saw frame reciprocates on fully en 
closed special design ball bearings which are factory adjusted 
with a pre-load, assuring permanent frictionless rigidity. Saw 
frame, saddle, and upright are precision machined and fitted to 
form a rigid integral unit capable of withstanding any cutting load 

with no deflection or side movement 


You can sell MARVEL Hack Saw These exclusive features found only in MARVEL Hack Saw Machines 
Blades and Machines with complete together with the unequalled performance of the unbreakable MARVEL 
confidence that they will produce High-Speed-Edge Hack Saw Blade, form a team that guarantees the fastest 
the fastest, most efficient metal most accurate cutting-off 


sawing possible 


ARMSTRONG-BLUM MFG. CO. 
5700 WEST BLOOMINGDALE AVE. + CHICAGO 39, ILL. 
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COVERAGE 


$7.50 is all it costs for a 
typical 100 Ib. shipment 
from New York to Chicago 

. only $18.80 from 
Chicago to San Francisco. 


greatest coverage of key cities enables American to serve 
industrial distributors better than any other airline! 





To be sure of fast forwarding and dependable on-time deliveries, specify American Airlines 
Airfreight. Because only American offers direct, one-carrier service to 17 of the top 20 retail 
markets, 13 of the first 15 wholesale markets, and 18 of the leading 20 manufacturing centers. 


AMERICAN AIRLINES A/RFREIGHT 


—flies more freight than any other airline in the world 
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DURKEE 
ATWOOD 
V-BELTS 


‘a complete line 


NOT JUST GOOD Here 
is the fines? quolity cushion 
rubber specially compounded 
by Durkee-Atwood's expert 
rubber chemists. Here is the 
quolity your customers want 

Durkee-Atwood to 
withstand countless hours of 


without failure! ket 


rubber under tremendc 
pressure coubie iam 
noted keeps weor 
minimum gives grectest 


gives greoctest cbroa 


serving industry resktonce 


MULTIPLE V-BELTS 


Standard Line for normal 
loads 
Premium Line with 40% 
extra capacity for high 
loads 


that help distributors se// 





STEEL CABLE 
V-BELTS 
Now available a com 
plete line of steel cable 
reinforced V-belts 





GENERAL DUTY 
V-BELTS 


Power-boalanced con- 
struction for maximum 
flexibility, durability and 
strength 





DOR-TITE 


for wecther proofing ... 
sound proofing .. . droft 
stopping, etc. 


SPONGE RUBBER 


for cushions gaskets... 
mounting pads, etc. 


FEderal 2-0441 





THIS is the toughest, longe 
flexing ... flexing flexing weoring jacket on the mar 


coefficient of friction 


DURKEE-ATWOOD'S hi-tensile 
synthetic cords are specially 
pre-treated for low stretch 
ind extro strength, durobility 


and flexibility 


t MULTIPLE BELTS by Durkee- 
Atwood cre vertically matched 


mpregnoted with theres no sog no 


ecoch belt tested 
ndividually for top efficiency 
nN power transmission thats 
why Durkee-Atwood gvoror 
tees muatchability. Power Ba 
onced construction meons sciles 


snd repect sales for you! 


SUPER SERVICE YOUR ACCOUNTS 


Here are seven features of Durkee-Atwood’s Super Service 
. 1 Factory trained distributor 
men...2 A complete line of Power Balanced V-belts 

3 Preventive maintenance service 
vice .. . 5 Readily available field engineers 
design and research facilities at the factory 
plete stocks in warehouses across the country 


. 4 Fast emergency ser- 
6 Complete 
and 7 Com- 


FIND OUT HOW DURKEE-ATWOOD CAN HELP YOU SELL! 


Write for complete information on the Durkee-Atwood 
Industrial Distributor Plan. 


Minneapolis 13, Minn. 
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One of a Series: Germs You May Know 


Genus: Profitsqueezus 


Are You Sickened by 
Profitsqueezus? 


Profitsqueezus is a germ which causes certain distributor diseases 
known as Strangling Squeeze, Narrowing Profit Margin and 
Business Deterioration. Extreme cases can prove fatal. 


This germ most readily attacks a distributor who is beset by 
such conditions as rising operating costs, intensified price com- 
petition, and customers wanting more and better service but 
failing to appreciate its full value. 


Profitsqueezus can be staved off through the individual distri- 
butor’s intensified efforts to improve operating efficiency and 
sales aggressiveness — backed up by real understanding and 
support by the manufacturer-supplier whose success depends 
on the distributor’s success. 


To help distributors stay healthy, FORT WORTH's comprehen- 
sive Distribution Policy includes: Superior product availability 
and service through well-stocked branch warehouses con- 
veniently located in industrial centers across the nation; a 
continuous program to help train and give necessary product 
knowledge to distributor salesmen; sales promotion materials 
for distributors; strong policy for Selective Distribution. 


We'd be glad to send you a copy of the FORT WORTH Dis- 
tribution Policy (and a picture of the Profitsqueezus suitable 
for display). Just write us, P. O. Box 1038, Fort Worth, Texas 


Fort WorTH 


STEEL AND MACHINERY COMPANY 


TOMORROW'S PROOCUCTS TODAY 
V-BELT SHEAVES — ROLLER-CHAIN SPROCKETS — SCREW CONVEYORS -—— INDUSTRIAL FANS 
Warehouse Stocks in e Fort Worth ¢ Jersey City ¢« Memphis « Atlanta e Chicago ¢ St. Lou 


Kansas City ¢ Odessa ¢ Houston ¢ Oklahoma City ¢ Denver ¢ Los Angeles 


San Francisco ¢ Portland 
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WILL BE READY FOR DISTRIBUTION ON MARCH tS 
. will find # arranged tor mam mum speed and convemence 
fo eccang mbormabes on matenais ind equipmen 
we cam turmush 9 you hove not recerred 
your copy by Aped | 2th please phone o: write us 


0 


MARSHALL- NEWELL SUPPLY COMPANY 











peared in the Pacific Purchasor 
March 1957 edition, and is some 
what self-explanatory. 

We were quite pleased and sur 
prised shortly after the appearance 
of this advertisement to receive a 
few phone calls, as well as several 
letters, making sure that a Marshall 
Newell catalog was going to be made 
available to these people. 

Paut R. Larmer 
Sales Manager 
Marshall-Newell Supply Co 


Brainstorming Kit 


PertTH, WESTERN AUSTRALIA 
Referring to your September 1956 
edition of Inpusrr1AL DisrriBution, 
on page 108 you kindly offer to sup 
ply more information on a_ brain 
storming kit 
Ihe series of articles on brain 
storming have been very informative 
ind we look forward to receiving 
this further information 
R. E. Conen 
Merchandising Manager 


+ Brainstorming kits have been pre- 
pared by Charles H. Clark and are 
distributed by Hile-Damroth, Inc., 
270 Park Ave., New York 17, N. Y. 
rhe 40-minute flannel-board presen- 


CONTINUED ON PAGE 18 





STRONGER 
and SAFER 
for every 
high pressure 
pipeline 
duty... “ai 


CATALOG Fa) 
ae -Y-14-1 ht 06 Fg 


they are Send for Catalog F-9 


drop forged 


Constantly imitated but never duplicated, Vogt drop forged 

steel fittings and flanges have unmatched strength and toughness 

for your most severe pipeline duties. Laboratory controlled 

materials and Vogt's special forging techniques assure products 

OTHER VOGT PRODUCTS which are always uniform in structure, fine grained, and free from 
ane ne pone porosity. Thereby the shocks and stresses imposed by high pres 
haan “es sures and high temperatures are easily withstood, and with 


stubborn resistance to erosion and corrosion. Consult Catalog 


Piant Equipment — Steam 


Generctors — Heat Exchangers — 
Ice Moking ond F-9 for our complete line of fittings and flanges 


Seangueng Safest. For a copy of Vogt Catalog F-9 address Dept. 24Al 
HENRY VOGT MACHINE CO., P.O. BOX 1918, LOUISVILLE 1, KENTUCKY 


a 


SALES OFFICES: New York, Chicago, Cleveland, Dallas, Philodelphia, 
St. Lovis, Chorleston, W. Va., Cincinnoti, 


DROP FORGED STEEL 

om > 
Fittings 
and Flanges 
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Stand-out Power for Fast, High Pressure Lubrication! 


AIR-POWERED “711-A” 


Many plants that have outgrown hand-gun lubrication 
can save lubrication time outdoors or indoors—anywhere 
in the plant—with this highly portable air-powered 
pump. Pivot-swing dolly holds container upright at any 
pulling angle. Powerful pump delivers 14% oz. of 

gun grease per minute at 70°F. Holds 25-, 35-, or 50-lb. pail 
—or 70 lbs. of grease. Dynamic primer assures 

positive priming. Model 711-A. 


Electric-Powered “Porta-Kart” 
Only 18” wide . . . easily moves 
through narrow aisles. Capacity, 12 
pounds . . . delivers 13 oz. of pres- 
sure gun grease per minute. Auto- 
matic switch shuts off motor when 
5,000 Ibs. of pressure is built up. 
Model 7182-8. 


Air-Powered “Rockcrusher” 
Handles heaviest greases — even in 
cold weather. No air pockets! Co- 
pacity, 40 Ibs. Develops up to 5,000 
Ibs. pressure . . . delivers 11 oz. of 
fibrous or 17 oz. of light-bodied 
lubricant per minute at 70°F. 
Model 6288. 


STEWART 


ALEMITE sw 


WARNER 
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The Maurey MULTIPLE 
V-Drive line includes 


FUL-GRIP Q-D sheaves ... in 
complete stocks for A, B, C, and D 
sections 

STANDARD CAST IRON SHEAVES 
for A, B, C, and D and E sections 
MOR-GRIP Multi-V Belts in all 
stondard lengths in A, B, C, D and E 
sections 

MOR-GRIP V-Link Belting in A, B, and 
C sections 

Complete Multinie V-Drive Accessories 


the quality v- 











The Maurey FHP 
V-Drive line includes 


Hi-Q bushed type and fixed bore 
type cast iron and pressed siee! 
V-Pulleys ... 

MOR-GRIP FHP V-belts, O, A and 


B sections in all standard lengths . . . 


Aerodynamically designed 
refrigeration fans and Fan 
V-pulleys . . . 
Interchangeable Bushings . . . 


Flexible Couplings . . . 
Complete V-Drive Accessories 











‘eee conse 


Variable Speed Transmissions 
provide infinite speed ranges up 

to 10 to 1. Installed on new or used 
drives in minimum space ot 

minimum cost. 





drives your cu 


knows Maurey qualit 
7 wre have been meeting ©x4 


stomers want 


ince 1917 Maurey 
ye OEM standards. 


maurey delivers both 


the cooperation you want... 


SERVICE... 


Complete Maurey stocks strategically 
placed expedite delivery to your cus- 
tomer on every V-drive need from fhp 


to 600 hp. 


SALES HELP... 


The live leads produced by direct mail 
and publication advertising go to 
Maurey distributors. Your sales efforts 
are backed up by folders, booklets, 
brochures and catalogs which can be 
imprinted with your name. 


ENGINEERING HELP... 


The personal assistance of Maurey field 
engineers as well as the services of 
V-Drive specialists in the Maurey home 
office helps you with special V-drive 
problems. 


COOPERATIVE PROTECTION ... 


By qualifying as an authorized distribu- 
tor of the complete Maurey line, you cre 
guaranteed full factory cooperation and 
protection. We shall be glad to give 
details on territories open. Write today 


maure | manufacturing corporation 
2915 South Wabash Avenue, Chicago 16, Illinois 
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If this Housing ever 
Breaks or Distorts we 
will replace it Free. 


COrR 1937 


THE RIDGE TOOL CO. 
. ELYRIA, O 





the one that sells 
in profitable volume 
every day in the year! 


/ 
\uai 
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tation sells for $25, while the kit for 
a 12-hour training course in idea cre- 
ation sells for $400. 

Reprints of our special September 
1956 report, “How to Brainstorm 
Your Way to Sales,” are still avail- 
able—50¢ each for the first 10 cop- 
ies, 40¢ each for the next 40 copies 
and 25¢ each for additional copies. 
Drop us a line, if you'd like copies. 


Automobile Plans 


PEORIA, ILI 
Will you please advise us whether 
or not you have compiled any infor 
mation, or have any services avail 
able pertaining to allowances and 
expenses allowed covering emplovec 
owned cars used by sales engineers 
in soliciting business for their em 
ployer? We are primarily interested 
in employee owned cars 
R. W. Bailey 
Vice President 
Paul J. Hagerty 
Equipment Co 
* The National Industrial Confer- 
ence Board, Inc., 460 Park Ave., 
New York 22, N. Y., has published 
a report on “Automobile Plans for 
Salesmen” (Studies in Business 
Policy, No. 76) which we think will 
give you the information you want. 


Your public library should have a 
copy on hand. 





Available Reprints 


The following reprints of articles 
that have appeared in ID are avail 
able. Send your order to Reprint 
Editor, InpustrriaL Dusrriution, 
330 W. 42 St., New York 36, N. Y. 


Careers in Industrial Distribution 

15¢ per copy 
Key Line Selling 

50¢ per copy 
Growth of an Industry 

50¢ per copy 
Sales Quiz Guidebook 

$1.50 per copy 

What Happens to an Order 

30¢ per copy 











pecially designed and fully equipped 
with the last word in visual presentations, 
Simonds’ new Grain and Grade School 

at the Factory in Philadelphia uses 
all the tools of teaching to impart 
product knowledge to your men. 


Classroom work plus factory tours 
showing manufacture and product 
application combine to make this 

a practical down-to-earth training 
program that can put your men 


in “the grinding wheel business.” 


For further infermation and schedule 
of future classes, contact your nearest 
Simonds Abrasive Co. Branch Office. 








SIMONDS ABRASIVE COMPANY 








oa 


THESE BET T @ = og Ge Hil o HU ik ote ae -: 


en 

ee 
a 
= 


> 


Se Mae 


FASTENERS —over 20,000 types and sizes of standard bolts and nuts are FLEXIGLE PLASTIC PIPE—for lawn sprinkling, irrigation, industrial uses. Sup- 
supplied in eye-catching, tough, non-smudging packages that make attrac- plied coiled from 2" thru 3” dia. In straight lengths in 4” and 6” dia. Plus 
tive self-selling displays. a complete line of fittings and clamps. 


REPUBLIC 


Wolds Widest Range of, Standard Steels 
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Better Products build Better Proffita... sell 


REPUBLIC COLD FINISHED 
STEEL BARS 


When you stock and sell Union Cold Drawn 
Steel Bars you get product-quality plus, to help 
you win and hold customers. The “plus” is the 
most complete program of advertising, pro- 
motion, machining and metallurgical assist- 
ance offered by any manufacturer. 

For example, Republic conducts a continuous 
advertising campaign whose sole purpose is to 
direct customers to you. Points covered in- 
clude the savings users can make by relying on 
your complete stock of cold finished steel bars, 
instead of their own inventory. Your speed and 
efficiency in furnishing what they need, when 
they need it, is emphasized. 

Beyond direct advertising support, Republic 


provides an excellent selection of literature to 
explain the many advantages of cold finished 
steel to your Customers and prospects. Among 
this material is the most authoritative machin- 
ability handbook available in the industry to- 
day. Complete up-to-date facts and figures on 
cold finished carbon, alloy and stainless steels 
are presented. Republic makes this handbook 
available to you, personalized with your name 
and message. 

Why not get the full story on all of the 
benefits you gain as a distributor handling 
Republic Cold Finished Products? Simply call 
your local Republic Sales Office or mail the 
coupon for more information. 


a ae — PROFIT BUILDER S&S, 


STEEL SHEETS—for co wide variety of fabricating or 
repair applications. Available in ENDURO” Stain- 
less Steel, Electro Paintiok”, Continuous Galvanized 
— steel or copper-steel base, Galvannecied 
steel or copper-stee!l base. 


ROOF DRAINAGE PRODUCTS—c complete line 
that's competitively priced and ready to use. 
These high-quality products are available in 
vanized steel and ENDURO® Stainless Steel. 


CHAIN PRODUCTS —include all types of welded and 
weldiess chain, chain slings and accessories for 
home, farm, product or production use. 


REPUBLIC STEEL CORPORATION 


Dept. C-3652 
3156 East 45th St., Cleveland 27, Ohio 
Please send more information on: 
C) Fasteners O) Cold Finished Bars 


O Chain Products O 


Flexible Plastic Pipe 


O) Roof Drainage Products C) Steel Sheets 


Name —_ 
Company—_ 


Address___ 
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RUST-OLEUM IS 
DISTINCTIVE AS YOUR 
OWN FINGERPRINT 
There is no other product in 
the world like Rust-Oleum ... 
no other product that will do 
what Rust-Oleum will do. 
You sell on exclusive product 

in Rust-Oleum! 


ae 


ONE MAN OFTEN DOES 
THE WORK OF TWO WITH 
RUST-OLEUM 
You save time, labor and 
money for your customers 
because Rust-Oleum is so 
easy to use. Flows on smooth- 
ly and dries free of brush- 
morks to c firm, decorative 


APPLY DIRECTLY OVER 
RUST 
Rust-Oleum 769 Domp- 
Proof Red Primer, with its 
specially-processed fish oil 
vehicle, may be applied 
directly over sound rusted 
surfaces after scraping and 
wirebrushing to remove rust 

scale and loose rust. 


PROVED THROUGHOUT 

INDUSTRY FOR OVER 

THIRTY-FIVE YEARS 
Thirty-five yeors is a long 
time—and during this per- 
iod the nation's leading in- 
dustries have relied upon 
Rust-Oleum to Stop and Pre- 
vent Rust on practically every 
type of rustable metal sur- 
face. 


PENETRATION THROUGH 
RUST TO BARE METAL 
Rust-Oieum's specially-proc- 
essed fish oil vehicle pene- 
trates through the rust to 
bare metal where it drives 
out cir and moisture thot 

couse rust 


All these differences make 


THE BIG 


DIFFERENCE! 


Examine these differences carefully—they are differences that 
enable you to deliver customer-satisfaction with higher-profit, 


faster-turnover, greater-volume! And these are only a few of the 
many differences that make the BJG DIFFERENCE between 
Rust-Oleum and every other product! Plan now on contacting us 
at your earliest convenience. We'll be happy to sit down with you 

. and discuss Rust-Oleum to see how it may fit into your or- 


ganization 


and into your trading area 


RUST-OLEUM CORPORATION - 2415 Oakton St. - Evanston, II! 


GREATER COVERAGE 
Normally, Rust-Oleum covers 
opproximately 550-600 sq. 
ft. per gallon—about 30% 
greater coverage than most 
ordinary materials depend- 
ing, of course, upon the con- 
dition and porosity of the 
surface 


RESISTS SALT WATER, 
SUN, HEAT, FUMES, 
MOISTURE, HUMIDITY, 
WEATHERING! 
Rust-Oleum dries to a tough, 
firm, decorative finish thot 
lasts ond lasts! indoors and 
out, on tanks, girders, metal 
sash, roofs, machinery, 
equipment, fire escapes, 
etc., Rust-Oleum stands up 


Research that goes behind Rust-Oleum is 
another important difference! For example 
—Battelle Memorial Institute Technologists, 
in nearly three years of research, provided 
irrefutable proof that Rust-Oleum pene- 
trates through rust to bore metal. Another 
exclusive selling point— backed by research! 


®RUST-OLEUM & STOPS RUST 
are registered trademarks and 
brand names of Rust-Oteum Corp. 


YOU REALIZE 50% 
HIGHER PROFIT 
Right! With Rust-Oleum, you 
average 50% greater profit 
than on most key volume 
lines. And—Rust-Oleum is a 

fast-turnover, volume line! 


& 


YOUR MEN CAN SELL 
RUST-OLEUM ON EVERY 
CALL 
Literally every industrial and 
commercial firm is o prospect 
for Rust-Oleum! Your men 
can sell Rust-Oleum on every 
call—NOT one out of every 
three! No wasted time, no 

lost motion! 


ek 
swt 
new 


YOUR CUSTOMERS ARE 
PRE-SOLD BY POWERFUL 
NATIONAL AND 
REGIONAL ADVERTISING 
Dramatic Rust-Oleum 
promotion in Time Magazine, 
Newsweek, Business Week 
—and over 50 other impor- 
tant publications—pre-sells 

your customers! 


\ OF dee ee 


FAST-TURNOVER, 
REPEAT BUSINESS 
One galion sold leads to 
many more—because 
Rust-Oleum delivers cus- 
tomer-satisfaction! The 
demand is big, the market is 

big! 


AVAILABLE IN 
PRACTICALLY ALi 
COLORS 
in addition to Stopping and 
Preventing Rust, you beautify 
as you protect with 
Rust-Oleum's mony, oftrec- 
tive colors. All ore mode to 
Rust-Oleum's exclusive 
formula including specially- 
processed fish oi! vehicle, 
and finest color pigments 

available. 





New Power... Performance... 
for Increased Profits in 


Featuring New Black & Decker Heavy-Duty Drills— 


with twice the power— built-in reversible feature at no extra cost! 


| are really humming for Black & Decker distri- have twice the power of their powerful predecessors. 
butors as they go into the last half of their big Spring A new reversible feature—built in at no extra cost— 
Promotion. Sales are climbing on four great products, gives full power in either direction. A new specially 
led by the world’s most powerful drills. designed positive key-drive chuck prevents slippage— 


And these Black & Decker Heavy-Duty Drills are can't come off when the tool is reversed. They all add 
something! An entirely new design concept results in 
drills that obsolete all others of similar rated capacity. 
Powerful? Power to pull a locomotive or serve as a 


rugged power unit. Easy handling? They are beauti- New B&D Drill Fully Reverses 
fully balanced for easy handling at all times. And ene ° 
ne ee Competitive Model in 2 Seconds: 


they're available in %”, %”, 3 ' 
Salesmen at the B&D opring Sales Clinic stood and 


4”, %", %” capacities. 
Let's look inside for the reasons why these great new cheered the tremendous power of these great new drills 
drills are causing such excitement. Brilliant new motors Before their eyes one of the most powerful competitive 


up to the finest drills obtainable today. And remember: 
larger capacity 1” and 1%" models are also available 
in the B&D drill line 


Slip-proof drive forward or reverse 


with the new exclusive positive key-drive 


chuck. Can be removed or attached in ~ 
seconds—no press needed. ‘ 
A twist of the wrist changes 4 
; direction from forward to neutral to revers¢ 
This reversible feature—built in at no extra ' 
cost—delivers full power in either direction 
Positions clearly marked on conveniently 
located reversing ring. 
’ 








oo 


’ 
| 
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Preference...Set the Pace 
B&D Spring Promotion 


drills was connected in a special jig to the new B&D * 
H.D. Drill, by a solid bar chucked in each drill. The 
competitive drill was started. When it was running at 
full speed the B&D Drill was turned on. In less than 
2 seconds this great drill fully reversed the competitor 


What a power de monstration! 


Zip through sheet metal jobs 


with these two new tools 
That’s the story Black & Decker distributors are telling 
customers. And they're really setting the sales pace 
with the new No. 16 Nibbler and No. 16 Shear. As 
much as three times faster than other tools, the nibbler 
has twice the life, up to 30 less weight, smaller diam- 
eter for more comfortable handling. Plus features are 


adjustable stripper plate and reversible punch. 


With one-third less weight, the shear is 50% faster 
than competition, has much longer life. A new shoe 
design increases service life; new deflector plate pre 
vents curling of material while trimming. These are 
features customers are really going for! THe BLack & 
Decker Merc. Co., Dept. 4005, Towson 4, Md. (In 
Canada: 80-86 Fleet St., E., Toronto 2, Ont.) 


Leading Distributors Everywhere Sell 


Black& Decker: 


Portable Electric Tools—Power-Built to set the pace 


The only Impact Wrench offering a 
FREE full year’s Service Certificate! 


And Black & Decker distributors are running away 
with impact wrench sales! They're selling their custom- 
ers a tool that’s extra tough, extra durable. Feature 
by feature—armature, impactor, anvil, ball-bearing con- 
struction throughout—faster working, easier handling 
—it’s truly the unbeatable impact wrench! No other 
manufacturer dares offer a free full year’s certificate 
because no other impact wrench runs as cool, lasts as 
long, performs so well! 





Tremendous Brand Acceptance 
—the mark of a KEY LINE! 


It's a lot easier to sell a product that’s on 
everyone's tongue. That's what makes that 
product a Key Line. In a recent survey of 
purchasing agents—Black & Decker received 
a preference rating of 71%—better than three 
times that of the next closest brand! These are 
the men B&D distributors sell. Here's proof 
the products they sell are well accepted—and 


preferred! 














‘® DEMAND 


NEW BLACKHAWK 
FEATHERWEIGHT S-139 
“1-BITE BENDER" 

— weighs a super-por- 
table 103 lIbs., ready to 
work! Makes 90° bends 
in 44” through 3” pipe 
in one pass! Only three 
quick set-ups needed for 
making 3%" and 4” 
factory-like bends. 4 


























Sell America’s only complete 
top-preferred bender line! 


Just look at this terrific range of 
bender styles and sizes! There's 
nothing like it ANYWHERE! 
NINE complete bending sets to 
handle 144”-2” diameters thin wall 
conduit — 14”-4” diameters rigid 
conduit and pipe in either light- 
weight rugged steel or new feather- 
weight aluminum construction, plus 
a broad choice of electric-powered 
or hand-operated hydraulic pumps. 
Blackhawk’s complete bender line 
satisfies the needs of all your cus- 
tomers. Your BIG opportunity for 
extra bender profits! 





electrical construction market needs Black- 


4 Tremendous, mushrooming $3,500,000,000 


hawk Benders and Knock-out Punches. 


Electric-powered hydraulic 
benders triple output, 
spurt bender sales 


Contractors save up to 75% in time 
and materials compared to manu- 
factured bends with Blackhawk 
benders using electric-powered 
pump! That means you cash in on 
Blackhawk bender popularity! 
Blackhawks make easier set-ups 
with removable top-plate, "lock-on” 
shoes! Exclusive “optik-angle” 
gauge eliminates guesswork. Fea- 
ther-weight aluminum alloy frame 
and shoes make it a breeze for one 
man to carry! 


*The preferred line! 
*® Most complete line! 
*FFyll 30% profit line! 
* Selected distribution! 


* Demand unlimited! 


BLACKHAWK_§ bends prove 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1957 





UNLIMITED 


for NEW BLACKHAWK Pipe Benders... 
today’s biggest equipment opportunity! 


A fantastic 44-billion dollar building boom — and at undreamed-of savings! One contractor installing 
no end in sight! Thousands of pipe bends to be 31 miles of pipe actually saved more than $2000 
made, thousands of conduit box holes to punch! over cost of manufactured bends! Many contrac- 
You'll get COMPLETE PROFITS if you supply tors need more than one set — a range of sizes — 
modern, hydraulic tools necessary to do these jobs to equip every crew. 
the fast, easy way and to help your customers com- So give ’em what they want. . . what they must 
pete efficiently! have! Hop on the Blackhawk pipe bender and knock- 
Blackhawk, the only complete line, supplied the out punch profit wagon with sales opportunities un- 
sensational S-130 aluminum 2” bender that took limited — sky-rocket your net at a record clip! 
the country by storm. NOW, new Blackhawk fea- Call your Blackhawk man today! 
therweight ALUMINUM designs bend more pipe 





EXTRA PROFIT BUILDING ... 
Blackhawk hydraulic Knock-out 
Punch kits cut punching time 60%! 


Wherever pipe and conduit holes must be cut, there’s a 
sales opportunity for Blackhawk Knock-out Punches. 
Electricians need ‘em ... want ‘em... prefer the easy 
set-ups only Blackhawk offers. It’s the speediest method 
for punching clean holes in boxes, panels, troughs! Kits 
for every work range... 4%”-4” diameters . . . even con- 
verters to meet every sales situation. Each Blackhawk 
kit contains full hydraulic equipment, punches, dies and 
Carrying case. 





Don’t be short-changed! If you’re not already stocking 
and selling the Blackhawk PIPE BENDER LINE... 
write, phone or wire BLACKHAWK Mfg. Co. TODAY 
for complete profit details! 


Phone Milwaukee, Wis. 
ORchard 1-4000, ext. 84 — Collect 


Watch for more 
profit-makers coming 
from BLACKHAWK 2 


BLACKHAWK: BE na 


BLACKHAWK MEG. CO., Dept. P-1757, Milwaukee 46, Wisconsin 


BLACKHAWA'S best! 
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STEEL 


Metalworking Weekly 


American 
Machinist 


Mills Factory 


Management * Produc 


TOOLING. PRODUCTION 


The Magazine of Manufacturing Management 


Even if he did nothing else, your best sales- 
man would hardly be able to call on all the 
possible buying influences in the plants of 
only your best customers and prospects. 

And while he limited his efforts to the 
cream of the crop, he’d be missing many sales 
to other good prospects. 

Educating customers, keeping them sold, 
reminding them to buy are jobs advertising 
helps you do. To accomplish these objectives, 
to help your salesmen make more sales, the 
Nicholson File Company advertises in all the 
publications you see on these pages. 
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modern 


machine 
shop 


HITCHCOCK’S 


Machine and Tool 


DIRECTORY 


| + 
IRON AG 


Month after month, year after year, your 
customers see Nicholson and Black Diamond 
advertising in the publications they read. 
They find helpful information that rewards 
them for reading by adding to their knowl- 
edge of files and filing. 


This continuing program regularly “calls” 
on your prospects and your customers, main- 
taining contact for your company and your 
salesmen. This, plus Nicholson’s policy of 
selling only through carefully selected dis- 
tributors, means more efficient selling and 
buying for everyone. 
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Purchasing 
News 


PURCHASING 


THE 
MIDWEST 
PURCHASING 
AGENT 


THOMAS’ 
REGISTER 


When reading for business—your customers 
and prospects keep up with their fields by 
following the business and trade publications 
shown above. Nicholson and Black Diamond 
advertising gives them useful facts on files and 
filing ... makes better customers for you. 


Industrial 
Arts ana 

Vocational 
Education 


The Saturday Evening 


POST 


POPULAR 
SCIENCE 


POPULAR 
MECHANICS 


MAGAZINE 


When reading for relaxation — your file custom- 
ers regularly see Nicholson and Black Diamond 
advertising in The Saturday Evening Post, 
Popular Science and Popular Mechanics. These 
campaigns add to the salability of the Nicholson- 
made files you distribute. 


Remind Your Customers to Specify Nicholson or Black Diamond Files 


to, NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND —— 


$.a.* (In Canada Nicholson File Company of Canada Ltd Port Hope Ontari 


NICHOLSON and BLACK DIAMOND FILES 


WORLD’S FOREMOST MANUFACTURER OF FILES FOR EVERY PURPOSE 
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NEWS THAT HELPS YOU SELL 


ow SPS advertising, direct mail, 
help you sell more FLEXLOC 





mm 


we 


yise® sp? 


—<T0¢ cocanst ° _— 


CONSISTENT NATIONAL ADVERTISING attracts new FLExLox chasing. Every FLextoc ad refers the reader to his local industrial 
customers; keeps old customers sold on FLExLoc advantages distributor. Reprints of the FLExLoc advertisements shown above 
Across-the-board scheduling assures reaching all important buy- for mailings, handouts or counter display—are available with- 
ing influences—administration, designing, production and pur- out charge by writing A. W. Scott, Director of Advertising 
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publicity 
locknuts 


Typical of the sales assistance you get from SPS is the 
FLEXLOC promotional material reproduced here. This trade 
paper advertising, publicity, direct mail, and product literature 
has just one purpose—to sell your customers, who are in turn 
our Customers, on the advantages of using FLEXxLoc locknuts. 


Besides receiving strong promotional backing, FLEXLOc dis- 
tributors benefit from being able to offer their customers a 
complete locknut line. Standard FLExLoc locknuts come in a 
wide range of sizes from #4 through 2 in.—in alloy steel, 
Stainless steel, brass and aluminum. Styles include regular 
height and thin nuts and FLex.oc clinch nuts. Both regular 
height FLExLocs and FLExLoc clinch nuts are also available 
in microsizes #0 to #4. Whatever your customer’s require- 
ment in a locknut, there is a self-locking FLEXLOC to meet 
his needs. 


To get your full share of the profitable locknut market, take 
advantage of the free sales aids offered on these pages. Write 
today to A. W. Scott, Director of Advertising, STANDARD 
PRESSED STEEL Co., Jenkintown 13, Pa. 


STANDARD PRESSED STEEL CO. 


JENKINTOWN PENNSYLVANIA 


YOU ALSO GET DIRECT MAIL picces to help you tie in with the 
national FLExLoc campaign. Supplies of Form 2240 (above) 
describing FLEXxLoc microsize locknuts are furnished with dis- 
tributor’s name and address imprinted. All you have to do is 
address and stamp them. Reply card is attached. Write today 
for as many copies as you need. There is no charge. 


PUBLICITY PRESELLS YOUR CUSTOMERS and prospects on the 
benefits of new FLExLoc designs, sizes and materials, such as the 
new FLEXLOc microsize locknuts recently made available in stain 
less steel, brass and aluminum. Written up in the editorial columns 
of national trade publications, these news items are avidly read by 
the industrial community; generate hundreds of inquiries which 
eventually result in increased sales for you 


+ 
®tos,7, 


UTTry; 


CLOSE YOUR FLEXLOC SALES with informative product literat 
like this new folder (Form 2249) covering FLEXLoc m 
locknuts and microsize FLextoc clinch nuts (+0 to +4 
it to those customers and prospects whom you can't 
several weeks. As in the case of all SPS literature, the fol 
the customer to you, his local industrial distributor 
Director of Advertising for the quantity you need. No 
folders or imprint 





Ko SOCKET SCREW PRODUCTS 


® 


SS 
BRA 


UN 
— 


mm 

a mm ea 
FLEXELOE séir-iockinc NUTS MALLOWELL SHOP EQUIPMENT §EL-LOK SPRING PINS 
erm me -_ 
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MOST COMPLETE 
MODERN LINE... 


OIG VANES j=: 3 


Featuring union type, body-bonnet 
joint. %” to 3”. 125, 150, 200, 300 and 
350 WSP; 200 to 2,500 WOG. 


DURABLE AND SAFE... | 29 TYPES, 9 TRIM VARIATIONS... 





CAST STEEL 


1 124 FIG. 333 


~ FIG. 3002 FIG. 1572 FIG. 1140 FIG 


Includes end-seated seat rings for streamlined flow 
and longer service. 1%” to 16”. 125, 150 and 250 WSP; 
175, 200, 400 and 500 WOG. 4%” to 4” U-Bolt gates. 


Excellent for higher temperatures and 
pressures. 2” to 16”. 150, 300 and 600 Ib. 


primary pressure series. 


TRIPLE-SEALED 
1000 BRINELL AGAINST LEAKS... 


DURACASE TRIM... 
LUBRICATED Write for the OIC 


PLUG VALVES valve cross refer- 
FORGED STEEL iw ence booklet. It 
compares valves of 


; 15 manufacturers. 
Request also new 
specification litera- 
ture on the valve 
. lines of your choice. 
By FIG. CR-212 
G Exclusive design ends THE OHIO 
shank leakage, holds adjust- INJECTOR 


FIG. 1027 FIG. 1321 FIG. 1720 
ment, reduces maintenance, COMPANY 
Extra-hard, duracase trim, plus your choice %" to 12”. Iron, 175 psi to 
of bolted or union type, body-bonnet joint. 800 psi working poansuaes. Wadsworth, 
%” to 2” gate, globe, angle, check; 600 Ib. Cast steel, ASA 150 lb. and Ohio 
primary pressure series. 300 Ib. pressure classes 


————— 
PLUG, BRONZE & IRON VALVES 
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SETTING “STANDARDS” FOR TOMORROWS — 


Brown & Sharpe — \\ ® 


PRODUCTION SERVICE— 

Now, the largest line of “standard” 
Solid Carbide, Carbide Tipped and 
High Speed Steel Milling Cutters is 
available to America’s metalworking 
plants without wait, worry, waste or 
downtime! It’s a fact—more than 3000 
stocked “standards” eliminate the need 
tor most expensive “special” tools 


DISTRIBUTORS’ STOCKS— 

Every Brown & Sharpe-NELCO Dis- 
tributor for prompt service 
wherever you are. Over 2300 “stand- 
ard” Brown & Sharpe High Speed 
Steel Tools and over 700 “standard” 
NELCO Solid Carbide and Carbide 
lipped Tools are available to answer 
of milling problems. Speedy 
is also available 


stocks 


over YUO%, 
service on “specials” 
when specials engineered 
by a Tooling Team with over 140 
years of metalworking experience. 


necessary 


FIRST IN TOOLING— 

Galloping competition in industry to- 
day makes it vital that new improved 
machine tools be equipped with the 
best in tooling. The tool is the pay- 
off-point of every machining operation, 
whether on new, modern equipment, 
or old. Precision production, machin- 
ing speed, product delivery, product 
quality—all depend on the excellence 
of the tooling used in production. 
When its Brown & Sharpe-NELCO 
Tooling, the result adds up to Profits, 
Growth and Prosperity 


ADVANCED DESIGN— 
ENGINEERING— 

Not only the largest milling cutter line 
in the but the most expertly 
engineered tools are available. Brown 
& Sharpe-NELCO, pioneers in the 
tooling field, have constantly led the 
tooling industry with new designs and 
inovations that have today become 
industry standard. You can be sure 

if it’s good tooling practice—you will 
get it from your Brown & Sharpe- 
NELCO Tooling Team FIRST! 


world, 


CALL YOUR DISTRIBUTOR— 

Keep a copy of the 50 page NELCO 
Catalog C-14A and a copy of the 
Brown & Sharpe Cutter Catalog handy 
They reference to speedy 
service on over 3,000 “standard” Car- 
bide Tipped and High Speed Steel 
Milling Cutters. Your local distributor 
will “jump” the minute you call. Re- 
member: because they are best, they 
are also the easiest to buy! 


are your 
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How Donnelley k DVIPPEE ENE s saves you money 


Here's an example. Donnelley catalog experts reduced all viral information. Nothing that a buver needs to 


this manufacturer's 114 page description to a Donnelley know is left out. But still you have a concise listing with 


UNIT of ', page. The UNIT includes the illustration and no wasted space 


MODELS 505, 510 AR )MLERS = * MODELS 505, 510 


Ormnanes Ons 
\arenas ASlUSTmENT 


Oemans: Omer 


SAMPLE CONVERSION OF ABS AND CRS STAMBARO (QuPmEN 
ACCES’ PQuer men’ 


From this manufacturer's bulletin . . . Donnelley experts compiled 
this UNIT listing 


What Porter-Cahle Air Backstand idiers “« 
is it? 
 —— 
ne, 
What is it used for? 
How 1s it 
constructed? 


: : 
} THE ENSELOERE Dimensional 


data 


FASTER THAN WHEEL GRINDING 


We have more than 80,000 of these Donnelley UNITS on and cleat arrangements on pages save space (and 
printing plates. All you have to do ts select the ones that orm. Pages are neat and easy to 
represent your line. No need for you to spend endless ad 1] this adds up to a handier book to use and 
hours of your valuable time with manufacturers’ bulk more profitable catalog selling. 
tins, compiling and fitting a mass of unlike listings to May we tell you about the other features of Donnelley 
suit your purpose catalog building that will save you time and money? 


Consider, too, the advantages of Quality printing when We shall be glad to help you plan and produce the ideal 


you use Donnelley UNIT plates. Cuts and type are sharp book for your needs. Just drop us a line, or give us a call 


THE LAKESIDE Press R. R, Donnelley & Sons Company 


Catalog Compiling Department 
350 EAST TWENTY-SECOND STREET - CHICAGO 16, ILLINOIS - CALUMET 5-2121 
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MORE “PULL”. . « MORE PROFIT 
with G & K Industrial Leathers 


. and for the more 
critical of these, G & K, and only G & K gives peak 
performance and long life 


Profits, in volume are yours with Graton & 
Knight’s revitalized industrial leather line. Spear- 
headed by the “pulling power” of G & K’s pliable, 
strong, stretch-resistant transmission belting, the 
line includes a variety of top-grade packings and 
miscellaneous leather goods. 

For a host of industrial applications, leather and 


’GRATON 


KNIGHT ° 


only leather can do the job 


consistently. 

Your customer knows this. We’re reminding hin 
by an advertising of your continued interest and 
service. Share his enthusiasm by recommending 
dependable G & K leather products 


At GRATON & KNIGHT 


WORCESTER, MASSACHUSETTS 
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When your customers specify “Osborn” they're 
buying what is behind the name. For more 
than 64 years, Osborn has furnished Industry 
with the very finest brushing tools . . . has built 
brand acceptance to a point where it can easily 


pay off for you 


Your customers’ confidence in Osborn can 


result in repeat orders year after year—can 


result in more | ront for you Ask for an Osborn 


maintenance, paint and power brush order on 


every call. The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio 


Osbouw Brushes 


BRUSHING METHODS « POWER, PAINT AND MAINTENANCE BRUSHES » BRUSHING MACHINES * FOUNDRY MOLDING MACHINES 
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“BUY-WORD’” for TOOLS for 75 years...the 


WILLIAMS DISTRIBUTOR 


In Early Industrial America 


Today, Distribution Keys Production 


Sa 
































Williams Superrenches® are typical of the func- 
tionally designed, precision-made tools in the 
—— Line — Kind Bt we — tools with the Industrial Distributor ...adding to quality products 
vailable promptly, economically and conven- re the Diarri 
ieatly, Wilieans chaniness 00 waik Gand to-hond all extra advantages provided by the Distributor 





Offering prompt, personal service, local Williams Distributors 

save valuable time and money in ordering, production and 

y.H-WILLIAMS - inventory. Perhaps even more important is a service rendered 

which can not be bought... IDEAS. Sound, practical ideas 

based upon a variety of outside experiences ...unbiased and 
beneficial. 

@ WILLIAMS DISTRIBUTORS: This Ad is being directed 
to your customers through the pages of 12 selected 
trade papers during April and May. 


WILLIAM 


BUFFALO e NEW YORK ee CHICAGO e LOS ANGELES 
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FOR DISTRIBUTORS 


OPPORTUNITIES 





TOOL 


ndine b 


yrinain neei ISINCSS 


Tool Room Grinding: a rich, steady market 
for Distributors with the Right Wheels 


In every metal-working plant in America, grind- 
ing to sharpen and re-sharpen tools must be 
done daily. And it will continue to be done as 
long as metal products are produced . . . in 
your territory, as elsewhere! Cutting edges will 
always get dull, and grinding wheels will be 
worn out in sharpening them. 

This means demand for tool room grinding 
wheels a big, continuous, and growing 
demand that's a natural for distributors to meet! 
Tool grinding is so highly standardized that 
only four basic wheel shapes are needed to 
cover most operations. They're small wheels too, 


which makes quantity stocking easy and practical. 
The high, steady demand means fast turnover, a 
fact which lets you sell these stocks profitably 
by buying in discount-earning quantities 

Even the metals to be ground are quite highly 
standardized, in tool rooms. This is also an 
advantage to the distributor because it simplifies 
his job of helping the customer specify wheels 
This is especially true with Bay State's latest 
booklet, “GRINDING WHEEL SPECIFICA- 
TIONS FOR TOOL AND DIE STEELS”. You 
should have a copy on your desk. If not, write 


for it today. 


sharpen tools and cutters of all type 


5 


ROOMS MUST GRIND, ¢o shapx 
lg Thi 





S 





TOOL ROOMS BUY gammeter mounted YOU CAN SELL straight wheels in v 

wheels like this with Silicon Carbide abrasive, and special shapes as needed, with Bay Scat 

for sharpening cemented carbide tools complete manufacturing and engit 
service 


YOU CAN SELL “dish” wheels, in any tool- TOOL ROOMS BUY large 
cup wheels, both straight and 
They are the “work horse 
grinding 


grinding specification. This is a standard shape 
for sharpening intricate. cutters 


CAN BAY STATE HELP YOU? Take a 
thoughtful look at the tool rooms in your area 

with an eye for business. Then get the 
whole story of Bay State's complete package of 
practical benefits to qualified distributors. The 
details are available to you now from any Bay 
State branch office, or direct from the Westboro, 


Massachusetts plant 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses: Bristol, Conn., Chicago, Ill., Cleveland, Ohio, Detroit, Mich., Pittsburgh, Pa 
In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 





YOU GET more* WHEN 
YOU BUY BEARINGS FROM YOUR 


Bunting. 


DISTRIBUTOM.~ 





PRECISION, QUALITY AND COMPLETE FINISHING 
make possible the simplest and most economical 
application of Bunting Bearings. 

Bunting Cast Bronze Bearings and Bars and 
Bunting Sintered Powdered Oil-filled Bearings 
and Bars give you components that save time 
and expense in both production and maintenance 
operations. Bunting distribution of these 

stock products through leading, responsible 
distributors in all areas brings Bunting 

quality right to your door. 


Simplified standardized size listing including 


all ASTM sizes—an exclusive Bunting feature. 


i « BUSHINGS, BEARINGS, 
ua ret nn - BARS AND SPECIAL PARTS 
OF CAST BRONZE AND 
POWDERED METAL. 


The Bunting Bross and Bronze Company @ Toledo 1, Ohio @ Branches in Principal Cities 
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Your Bunting distributor is listed 
in the classified section of your 
telephone directory usually under 
Bars—Bronze, and Bearings— 
Bronze. Two modern Bunting 
factories and eleven Bunting 
Branch Warehouses expedite 
distribution in all areas. Write, or 
ask for catalogs giving complete 
dimensional listings 


and technical data 
This advertisement appears in: 
Purchasing News 
Iron Age @ Mill & Factory 
Machinery ¢ Modern Machine Shop 
Southern Power & Industry ¢ Steel 
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IMPROVED PACKAGING 
THAT PROTECTS SAW 


- 
. 


Simonds Band Resaws are 
packed in protective oiled 
paper inside solid wooden 
crates .. . insure delivery in 
factory-perfect condition. 





Yes, because it’s a 
Smooth Cutting, Uniformly Thick 


SIMONDS 


BAND RESAW 


Bearing Down! simonds Band Resaws cut smooth, cut fast, 


cut clean for furniture and box factories, planing mills and other users 
where high volume, low-cost production is a must 


Made from Simonds nickel alloy steel, each saw is first welded and then 
ground on both sides simultaneously, including the weld. This assures uniform 
thickness over its entire length and width. This unvarying thickness means 
that the saw is easier to tension, will hold its tension longer . . . and there is 
no flutter as the saw passes over the guides 


Yes sir, a Simonds saw is stronger at the weld, holds its cutting edge and 
tension longer, steps up production and cuts costs. As a clincher, ask any 
saw-filer what he thinks of Simonds Band Resaws. He'll tell you that he’s 
for em 100% because they stand up and are easier for him to keep up. 

fF GROWTH , 
ars ° * 183 


For Fast Service \t =< 
from > 


ae SIMONDS 


seaeeeian Mamata | SAW AND STEEL CO. | 
DISTRIBUTOR — — 


FITCHBURG, MASS. 


Factory Branches in Boston, Chicogo, Son Francisco and Portlend, Oregon 
Cenedion Factory in Moritrec!, Que. * Simonds Divisions: Simonds Stee! Mill, Lockport, N. Y 
Simonds Abrasive Co., Philo., Pa., ond Arvido, Que., Coneda + Heller Too! Co., Newcomerstown 


Other 
High Quality 
SiMONDS 
Products it Will 
Pay You to Use ° 





INSERTED TOOTH SAWS 
BITS AND SHANK 
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DISTRIBUTOR REPORT ON 


Paul Kerschensteiner discusses performance of Walker-Turner tools with A. C. Cerqui, 





At 


x 


are 


production 


foreman in the Plastics Department of North American Aviation’s plant in Columbus. 


Walker-Turner “Light-Heavyweights” are used for a variety 
of tooling and production jobs in various departments of 
North American Aviation, Columbus, Ohio. Pictured is a 
multiple spindle set-up in the Plastics Department of the 
Company. 


Industrial Machinery Company has built up a healthy school 
business to supplement industrial sales. Mr. Kerschensteiner 
is shown explaining one of the features of the W-T 10” 
circular saw to R. G. Hall, instructor at the new Clinton 
Junior High School, Columbus, Ohio. 
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“For 20 years 
Walker-Turner tools 
have been essential to 
our business—many 
customers won t use 
anything else”. . . 


tye 


Industrial Machinery Co., Walker-Turner dis- 
tributor in Columbus, Ohio, numbers among its 
customers all types of industry—from the huge 
North American Aviation plant to small spe- 
cialty shops. Since the firm was started in 1936, 
it has grown to be one of the largest of its kind 
in Columbus, serving an area within a 50-mile 
radius of the city. 

Over the years that Mr. Kerschensteiner’s 
firm has handled the line, he has found that 
Walker-Turner’s continuing emphasis on en- 
gineering better and more rugged tools has been 
the key to the growth of his own Walker-Turner 
sales and profits. “The Walker-Turner tools 
have more beef than comparable machines,” he 


Pau! Kerschensteiner, President, Industrial 


Machinery Company, Columbus, Ohio 


says, “and my customers have grown to expect 
this. Many of them won't use anything else. In 
talking to production men you have to talk 
about accuracy, speed, adaptability, and ease of 
operation. These Walker-Turner features make 
our sales job easier.” 

Whether selling to industry or schools, Mr. 
Kerschensteiner points out that W-T gives him 
a line that meets his customers’ needs. “And 
that,” he says, “is the answer to a successful 
industrial supply business.” 

If you are not now selling Walker-Turner 
“Light-Heavyweight” machine tools, write us 
to learn if a distributorship is available in your 


area. 


To pre-sell prospects in your area, dominant Walker-Turner 
color advertisements are appearing in leading trade publi- 
cations. In addition, a wide range of effective promotional 
material is available to make your selling job easier. 


Division of Rockwell Manufacturing Co. 
Dept. WC-91 400 N. Lexington Ave., Pittsburgh 8, Pa 
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Se made this pledge 


“$tlorse 
. . . will give, grant, bargain, sell and 


convey unto dealers and users . . . Machinist’s Tools . . . made of the 


best quality of steel, of fine finish, and not excelled as to durability 
and accuracy.” 


He renews this 
pledge in 1957... 


the MFD* 


“To Have And To Bold said tools with all the privileges 
thereto belonging to their own use and behoof forever. That we 
have good right to sell and convey the same as aforesaid, and that 
we will warrant and defend the same to said grantees.” 


* The Morse-Franchised Distributor knows that Morse 
stands behind this warranty just as solidly today as we did 89 
years ago. And in his name and behalf, Morse now re-publishes 


this warranty as an earnest of good faith backing up every 
Morse Cutting Tool made. 


MORSE TWIST DRILL & MACHINE COMPANY + NEW BEDFORD, MASS. 
A Division of VAN NORMAN INDUSTRIES, INC. 
Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 


ORSE 
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Here’s Why the Lrzmeco/m LINE of 
Can Be Your KEY LINE 


Mi _ A Complete Line For ALL 
i Major industries 7 


line of lubrication and materials dispensing 
POWER-OPERATED HOSE REELS MATERIALS equipment on the market today—enabling 
DRUM PUMPS For Grease, Oil, DISPENSING SYSTEMS you to meet the lubrication needs of all major 
For Original 120 Ib. A.T.F., Air and Power Operated For industries: The line includes everything from 
or 400 ib. Drums Water Services Pole, Spray or Flo 
Gun Aggitections grease fittings to a complete range of 
Centralized Lubrication Systems. 








Proven Market Acceptance 


GREASE GUNS—Stondard & Man-Size Capacities . 
. Leading industrial plants from coast-to-coast 


GREASE FITTINGS are saving money and cutting costs with 


All Other Popular Types 
and Thread Sizes 


onstrate the wide and excellent reputation 
of Lincoln Products. 


Complete Line of » i | Lincoln Lubrication Equipment. Hundreds of 
Serface-Check ond & se case histories from plants of all sizes dem- 





BUCKET PUMPS 
Portable —High 


Pressure and oN A Stable, Experienced Organization 
Volume Models 
When you sell Lincoln, you sell products 
POWER-OPERATED backed by almost a half century of expe- 
TRANSFER PUMPS ; rience in manufacturing quality lubrication 


For Transferring 
Lubricants and Fluids 
from Original Drums 





PORTABLE POWER LUBRIGUNS 
Electric or Air Operated 
MEASURING VALVE SYSTEMS 
Foot or Hand Actucted—Any Capacity 





CENTRALIZED 
LUBRICATION SYSTEMS 
Complete Line — 

Full Automatic to Manual 


Linco!n 
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Lubricant Application Equipment 
to Greater Net Profits 


equipment. Lincoln has long established 
national distribution with 16 Sales and Service 
Offices located in strategic marketing areas. 


Nationally Recognized 
Engineering Leadership 


Lincoln's continuous series of engineering ac- 
complishments in lubricant application include 
many “FIRSTS.” The continuous progression 
of original designs and major improvements 
pioneered and perfected by Lincoln engineers 
are consistently incorporated in all modern- 
day, power-operated lubricant application 
equipment. 


Standard Sales Policy 


Lincoln markets its entire line of products 
through company-authorized Industrial Dis- 
tributors exclusively. The printed selling and 
pricing policies are national in application 
and uniform in detail. 


PORTABLE LUBRICATION DEPARTMENTS 
For Heavy Construction Contractors 


National Advertising Support 


Lincoln's consistent programs of National Ad- 
vertising in some 60 leading national mag- 
azines and trade publications constantly di- 
rect the buyer to the Industrial Distributor. 
Lincoln supports its Industrial Distributors with 
more two-color full-page national advertise- 
ments than any other company in its field. 


Sales and Service Schools 

for Distributors’ Salesmen 

Lincoln maintains a sales and service school 
where distributors’ salesmen and mechanics 
are factory-trained to provide customers with 
the most complete and efficient service. 


Uniform Packaging 
Lincoln Lubrication Equipment is attractively 


Accessories are pre-packaged in polyethylene 
bags for additional protection from dust and 
moisture. 


A Well-Planned 

Merchandising Program 

Selling support that ‘includes a packaged 
12-month direct mail program, counter dis- 
plays, news mats, slide films, binders of case 
histor; advertisement reprints and catalogs. 


Write for complete information on how you 
can become a Lincoln Authorized Distributor. 


LINCOLN ENGINEERING COMPANY Division of The McNeil Machine & Engineering Co 


5739 Natural Bridge Ave., St. Lovis 20, Mo. 
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Johnson Ledaloyl 
Self-Lubricating 
Bearings 

Are Leaders 


Johnson Ledaloy! self-lubricating bearings are popular in 
many industries and a large volume of orders can be gener- 
ated. In addition, these bearings can lead your salesmen into 
other sleeve bearing business by giving them valuable con- 
tacts with designers and other buying influences to whom 
they can tell the story of the full Johnson Bronze line. 

Our 500 stock sizes and three different types will enable 
you to supply the proper self-lubricating bearing for almost 
any application. Should you need skilled technical help, 
Johnson Bronze field engineers are always at your service 
For full information on how Ledaloy] self-lubricating bear- 
ings can open up new markets for you, write today. We will 
be glad to explain our generous distributor policies without 


obligation on your part. 


JOHNSON |e 
buss JE 2ORmson Bronze 
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A NEW WAY 
to Find GOLD Under 
Machinery Legs 


aS 


iy’S RED LINE 


with PROFIT POTENTIAL to 97.3%! 


Unisorb is a specially engineered machinery mounting pad. It has 

permanent holding power and is performance-proven under 

every machine in industry. It is the only mount identified by Red 

Line branding. THE UNISORB SALES 


UNISORB offers your customers these five exclusive advantages PACKAGE 


« Cuts machine installation costs up to 30%, saves 80% on time Excellent product, sold nationally for over 20 yeers 
+ Checks vibration at its source...reduces up to 85% of trans Extensive national advertising in leading trade journals 
mitted vibration + Eliminates bolts and lag screws, makes it easy Seles leeds and inquiries pessed on to desiers 

to install and move machinery «+ Reduces wear and tear on ma- Lots of repeat business «+ No house accounts 
chinery and building + Improves production efficiency. peeectieenl eaten tite 


Unisorb “‘Facts"’ booklets Testimonials 
PLUS... Photographs Direct Mail material 


A long, long profit margin unique to industrial goods. Stocking Peananiation charts 
dealers can realize an average markup of 83% and up to 97.3% U. S. Testing Corp. Affidavits 
on some sizes. Buy in easy-to-stock sheets, cut to exact machine Home office sales and engineering assistance 
size. Stocking dealer requires only $500.00 Backed by a leading American manufacturer 
U N I Ss Oo R B eee investment. Cash in on this popularity and UNISORB... your profit package for 1957 
this mark-up! 


A product of The & J LTE faa Lod CALL or WIRE... 


JIM MORRISON, 
Manc f 
COMPANY Manufacturers of Felt Unisorb Division Sales Manage 
Dealerships in many sections of the country 
and Felt Products 
ore now open. it’s your chance to cash in — go 
210 SOUTH STREET, BOSTON 11, MASS. after the GOLD under them thar’ machinery 


Offices: New York, Philadelphio, Chicago, Detroit, St. Louis legs! 





HI 
LO 


VOLUME of air . . . passes a// the air 
you need .. . leakproof . . . positive 
lock .. . easy disconnect. 


PRESSURE drop . . . most efficient 
coupler by actual test! Cuts operating 
costs for all air-powered devices. 


Write for complete details on performance and sizes. 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES — BRYAN, OHIO 
Plants at Bryan and Cleveland, Ohio 


Aro of California, 3141 S. Grand Ave., Los Angeles 7, 
Calif. « Aro Equipment of Canada, Ltd., Toronto 15, Ontario 


Offices in All Principal Cities 


[ARO| 


i. ” 5 & rat a 
ee ie OR ie Be. 


SPEED COUPLERS 
Also AIR TOOLS... AIR HOISTS... 
LUBRICATING EQUIPMENT . . . AIR- 
CRAFT PRODUCTS . .. GREASE FITTINGS 
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TWO ACES... 
An 


unbeatable pair 


to sell 
taps and gages 


The Card salesman’s big job is to help you sell more taps and gages. His factory training, 


his years of experience and his answers to problems are always yours. Make use of them. 


S. W. CARD DIVISION, MANSFIELD, MASS. 
Warehouses: Atlanta, Chicago, Detroit, Fort Worth, Los Angeles, New York, San Francisco 


DIVISION OF UNION TWIST DRILL COMPANY 
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Take it from us... 


When you want customer satisfaction, bigger profits 
and roller, silent, and conveyor chain is the 
order . . . your real money maker will be Whitney 


Chain. 


Here’s why — 
eae Whitney's 


complete premium quality line . . 
: . ' ' packaging includes 
high profit margin plastic enclosed disas- 
sembled chain parts for 
easy chain assembly, 
handling and parts in- 
(i F ventory ... Another ex- 

national advertising keyed to your service : : : 
clusive Whitney service. 


sales assured in every plant 
nation-wide field engineering 


company operated warehouses 


{nd exclusive distribution of the new Whitney 


Single and Double Pitch Self-Lube Roller Chains ADDED UP... IT’S WHITNEY’S “EXTRAS” THAT 
KEEP YOU WELL AHEAD OF COMPETITION. 


more sales opportunities in industry and agriculture. 





CREATORS OF SELF-LUBE CHAIN 


CHAIN COMPANY 


239 Hamitton St., Hartrorp 2, Conn. 


ROLLER CHAIN ° SILENT CHAIN @® CONVEYOR CHAIN hd SPROCKETS e FLEXIBLE COUPLINGS 
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TOLEDO No. 22 PIPE VISE 


Ye” to 2'2” CAPACITY 


TOLEDO 
QUALITY 


COMPETITIVELY 
PRICED 


Something new in quality, low cost pipe vises. 
Look at these TOLEDO Quality Checked features 


@ Strong, sturdy frame—but the No. 22 weighs only 12 lbs. 
@ Large diameter Acme vise screw threads for longer service— 
and they bear directly on upper jaw 
Yoke mounts quickly for right or left hand use 
Hardened steel, interchangeable jaws designed for most 
effective grip regardless of pipe or conduit size—'e to 212" 
Large bolting area—contact points evenly distributed for 
secure attachment of vise 


@ Also available soon in Ye to 42" capacity 


The No. 22 
features safe 


pipe benders— 
pipe cannot BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


~ EMKejbaNe) 


. Watch for TOLE 
Stet Gor aw enttting, Witch Sr TOROS PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 


new vise stand with integral yoke or chain vise. 
THE TOLEDO PIPE THREADING MACHINE COMPANY, TOLEDO 4, OHIO 
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Your customers see 


CROSBY 
LAUGHLIN 
LEBUS 


fittings in actual use 


in ads like this: 


Designers, plant engineers, store- 
keepers, equipment operators, 
maintenance supervisors, pur- 
chasing agents—the influential 
men who buy or specify in every 
phase of industry—see these ads 
regularly in the trade magazines 
they read! 


e SAFETY 

e QUALITY 

e AVAILABILITY 

e COMPLETE LINE 


... are major selling points of 
Crosby Laughlin Lebus products 
highlighted in the industry’s 
hardest hitting promotional pro- 
gram. It’s a program that gives 
your salesmen complete catalogs 
and data sheets to leave with 
custemers—gives you fully illus- 
trated, fact loaded, direct mail 
promotional pieces with your 
name imprinted—ready to mail. 
Only Crosby Laughlin Lebus 
gives its distributors a complete 
line backed with a complete pro- 
motional effort! 


Back up this intensive campaign 
run in your behalf! Personally 
sell the superior quality and 
availability of the world’s most 
complete line of fittings for wire 
rope and chain! 


SELL SAFETY FIRST! 
Sell 
Crosby Laughlin Lebus 


(American Hoist & Derrick Company) 


CHAIN SLING VERSATILITY PROVED 


Unbalanced, odd shaped machine parts 
are handled easier with chain diaoe. 
Merely resetting the hooks on the sling 
legs adjusts the load for safe handling. 

Smart operators put chain slings 
together in a few minutes without 
welding—without waiting for factory 
fabrication! The sling shown above 
consists of two lengths of chain and 
these drop forged Crosby-Laughlin 
Fittings: two grab hooks, two Missing 
Links and two Double Clevis Links. 


Double Clevis Links provide a fast, 
extremely safe method of coupling 4" 
to 6” standard and alloy chain torings, 
links, hooks or other fittings. Pin and 
cotter design permits installation or 
removal with pliers or screwdriver! 


Genuine Missing Link,* the origi- 
nal split link design, couples grab hooks 
to chain on the sling wal above. Strong 
as BBB chain, this fitting offers maxi- 
mum safety when replacing links or 
making connections. A complete size 
range, *i¢" to 17%", is available! 


Grab Hooks are available in the 
eye type (shown above) to fit 4” to 
34" chain and in direct connecting clevis 
type to fit 4" to %”" chain. These heat 
treated hooks have heavier design at 
points of stress fer additional safety 
under maximum loads. Ask your mill 
supply or industrial distributor for 
catalogs on the world’s most complete 
line of drop forged fittings for wire 
rope and chain, or write direct. 


PROPER ALIGNMENT 
VITAL 


Perfect alignment of shackle pin holes 
is necessary to distribute load forces 
equally over the bow of the shackle. 
Crosby-Laughlin chain and anchor 
shackle pin holes are jig drilled to guar- 
antee perfect alignment—maximum 
safety. Oversize pins, larger in diameter 
than the bow, resist shearing ander 
shifting or shock loads. For maximum 
materials handling safety. insist on 
weldless, drop forged Crosby-Laughlin 
Shackles—they're available in all sizes 


” Al 
from %j,¢ to 3°! 
*REGISTERED TRADEMARK 


World’s Most Complete Line of Fittings For Wire Rope and Chain 


CROSBY LAUGHLIN LEBUS 


FORT WAYNE 1, INDIANA 
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CHUCKS 


Dependability is the sum of dependable parts. 

Jacobs and your industrial supply distribu- 
tor are ready to deliver the chucks you need 
and the service you deserve. First in chucks 
... first in service. 


The Jacobs Manufacturing Company 
West Hartford, Connecticut 


The Jacobs Model 91 The Jacobs Rubber- The Jacobs Plain Bear- The Jacobs !mpact Key- The Jacobs Model 96 _ The Jacobs Ball Beor- 
Spindle Nose Collet Flex® Tap Chuck de- ing Chuck for drill less Chuck especially Collet Chuck for grind ing Super Chuck for 
Chuck for tool room signed for tapping presses, portable elec- designed for the air- ing machines, millers heavy duty and pre 
and engine lathes. heads and impact tools. tric and air tools craft industry. and jig-borers cision industrial use 





REASONS WHY IT PAYS TO MAKE 


CHALLENGE 


your PREFERRED LINE oF 
PRECISION SURFACE EQUIPMENT 


1. THE MOST COMPLETE LINE— 
Challenge offers you the most com- 
plete line of precision surface equip- 
ment available. Angle plates, V-blocks, 
box parallels, floor plates, surface 
plates—semi-steel and granite—almost 
everything you need to meet the grow- 
ing need for precision surface equip- 
ment is available from this one source. 


2. STRONG CUSTOMER PREFERENCE — 
As a recent trade magazine survey 
showed, Challenge rates high among 
metal working plants coast to coast as 
a preferred source of precision equip- 
ment items. 


3. MOST PROFITABLE LINE—Attractive 
dealer discounts on all standard equip- 
ment whether shipped directly from 
our factory or your stock—plus good 


> customer acceptance, and high quality 
make Challenge one of the most profit- 


able lines for you to handle. 


4. OUTSTANDING PRODUCTS— As 
specialists in precision surface equip- 


Distributors: 


ment, Challenge has also developed 
equipment with outstanding features 
such as the exclusive time-saving top 
leveling feature of our floor plates. 


5. MOST EXTENSIVE ADVERTISING 
PROGRAM of any surface equipment 
manufacturer—keeps the Challenge 
name before leading buyers of metal 
working equipment. Today Challenge 
advertising in the leading metal work- 
ing journals reaches over 300,000 
potential customers. 


6. HELPFUL SALES AilDS—Such as the 
Challenge Catalog shown below; syn- 
dicated catalog page units for standard 
industrial catalogs...and helpful sales 
meetings are available to help you sell. 


7. PLUS FACTORY TECHNICAL ASSIST- 
ANCE—To help you meet special cus- 
tomers problems, particularly on large 
specially engineered installations, 
Challenge factory trained engineers 
are available. 


If you are not already an Authorized Challenge 
Distributor, why not write for the complete facts 
about the Challenge distributor sales plan as it 


applies to your sales area. 


Present distributors, be sure that your sales organi- 
zation has adequate selling information on the 


Challenge line. 


Write: Precision Equipment Sales Manager. 


THE CHALLENGE MACHINERY CO. 
GRAND HAVEN, MICHIGAN 
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with BONNEY TOOLS 


you can sell anywhere! 


It's true! When you carry the full line of BONNEY TOOLS—you have 
the key to any door. In the automotive, aviation, construction, railroad, 
refrigeration, shipbuilding fields... throughout general industry . 


you can sell precision-built, quality tools made for the job. 


Here's a selection of Bonney Tools that takes care of a wide variety of jobs in mill or factory 


8 


pal 8@@ 


Bonney Tools rate tops in mechanic preference, 
too. And when it comes to something special, 
different— you can always count on Bonney to 


bring you the newest tools . . . first. 


The right tools...the right brand... the right kind of 
B y decane ond Patines regular, consistent advertising in the magazines your cus 
many tools to customer specification. 
Write to us about any tool problem. to show you how it pays to stock and sell Bonney Tools 


tomers read—they all add up to a real sales winner. Ask us 


BONNEY FORGE & TOOL WORKS «+ ALLIANCE, OHIO 
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HIS FEET HURT... BUT HE’S HAPPY! 


How Parker-Kalon field engineers work for you 





AA Lee TTD 








4 His name is Jim. He’s your Parker-Kalon man. It’s early 
morning, but Jim’s out making calls. Everywhere he goes, 
he’s selling selling P-K screws and selling your service 
too, Mr. Distributor 





4 Evening and Jim’s still on the job. 
Setting up sales training courses, indoctri- 
nation meetings. It’s a good job for Jim... . 
working with a product recognized as tops 
in the industry. Take full advantage of the 
opportunities he offers—use him! There 
are a few areas still open. If you don’t 
have Jim on your team now, write 


Parker-Kalon 


<@ Distributor’s men know he’s willing to make 
special calls with them. Sometimes, Jim (who 
has a special nose for these things) ferrets 

out. a lead—brings home an order for you 


Nothing pleases Jim more than helping pro- 
duction men—recommending the right 

P-K screw for the job. Result? More sales 
and every P-K sale goes through a P-K 
distributor. y 


¢@ Purchasing men know Jim 

They should—for Jim’s mighty 
persistent. While he’s there 

Jim never misses an opportunity to 
use ad reprints to help him sell 
(good tip jor any salesman Natur- 
ally, he points out the special 
services only P-K distributors 


can provide. 


Get Jim in on the project planning 
stage and watch your P-K sales 


grow. Jim knows fasteners speaks 
the designers language can 
often suggest a special screw to 
save production steps. That's 

the kind of teamwork that wins 
orders orders for you, too. p 


-PARKER-KALON 


fasteners 
Factory: Clifton, New Jersey —Warehouses: Chicag Illinois 


Los Angeles, Californ 
PARKER-KALON DIVISION, General American Transporta 








PUMPS 
are easy to sell—because... 


More Marlow Acceptance! Customer ac- 
ceptance for the broad Marlow line makes 
it easy to sell. Your customers know that 
Marlows perform at high efficiencies with 
low operating and maintenance costs. The 
Marlow line includes self-priming centrifu- 
gal, end-suction centrifugal, diaphragm and 
plunger pumps, for a wide range of service 
applications. 


More Marlow Sales Help! Marlow main- 
tains a complete field force of factory 
trained engineers located strategically 
throughout the country. This exclusive 
Marlow service means fast, local help on 
difficult pump applications and service 
problems. 


More Marlow Advertising! Marlow adver- 
tising and merchandising efforts are aggres- 
sive and effective. This presells your market, 
making your sales job easier than ever 
before. For complete information on the 
Marlow Dealer Agreement, write Marlow 
Pumps, Ridgewood, New Jersey. 


Marlow, specializes in 
pumps for: 
Contractors 

Dry Cleaning 

Fire Fighting 
General Industry 
Irrigation 

Oil Country 
Petroleum Marketing 
Sewage 

Swimming Pools 


MARLOW PUMPS 


Division of Bell & Gossett Company 
MIDLAND PARK, N. J. 


Morton Grove, Illinois Longview, Texas 











Motor Driven Self-Primer 


ee ‘ 


yer | 
“ 


of 
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ANNOUNCING... 


a LINE OF 


END MILLS 


FROM 


CHICAGO- 
LATROBE 


Users of Chicago-Latrobe Drills and 
Reamers are accustomed to tools of 
finest quality ... tools that give what 
customers call “extra cutting mileage.” 
Now the C-L line has been broadened 
to include a complete stock of End 
Mills of the same superb quality. Ask 
for them on your next order. 


Now Available to Distributors 
The addition of End Mills to the 
complete Chicago-Latrobe Drill and 
Reamer line is one more big step 
taken to make Chicago-Latrobe the 
line for a distributor to handle. With 
C-L a distributor has all the big 
extras he needs for profit. Quality 
tools, finest service, and aggressive 
advertising backing. 


WRITE FOR CATALOG AND TECHNICAL MANUAL 


The Chicago-Latrobe End Mill Catalog offers complete listings, plus -=——<=—=< 
technical information to make your job easier. Free on request. ' 


I 411 W. Ontario $t., Chicago 10, ii. 


e) CHICAGO-LATROBE tcc 





411 W. ONTARIO STREET, CHICAGO 10, ILLINOIS —————— 
Offices and Warehouses in: _ P 
= NEW YORK © DETROIT « CHICAGO © LOS ANGELES 


DRILLS © REAMERS @ COUNTERSINKS @ COUNTERBORES © CARBIDE TOOLS © GUN DRILLS © SPECIAL TOOLS 
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“T BUY ON COLD, HARD FACTS! 


and he always 
buys WILTON 


Machinists’ Ww 


Vises! 4 


You’ve met him. Calculating Cal, the walking slide 
rule. Last time he smiled was at his mother-in-law’s 
funeral. Still wears a celluloid collar. A real hard 
buyer, one that can’t be swayed by anything but 
facts. He softens up, though, when he hears the 
Wilton Machinists’ Vise story . . . 68% more strength 

. 54,000 psi malleable castings in stressed parts... 
permanent lubrication . . . interchangeable jaws... 
360° rotation with double lock nuts . . . lower replace- 
ment costs . .. more working advantages . .. used and 
preferred by the leaders of industry ... COST NO 
MORE than ordinary vises . . . and, to clinch the sale, 


WILTO 


60 


WILTON’S UNCONDITIONAL FIVE YEAR 
GUARANTEE! Selling is seldom easy, but you al- 
ways have the edge with Wilton, because you have 
more to offer: 

BETTER PRODUCT, COMPETITIVE PRICES, 
AND THE STRONGEST VISE GUARANTEE 
EVER OFFERED! 

That, plus Wilton’s “Square Deal” distributor policy 
is what makes it so profitable to sell Wilton Machin- 
ists’ Vises, and the complete line of Wilton tools. 


WRITE FOR NEW FREE CATALOG! 


TOOL MFG. CO., INC. 


SCHILLER PARK, ILLINOIS 
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Share of 
Blade Sales 


| 1 A Quality Product 
2 Clearly Marked & Finished 
3 Sturdily Packaged 
4 Prompt Shipment 
5 A Fair Sales Policy 
6 Adequate Consumer Advertising | 
7 Efficient Missionary Help | 


If you can’t check yes to all 7, 
it will pay you to investigate the 


Nos. 10815 


No. 10— Green molded handle. Almost indestruc- Long a favorite with mechanics, this gunmetal 
tible. Shaped for comfort. Patented Lever-Lock finish adjustable pistol-grip frame with lever for 
positions, tensions blades automatically. Ne. 15 — lock blade features extra easy blade change. 
Red molded handle, chrome-plate finish. Same 


features as No. 10. 
Inquiries are invited from interested Distributors. 


For selective distribution, some territories open 


Pe ee ee Sea 
I send to: 


CLEMSON BROS., INC. 


Middletown, N. Y 


STAR HACK SAW BLADES 


Manvfactured by 


CLEMSON BROTHERS, Inc. 

Middletown, N. Y., U.S. A. 
Makers of Hand and Power Hacksaw Blades, Frames, Metal and 
Wood Cutting Band Saw Blades and Clemson Lawn Machines 


() We are interested in having your representative call 


Address 





fy 

! 

I 

l 

[) We want your general Catalog 
! 

i 

I 

! 

i 
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“‘We may be able to show the Norton Company how to put 
our Servall Hose to good use,”” H-R Field Engineer Bill 


Thompson suggests to Elwood Adams President James W. see what we can 


HOW HEWITT-ROBINS 
HELPS DISTRIBUTORS 


Torrant, seated at his desk, left, and salesman Francis R. 
Maker, right. “Suppose Frank and I call on Norton and 


} 
ao 


Being there before he’s needed is one way H-R Field Engineer Bill Thompson helps Elwood Adams 
Corporation build industrial rubber products business in New England 


Knowing that the men who make the 
cails get the business, Bill Thompson, 
on the right, joins Distributor Sales- 
man Frank Maker in a call on nearby 
Norton Company. 


62 


Searcely a year ago, Elwood Adams 
Company took on the Hewitt-Robins 


line. Founded in 1821, and now the 
second oldest industrial supply house 


in New England, this renowned firm 
serves a tremendous number of small, 
medium, and large manufacturers from 
headquarters in Worcester, Mass 
Here’s what James W. Torrant, Presi- 
dent of Elwood Adams, has to say 
about his business: 

“*Here at Elwood Adams, we concen- 
trate on trying to help our customers 
not just fill their orders. With so many 
customers in hundreds of diversified 
lines, this can be a highly complex job. 
That’s where Bill Thompson, our 
Hewitt-Robins Field Engineer, has 
been a big help. He knows our cus- 
tomers almost as well as we do. He 


INDUSTRIAL DISTRIBUTION @ MAY, 1957 


knows his line thoroughly, too, and 
that’s important to us. He helps us 
keep our inventory balanced, without 
trying to overstock us. What’s more, 
he knows Elwood Adams’ requirements 
so well he always seems to be here 
before we need him!” 

Mr. Torrant’s enthusiasm for H-R 
Field Engineering Service is under- 
standable. Each H-R Field Engineer is 
a member of the nation-wide Hewitt- 
Robins team—trained to render the 
kind of service that helps each distrib- 
utor. He recognizes that no two dis- 
tributors face exactly the same prob- 
lems. He calls upon the facilities of the 
entire H-R organization to serve the 
needs of each. The pictures on these 
pagesshow atypical H-R Field Engineer 
in action. 





Bill’s day starts when he checks in with Mary Sargent, 
Elwood Adams receptionist. Bill always lets Mary know 
where he’s going, when he’s coming back, and how he can 
be reached in the meantime. 


Norton Chief Buyer Hilding H. Anderson, left, listens 
attentively as Frank Maker and Bill Thompson discuss 
the H-R product line. After this meeting, Mr. Anderson 
took the two men out in the plant to see a pressure 
blasting application first hand. 


Back at the Elwood Adams warehouse, Bill checks on a 
rush order for suction hose with Howard Greenhalze. 
Special service— which can make a world of difference to a 
good customer—is all in the day’s work for Bill Thompson 
and his fellow H-R Field Engineers. 


Bill Thompson goes over the advantages of the H-R 
‘““Magice Carpet” Direct Mail Kit with Mr. Torrant. 
Elwood Adams carries on a heavy advertising program, 
and Bill makes sure many H-R aids are put to good use. 


In the pressure blast booth, Norton Superintendent of 
Mechanical Construction and Maintenance, Arnold Jones, 
center in the left photo, inspects a hose fitting with Frank 
and Bill. In use, right, the hose is slung over the operator’s 
shoulder. 


MX) All advertisements for our Industrial Rubber 
Products Division will direct readers 


a ty 
7 a ” 
COND your listing in the local class fied tele hone 


a directory. 


HEWITT-ROBINS - STAMFORD, CONNECTICUT 


If you are planning to attend the Triple 


Mill Convention in San Francisco next 


month, be sure to visit us in Booth 717 
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w Prd ucts! 


st WESTERN SSE 


1. WESTERN offers proved performance 


WESTERN is the chosen source of many leading manufacturers 
in critical industries. For instance, leading makers of road build- 
ing equipment whose products must really take a beating, rely 
on WESTERN fasteners for rugged strength that stands up to 
the roughest treatment. 


What's Mica Abou 


. WESTERN offers product quality 
advantages 
Product quality at WESTERN starts with careful se- 
lection of approved steels, and is guarded through 
production by many separate inspection opera- 
tions. WESTERN’s carbon restoration process assures uniform 
strength and hardness throughout the entire thread structure. 


WESTERN offers a complete fine 
ma We manufacture and maintain large stocks of all 


Write today for free catalog and prices 


WESTERN 
AUTOMATIC Wt inciuding cap screws, socket screws, set screws, 
pipe plugs, dowel pins, nuts and studs. Whatever 


Machine Scre Companys the size of your order we can ship fast from stock. 


division of Standard Screw Company 
371 Woodland Ave., Elyria, Ohio 4. 


X 


commonly used standard industrial fasteners — 


WESTERN offers unusual facilities for 
design and development 

Our experience with special precision-machined 
products has given WESTERN unexcelled expe- 
rience in design and development work. This experience, 
applied to our standard products, assures you the efficiency 
and economy of the latest production methods. 


PRECISION SCREW PRODUCTS, PARTS AND ASSEMBLIES. SINCE 1873 
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New Hodell Pailettes in lithographed colors work for you Labeling is big, with large printing for easy reading. Label! 

three ways—all at no extra cost! ing is uniform... printed in the same position on every 
Here’s a chain package you can proudly display. New Pailette you receive! 

lithographed Pailettes are beautiful for floor, window o1 The color of the Pailette tells the chain grade—green ident 

counter display . . . individually or massed. These attractive fies Proof Coil, red indicates BBB Coil. Stock taking is a cincl 

colors add a splash of brilliance to grouped displays. Stop And remember, Hodell Proof Coil and BBB C 


customers! Make them look! Help you sell! are color-coded and length marked every 10’—with colo 


Printing is lithographed right on the pail...on both sides coded tags on the ends—inside these beautiful, sturdy 
of each Pailette! No more troublesome paper labels! New, steel Pailettes. Pailette covers are self-sealing 
lithographed Hodell labeling can’t scuff! Can’t peel, smudge, Ask your distributor for complete details. Better still, s 
tear or be ruined by moisture! him your initial order today 


HODELL CHAIN COMPANY . Cleveland 3, Ohio 
Division of The Nationa! Screw 4 Mfg. Co. 


Wouldn’t it be great if you had 
a clear track to all the lamp busi- 


ness in your area? 


You can steer more of it your 


way, though. 


By selling Champion lamps you 
gain the distinct advantage of 
steady, profitable, repeat business 
— not the case when you carry a 
line of lamps everyone else car- 


ries, too. 


So why let good lamp business 
go booming by? Throw a switch 
by selling Champions — known 
for fifty years for lasting lighting 


value. 


sell CHAMPION lamps a CHAMPION LAMP WORKS 


DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 





Ee Saar ee 











CHAMPION 
lamps 











Quality guarded by over 200 
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Complete line stocked by 


the Standard Too! Distributor in your area 


Profits build up when this point 
“‘takes hold’”’ fast! 


Why? Obviously the only function 
of a Twist Drill is to make holes. 
And the faster it makes them—with 


no “‘time out” for re-sharpening— 
the more you can make from them. 


So say “Standard” and get more 
holes for your money .. . many more! 


Quality Tools Since 1881 





Sranparp Toor (‘o. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO * 
FACTORY BRANCHES IN: NEW YORK «© DETROIT « CHICAGO « DALLAS © SAN FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide Tools - Gages 


r 


LY BELTS AND HOSE 


* eet ; j 
‘~ 


\ 
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No Belt Drive Delivers as Much 


Power in the Same Space 
as R/M Poly-V" Drive 


. . . because the unique design of R/M’s patented 
new concept of power transmission permits nar- 
rower, lighter sheaves — distributes load evenly 
over a single V-ribbed belt to give higher horse- 
power capacity per inch of drive width than ever 
possible with standard V-belt drives! 


R/M Poly-V* Drive eliminates “length matching” 
problems, too, prolongs drive life . . . and reduces 
belt and sheave inventories to a new low. Just two 
cross sections of Poly-V Belt meet every heavy 
duty power transmission requirement! 


*Poly-V is a registered Raybestos-Manhattan trademark. 


R/M HOSE Handles Like a Rope 
and Lasts Longer 


, . . because all bulk and stiffness has been engi- 
neered out to permit easy coiling in any direction 
— prevent internal strain and eventual hose failure 
under the most rugged conditions of use. 


R/M’s exclusive Homoflex construction creates an 
inseparable tube-to-cover-bond for maximum 


strength and flexibility . . . less weight per hundred 
feet than any other hose of equal working pressure! 
Uniform inside and outside diameters assure easier 
coupling. Made for air, water and other uses. 


Distributors and users also like Allflex because it 
is an all-purpose hose for air, water, oil, gases, mild 
chemicals. Other hose types are made for special 
service ... from 4” paint spray hose to huge 
dredging hose big enough for a man to craw! 
through. R/M is your single source for every 
customer’s hose requirements! 
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For more sales from every dollar of 
selling effort, distributors depend on 


these R/M merchandising benefits: 


Advanced Engineering in Industrial Rubber 
Products 


Factory-Field Engineering Service 
Progressive Product Development 
Advertising and Sales Help 

A Business Relationship that “Wears Well” 


Strategic Warehousing, 
Dependable Delivery 


Discover how they add up to real profits with 
R/M hose, V-belts, conveyor belts, and amazing 
new Poly-V Drive! 


"The Smoothest Running 
V-BELTS Made” 


... because R/M’s balanced construction and flat 
sidewall design prevents sag in the strength 
member with more grip and less slip — gives 
uniform belt flexibility and strength with mini- 
mum inelastic stretch. 


Users get the benefits of R/M’s advanced V-belt 
design in Condor V-Belts for general service and 
R/M Super-Power V-belts for longer life under 
shock loads on tough rugged drives. 


every DESIGN Feature a SELLING Feature! 


There’s an R/M CONVEYOR BELT 
for Every Handling Job! 


. . . because R/M offers a complete line of conveyor 
belt constructions engineered for specific materials 
handling requirements. There are R/M belts for light 
duty — packages, parts, cases or cans . . . belts for 
hot materials and oily grains. Feature belts for heavy 
duty service include extra flexible Ray-Man.. . extra 
cushioned Homocord . . . R/M Tension-Master, for 
long lifts and high tensions. You name your cus- 
tomer’s job requirements . .. R/M has the conveyor 
belt to close the sale! 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


HOSE © FLAT BELTS © V-BELTS * POLY-V DRIVES * CONVEYOR BELT * INDUSTRIAL RUBBER SPECIALTIES 
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BUT WOULDN'T YOU 
RATHER HAVE THE LATEST 





Now... 


another significant 
advance in a 
great tool line 


Heller 


Ub lenpered” 


Flat Ground 


Die Steet 


Heller’s new JOB TEMPERED Flat Ground 
Die Steel is a truly significant advance in the field. 


its analysis is recommended by 
a group of leading consulting metallurgists. For 
another, it is precision-ground to a smooth surface 
finish of 25 to 35 micro-inches with all surface 
defects and decarburization removed to save 


time and effort in tool making. 


It’s easy to heat-treat, too. For instance, 
Heller Oil-Hardening Die Steel will achieve a 
Rockwell C hardness of 64-65 when hardened 
within a temperature range of 1450°F. to 1540°F. 
And a similarly wide range applies to the Air- 
Hardening type. Simple tempering instructions 
are supplied with each piece, so the entire heat- 
treating process is non-critical and virtually 
foolproof. As a result, you are sure of getting all 
the benefits of JOB TEMPERED tools, dies, 
jigs and fixtures when they’re made from this 
superior Heller Die Steel. 





The Industry’s Most 
Powerful Merchandising 
Program Backs This 


Great New Die Steel! 


Heller has consult 
qualified ena 
to be sure ti 

tne very best [or } 





Meer rool enginees industrial am 
MATHINE WY Equipment (|3)) 
News } 







How to use JOB TEMPERED 





= ae Vv 


ote % 


Great New Markets... 
— When You Handle Heller 
IDE RA : 
STOCK: SIZES decwlpeataatien _ Steel 


AVAILABLE 


... the analysis recommended by leading consulting 


metallurgists for Job Tempered Tools and Dies 


Great New Support 


For Distributors... 


Every time Heller 
you get another | 


SOLD EXCLUSIVELY THROUGH 
| Heller =| \ 
DISTRIBUTORS | 


‘YOUR OUTSIDE TOOL ROOM’ 
a STA, 


. er | 
Heller 2aZqcer” Tools 











HELLER TOOL CO., America's Oldest File Manufacturer 
Newcomerstown, Ot A bsidiary of § is Saw and Steel Co 


DISTRIBUTORS FIND GOLD 
IN STEEL TAPES! 


Demand for high-quality steel measuring tapes has reached a new high as 


American industry switches to these compact, modern, precision measuring tools 


Are you getting your share of this booming market? You should 
be. Distributors all over the country are discovering a big up- 
swing in their sales of steel tapes. Why? Because all over 
America, industry is scrapping the old fashioned folding rule — 
and switching to a new standard of accuracy and convenience 
provided by the compact modern precision measuring tape. 


The benefits? Faster work with Evans high-visibility White-Tape 
finish. Better work with Evans close-tolerance graduations. Fewer 
errors with both inch and feet-and-inch markings on Evans 
blades to save figuring. Lower costs with no breaking of fragile 
slats, and low-priced Evans replacement blades to make old 
tapes like new. Safer work with tapes that clip to belt or slip 
fully inside pocket with no dangerous projections. 


One company — Evans Rule Co.—has played a significant role in 
this new “Industrial Revolution.” Evans pioneered the trend, 
over 6 years ago. Today, Evans leads the field ...in quality, in 
merchandising, and in sales! 


Three reasons why EVANS Tape business 
is big business for industrial distributors: 


1. Evans Quality... Every Evans tape is packed with high- 
quality features and unconditionally guaranteed to meet 
Government specifications and the strictest industrial pur- 
chasing standards. 


2. Evans Promotion... The industry’s strongest advertising 
and publicity campaign — aimed at your customers —tells the 
steel tape story to the purchasing agent. 


3. Evans Merchandising ... Evans, using over 20 purchasing 
agent magazines, offers every purchasing agent a free measuring 
tape — so he can try it, test it, compare it with other devices. 
Over 10,000 already have accepted this offer. Evans passes their 
names to industrial distributors for sales follow-up. Distributors 
who picked up these leads report unprecedented sales! 


Many inquiries from your territory 

are coming in—right now! 
... And there’s rich sales potential for you in every one of them. 
To get these added sales -STOCK EVANS NOW! 
Try one of these remarkable tapes for yourself ...and see why 
everybody’s going for EVANS! 

It’s yours—FREE!—your choice: 

EVANS KING-SIZE 10-ft. WHITE-TAPE 


( Extra-wide blade that stands up straight ) 


or EVANS 12-ft. POCKET WHITE-TAPE 


(Full 12-ft. Measure—in handy Pocket-Size) 


Clip the coupon ...drop it in the mail now. 


Ne ee ee ee ee ee ee ee ee oe 


EVANS RULE CO., 400 Trumbull St., Elizabeth, N. J. 


Gentlemen: 
Please rush my free sample of the EVANS Tape I've checked: 


() KING-SIZE 10-ft. WHITE-TAPE } POCKET 12-ft. WHITE-TAPE 


Name - 





Address 


City 








NEW EVANS “POWER-TAPE”’ 
with Controlled-Speed Blade Return 


e Pull out tape—make measurements 
Press button with thumb—blade re- 
turns automatically —speed is under 
your control all the way! 

Blade can’t “creep” — locks where 
stopped. No lost measurements! 
New! Clear Tenite carrying case 
that hangs up for convenience. 
Magnifying lens in lid 

6-ft. List $1.19 —— Also 8-10-12 ft. 


“*KING-SIZE”’ 

Blade *”" Wide 
Stands up straight for Upright Meas- 
uring — Won't bend or buckle because 
it’s 33 wider than ordinary tapes. 
Complete with removable belt clip. 


10-ft. List $2.39 —— Also 12 ft. 


POCKET TAPES 
Still the unchallenged sales leader in 
the Steel Tape field! 
6-ft. List 98¢ —— Also 8-10-12 ft. 


LONG TAPES 
Handsome leather-like Vinyl cover, 
with double roller mouthpiece and 
chrome-plated winding reel. Stainless 
steel edge band. Combination hook- 
ring at blade end 


50-ft. List $4.98 —— Also 25-75-100 ft. 


ft i 
2 


a 


These are the features that make EVANS 
America’s Most Wanted Tapes 


Heavily chrome plated cases 
Double blade markings 


WO vw 1 [2 F | 1 | | Work in feet and inches? Read Here 
22 23 24 25. Work in inches? Read Here 


Clear plastic carrying cases 


Reasonably priced replacement blades for all sizes. 


Do it instantly—no tools needed 


Sliding end hook on all sizes up to 12 ft.— 


100% accuracy in inside-outside measuring. 
Snow white Bonderized steel blades. Jet-black markings 


UNCONDITIONALLY GUARANTEED. 


English-Metric Markings are available on all styles of tapes. 


NEWLY DEVELOPED 
CHALK-LINE-PLUMB-LINE 
50 ft.—100 ft. 

Sturdy, streamlined combination tool 
for one man chalk lining. Built-in 
plumb bob. A precision instrument 
with more quality features than any 
chalk line made! 


50-ft. List $1.49 





Evan RULE co. ¢ Elizabeth, N. J. © Montreal, Que. © World's Largest Manufacturer of Steel Tapes 
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Four Ready-Market Items...in the 


“Philadelphia” QUALITY LINE 


ADJUSTABLE END TRUCK 


This “Philadelphia” End Truck or Push Type Crane Assembly has advantages which 
make it first choice among industrial, commercial and service establishments requiring 
this type of equipment. It can be easily assembled in less than two hours. Trucks are 
readily adjustable to standard |-Beams from 6” to 12”. 


Complete assembly consists of one pair of steel crane ends or truck carriers; four 
trolleys with deep flange case hardened steel wheels; and four clamps with bolts. 


CAPACITY: ‘2 to 2 Tons. 





‘Philadelphia’ Products Mean 
PROFITABLE DISTRIBUTOR SALES 


structed . . . with exclusive advantages so plainly evi- 
dent . . . “Philadelphia” Hoists, Trolleys and other 
materials handling equipment offer Distributors the 
soundest possible basis for steady sales ond profits. Their 
reputation for quality, in both product and performance, 
gives unqualified assurance of customer satisfaction. 


The four items shown here are merely representative of 
the wide range of hoists and trolleys in the “Philadel- 
phia” line . . . a line that is growing constantly in scope, 
and in acceptance throughout all industry. 


MODEL “’R” Write for Bulletin 111556. 


Because they are so practical in design, so well con- 








ARMY TYPE 
TROLLEY HOISTS 
ed CAPACITY: Va to 

10 Tons 


LOW HEADROOM 
TROLLEY HOIST 


Jnequaled 


ey wit 


adie pia 


Capacity: 1 to 24 Tons 








LIGHTWEIGHT 
SPUR GEAR HOIST 


One of the latest additions to 
the “Philadelphia” line, and 
instantly popular because of 
its exceptional portability, 
compactness and light weight. 
Other features include low 
headroom and faster hoisting. 


Capacity: V2 to 10 Tons 
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Your Own Pool 


Brightboy is made in 
wheels as well as in a full 
range of accessory products 
rods, sticks and blocks 
for machine and man- 
ual operations. 











> 


ee 
a 


Brightboy 


The SOF7. 5 binder 


Ci USHIOMS the abrasive 
Weidon Roberts , 
Rubber Co. 


sE wane USA 


ae 


WRB aso 


of New Abrasive Applications... 
Bigger Time-Savings! 


FOR YOUR CUSTOMERS 


More and more dealers and their salesmen are 
getting in on Brightboy’s attractive profit pool. 
Telling their customers to get in the swim with 
Brightboy. Showing them how to save loads of 
time and work. Selling them on Brightboy’s 
COMPLETELY NEW SLANT 
ON ABRASIVE APPLICATIONS 


Definitely “different” multi-use Brightboy is 
made all-through of evenly dispersed abrasive 
grain and “cushioning” rubber compound. 
Abrasive and rubber function simultaneously. 
Together create a unique working-action so un- 
usual that one must see it to believe it. BURR- 


ING, FINISHING, CLEANING, POLISHING, 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 


95 North 13th Street 


Newerk 7, N. J. 





America’s Pioneer Manufacturer of 
Rubber-Bonded Abrasives 


frequently in one operation. Big savings over 
separate work-steps. Practically every day 
Brightboy’s action is producing new work short- 
cuts. 

Brightboy items are readily available STOCK 
NUMBERS, JOB-MATCHED to customers’ re- 
quirements. They not only do the work of 
“specials,” but usual finishing, too. Silicon Car- 
bide and Aluminum Oxide abrasive grains. Each 
in grades from extra fine to extra coarse, in soft, 
firm and tough rubber binders. 

Write today for attractive proposition on na- 
tionally known, nationally advertised, volume- 


use Brightboy . 
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WIRECO 
ADVICE 


like WIRECO and rows Shand 





i 
i £ 


3% > ae ,* 
é ~ se Pe ~ Ps 


the job... 


Your local Wireco Field Representative will make spe- Exclusive Wireco 


cific recommendations for economical and efficient rope “Safety Engineering” ‘ — 
service for any application you may need. saves you men and SAFETY 


WHERE YOU NEED IT. Wireco District Ware- oterials—contrib- “4° ‘cD 
houses, located strategically in 24 key cities across the vies fo profitable ENGINEERED 
country, are staffed by wire rope experts whose job it is operation. 

to serve you—no matter how decentralized the opera- 
tion—with counselling that reflects years of experience 
in the field. 


HOW YOU NEED IT. Just as the Wireco Ware- WIRE ROPE 
house in your neighborhood is there to save you money CORPORATION 


in custom-cut inventories, so is your Wireco Field Re- 
presentative prepared to devote his experience and judg- OF AMERICA 


ment in saving you money in both time and materials. 





WHEN YOU NEED IT. Your Wireco Field Repre- 

sentative and the staff of Wire Rope Corporation engi- 

neers and technicians that back him up, are as close as 

your telephone. Your problems are their business! Next Saint Joseph, Missouri 
time you hit a snag that requires competent wire rope 

advice .. . call! 
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te So 


When you handle 






Thermoid 
Rubber and Friction 
Products : . 


Yourareais 
PACKED WITH =a 
POTENTIAL JX 





It’s true! You have prospects in every industry when 
you handle the Thermoid line. With Thermoid, you can 
supply an unusually wide range of Hose, Conveyor Belting, 
Power Transmission Belts—Flat and Multi-V—plus a full 
line of Industrial Friction Materials! And remember, all 
this is backed by Thermoid engineering service and 


technical sales help! 






hermol 


Thermoid Company, Trenton, N. J. 








quote more jobs, 


sell more customers... 


with the Complete Line of 
Performance-Rated 


MOTORS 


Look at the sales advantages from your standpoint. 
Century offers you one central source for all your 
standard motors up to 400 HP. That puts you in a 
good position to quote on every job. 

Century’s long-standing customer acceptance... 
Century’s industrial quality in every motor including 
fractionals, helps you se// more jobs and keeps 


the customer satisfied. 


If you aren’t already a Century Distributor, contact 
your nearby Century Sales Office now .. . or write 


direct for the details. 


Performance-Rated 


MOTORS CENTURY ELECTRIC COMPANY 


1/20 to 400 HP 


18th and Pine Sts. « St. Louis 3, Missouri ¢ Offices and Stock Points In Principal Cities 
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Fieat Strai 
Thermostatic wanes S ) Temperature | 
Steam Traps ry Regulators | | 





b 


Air Eliminators 


e 
Inverted Bucket 
Steam Traps 
» Water 
Balancing Blenders j 


Fittings 


Thermodynamic 
Steam Traps 
Lift Traps 


a. 


Radiator Valves 


Motor Valves 
Room 


Thermostats 


SARCO and SARCOTHERM 


UNDIVIDED RESPONSIBILITY 


CONDENSATE for complete lines of 
AND VACUUM PUMPS. 








Radiator Traps 





* Heating Specialties 
* Finned-Tube and Baseboard Radiation 
* Weather-Compensated Control Systems 


SARCO COMPANY, INC. +» SARCOTHERM CONTROLS, INC 
Empire State Bldg., New York 1, N. Y 


DEPENDABILITY that spells USER SATISFACTION 





Complete Systems Include All Accessory Equipment 


finned-tube 
and baseboard 


radiation 








Modulating Controls for Modulating Controls Type AO Controls for 
hot water and radiant heating for steam heating hot water and radiant heating 








INDUSTRIAL DISTRIBUTION @¢ MAY, 1957 





Talk of the Trade 


DEFINITION: Mottos, slogans, etc., 


impression On me so you can well appreciate how over 


make a deep 


awed I was to read a definition of “business” while 
sitting in as an observer at the management course at 
. What do you think of this: “Business 
is the art of making irrevocable decisions on the basis 
Stop and think about 


Harvard 


of inadequate evidence.” 
it; it’s terrific 


AND THE DECISION: Here's one of those “what 
. . You have a good cus 
. . He takes inventory 


would you do?” puzzles . 
tomer . . . A $50,000 customer . 
one day and finds that he has absolutely no use for 
$15,000 worth of an item you sold to him . . . He 
writes to you, requesting that you take the entire lot 
back at his price I'he original sale dates back a 
year ... Well, what would you do? . . . As the dis 
tributor who told the story said: “We have a definite 


policy to cover such situations but . . .” 


MUCH EXCITEMENT: The Advertising Awards 
Committee had some added excitement recently when 
the members met in Philadelphia . . . Chairman John 
Williams (Mau-Sherwood Supply, Cleveland) arrived 
a bit late, biting his fingernails and about as tense as 
could be .. . He had scarcely joined the session when 
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he was called to the phone Yep, you 
Liz Williams had just presented John with th 
child . . . To hear John tell it now, he 


excited 


CONVENTION TALK: A couple of San Fra 


rn tI ; 


bound friends got into a hot discussion the ver da 
about Chinese food as served on the West Coast 
lh wint 


East Coast 


> 


‘ 
PVA 


versus the East Coast variety .. . To prov 
one remarked that he had been told by an 


restaurateur that the San Francisco Chinese restau 


rants were old-fashioned And then he added 
‘You know that ‘chicken-in-papet 
West Coast? Well, here you get 


cellophanc 


(HIS IS YOUR LIFE: A comical take off on the ‘T'\ 

show of that name was presented recently by th 

Southington (Conn.) Rotarians Ronny Ahern 

Billings & Spencer) was the star Mrs. Ahern and 
friomd 


Wort 


many of Ronny’s business and socia 
introduced in the same mani he TV sho 


MORE MODERN: Speaking of modern 


naturally brings to mind that story about 


that isn’t there Yes, sir, New York 
doorless door; and, of all places to have 
The Knickerbocker Savings & Loan 
installed the “door” which is a stream 
the winter, cold in the summet l) 
a ceiling vent into a floor grate 
vou're one of those “standu yn the 
they say the flow of air will not muss ; 
What price progre 


hairdo 


R.W.B. 


nor blow her skirt 
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HANDLE THE ROPE YOUR 


It’s a name that is regarded with confidence everywhere 
wire rope is used. You're handling a complete line of wire 
rope, slings and accessories that meet every standard re- 
quirement (and then some) of customers and prospects, 
You're backed by aggressive research and engineering that 
turn developments into sales points...and keeps the 
Roebling name first in buyers’ minds. 


For instance: Roebling Royal Blue Wire Rope is the 
modern all-steel rope that is stronger than the strongest 
wire rope previously available . ..it has won customer ac- 
ceptance faster than any wire rope in Roebling’s history. 
It is the kind of progress that sells products. 
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CUSTOMERS PREFER:..ROEBLING 


Roebling’s Right Behind You . . . 


Constant, effective advertising to users and specifiers in 
every field keeps them informed . . . tells them why and how 
Roebling Wire Rope gives long, satisfactory service. 


Roebling’s technical facilities and engineering cooperation 
are always available to help you help your customers. . . 
help you to turn prospects into customers. 


Roebling warehouses in the center of every rope market 
make it easy to order and get fast deliveries. 


[t could be to your advantage to write us about representing 


Roebling in your area... with Roebling, you'll have much 
more to offer. John A. Roebling’s Sons Corporation, 
Trenton 2, New Jersey. 


*Survey after survey shows that Roebling Wire Rope 
is preferred over all others—in every industry. 


ROEBLING 4) 


Y 
1 NG/ 
Distributors, Branches and Warehouses Throughout the Country 


Subsidiary of The Colorado Fuel and Iron Corporation 
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INDUSTRIAL 





PRICE 
SCHEDULE 


























REPUBLIC’S 
5-POINT SALES POLICY 


A LINE of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the trade 
soli 


rited 


A QUALITY of product uniformly 
good and capabi { delivering 


service results that should reason 


ably be expect 





— 

A PRICE basis inducing and making 

possible aggr iv competition 

CONCENTRATED with reasonable profit return. 

competition from his 

source of supply, either direct or in- 

direct, among the trade covered by 
his day-to<ay solicitations 





SELLING helps of reasonable 
amounts so that his sales force may 
be given the advantage of special- 
ized training and a knowledge of 
the product sold. 

















SELLING HELPS... BOs Yi 

of reasonable amounts so that a teesntne % 
his sales force may be given the advan- |. | ar 
tage of specialized training and a knowl- 


oe 
ys) 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN I, OHIO 
RUBBER PRODUCTS 
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Industrial Distribution 


I Inge zapoppini ! 

Fr OF DAYS AGO | got a very thoughtful and challe lett 

ym Harry Rinehart, Advisory Secretary, National Industrial Di 

tributors’ Association, and Secretary to a number of the Joint NIDA an 

SIDA Committees that have functioned so well over the past eral 
What he savs deserves a wide hearing. So 


Vite, — 


Dear Walte 
As vou and I both know, everv now and then some oklets we prepared 


ne comes out with a blast against wholesale distributors roduct information 


idvances the idea that thev are unnecessarv middk What the 
men who do not perform an essential service or function 


} + } 


1 ' . } 
D simp ida to ti 


ly 1e costs or prices paid by consumer 
| feel that there is certainly no cause for tarring out 
wn industry with this brush. In fact, as an industn 
we should forcefully present on every possible occasion 
the positive steps we have taken to lower our operating 
osts and increase efficiency in the performance of our 
various distributive functions 
Practically everything this industry has done in the pical { 
past six or eight vears has been colored by the economics logical approach to me—d 
of the situation. It is simply this. All elements of dis After last convention, 
tributor costs have been mounting and, with relativel made up of past associati 
fixed margins, distributors have been in the middle of a study and develop st a 
net proht squeeze use. With the cooperation 
When all the talking is over, there are only three n this subject, such a 
wavs in which a business can make more monev—make proved and will be furnished 
more net profit. One, you can sell more goods that Attention 1s being dit 


} 


carry a profit. Two, vou can sell the same volume of possibilities of all modern wat 
goods but sell them at a higher margin. And, three, procedures and equipmen 
vou can sell the same volume at the same margin but placed on integrated ele 
increase your efhiciencv, reduce waste and thereby cut Finally, from a long t 
vour costs of operation much foretl 


Let’s take up number two first. In this industn 
margins within which distributors must operate 
relatively static and inflexible. Furthermore, they a1 
set by a second party—suppliers. Despite a lot of in- 
lividual effort on the part of distributors, no great break 

ugh has occurred on the margin front 

Distributors have not stood idly by waiting for some 

lse to bring them relief in the wavy of wider margins 


thev have inaugurated a broad-gauge, positive 


f their own which is designed to meet th 
sing problems head on 

has been di b increasing sales? That 

i een done about imereasing Sales 1a 
vas the number one way for increasing net profits that 
I suggested earli Several 
this challenge by developing what we called the Plus 
Selling Program. This was a professionallv-produced film 

to be used bv distributors in training their salesmen 


ndustrv next took on the job of producing Product 


ral vears ago the industrv face 


And to vou, Mr. Rinehart, I sav “Amen 
starter, and by way of giving you a wider audie1 
which reaches 14,500 industry readers. Bevond t!] 


first projects of your new public relations pr 


Hall A Coowdler 
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this storv of vours gets told 








PRODUCT CATEGORY 


S GU RRCER AEN aa os ae Ne eg egg FL eee eee 
Sea) I acta SN MOD | i a 


WORK SHEET is used to accumulate item line 


no R 


y, 
PRODUCT CATEGORY | / 4% | JAN | FEB | MAR 


~- <n 
ON ee Oe 
a / 


50 


totals from each customer’s charge sheets each month 


Atligman Cudrow Nye. 


JUL | AUG | SEPT | ocT 


TOTAL 74 780 |4386) $063 | 4925 | 4007 | 5029 | 5800 | | | | 
TOTAL SALES | £6,950 15566] 888) | 5458) 14454 [4545] 8753) | 


MASTER COPY is used to accumulate major product cate 


gory totals for each month of the vear. Note comparison of 


key product sales and over-all sales at bottom. Salesman 
makes his own entri¢ t vn master copy. 


Analyze the Lion's Share of Sales 


By Jack Wertis, 


A METHOD OF ANALYZING SALES monthly without 
involving additional personnel or office machinery 


to secure the necessary breakdowns of sales figures is 
now in use at Turner Supply Co., Mobile, Ala. The 
system, according to Henry B. Tonsmeire, vice presi 
dent in charge of sales, has been in use only 18 months 
but already has proved valuable in evaluating com 
pany’s and salesmen’s performances in major product 
categories with key customers 

Briefly described, sales to each of 150 selected cus 
tomers are broken down into 41 key product cate 
gories and the entire task takes Miss Norma Loewer, 
analysis clerk, only two days a month. The figures 
are then entered on master sheets which accumulate 
monthly sales breakdowns for a whole year 

Being a selective analysis and control, the system 
admittedly does not produce complete overall figures 
to show total sales in the 4] key product categories, 


Senior Associate Editor 


either by company or by salesmen, and omits break- 
downs of sales to a large segment of the company’s 
customers 

But the fact that the 150 customers, whose sales 
are analyzed, represent a substantial portion of the 
company’s and each salesman’s volume is considered 
justification enough for its use at this time. By limit 
ing the scope of the analysis, Mr. Tonsmeire feels that 
he and his staff get a chance to develop analysis tech 
niques gradually and, at the same time, reap the bene 
fits of analysis and control over a large segment of 
the business 

Selection of the 150 accounts was on the basis of 
volume and potential. They include each salesman’s 
major accounts, which extends the benefit of analysis 
to the staff. Key industries are well vepresented. 

rhe present system developed from the practice of 
filing charge sheets by customers’ names, rather than 
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CHARGE SHEETS, filed by company name, ar 
by Mis 


Norma Loewer, preparatory to segregati1 

the maintenance of cus 
Entries to this latte: 
hle are made from salesmen’s reports and general 


by serial numbers, and by 
tomer call-sales index card file. 
ledger, each month. Whenever the card file indicated 
a dip in a customer's sales, the charge sheets would 
be pulled and analyzed 

Such spot checks proved valuable enough to war 
rant a more continuous procedure, and the present 


Che 


charge sheets, still filed by customers’ names, and the 


system was developed along the same lines 


call-sales record file are the basic data sources 


Product Categories 


Selection and coding of product categories was the 
first step. After studies of potentials, industry require 
ments and purchase records, 41 product categories 
were selected and coded by number. By simplifying 
the identification of each product category, it was 
found that pre-coding of charge sheets could be 
avoided. Of the 41 categories, 31 are labeled with the 
manufacturer-suppliers’ names, which makes identi 
fication of each item line for these products on the 
charge sheets simple The other 10 categories are 
identified by such common terms as pipe, wire rope, 
et Although there may be more than one supplier 
for items in these 10 categories, the use of the com 
mon term in the product description on the charge 


sheet makes identification easy 


Forms 


Only two forms are used to accumulate figures, a 
master and a work sheet, the second being a slight 
modification of the first. The original master form 
was prepared in the office on 84 by 11 in. bond paper 
(see illustration Lines were drawn in pen and ink 
and the product code and label were typed in. A line 
engraving was made of the design and forms were 
produced in quantity by a printer. By eliminating 
the month headings at the top and the two total lines 


at the bottom of the original design, another cut was 
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NEW NAME is prominently embossed on new catalog 
President Andrew Thompson points out binders 


s with old reprint 


binders 
save scrapping expensi italog 
| I 


"There's no better time than now to. . 


alendars dis 
hout the firm’s trading area is constant 


ivert ving personne! offices 


id 


NEW NAME displayed on popular sceni 


tributed 


*e 


Change Your Name’ 


Buffalo distributor, having lived through adoption of a new corporate 


title, cites ways you can avoid trouble and lists “‘action steps” to take 


a Bickrorp & Francis BeLtrinc Co. was founded 
in 1867 Though the name has come down 
through generations, the operations and personnel 
have changed considerably, particularly within the past 
10 vears 

It is our feeling that our corporate name does not 
fully reflect our current operations 

With this in mind, we have come to the conclu 
sion that a more appropriate name would be in order.’ 


Andrew 


Ihe above is from the letter writte 


l'hompson, president, announcing w name 
Industrial ‘Transmissions, Inc 

\s Mr. ‘Thompson points out, 
manufactured leather belting but, with the decline of 
this item and the taking on of other power transmis 
sion products, the ‘Belting’ was dropped. Still, Bick 


ford & Francis meant little or nothing to our trade, 


Originally the firm 


particularly new companies and younger purchasing 
personnel. Quite often buvers would ask, ‘What ever 


happened to Bickford or Francis?’ We had to con 


84 


; 


1 Bickford or a Francis in the 


nt management took over, 


Cilt 


major n the philosophy and operation of the 


ompan nto effect. Suppliers were added, 
emphas entrated on new lines of gears, 


hain, V-Belts, clutches, conveyor 


Sprockets l ngs, cn 


Clean Break Advised 


lue deliberation, President Thomp 
hange the company name. “We 


veighed the pros and cons and wondered about the 


idvisability of making a gradual change, but concluded 
t best to make a quick, clean break. If you wait for 
the most propitious time, based on the status of your 
upply of imprinted stationery, suppliers’ catalogs, 


alling cards, give-aways and such, you'll never make 


the change 
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oT a SeMissions,. inc. 


POWER TRANSMISSION ano CONVEYING EQUIPMENT 


3S PEARL STREET BUFFALO 2 NEW YORK . MA 2102 





ISSION and CONVEYING EQUIPMENT 
UFFALO 2, NEW YORK 
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Il” trademark featured on new letterhead is identifying svmbol on all new stationery 


n or another, you'll find it’s always Thompson ad 


tockroom 


1 bad time to take the drastic step, but we decided to stoc 


bit Ld 


bv the horns. We selected a name we 
trent operations and composed a thev f 
innouncement. We didn’t even carry a sub 


Bickford & Francis’ beneath the new 


wind up 
Ind 1} 


meaningful name 


uing months a goodly supply of old Points to Remember 


nsumed by rubber stamping with th 

1 three-months’ supply of Purchase 
Ord orms), but Mr. Thompson admits, “This is 
hessy, make-shift procedure. A rubber stamp imprint, there wi 


ularly on slick catalogs, is unsatisfactory. If we ind bookke« 
] 


part 
1] ] 


iad it to do ov again, wed scrap all ok 


: 
materia have 
write oft ise Obsolete stationery as scrap pape! and 


perhaps use interim printing tying up old and new 


Names 


Two Effective Steps 
ly wired back, “Pleas 


I'wo act \Ir. Thompson recommends to insure 
r, Bickford & Fran 


maximum broadcasting of the change are 
» expenditures on give-awavs 
rect mail activities 

Industrial Transmissions tripled its allocation for im 
printed gimmicks—pencils ind plastic pocket protec 
tors, for exampic¢ 
ifter the announcement letter, monthly It's a 
h with manufacturer’s pro of old reactions, ‘B 


direct mail followed throug] 
motional material imprinted with the new name. What business 


pC iid, 


Immediatel\ 


“No matter what you do, you must expect some present name, pc 
mmediate adverse reaction from the trade,” M1 dustrial field spc 
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Two Ways to Control One-Customer Stock 
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Screen 
salesmen’s 


. requests 


Request-for-stock is made formally 
in writing by salesmen of The 
Mechanical Supplies Co., Cincin- 
nati. Kenneth L. Miller (right), 
president, looks one over that J. E. 
Strachan, Jr., outside salesman, has 
drawn up. 


Keep customers 
informed of 
stock on hand 


Service stock report is mailed to 
each special-stock customer every 
60 davs. It keeps customer in- 
formed of stock level, reminds him 
to keep up orders or forewarn dis- 
tributor of changed needs. Sales- 
man may follow up to get more 
data (as Mr. Strachan is doing here). 





Cincinnati distributor has salesmen turn in 


stock requests and sends reports to customers 


TOCKING FOR SPECIFIC CUSTOMERS 
S$ is no longer a ticklish problem 
at The Mechanical Supplies Co., 
Cincinnati. A proce 
special stock has been 


new control 


dure for 
It involves the two steps 
the page, 
screening of stock requests and use 


adopted 
pictured on opposite 
of form letters 
Iwo forms are used 
1. A Request-for-Stock to be filled 
in by salesmen 
2. A Service Stock Report to cus 
tomers on inventory and other 
data concerning special items. 
“It’s hard to turn down salesmen’s 
requests for special stock, and there’s 
considerable risk of being caught 
with dead inventory when we stock 
for one customer,” said Kenneth L. 
Miller, president. “But, with better 
procedure, we can Carry 
most of the specials our important 


contro] 


customers demand and we don’t get 
caught holding the bag so often.” 


Salesman Initiates Form 


form is 
an outside salesman 


\ Request for-Stock 
turned in by 
whenever he feels a customer’s needs 
ind usage justify stocking a product 
th still nonstock. Besides the 
customer's name, product specifica 
tions, quantity requested and cost, 
the salesman is expected to estimate 
the customer's “potential” (monthly 
or annual use) and list other possible 
ymers who might use it, if any 
lists past sales and checks 


cust 
He 


whether 


ilso 
the item is standard or non 
standard (a “special’’ with the sup 
plier or not 

[he management then passes on 
the on the basis of several 
criteria, among which are: | 
tial of the item, 2. the 
current and potential purchases of 


well 


re que st 
poten 
ustomer’s 
how the item 
blends in the 
other lines, 4. whether it’s obsolete 

Mr. Miller claims management is 
about 


other lines, 3 


with distributor’s 


not arbitrary salesmen’s re 


Each is discussed at 


length with the salesman concerned 
How 


quests. case 


before a decision is reached. 
Mr. Miller thinks the 


exerts compulsion on salesmen to 


ever, form 
screen their own requests. “You de 
velop more sense of responsibility 
about making these requests,” he 
s2id, “if you have to put the reasons 
in writing and sign your name.’ 

\ copy of the form is filed 
whether approved or not. The forms 
the 


proved ones, to see if the items are 


are reviewed periodically ap 
moving as expected; the negative 

requests, to determine whether they 

should be reconsidered 

INVENTORY CARDS 


Will They Remember to Order? 


\l 


nodica 


second control Service 


Che the 
Stock Report—is a means of remind 
ing customers that special stock is 
being held for them and of making 
them feel under obligation to keep 
ordering it 

Mailed everv 60 davs to every ac 
count for whom special items ar¢ 
the 


customer § 


warehoused, report lists item 


~ norma 


number on hand o1 


specifications, 
requirements, 
on order with the supplier at 
of last shipment to the 

Che that 


non-standard and is carried 


form states this 


I specu 
cally for the customer. Date of last 
shipment is the key point: if the 
customer has failed to pick up hi 
regular requirements for a month o 
two, it reminds him he is probab! 
running short, or else has forgotte: 
to tell the distributor that he no 
longer requires the product 

stock is kept unde 


once it § 


Special 


; ; 


scrutiny takel nto 
warehouse by means of the Request 
for-Stock file and per 
C irds An 
made out on each spe 
hecked for easy refer 


ards are reviewed evet 


petua nven 


tory invent 


red 


‘A customer may hay 


intentions when we put 


“S 


ty 


2 
a 


_ 


Using these two forms —> 





Two Ways to Control One-Customer Stock (Cont’d.) 


Potential, past sales, other data on 
one-customer item requested, are 
filled out on form by salesman be- 
fore management passes on it. 


On-hand balance, last shipment 
date, “normal requirement’’ re- 
minds customer of special stock if 
orders lag. This service stock re- 
port is for grinding wheels. Other 
forms are used for other products. 





Date /0f/F05E 


REQUEST FOR STOCK 





Material: Pear’ se Ma heey 
18 x AINE Is AA ECKS KW 





Customer's Name Aa Lge 
Quantity Requested L 7 Atel 

‘ Wht per) prisvtla ; 
Other Known Users hoa 


Remarks 


Potential 





Requested By J S. _ 





Yo 7 
Standard Item | | Non Standard Item au 
Past Sales Sante. 
Cost JL ee SF 
? 9 
Conclusion Jhihet fltey le etd 4 Cush Cour, Y fe— 








Not Approved C) Date 


Approved By Ac “Yy Date Af bef ax. 











THE MECHANI 


CINCINNATI MILLING DIVISION 


CINCINNATI 
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... The 


D° YOU WISH your office could prepare invoices in 
minutes instead of hours put sales analysis 
reports on your desk in hours instead of days 
automatically restore inventory levels? 

If vour office handles over 750 lines of billing a day, 
then you're ready for a glimpse of the future . the 
future that’s already here the future that comes 
wrapped up in the punched card system of order 
yrocessing and accounting 


ID for June takes vou into the offices of three 


iverage industrial distributors, and shows you how 


I 


they have successfully applied the punched card sys 
tem to invoicing, inventory control, purchasing, and 


accounting how one distributor is paying a $1,750 


ards in Your Future 


montnir 
tory investment 

You'll see close up how these systems work 
had to do to make them work 


You'll see how three distnbutors did the impossible 


what the distributors 
ind mechanized what many distributors say can’t be 
mechanized—the towering, costly detail that follows 
the writing of an order. You'll see an office revolu- 
ion in action 

Future” in your next issue of ID 
will give you e answer to your costly paperwork 
problems, the weapon you need to turn the battle 
against misinformation, time-wasting errors, sluggish 


profit margins. 
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By Van Ness Philip 


Assistant Ed 





DEFINITE PATTERN OF ACTIVITY is possible if a salesman has the 
I stomers, says Bill Ford, Tennessee Machinery Co., Nas! 


facts on I 


"| keep records because... 


‘I'm in Business for Myself’ 


Tennessee salesman thinks it takes de- 


tailed planning to progress toward a goal 


| IK i 1i¢ 


‘émg O BUSINESSMAN Can operate without good records Like a business owner, Mr. Ford thi 
N and know where he’s going. Nor can I as a must have a goal and a logical sequence for as 

salesman.” he tools to achieve it. “The 
Chat’s Bill Ford’s reason for the detailed custome: ind mv tools are my records 

ind call records he keeps as a salesman for ‘lennessec fashion a reg 

Machinery Co., Nashville. Mr. Ford maintains eight iround in 

separate types of records and self-made selling guides, Mr. For progress 

each for a specific purpose. dence. His volume has moved stead 
“A salesman has to be in business for himself,” says he started the job and several maj 

Mr. Ford, who took up selling as a new profession have doubled in the 30-month pet 

two and one-half years ago after 14 years as a chemical He thinks salesmen’s records should 

engineer. “The company furnishes the product, good easy to analyze, but complete enough 

will and opportunity, but my time is mostly my own picture of the level of activity of custon 

to profit from or waste. It’s my one big tangible got to have the facts, unless you fee 


asset, and I can’t afford not to plan it.” personality and looks alone. I can't 


Here are the tools he uses —> 





‘I’m In Business for Myself’’ (Cont’d.) 


i, uhncere 
MLE z 
- MA’ Aline aiw 


1. Directory 


Mr. Ford’s first move when he took over the terri- 
tory was to list all accounts alphabetically in a note- 
book. Each was numbered and assigned a page. Space 
is provided for names of personnel and a chronological 
record of calls. Beside each date are listed products 


discussed on the call. 


2. Location Map 


lo get himself oriented, he spotted all customers 
on a city map. This was done by listing customers’ 
numbers within small circles on a piece of pressure 
sensitive paper, punching out the circles with a hole 
punch, and fixing them to appropriate customer loca- 
tions on the map. Pins were then stuck through the 
numbers for easy identification. 


Sec eeeeereneanens 


3. Call Route Pattern 


Mr. Ford then worked out routes on the basis of 
10 calls a dav, with the object of covering his 100 
accounts on a 10-day schedule with each day's trip 
ending up near the point of departure. This worked 
out as a daisy-petal pattern on the map. Says Mr 
Ford: “I knew hardly anything about the territory, 
so the object was to meet every customer and get the 
names in my book, even if I did nothing but stick my 
head in the door and introduce myself.” He found 
that the city’s industrial sections were so located that 
10 call routes could be set up logically without back- 
tracking o1 


crisscrossing 


4. Monthly Call Schedule 


As soon as he had completed several rounds of 
introductory calls, Mr. Ford was able to classifv cus- 
tomers roughly by their required call frequency. He 
then set up a schedule of calls for a full month, using 
a separate notebook sheet for each day, with weekly 
calls on the left column and twice monthly or monthly 
calls on the right. Customers called on are crossed 
off at the end of each day. Those scheduled but 
missed are carried over and written into the next dav’s 





Monthly Schedule 12 £3/% 


lst MONDAY 





weekly calls twice monthly, etc. 





QM Myachane /\ove 1 Ara () 


2. fan Ge Arts. f 


that it also serves as a weekly schedul 
Mr. Ford refers to the monthly schedule 
ind fills in the planned calls on the 
heets for the week ahead. Products t 
may also be listed in advance. He fills in 


data after calls are completed When 


Ce 


Yr? 


} 


every | 
No. 4 above 


2 ‘4 he company name 
VB athe-VHe.| Aun K.Sne Penne: 7 te 
Charlee dD ne NCXt da\ 
Jaxn1.Ine ire turned in to managemel 
veek, then returned to Mr. | 


ererence 
a a | 


Mir Ford ynsider 


meaiend Scheaute 12/4 /56__ morale booster: “It tells me what 


lst Tuesday vhen I wake up in the morning 


O __ weekly cells | twice monthly, etc. ob—an snowplow uhead withou 








did not work into the schedu 
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schedule Friday afternoon is left open to 


p! 
missed calls. A new schedule is made up the first of 


each month 


5. Daily Call Sheets 
And Weekly Schedule 


\ call report form was worked out by Mr. Ford a1 
the management shortly after he started the job. A 
form is provided for each day’s calls listing company 
person called on, product discussed and order data 


Chis is different from the conventional call report 





6. Customer Report 


‘his is a basic sales analysis form (M1 
ind mimeographed it himself) containi: 
record of sales for three vears Mr 
from invoice copies, and has one fo 
[hough it contains no sales-bv-lines 
vided at the bottom for remark: 
usually adds prodt informatio1 
out listing dollar sales on thes« 


finds it simple 
I 
mans commiss 
invoice betore he 
progress with a1 
kt asl tne leh, - aol progres ith ana 


trating mstinal 27° 4 ; because ‘Tennessec¢ 


percentage of margin 


"Regularity, not rigidity” —> 





‘Tm In Business for Myself” ( Cont'd.) 
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7. Sales Graphs 


Mr. Ford has graphed monthly sales of several major 
customers to get a picture of seasonal fluctuations and 
overal] progress. This helps him plan call frequency 
He draws in a line representing average monthly sales 
ong-range trends 


; lenict 
to depic 





5 y CUSTOMER RATING SHEET 


[Company a Priority List 
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8. Customer Rating Sheet 


At the end of his first year, Mr. Ford drew up a 
separate list of customers accounting for the major 
part of his volume. Average monthly commissions in 
dollars are entered for each. Some 35 customers now 
comprise this list. On the same sheet, to the nght, 
a “priority list” was drawn up showing relative stand 
ings in terms of volume, with the monthly dollar com 
An asterisk 
indicates more potential has yet to be exploited (thus, 

10 L. J. & S. Co.” means that L. J. & S. has pro 


duced orders for the past year resulting in an average 


missions expressed, for simplicity, in 10's. 


monthly sales commission of $100-110 and additional 
volume can reasonably be expected next year). With 
this data Mr. Ford 
hit the major accounts 


in rearrange his call schedule to 
with the frequency required 


Pattern Changes; Records Give Direction 


Records must be adapted and refined with use, says 
Mr. Ford 


call route pattern were primarily tools for getting 


lhe customer directory, location map and 


started on the job, and are referred to less often now 
that Mr. Ford knows the territory. His pattern has 
changed, since he can now segregate major volume 
accounts and plan his calls to cover them more fre 
quently than others. Monthly and weekly call sched 
ules reflect this; there’s more time for interruptions, 
service, unforeseen delays; fewer calls per day are 
scheduled 

“You can’t be too rigid,” says Mr. Ford, “but I still 
think regularity is the key to selling and trv to stick 
When I started out, the pattern was 
Those 


by my plan 
arbitrary because I had to start somewhere. 
introductory 10-calls-a-day cost me time and immediate 
sales income, but it paid off to have a firm base.” Now 
he gets his work pattern from the sales data records 

call sheets, customer reports, graphs, customer rating 


sheets. ‘These tell him where to direct major efforts 
“T want to shoot targets, not scatter the shots. If 
a customer is not buying, I want records that help me 
find out why 

sales analysis records are not 


vet complete and hopes to develop them further 


He says he realizes his 


Isn’t so much paperwork unduly burdensome? 
do for me if I use 
“Most sal 
know, myself included, are lazv enough 
looking for the 


way for me 


when I consider wh t cal 


data correctly,” says r. Ford 


lime was 
many evenings and I vs to the records 


few months he handles them 


few minutes daily before § or after 5 


Mr. Ford adds: “When I started this I made 
my mind the job would not run me | would 


the job.” 
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New quarters solve Los Angeles firm’s space problem. Also . . . 


tter Layout Ends Traffic Jam 


Reducing inside traffic was a major objection in plan- 


ning Machinists’ Tool & Supply Co.’s new building 


HEN Macuinists’ Toor & Suppry Co., Los An- 
Weoss. built a new plant after 30 years of mush- 
rooming in one location, two objectives were para 
mount: a minimum of in-plant trafhc and adequate 
space. 

Layout and modern communications devices have 
solved the trafic problem. 

Offices run along one end of the warehouse, front 
All offices concerned with processing 
orders are on the south end of the office section, next 
to the corner of the warehouse that houses shipping, 
the foreman’s office and the will-call department. 

The will-call desk is next to the foreman’s office, 
and side-by-side shipping and receiving doors (sharing 
built-in scale placed between them) are adjacent to 
both. 

Orders travel from inside sales, to Kardex inventory 
control, to order processing, to shipping by means of 
belt conveyors. Special orders go from order process 
ing to purchasing through pneumatic tubes. 

“I don’t know how we got everything in the old 
place,” says Robert A. Donovan, president. “We'd 


ing on the east 


never get it back.” ‘The former quarters had 15,000 
sq. ft. of space, the new building has 30,000 

In the old quarters, overstock was in a separate 
building from active stock, and space conditions pre 


Now, 
overstock is stored in a 2,000 sq. ft. area along the 


vented putting all of one line in one area 
north wall of the warehouse (shipping and receiving 
docks are on the east). Product lines are grouped, 
with most active lines nearest the shipping door 
here is also space for future expansion. The west 
em 40 feet of the 150-ft. wide warehouse is currently 
unused except for displays and special occasions such 
as an open house. Aisle widths can also be narrowed 


to take care of future space demands 


Central Location Picked 


Ihe new building is seven miles from the old one 
Mr 


freeway is a must for a firm serving any considerable 


near a freewa\ Donovan believes being neat 


part of the sprawling metropolitan area of Los Angeles 
he one-and-a-half acre site is part of a new industrial 


Conveyors now move the papers —> 





Better Layout Ends Traffic Jam 


development where Mr. Donovan expects there will 
be an increasing number of likely sales prospects. 
To protect stock and speed handling, new racks and 
bins have replaced the improvisations of the former 
crowded quarters. Doorbins were acquired for cut 
ting tool stock, and bins with drawers for driljig 
bushings, in the interest of keeping products dust free. 
Since the company specializes in lightweight items 
like perishable tools, there is no need for heavy 
handling equipment. 
For security when the plant is closed, electric eyes o 
are spotted strategically throughout the warehouse. rs 


They ale , any ‘rvice of 1 
hey alert the Commpeny § protection service fun Efficient order flow and room to organize stock 
properly make world of difference, says Robert A. 


wanted callers. 
Donovan, president. Firm has two-thirds more space. 


An overhead sprinkler system protects the entire 
building, both office and warehouse sections. Mr. 
Donovan says this will pay for itself in four years with 
savings from insurance premiums. 

The office area is air conditioned and the warehouse 
‘is warmed with gas-heat glowers. Offices are lighted 





with fluorescent lights, warehouse with 300-watt bulbs 

















in reflectors 


Economic Structure 











Ihe building was also designed for economy and 
speed of construction. It consists of a poured con 
rete floor on compacted fill (bringing it to truck 











height), tilt-up concrete walls, and arched wooden 
roof in the warehouse section. 
Offices have permanent interior walls but, since they 





ire non-bearing, it will be easy to rip them out if office 
space needs rearranging. For the amount of rearrang 
ing that the management foresees, they think this 
irrangement is superior to metal movable partitions 
\ll office floors have asphalt tile. 


_ 


Drawing shows the front part of the building in detail. 
Ihe warehouse actually extends well beyond broken line 
at bottom of diagram—note dimensions. 








Belt conveyor running along between inside sales Wide aisles, new bins, good lighting feature 
men’s desks takes legwork out of order process- stock rooms. Doorbins at right are for cut- 
ing, cuts down on office traffic and confusion. ting tool stock, keep tools free from dust. 
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Convevor from inside sales Inventory control cards are kept up to 
ends at Kardex inventory date within 15 minutes. Inside salesmen 
control department check stock through squawk box at top 


Sandwich belt convevor takes order 
from Kardex to order processing. At 
other conveyor takes them to shipping 











W ill-call counter is right in front 








of foreman’s ofhce Shipping 


and receiving doors are nearby 


New drawer bins hold drill bushing line. In Electric eve on wall is one of several guarding 
old quarters overstocks were in separate build- the plant. They alert protection service when 
ing; now there’s room to consolidate all lines. doors are opened during hours plant is closed 


| 








Why They Went To Harvard 


e Some went hoping to get solutions to specific 


operating problems 


e Some went hoping to fill in gaps in their backgrounds 


e Some went hoping to find out how to adjust 
to changing distribution patterns 


e And some went because the boss said: “I think 
you'd better go, it might do you good.” 





EDITOR’S NOTE:—Last December | wrote a letter to the 
87 industry members who had signed up for the man- 
agement course to be given at Harvard, asking them 
to try to set down in black and white an answer to the 
question “What motivated you to sign up for this 
course?” In response to my letter, some 50 “students” 
told me where the motivation came from, why they 
wanted to go, what they hoped to get out of the course 
and what were the nature of their problems (see a copy 
of the letter on page 249). 

The analysis of the responses which appears in this 
article will help no distributor nor salesman solve any 
of his day-to-day problems. Rather, it is an article that 
makes interesting reading because it gives you a chance 
to look into the thought processes of some fellow dis- 
tributors. As they reflect on thier own inadequacies and 
speculate on the future of the industry, it may start 
some thinking on the part of those who couldn’t attend. 

This is a sort of human document which reflects how 
50 men from this industry felt as they were about to 
embark on a common adventure. As such, it is a study 
of one of the phenomena of our times. As | mentioned 
in my letter, there has been a large number of advanced 
management courses offered by scores of universities 
and attended by thousands of businessmen following 
World War Il. This is unprecedented in our history and 
has no counterpart in any other country. WHY? 

We can’t answer for all those who have taken the 
courses but, from the 50 responses | got to my letter, 
we can tell something about what motivated our own 
people. Here, as in a microcosm, we may even have 
developed some answers that will help to explain the 
motivating factors outside our industry. 

All, or nearly all, of the distributor firms represented 
would fall in the small business category. Here is what 
small businessmen in distribution list as their inadequa- 
cies, and here is an array of the things they are seeking 
in the way of management know-how. 


W. F.C. 





HO STARTED THE BALL ROLLING? Where did the 
W initiative come from that led these industry 
members to file applications? The undecided were 
frequently swayed by the enthusiastic testimony of 
colleagues or friends who had attended Harvard Man 
agement Courses. With others the triggering action 


} 
Was more petsonal. 


eeThe person who really sold me on going to 
Harvard was Harold Torell. It hardly seemed possible 
that a man with his experience and ability could learn 
anything more about the industrial distribution field. 
Yet, if Harold feels it would be beneficial to him, | 
know darn well it will be for me.” 


Another distributor gave the credit to: 


ee .. . the persistent and persuasive urging of a 


friendly competitor 


The friendly competitor was named in the letter 
but, in this instance, the use of his name would also 
reveal the name of the distributor. 

And, of course, INpusTrRIAL DisrriBUTION came in 
for a lot of mentions because of the whole-hearted 


+} 


endorsement given the course in its pages 


©ePerhaps I could cut this whole thing short by 
saying that Walter | 
tivating influence that led me to apply.” 


Crowder is, or was, the mo- 


Or again from a Southern distributor, 


When I saw the article announcing the course 
in ID, I put the magazine on the desk of the Execu 
tive Vice President who discussed it with the Presi 
dent. As a result, they asked me and another of our 
V.P.’s if we'd like to go. My answer was not ‘yes’— 
it was ‘Hell, yes.’” 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1957 





Who Made the Decisions ? 


An examination of the responses indicates that 
about one-quarter decided on their own hook to 
attend and were in such positions of authority in their 
firms that they didn’t have to clear any further. At 
the other extreme, and with another quarter, the 
recommendation from authorities in the firm was so 
strong that the individuals were practically told to go. 
In between these extremes are about half the re 
spondents who saw the announcement and asked 
their companies for clearance to attend. 

One chief executive of a West Coast firm summed 
up his reasons for attending 


eelit was mv own decision to attend the Manage- 
ment Conference, and I had three objectives in mind 
1) As far as I was personally concerned, to be sure 
that I was not missing any bets. (2) To find out if 
this course would be beneficial to executives under 
me to whom | wish to give further training. (3) If 
2) proved to be true, that I should have the under- 
standing to help them make use of the knowledge 
that they might gain.” 


[his thinking was echoed by other top men 


They Felt 


With only one or two exceptions, the respondents 
stated outnght that they felt inadequate in various 
situations. And the areas of inadequacy ranged all 
over the board. Generally, they felt they didn’t have 
broad enough management know-how because (1 
they lacked formal education, (2) they had come up 
in the organization through sales and didn’t know 
finance, accounting, human relations, etc., (3) they 
were engineering graduates but didn’t know enough 
about running a business and (4) they had only re 
cently come into the field and wanted to know more 


about industrial distnbution 


Lacking in Formal Education 


Despite years of successful experience, a number 
of the respondents reported a feeling of inadequacy 
because of the lack of a college education. As one 


executive in the North Central states put it: 


ee! have completed 25 years of continuous em- 
ployment with our Company, but I have never felt 
that experience alone was the entire answer to the 
many problems that face the industrial distributor 
today. 
year 193], it was my misfortune, along with many 
graduates, for financial reasons not to 


Having graduated from high school in the 


high schoo] 


Since executive standing was a prerequisite for ad 
mission to the course, what were the reactions of those 
executives who were “told” to go by their bosses? 
Here is a situation that is really loaded with dyna 
mite from the human relations angle. A mature and 
experienced executive of a Southern firm, while som« 


what disturbed, evidently took it in stride 


@®®@He (the boss) has been most insistent in seeing 
that I attend, and it is very apparent that he thinks I 
lack something which he feels I will acquire at this 
session. He will not comment when asked the direct 
question “Why are you so intent on my attendance? 
I hope that whatever it is that I lack may in a measure 
be acquired through my participation in this course.’ 


Ihe junior executive of an Eastern distributor indi 
cated an understanding of his boss’s desire to build 
a stronger organization 
@@'lhe boss did it (recommended attendance) be 
cause he feels I could use additional training. He 
wants his organization staffed with the best-informed 


people he can possibly get 


Inadequate 


have the opportunity to further my education at col 
lege. Therefore, it was only natural, due to a personal 
feeling of inadequacy in not having a college educa 
tion, that I should take full advantage of the oppor 


tunity extended by our Company to attend 


Another distnbutor in the North Central area 
seemed to feel that his growth and the growth of 
his firm was limited by his lack of education 
©e@Perhaps my first thought when the opportunity 
came was that it enabled me to fulfill a life-long amb 
tion to go to college—I never did, you know. Lack 
of earlier education or opportunity left me without 
many of the needed fundamentals to operate afte: 
ind above a certain point of growth 


Had Come Up Through Sales 


In a selling organization (and an indust1 
tributor is just that) one of the main sources of 
agement talent is the sales force. Successful s 
become sales managers, vice presidents and 
executives. But the qualifications that madé 


good salesmen are not necessarily the same qu 
Lack of broad 


iy 


igement know-how was the most frequent 


tions that make good managers 


How about engineers and newcomers to the field —> 





Why They Went To Harvard (Cont’d.) 


nized and cited inadequacy by the respondents who 
are salesmen-become-managers. 
A Middle Atlantic distributor states the case simply: 


@eMy background has been predominantly sales 
and I now find myself in a position of management 
which covers a much broader field than just that de- 
partment devoted to selling. I expect to obtain from 
this course a broader knowledge in fields such as ware 
housing, accounting, personnel, and advertising—fields 
in which I feel, I have had inadequate experience.” 


Or again from the Mid-West: 


eeMy background with our organization has been 
in the sales department and has not provided 
me with sufficient ‘know-how’ in regard to many other 
phases of management. I am particularly interested 
in the subjects of finance, inventory control, invest 


ment of capital and market research.” 


Engineering Training Not Enough 


@@ his industry is blessed with a lot of engineering 


talent. ‘The graduate in engineering who “likes to 
meet people” is a natural and valued addition to the 
sales force of any distributor. And the trend is toward 
more engineers, as the products sold by distributors 
ind the application of these products in industry be 
ome more complex and more technical. In the 
natural course of events, these engineers have taken 
on management responsibilities in the firms for which 
they work. This West Coast distributor states the 
case 

®e@] am a graduate engineer. An engineering edu- 
cation produces a highly-qualified technician, but a 
poorly-rounded-out businessman—a fact which I recog- 
nized and which I did the best I could to correct by 
taking elective courses. I left engineering and went 
into this business, and since that time have spent 
considerable effort in self-education along business 


lines.” 


A Mid-West distributor, with an engineering back- 
ground, senses the limitations in his training and has 
even narrowed down the areas in which he is seeking 


information and help. 


@@In college I studied engineering which vou realize 


is limited in business administration. The knowl- 


What They 


In the citing of inadequacies, there was a strong 
implication that the Harvard course would provide 
know-how that would help to overcome them. But 


edge of engineering was very handy so long as | was 
on the road. but when I came inside in 1941, it was 
necessary that I lean heavily on others when adminis 


trative decisions had to be made.” 


t 


Newcomers to the Field 


In the vears since World War II there have been 
a number of management changes at the top level 
that have made news in the industry. In some in 
stances, the firms have been sold and the new owners 
ire new to the business. In other firms, top manage 
ment has been brought in from outside the industri 
In both cases, there was a need to learn about the 
industry in a hurry. To a number of the respondents, 
the Harvard course appeared to hold an answer to this 
problem. The chief executive of a firm in the South 


Central states gives his thinking 


e¢in the brief period that I have worked here, | 
have labored long and hard to get a background in 

ie “em 
the supply-business Most of the top level people in 
the supply business have risen from the ranks and 
have done so over a long period of years and as a 
result have a wealth of experience and knowledge, 
I have felt 
background and, when the Har- 


yunced early in 1956, it seemed 


which can only be gained in that way. 
the need for such 
vard Course was ann 


+ 


an answer to a very deep-felt wish on my part. In 
terestingly, I first heard of the course just a few day 
after I was elected president of the company, 
while I do not believe in fate, this seemed more 
a coincidence.” 
Another newly-come pre ident of th 
Middle Atlantic states tells of his problems and what 


he hopes to get 


ee The inadequacy I had in facing the problems 
of the company was lack of experience. Formal edu 
cation is always of great benefit in any field, but it is 

f 


my personal opinion that on-the-line experience, of 
which I have had only three vears, is the best teacher 


I have taken advantage of every meeting of the Ass« 


ciation, sales ics, sales groups, as well as talking 


to and visiting other distributors as much as time 


would permit, to seek knowledge of the field of in 
dustrial distribution 
I feel that the Harvard Cours 


will be most valuable to me and to my company 


supplyit 1 broader knowledge of this field.’ 


Hoped To Get 


other writers went further and spelled out areas 
which they looked for help—mentioned things they 


thought Harvard would do for them. Some of these 
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ireas are quite broad, almost amorphous, while others 
ire specific in terms of day-to-day operations and tech- 


niques. 


General Management Know-How 


[here was the often expressed hope that Harvard 
There 
vas also an expressed need for help in organization 
Janning. Here’s what the president of a South At 
intic concern hoped it would do for him. 


night help them to become better managers 


®@Since I have never had any economic or manage 


ment training, other than that which has been gained 
through business experience, I feel the need of it 
badly. It has required all of my time and ability to 
discharge my responsibilities as president of this 


ompany. I have not been able, nor do I now have 


the ‘know-how’ to relieve the president of those 
responsibilties that should be assigned to others to 
leave more free time for the president to make con- 
structive plans for future development of the organ 
zation and its personnel. It is my hope that the course 
vill better equip me to make and execute such con 


tructive plans 


id-Western executive states it 


®°In our role of planning, organizing, integrating 


ind measurin it seems to me that some of us so 


ed managers are business mechanics rather than 
professional executives. I feel, personally, that I must 
earn more of the professional aspects of the job, not 
rely improve the mechanical aspects of it 


Har, imc 


. 1.1 s+ = 
hnageimnic iCVe 


| hope 
School starts me on this professional 
pment program 


Keeping Up With Growth 
\ rather common fault of small business, whatever 
the line, is the failure of management to keep up with 


he growth 


t yf the business. As the business starts, it 
is small and the boss can be thoroughly familiar wit) 
ill the details. But he can choke the growth prospects 
yf the firm, if he insists on doing everything himself 
To know that this 
situation could and possibly does exist is one thing, 
but doing something about it is another. A junior 


executive of a Southern firm hoped for some answet 


with no delegation of authority. 


it Harvard 


ein the last 15 years our company has grown 
Whereas in 1940 the three major stock 
holders could pretty well keep up with who bought 


what, who was selling what, etc., 


a great deal 


today our business 
is just too darn big—especially with several stocking 
branches. We're like a body that has grown beyond 


the extent of its nervous system 
“Changes have been made—tesponsibility and au 
thority have been delegated, reports substituted f 
personal contact, but there is more to be done 
“We're 


retty nice pront 


selling lots of material, were making a 


Ihe older generation inclined 
to sav “We've made money this way; why 
It may seem rather foolish to attempt to do nev 
that may appear to be rocking the boat 


quite see it in that 


Human Relations & Communication 


Such broad and currently popular subjects as human 
relations and communication were frequently men 
tioned as areas in which distributors expressed hope 
at Harvard. A Mid-West execu 


course and contacts for help 


for enlightenment 
tive looked to the 


ng his proficiency in human relations 


w list whv I became interested 
came to the 
} 


by himself is of 


conclusion, sometime 

no importan € 

important duty of an executive, 
duties may be, is influen 


1 


ooperate toward some common goal, 


iwement as a whole has come to find desirable 


ore, to me, the biggest problem today fot 
ves is human relations and communi 
it analyz 


make the 


this 


most important problems 


is knowing how to deal ' 


@2@( i 


of tne 
today, in my mind, 


in their confidence It’s easy for me 
} > 


i person noOW TO GO 
i 


1c and W 
1 job, but to win his conhden 
is something else I mean to make him 


+ 


Sincere in your promises and tO cncourage 


| 
on his own which reflect what the 


\l ny 


it Harvard because it would give tl 


COomecd 


of the 


get awav from the business,” to 


from their cloistered jobs and 


thinking, 


vincialism 


ind others sought escape 
of their 


They sought exposure to new ideas and tl! 


jobs ind the mmer;rs 


‘ re ne } } 
lat are new that t 


management that they in 


talking to people with something 


lhe plight of junior executives who can’t 


} 


t Ca USE 


heir background and experience 


How about help with specific problems? —»> 





Why They Went To Harvard (Cont’d.) 


loaded down with day-to-day minutia and detail is 
well stated by a New Englander. 


@@ For some time now I have felt a need for ‘getting 
in touch’ with problems of management. This is a 
necessity, because some day the problems of our busi 
ness will fall in my lap. I want to be ready when the 
time comes. On-the-job training, however, in a small 
company like ours is very slow and incomplete. 

“I find myself doing much detail work that could 
be handled by almost anyone in the organization. 
At the rate I’m going now, I'll be an old man before 
I’ve had experience in all the important phases of 
management. Then too, some things only happen 
once in a supply house and I can’t find out how to 
handle these things from experience. We all seem 
to be tied up in a desperate race to get each day’s 
immediate details out of the way. 

“T think the Management Course will give me a 
broader view of our business and help me steer a 
different course to prepare for future responsibilities.” 


Help With Specific Problems 


With only a few exceptions, the prospective “stu 
dents” spelled out specific operating problems upon 
which they hoped to get enlightenment at Harvard 
Ihey were evidently seeking for specific and definite 


Adapt To 


Written out in perhaps a score of the letters was 
the thought that the industry generally is in a period 
of change—change that is influencing the course of 
industrial distribution and “from which we cannot 
New channels of distribution, new 


remain immune’. 
purchasing practices, more sophistication on the part 
of buyers, greater complexity of products were all sug 
gested. Most respondents felt inadequate to meet 
the challenges inkerent in the changed way things will 
be done. A New England distributor gets the scent 
of change in the air. 


@@In the back of my mind lies a nagging notion that 
distribution in general, and our trade in particular, 
lags far behind the advancements that have been made 
in other fields such as science, manufacturing pro 
cedure and medicine. My contention is that we can 
do the job better, faster, and cheaper, and that some 
day we will discover improvements not now contem 
plated. It would be a reasoned guess on my part 
that just such a seminar as will take place at Harvard 
will germinate the seeds of such advancement above 
any other method of research devised.” 


Another Eastern distributor feels the industry has 


answers to specific questions. While they generally 
realized the nature of “solutions” when the case 
method is employed, there was still an expressed 
feeling that specific answers would be forthcoming. 

[he nature of the operating problems which were 
listed are interesting in themselves. They indicate 
the types of things that are bothering distributors. 
Here is a tally arranged in order of frequency of men 


tion 


Financing of a small company. 

Cost analysis, particularly evaluating profitability 
of a line. 

Compensation of salesman, incentive plans. 

Expense control, converting more gross profits to 
net. 

Market research. 

Warehousing, buildings, layout, materials 
handling. 

Personnel management. 

Advertising and sales promotion. 

Modern office procedures. 

Inventory control. 

l'erritorial analysis and sales analysis and control. 

Selection and training of salesmen. 

Purchasing and pricing policies. 

Selective distribution. 

Credit management. 


Survive 


not kept up and hanges ma. be long overdue. 


ee] have been in this business now 33 vears, and 
some of the things we are doing today are exactly the 
same wav as we did them when I started. As far as 
[ am concerned, if we have been doing them that long 
there must be a better way to do them. The distribu 
tion of industrial supplies certainly has not kept pace 
All of those attending 
With professional coun 


selors, and with an open-minded as well as an in 


with industrial production 
probably feel the same way 


terested group, we ought to go a long wav towards 


catching up 


The chief executive of a Middle Atlantic firm sees 
the possibility of a new concept in distribution 


®@Somehow I believe there is going to be a new con 
cept developed in the distribution of industrial sup 
plies. In many respects the ‘industry’ has not ch inged 
in its basic methods for many years. Labor costs have 


ll. 
risen materially 


Manufacturers have diversified their 
lines to a great extent, which requires additional in 
vestment on the distributor's part. These diversifica- 


tions in many cases have cut down turnover of invest- 
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ment. Yes, there have been effective improvements. 
But there may be a radical change in our type of dis 
tribution as we know it today.” 


An Atlantic seaboard distributor seeks new ap 
proaches to the problems brought on by change. 


Ce All distributors today are operating under new and 
fast-changing conditions which demand new ap- 
proaches and methods to solve these new problems 
It is obvious that men who meet these new problems 
must learn to solve them in a profitable manner. I 
feel that it is the responsibility of each person to 
improve and prepare himself to operate profitably 
under these changing conditions. I believe the course 
will do this for me and my fellow members.” 


A Midwest distributor gives his firm’s thinking. 


@@ You asked me to analyze why the boss suggested 
I participate in this program. His reaction to this 
question ran along these lines: For many years the 
Mill Supply Industry has attempted to use what could 
be called cheap or inexpensive inside and outside pet 
sonnel. Sometime in the recent past it became evi 
dent in our industry that a higher type of personnel 
is an absolute necessity. We have a common belief 
within our company that the industrial distributor 
must do something to help himself. 

“Because of the recent trend of mergers, we in our 


area are confronted with calling on and servicing a 


much higher type of customer. Therefore, the desire 
on the boss’ part is to improve our overall manage 
ment status.” 

The changed status and sophistication of industrial 
purchasing agents and plant personnel presented a 
challenge to an Atlantic Coast executive 


©] also feel that, as an industry, we haven't kept 
up with the gains in status achieved by the purchasing 


There's a revolution in purchasing going 


profession 
on and the men responsible for operations in the 
plants of my customers have gained tremendously in 
sophistication, technical know-how, educ tional back 
In the past 10 or 15 


vears too many distributors have just been standing 


ground and cultural outlook 
still while this was going on. Just a case in point, 
four of my major customers have sent their head 
purchasing people to the three-month Harvard course 
If we are going to deal with each other on an equal 
basis, I can hardly do less than cram all I can into 
1 three-week course.” 

\ Southern distributor also comments on the change 


in purchasing and the need to adapt to survive 


purchasing agents have chang« 


new type of selling and salesman is emerging And 


@@Purchasing and 


} 7 
management had better adapt to all these changes or 


the business will suffer. Now is the time to adapt 


while business is good and profits satisfactory.” 


The Overall Picture 


equipped to meet the challenge which these changes 


would bring Thev looked to Harvard for wavs of 


As the letters of these 50 distributors are read and 
re-read, a number of impressions are gained which 
may not emerge from a reading of the excerpts. One 
would probably be safe in saying that the “students” 
were expecting to gain specific knowledge of operating 
methods. They were searching for the what type of 
knowledge that is most easily imparted by the lecture 
method rather than the how and why type of train- 
ing that is acquired in group discussions. It could 
be, of course, that the original letter was drafted in 
such a manner that it evoked responses that were 
largely in terms of specific deficiencies. In any event, 
here is how this group of businessmen appraised their 
needs for further education at that time. What they 
thought they would get and what the experienced 
professors at Harvard thought they needed were not 
necessarily the same things, either concepts or objec 
tives. 

Running through many of the letters was the 
thought, either implied or expressly stated, that there 
were profound changes in the offing for this industry 
There was a feeling that distributors were poorly 


thinking about—ways of analyzing—these new and 
emerging problems. Here the problems take on a 
new dimension. The expressed concern is not with 
the known problems of the day-to-day operation of 
a business but with the unknown forces in their busi 
ness environment that may be changing the “ground 
rules” under which they must operate. This becomes 
a matter of how to think through a new situation 
In short, and in answer to the question “Why Did 
They Go To Harvard?”’, they went for a lot of different 
reasons based on different ideas as to just what they 


With only a couple of 


exceptions, there was a strong feeling of confidk 


felt was needed individually 


that further formal education, especially at Hat 
could help them overcome the deficiencies of which 
they were conscious. This eagerness for self imp 
ment coupled with the recognition of deficiencies 

a most favorable climate for any learning process. The 
industry is fortunate to have leaders who approa 


the future with this outlook. 
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SAMPLE OF USEFUL INFORMATION kept by Le 
Johnson—a record of a year’s sales of lubricants to a custome 
vhich indicated buving pattern 








Let's Look 
At The Record 


HE USE to which a salesman puts his customer book— 
Tine one which contains the names and addresses of 
his customers and the names and titles of key person 
nel—will always give an insight into the salesman’s 
methods and effectiveness. The chances are that the 
more customer information the salesman adds to the 
basic data, the more effective are his sales effort and 
CTVICE 

Leo Johnson, veteran salesman for Georgia Supply 
Co., eating ¢ Ga., is one of those who regards his 
call book as something more than a basic customer 
data guide. After all, Mr. Johnson says, he can memo- 
rize the names of personnel easily enough after re 
peated calls. As he sees it, the book has to have 
something more in it to warrant carrving it around 

I'he sort of data a salesman enters into his call book, 
Mr. Johnson states, depends on the salesman’s atti 
tude toward his accounts, his product interests and 
his concern over service. For some customers, a list 
of most important requirements might be adequate; 
for others, some notes on operations affecting supplies 
ind equipment sales. The choice is up to the indi 
vidual salesman 

Mr. Johnson has experimented with several sorts of 

ustomer data over the vears and has become some 
what selective. Now he regards, as the most valuable 

1. A straight sales record, by dates and invoice lines, 
of a key line of products to particular customers. The 
illustration is a sample 

2. A record of a key purchase by a customer, usu 
ally involving purchase of equipment which may re 


quire, subsequently, replacement parts or accessories 


The Straight Sales Record 


Entries are made in the call book from customers’ 
invoices, copies of which Mr. Johnson receives regu 
larlv. <A similar record to the one shown in the illus 
tration may be kept of as many as six different 
customers at the same time These customers are 
usually potentially large users of the products of a key 
line. ‘The period covered by the record will vary; it 
may be six months, a year or two, depending on what 
Mr. Johnson hopes to learn 

I'he reasons for keeping such records will vary. Mr 
Johnson mav be introducing a new line of products 
to potentially large users and wants a check on prog 
ress or the lack of it. The record indicates what the 
score is at each call 


Another reason mav be that the customer is a new 
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omer to the territory (which happens frequently 
nowadays) and Mr. Johnson may want to determine 
the customer’s particular requirements out of a key 


line. If successful, he can also discern the customer’s 
buying patterns. 

‘he illustrated sales record shows sales of lubricants 
The record shows that 


oil 


to one customer for one year. 


this customer purchased 55 gals. of SAE 20 on 
Jan. 4. This customer did not buy SAE 20 


on April 20, purchased 55 gals. of SAE 30, a heavier 


again but, 


grade, and continued such purchases regularly for the 
rest of the year. Similarly, buying patterns became 
discernible for two types of penetrating oils and drums 
of No. 44. The record also showed that Mr. Johnson 
had established his firm as a regular source of supply 
for rf 
patterns alert Mr. Johnson 

Mr. Johnson revealed that there is 
such If 


the 


SOURCE 


‘ 


four types oil. Deviations from these buving 


hy 


a valuable 


product from records vou have a go 


] : 
record with customers, record constitut 


sOTHNC 


one of the most valuable sales tools you can emplo' 


] 


] 1 + : ' . 
testimonial, 


1 local unsolicited 


Key Purchase Record 


Ihe record of a key purchase by a customer invol 


equipment which may require subsequent 
| 


onnson 


ing 


pul 
7 
chases of repla 


as an aid to better service. 


ement parts or accessories, Mr. J 


regard Chis record usuall: 
number, product description, seria 
Mi 


1 accurately 


consists of m del 


number, price, et inv data which will enable 


Johnson to answer an inquiry promptly anc 
? } 
under one customer's basic data, M1 


Mar 


cast steel s gear; in. circle of pitch, 


For example, 
5, 1956—purchased 


2 + 


Johnson made an entry 
104] 

t screw. Delivery lt 
Mi 
| wear out and bec 


be 


reordering 


Johnson explaine: 


this particu ine 


+} R von me 


} ] 
hable; tha mt able to 


measuremen 


Yo 
reordering in 
kind ot 


There is anotl 


iS mice 


it’s the 


customer expe yu 


ingle Mi Joh 


can exploit. He can alway 
heck the 


Tri It took 


oa 
wear on the ge 
16 weeks to get delivery 
OTaCcI 


Mi 


determines 


Johnson 
the 


will spend making entries in his 


t of additional data that 


| he WmMoun 
ks | 


imount of tin 


| ; 


thin needs about customers 


IC 


} 


1 it 


call book ranges from one to six hours a week 


Many of his 


purchasing agent o1 plant superintendent 


entries are made while waiting to see 


111i 


well spent, he thinks 
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Vehicles designed to accommodate all the types 
of equipment and supplies sold by industrial dis- 
tributors are essential if deliveries are to be made 
efficiently and economically. Before ordering 
new trucks, Butts and Ordway Co., Cambridge, 
Mass. surveyed department store delivery trucks 
and customers’ receiving facilities. 

Incorporating ideas from their study, they ordered 
trucks tailored to their needs—with gratifying 
savings in time and money. 


Truck Tricks 


By George lL. 


EFORE ORDERING NEW VEHICLES, we studied our 


present needs to be sure the trucks would be 


"B 


adequate, economical and efficient,” says F. Marsena 


Butts, president of Butts and Ordway Co., Cam 
bridge, Mass 

l'oday, the firm rents (contract for four-year period) 
two International Metro trucks, dual-tired, 
two-ton capacity, with van approximately 12-ft. long 
by over 6 ft. high. A recent study of one of their 
drivers, who has been in their employ some 15 years, 
revealed he previously worked 44 hours a week and 
averaged 40 to 45 calls per day. Now, with one of 
the new trucks, this driver works 40 hours a week and 
gain. 


chassis 


makes some 50 deliveries a day—a 25% 
When steel wes discontinued, the old type trucks 
featuring accommodations for 20-ft. lengths of steel 
were no longer necessary. It was also noted that 
practically all present shipments consisted of small 
packages, cartons, and medium-weight machinery. 


Department Store Example 


Observing the parcel delivery trucks used by local 
department stores, Mr. Butts wondered why such 
vehicles might not prove suitable for industrial sup- 
plies. Size and features were carefully studied and 
found to be adequate for the supply firm’s shipments. 
Then a check was made to determine the height of 
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ait 


side do 


Bottari, 


NEW RENTAI 


hh 


Bg 
‘Her : 


—e 





vas 
tts and Ordway Cx 
two-ton capacity, 
high. Note 


tied up 


it B 


tyr 
ype 


PRUCKS in us 
Metro cl 


vith vat TON if 4 ong 


of | 1aSSiS 


x over 0 ft 


tomer s docks are 


boost number of deliveries 25% 
spark new advertising program 


Assistant Editor 


loading platforms at major customers’ plants (none 


was less than 40-in. or over 48-in A study of thei 
drivers movements revealed loss of time—particularly 
cab, around 


on sma hipments—getting out of the 


t} unhooking tailgate, climbing in 


he vehicle, 
and out, closing the tailgate, getting back in the cab 
Considerat 


shortcoming 


of costs of operation, advantages and 


] 


light of present requirements led 


to the de t der the new trucks 


Advertising Bonus 


the art work on sides and front of 


ompany name, address, product cate 


In additi 
the new trucks 


handled special feature provides space for 


gories 


specinc messages 
Panel grooves in the lower, rear sections of the van 
iccommodate metal signs 24-in. x 40-in. Signs are 
changed approximately every two weeks. At present the 
sign file includes 12 supplier signs plus Christmas 
Greetings, Red Feather, Cancer Campaign, and Sal 
Si Some of the signs were made 


vation Army signs 


locally; others were provided by suppliers 


Truck Features 


1. Height of truck floor is 44-in. This makes for 


easy loading and unloading; heavy packages can be 
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Serving you 
” 


ORUNDUM 


METAL SIGNS, 24-in. x 40-in., slide into panels « 
of the truck At present Butts and Ordway’s 
pplier messages plus Christmas Gr 








CAB-TO-VAN SLIDING DOOR NIGHTLY LOADING OF OUTGOING SHIPMENTS 


i makes for eas in floor i loading d b riatt 


kd f small packages. Driv taining shi re W r slid fr r 


valk around truck 


dragged on or off, machinery can be run nght into these were found to be better than usual sliding doors 
van on dollies n such vehicles 


_ 


2. Sliding door between cab and van enables driver he delivery system now in operation at Butts and 
to get at small shipments quickly with minimum Ordway calls for the two trucks returning to the 
time-and-motion loss. He can go through cab into warehouse between 3:30 and 4 P. M. Packages sche 
van and out on dock, or reach in from cab to get uled for next-day delivery are ready on dollies 
light packages without going around the vehicle as platform trucks or baskets and wheeled or dragge 
with the old-type trucks. to loading dock and into vans 

3. Plexiglass strip across van roof provides natural Next morning, the drivers pick up t 
light in interior; electric light is also available papers, and the loaded trucks depart by 7:3 

4. Rear of van features telescope gate (with pad system offers early morning delivery on orders re 
lock that may be locked or unlocked from inside or the previous day. Routine orders are scheduled 
outside of van), and canvas curtain for protection routes; some outlying sections of their trading 
from elements are scheduled for deliveries on specific days unless 


heir 


5. Cab doors are double doors that fold on hinges; rush order is involved 


INDUSTRIAL DISTRIBUTION © MAY, 1957 





INSIDE: iis Vicor Tut's job 
Supplv Co.. Louisville. Kv. He als makes 


aa i week on Nis tomer t 


Inside Men Learn More Outside 


Louisville distributor assigns three telephone men to part time work 


»p 
pps 


outside; encourages lunches and entertainment with customers 


_— OF THE NINE INSIDE SALES mens accounts there al 


MEN Of Neill La Vielle Supply _ result 


ted in sales increases 
Co., Louisville, make outside calls 10 times the volume th 


: 
i 


C mpan metimes the two salesmen ente 
: y } y ' try } ; 
¢ stomers i ir joint customer a 


accounts that are exclusively their were classified as house accounts an games or other events 


Part of a day each week they call on was getting when th 


own. And any dav of the week, were not being called on 


other members of the phone staff 


are likely to | inching with cus’ On the Road Once a Week 


+ 


tomers of t it les N 
men ictor Huff, now inside 


Management encourages thes iver, stal 


Training for the Job 


practices for a dual pu 
train inside personnel I tter uving personnel, and 
handling of their jobs and for ipproved the mor 


promotions 2. To deve 


rom sources 


ent time to cove! 


Results have been gratifvin 


iin 
oth counts, savs Fred Pfeiffer, 
yresideni I here’s no 

ng than personal contact 

tomers to see if a man is qualified 


for eventual yutside issignment; ity bout twi mon 


' 
meeting buvers face-to-face once in rag I 


n¢ inside Sa 


1 while is bound to help telephone ve the account's 


men. do a better job for customers salesmen and the telephone sal 


As for new business. inside sales- man who normally handles most 


nside salesmen 
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OUTSIDE: ji: 3 ae Gre 
k. He’s develo . 
al accounts 


gravitated toward specific customers 
because the customers have come to 
isk for them over the vears. ‘Their 
personality has made an impression 

[he management wants the in 
side salesmen to meet these cus 
tomers whenever! possible so that 
the working relationship can become 
still more 


is felt that face-to-face contacts will 


personal and efficient. It 


help develop the salesmen’s ease 
with people and awareness of cus 
tomer problems Making a few calls 
ind handling an outside selling prob 
lem entirely on their own should 
provide still better training. 


Training for Promotion 


For administrative reasons (phone 
desks obviously can’t be left unat 
tended for long), and to provide 
incentive, only a third of the inside 
force has been permitted to make 
outside calls. The three part time 
yutside salesmen are experienced in 
side salesmen who will be consid 
ered for openings on the outside 
staff. Meantime, 


sponsibility of customers of thei 


by carrving the re 
own, they are receiving practical 
part-time training in face-to-face sell 
ing technique. Their accounts are 


kept segregated on the records and 
management watches their progress 
closely 

(he company has a background 


Mr. Huff substit 


} . 1} : 
mone several Hour;4rs 


of promotion from within. | 


its present outside salesmen came 


up from the inside sales staff; three 


inside salesmen wet 


of the nine 


ired originally as 


; : 


the others have worked at least 


months in the warehouse 


“House” Accounts Upgraded 


\lost of the accounts 
7 
on vy 


house accounts. ¢ 


Saiesmecn 


inside 


ing them to thei 


_ 


1. OK'd credit, 2 
3. long-range gt! 


+. the persona 


ticulal 


most Cases, 


urged the 


DTOTHIISE 


ample, Mr. Huff's first ex 


} 
| 


clusive account was assigned because 


he knew some of the people 


company, both from phone contact 


and civic work outside the office 


+} 


They had told him their company 


was about to reorganize and expand 


Subsequently, its purchases 


Neill La Vielle increased 12 
to a five-figure annual amount 
Not all 


inside salesmen’s 
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SALES QUIZ: Test your knowledge of. . . 


Products and Markets 














1. MOTORS 


Motors are not only prime movers in industry, but, in 


many cases, prime potential for the industrial supply 


salesman. 
A. When shop personnal refer to the stator, conduit 


B. 


box, rotor or cage, it is well to know what they 
are talking about and where these parts are. 
Arrows in the the drawing above point to the 
essentials: can you identify them? 

A knowledge of the causes of trouble helps to 
handle customer complaints without fear of losing 
the business. 

If you had a customer who complained about an 
AC motor you’d sold him, stating it wouldn’t oper- 
ate, which of the following causes should you 
think of? 

main line open 

control circuit open 

bearings frozen 

motor not getting full voltage 

brushes not on commutator 








2. PUMPS 


Pete, the pump salesman, says, “You don’t have to be a 


college grad to sell pumps, but it sure helps if you know 


some basic engineering, formulae and fundamentals 


usually presented in manufacturers’ catalogs”. 


Try you hand at the following such data: 


A. 


Pressure in pounds per sq. in. of a column of 
water x 
An imperial gallon cubic inches. 
Friction of liquids in pipes increases as the 

of its 
A U. S. gallon 


A Miner's inch of water is approximately equal to 


cubic inches. 


U. S. gallons per minute. 

Tracking down trouble is equally as important as 
a knowledge of basic engineering. 
If a clean impeller shows pits, this should indicate 
there has been some —a condition 
caused by operating the pump too . 
A centrifugal pump running backward—turning in 
the wrong direction—will deliver 

no liquid 

some liquid 

as much liquid as if running in the right 

direction 
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3. LIGHTING 


Larry, the lighting salesman, says, “Good lighting is 
important, whether in your own supply house or in your 
customer's office and plant.” 

A. Larry points out that when older lamps flash on 
and off, it is an indication they are approaching 
the end of their use. 

What causes flashing in newer lamps? 

Figuring the total wattage of fluorescent lighting 
systems is simple, according to Larry. “Lamps 
operating on their proper electrical characteristics 
consume their rated wattage. A two-lamp ballast 
uses approximately one fourth the wattage of the 





two lamps it controls. Therefore, two 40-watt 








lamps with their two-lamp ballast will use together 
about 100 watts. A single lamp ballast will use 
about one third the number of watts as the lamp 
it controls.” 

Do you agree with the above? 

Larry points out that with fluorescent lamps, light 
output decreases when temperatures are too high 
or too low. Best performance is obtained when 
temperature is between... ..and degrees F. 





4. MILLING CUTTERS 


When selling milling cutters, it helps to know their nomen 


clature. Some of the elements of a milling cutter shown 
in the illustration at left are: fillet, tooth, flute or gash 
land, heel, peripheral cutting edge, tooth face 
A. Try your hand at applying the above elements to 
the proper arrows in the drawing. 
In milling, speed (also referred to as 
speed, speed, or speed) is 
measured in feet per minute (revolu 
tions per minute times cutter 
Within reason, high feed per tooth usually gives 
longer cutting life between grinds and greater 
production per grind. Too high a feed per tooth 
may result in cutter breakage or chipping of the 
cutting edges. 
Would you use higher or lower feeds for the fol- 
lowing conditions: 
a. rigid set-ups 
deep slots 
low tensile strength materials 
slab milling cuts 
abrasive materials 


FOR ANSWERS PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 

















1. Motors 


A. Here’s the motor with the arrows labeled. 


B. 


All the causes listed are possibilities. Check each 
to track down the trouble. 








2. Pumps 


. head in feet x .433 


277.274 


. square of its velocity 


231 
11’ 
Cavitation—caused by operating the pump too fast 


. some liquid 





3. Lighting 


A. 


Improper wiring with the leads crisscrossed so that 
the starter socket of one lamp is connected to 
lampholder of the other may be one cause of 
newer lamps flashing. Other causes might be low 
voltage, low temperatures, defective starters or 
ballasts, or defective lamps. 


B. Everything Larry said about figuring total wattage 


c. 


was correct. Hope you agreed. 
Best performance is obtained when temperature 
is between 60 and 90 deg. F. 





4. Milling Cutters 


A. Hope you identified the elements as shown in the 
labelled drawing below. 


(KI 
Fe 


a 


Periphero 
cutting edge 


Fillet 


B. Blanks should have been filied in as follows: peri- 
pheral, surface or cutting speed peripheral 

. .circumference in feet. 
C. a. higher, b. lower, c. lower, d. higher, e. higher 
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This one-man hoist is a rigger’s or mill- 
wright’s pride and joy! The % and I-ton 
sizes are shoulder-weight—easily carried up 
ladders, accessible to almost any tight corner, 
portable to practically any place in the shop. 
Other sizes up to 6 ton capacity offer similar 
weight and utility advantages over conven- 
tional spur geared hoists. 

The Zephyr line also includes (1) plain 
and geared Army-trolley units with swivel- 


SHOP 


LIFTER 


action trolleys that traverse minimum radius 
curves freely; (2) headroom-saving, clevis- 
connected trolley hoists that eliminate 
casual hoist removal. Construction and 
mechanical features of all Zephyrs are noth- 
ing short of superb. Complete details are 
given in the new Chester Hoist catalog. It 
also includes full data on all Chester hand 
and electric hoists and overhead I-beam 
trolleys. Write for your copy today. 


CHESTER HOIST DIVISION, The National Screw & Mfg. Co. 
LISBON, OHIO 


bails f/, aiid 
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U.S. TOTALS 


February 1957 
Compared with 


January 1957 


2% 


February 1957 
Compared with 


February 1956 


-1% 


First 2 Mos. 1957 
Compared with 


First 2 Mos. 1956 








Da 








CompPitLep sy Inpustriat DisTRIBUTION 








VW 








+4.% 





Supply Sales Trend 


Final Figures For February 1957 





February 1957 
Compared with 
January 1957 


February 1957 
Compared with 
February 1956 


First 2 Mos. 1957 
Compared with 
First 2 Mos. 1956 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


Iowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





- 1% 
-10% 


- 6% 


- 1% 








A% 


+ 1% 


NO 
CHANGE 


- 4% 
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SELLSTRAINERS ? 


SELLYARWAYS 


B sei pipeline strainers to your customers? If so, you’ve plenty 
of profitable reasons for selling YARWAY Fine Screen Strainers. 


Some of the reasons are these: 


e Available in iron or steel with rust-resistant finish, also 
less steel and aluminum. 


bronze stain 


Dutch weave Monel woven wire screens have high 

mechanical strength, extra fine straining service. Also 

perforated bronze, monel or stainless steel. 

Easy to remove screen caps with straight threads to assure 

proper alignment of screen. 

10 standard sizes from ',;"’ to 3’’. Larger sizes to order. 

Also flanged and socket-weld connections. 

Made by the makers of well-known YARWAY Impulse 

Steam Traps— backed by vigorous advertising and promotion. 
Write today for information on YARWAY selective 
distributorships. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


SCREEN EASILY REMOVED 
Unscrew cap and screen 
comes out with it. 
When replacing, put 
screen in cap, then screw 
cap into body. Straight 
threads assure correct 
alignment, no screen 
distortion. Cap is 
tapped for pipe plug 

or blow-off line. 


FINE SCREEN STRAINERS 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1957 





SALES TRENDS (Cont'd.) 





February 1957 
Compared with 
January 1957 


February 1957 
Compared with 
February 1956 


First 2 Mos. 1957 
Compared with 
First 2 Mos. 1956 











SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 





+ 2% 


+ 8% 


+ 4% 


+19% 


—- 8% 





+ 1% 


+ 2% 


- 6% 


+19% 


+ C% 





+ 3% 


+ 1% 


- 1% 


+17% 


+15% 
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fasteners 


You get delivery in a hurry! 


Normally, fasteners are on the way within 24 hours after re- 
ceiving your order. Emergency shipments can be made the 
Why sub- 


same day. And, follow-ups are seldom necessary. 


mit to the inconvenience of back ordering? 


You can reduce inventory, too. CHICAGO backs you up 
with large stocks of more than 4,000 standard items. Whether 
you need socket products, cap screws, or related items, they’re 
all available—when, where, and in the quantity you want. 


One dependable source saves you time, money and headaches. 


Learn the many other advantages you gain as a full line 
CHICAGO distributor. Write our Standard Products Divi- 
sion for complete information. Do it today. 


THE CHICAGO aiacenernigte 


DIVISION OF STANDARD SCREW 


COMPANY E 
BELLW 


2503 WASHINGTON BOULEVARD 
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Fast service and delivery. 


Industry's broadest protection on 
all sales in your territory. 


Continuing sales help. Fastener ex- 
perts selling with you and for you. 


A complete fastener line . . . over 
4,000 catalogued standard items. 


Superior fastener quality. Special- 
ized engineering and metallurgical 
controls make it possible. 


A performance “‘plus”’ 
CHICAGO’s Carbon Restoration 
process for ail heat treated items. 


Preferred by leading manufacturers 
throughout industry. 


COMPANY 


TABL 


ar 
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The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


|’ tHE NATION'S SALESMEN who cater to consumers 


were soon to start turning in a masterful perform- 
ance, we might end up this year with a boom in con- 
sumer business which would be a worthy companion 
piece for the boom in the capital goods business with 
which we ended up the year 1956. 

This possibility emerged more clearly during recent 
weeks when: 1. consumer income continued a rise 
that has been going on right along for the past six 
months or more and, 2. industrial production, includ 
ing production of consumer goods, continued to move 
along sideways, as it has for about the last six months. 
Possible outcomes: |. the build-up of a potential boom 
in consumer goods, or 2. a letdown in industrial pro 
duction in the months ahead as people, who are not 
being sold, continue to sit on their pocketbooks, or 
3. continuation of the sideways movement of industrial 
production for some time to come. 

We are putting our money on the salesmen to do 
what's necessary to get the curve of industrial pro 
duction turning up again before long. But even if 
they don’t manage to do it for some months—the job 
has not been made simpler by the price increases put 
in effect in 1956—we still would be quite cheerful 
about the general business outlook. For with expendi 
tures for the production of services continuing to in 
crease and the production of things holding its own, 
we have the makings of a prosperous economy for 


some time to come 


PRODUCTION AND SALES—NO CHANGE: In 
the past six months, the index of industrial produc 
tion has not changed more than one point from the 
October level of 146. In other words, the output of 
manufactures and minerals has not changed signifi 
cantly since the recovery from last summer’s steel 
strike. The index of wholesale prices is only 1% 
higher than it was last October—which, as such price 
movements go, is peanuts also. By adjusting the fig- 
ures for seasonal influences, it is possible to arrive at 
the conclusion that unemployment has not changed 
significantly in this period. 

The prices and volume of consumer services are 
continuing to increase. And this explains a good deal 
of the rise that is being reported in gross national 
product (production plus services) and in the con 
sumer price index (where services now have a weight 
of about 40% But looking at the industrial side 
of the picture, which chiefly involves selling goods 
rather than services, there is little evidence of either 
an increasing boom or a fearsome bust. The plain 
fact is, that to the bewilderment of those who insist 
on the boom-and-bust theory, our economy is carrying 


on steadily at a high and generally prosperous level 


with no convincing sign that it will do any less for 


the rest of this vear 


THOSE FEBRUARY JITTERS: Being derived solely 
from such facts as are available, this view of the busi 
ness outlook would seem to many professional pulse 
takers in this field to ignore rather outrageously some 
of the key elements involved in such calculations— 
for example, there’s the state of the weather, the 
stock market and, on occasion, the 
Chis is particularly 


psyche of the 
psyche of the pulse-taker himself 
so in the early months of the vear, when the miserable 


n January and February, fol 


' 


weather that is gener 
lowed by the grim necessity of preparing tax returns 
in March and April 


cast to most forecasts 


ymbines to give a pessimistic 


Primarily for these reasons, the stock and com- 
modity markets have a chronic tendency to get jit- 
February has 


tery in the early months of the vear. 


been an especially notable month for market declines. 


LOOKING AHEAD—MORE INCOME: In view of 
the sorry performance of the markets as indicators of 
business, we are not willing to accept the idea that 
this vear’s declines mean a loss of confidence, to be 
followed soo1 in business and personal 
What happens t 
ind in 1958 wil t 
by the trend of personal and corporate incomes 
When last the Department of Com 


. paral 
merce), personal 1 vas at an annual rate of $335 


spending » business later this vear 


ontinue to be determined 


billion, up $1 the past year and $11 bil 
lion in the past six month Further gains are certain 


7 


because five n I kers will automatically get 


wage increases most of them running 6¢ 
to 8¢ per hour ler existing wage contracts, and 
this sets the pattern t other wages and salaries 
Substantial unemplo nt or cuts in hours would 
cancel the rise in wag But many industries are 
actually short of lab 
like to add workers or working hours 

It is also possil iat much of the 


} 


} ] 9 
income Will De Save spent 


e present time, and would 


additional 
The rate of saving 
currency is clos« in all-time high (excluding periods 
And before 1957 1S OvVCT, 


required as repay 


when goods wer 
the amount of compulsorv saving 


ments on install particularly automobile 


debt—is scheduled s people pay off their 1955 


+ 


auto loans Ther seems reasonable to con 


lude that con 


( both receive and spend 
larger amount 


1057 


57 goes on, particularly 


if the salesmen oin a word—the challenge 
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POWELL VALVES 


Ree 
or r¢ 


with Roorindal D " 
Valve w Reg ahle Renew 


Bch 


meade with quality proved materials 


and 


Consult your Powell Valve Distributor for full facts about quality proved bronze, iron, steel, 
corrosion-resistant valves. For every flow control problem—there is a Powell Valve to solve it... better 
THE WM. POWELL COMPANY, CINCINNATI 22, OHIO... 111ith YEAR 


PS. This is just: one of many ads appearing. in teading magasinss that halp you aell POWELL VALVES! 
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What's New in Merchandising 





GRINDING WHEELS are now stacked on end on pallet, 


with cardboard separators in between, and strapped secure. 


wheels than l 


Norton Makes Big Change 


in Packaging Methods 


Norton Co., Worcester, Mass. has 
redesigned shipping packages for its 
grinding wheels and other abrasive 
products. In the case of grinding 
wheels, the old method of packing 
them in wooden boxes with sawdust 
has given way to lighter, palletized 
packages. Labels now carry Nor- 
ton’s blue-and-yellow color motif, 
and decimal packaging principles are 
observed. 

According to the company, reac 
tion from customers and distributors 
has been uniformly favorable. A 
southern distributor reported the 
new packages “practically elimi- 
nated” manual handling in his ware- 
house, while a Pittsburgh distribu- 
tor praised the space-saving of the 
new packaging over fibre drums and 
wooden cases. 

Grinding wheels are stacked on 
edge on pallets with corrugated 


120 


cardboard spacers separating them. 
Corrugated wrappers protect the 
wheels from dust and bumps, and 
steel strapping holds the wheels se- 
curely on the pallet. 

In packing smaller products, Nor 
ton uses corrugated cartons as much 
as possible. Several of these smaller 
cartons can be combined into one 
large palletized load. “This is par 
ticularly desirable,” says Norton, 
“when the cartons are destined for 
a distributor where the load is to be 
broken down into smaller units for 
later resale.” 

The company has adopted what it 
calls “Anchor-Pak” for 
small mounted points. The packag« 
is a single-face corrugated material 
with pressure-sensitive glue applied 
to the tops of the flutes. Sheets of 
this material are used as separators 
between layers of mounted points, 


shipping 
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NEW PALLETIZED PACKAGE holds up to 50% more 


wooden box-and-sawdust method 


and the glue holds the points in 
place. When the carton is opened, 
the points are readily removed, since 
the glue pulls away from the points, 
leaving no residue. Anchor-Pak will 
be used for packaging small grinding 
wheels, cup wheels, etc. 

Norton has also changed the pack 
aging of its abrasive and refractory 
grain. Relatively expensive canvas 
bags have been replaced by paper 
bags 

Norton is building a package labo- 
ratory where new packaging materi 
als and methods can be developed 
ind tested 


Pittsburgh Nipple Works 
Color Codes Its Product 


Pittsburgh Nipple Works, Inc., 
Pittsburgh, has started a new mark 
ing program for its seamless, 
wrought iron, and butt-welded nip 
ples. On long and extra long pipe 
nipples, the material, weight, grade, 
and AS.T.M. specification are 
stamped into the metal. On close 
and short pipe nipples, a color-tint- 
ing identifies various nipple types. 





Manufacturers’ Training Programs « Films 
Displays « Packages « Literature 





Carton labels are printed in match- 
ing colors 

The firm has also revised the num- 
ber of nipples to a carton. On sizes 
+ to 1} in. dia. by 12 in. long, they 
are packed 25 to a carton. Sizes 
14 to 2 in. dia. by six in. long are 
packed 25 to a carton. Larger sizes 
and lengths vary from 20 to six to 
a carton 


Yale & Towne Issues 
Catalog on Hoists 

Yale & Towne Mfg. Co., Phila 
delphia, has issued a catalog on its 
line of hand hoists, “Pul-Lifts,” and 
trolleys. A feature of the publica 


SALES MANAGER of distributor division, Gene P. Robers 


erhead Co.’s new technical training school for salesmer 


tion is a section discussing the in 

dustrial distributor, “your partner Weatherhead Inaugurates 

for greater profits.” Distributors are ie . 

defined and their services explained. Training School Series 

This section is followed by another 

showing a map locating the firm’s Weatherhead Co., Fort Wayne Division, Fort Wayne, Ind 

distributors, accompanied by a list a technical training school for industrial distributors and the 

of distributors’ names and addresses. Two classes have already completed the week-long trait yurse con 

ducted at the Fort Wayne plant 
In addition to lectures by 

Weatherhead officials, the distribu 


tor representatives received training 





in the assembling of “Ermeto” fit 
tings and various brass fittings, pipe 
and hose assemblies by manning 
work benches. A tour of two of the 
four plants in the Fort Wayne Divi 
sion is also part of the course. On 


} 


the fifth and final day, each class 


receives diplom is ind membe TS aon 


( ips ind rowns fo! eraduat 


Monies 

lhe idea of Gen 
eral sales manager of t 
vead distributor d n 
s directed by Conrad Daib« 
assistant to Mr. Robers 

Four more training schools are 
scheduled for the remainder of the 


PARKER-KALON DIVISION, General American Transportation Corp., Clifton, uel 


N. J., is now using a wheeled testing laboratory for its sales indoctrination classes for Over 40 distributor representa 
distributor salesmen. Because visits of classes to firm’s laboratory interfered with tives have already graduated from 
technicians’ work, portable stand was developed, holding a tension and torque testing 


: » Cc ince it was started 
machine, a drill press, and other devices for technical sessions the course since it was startec 
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Wherever Industrial Equipment is Sold... 
Healthy Profits and Gratifying Service Experience 
Emphasize the Enduring Benefits of 


SELECTIVE 
DISTRIBUTION: 


FOR MORE THAN 100 YEARS AMERICA’S MOST 





@ The Atkins, Borg-Warner policy of “*Selec- 
tive Distribution” is the outgrowth of more than 
100 years of manufacturing and selling its own 
brand name products. 


It is keyed to today’s selling and merchandis- 


ing problems. It reflects the same ideals of 


progress - with - stability that characterize mod- 
ern industrial distribution standards. 

“Selective Distribution,” as practiced by 
Atkins, Borg-Warner, has as its objective rea- 
sonable volume with the fewest practicable out- 
lets. It allows each distributor to enjoy a fair, 
generous, and profitable share of the sales poten- 
tial within his trading area. 

It supports him with a dependable price 


structure. It supplies him with strong advertis- 


ing, sales promotion, and a thorough sales 
training program 

It provides him with the most direct and up- 
to-the-minute communications and service 
facilities available to any nationwide sales net- 
work 

Through many years of harmonious associa- 
tion the healthy sales growth and profit experi- 
ence of Atkins, Borg-Warner distributors testi- 
fies to the unqualified success of ‘Select 
Distribution.” In concept and in practice it 
a policy that reflects the character of a brar 
name esteemed by generations of users one 
that not only has earned the loyalty of our own 
fine distributing organizations but also has won 


the respect of the entire industry. 


Neither time nor the course of events have altered its spirit or intent! 


ATKINS SAW DIVISION © BORG-WARNER CORPORATION 


Branches: Chattanooga « Philadelphia « Portland, Oregon 


Export: Borg-Warner International, 36 South Wabash, Chicago 3, Illinois 


LINE OF SAWS AND ACCESSORIES 


DISTINGUISHED 








DISTRIBUTOR 











Benjamin S. Barker Dies, 
Past President of SIDA 
Founded Pye-Barker Supply 


Benjamin S. Barker, 
dent of Pye-Barker Supply Co. and 
president of Pye-Barker Welding 
Supply Co. of Atlanta, 
\pril 6 

Long active in the Southern In 
dustrial Distributors’ 
Mr. Barker served as president in 
1953-1954. He 


year’s advisory 


vice presi 


died on 


Association, 


member of 
of the 


was a 
this board 
association 

Mr. Barker of 
Georgia Tech and a member of the 
U. S. Air Corps in World War I. 
After the war, Mr. Barker had a long 


a sales engineer and, in 


was a graduate 


career as 
1936, formed the Pye-Barker Supply 
Co., with John C. 
dent of the company. 

Surviving are his wife, the former 
Elise Goode, and a brother, Reyn- 
olds Barker, also residing in Atlanta. 


Pye, current presi 


Vas 


**y 


Benjamin S. Barker 





Sells Blade Saw Line 


Harold Byron Smith, president, 
Illinois Tool Works, announced the 
sale of the company’s power saw 


blade division to E. H. Wachs Co. 
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‘NEWS: 


Indianapolis visit of 16 European sn 
tour of E. C. Atkins Division, B 
vice president, E. C 
ply Co.; N. E. Philpot, Internationa 

D. C.; Cosmo Clark, London, England 


A group of 16 small businessmen 
from several Western European 
countries recently spent six weeks in 
the United States to study the busi 
ness operations of our small and 
medium size firms and learn some 
thing about our system of distribu 
tion. 

The trip, arranged by the Inter 
national Co-operation Administra 
tion, Washington, D.C., included 
two days in Indianapolis. Their In 
dianapolis program was mapped out 
by Frank M. Cruger, partner, Indi 
ana Mfrs. Supply Co., John 
Whitehead, Indianapolis manage 
of the Small Administra 
tion. 


and 
Business 
The group visited Mr. Cruger’s 
firm and toured several small plants 
Although they were very interested 
in the various manufacturing pro 

esses in the plants, Mr. Cruger re 
ported they were much more inter 
ested in the subject of distribution 
He said, “From their conversation 
[ was given the impression that dis 
is their most 


tribution important 
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mall busit 
rg-W arner 
Atkins; Frank M. Crug 


i 





MANUFACTURER 











European Group Visits Indiana Supply Firm 


wners and executives included plant 
From left are Howard O. Wiesen 
Indiana Manufacturers Sup 

peration Administration, Washington 
d Herman G. Rathenau, Paris, France 


problem 

Mr. Cruger, president of the Na 
tional Industrial Distributors’ Asso 
ciation, is also a Small Business Ad 
ministration consultant and secre 
tary of the National Small Business 
Men’s 


The findings and recommenda 


Association. 


tions of this group will be made 
wvailable through the European Pro 
ductivity Agency to all of the na 
tional productivity organizations in 
Western Europe. 





ASMA New Order Index 
Shows Slight Decline 


Che order 
American Supply & Machiner 
Manufacturers’ Inc., 
was 219 in February compared with 
the January record level of 22] 

Che 
orders received by manufacturers 
from their industrial distributors, 
has moved within a narrow range the 
past four months and at record or 


near record levels. 


new index of ‘The 


Association, 


index, which measures new 





Ad Awards Committee 
Schedules Meeting, 
Point System Set 


The Joint Advertising and Awards 
Committee, National and Southern 
Industrial Distributors’ 
were to have met April 30, at the 
Sheraton Hotel, Philadelphia. 

At the committee’s Feb 


members submitted the results 


Hajoca Appoints New Treasurer and Secretary 


Associations 


“2. 
Z> meet 


cr 
ing, 


of their six months’ check of adver John T. Brown, Jr. Stephen F. Kratzinger Marshall E. Vogel 


tisements in 27 trade magazines. It 
it that meeting that, the four 


merged to form the pres¢ 


the industry, | one of pal 
| 


has retired as | 


was decided After 50 
John T. 
vice president and treasurer of Ha 
joca Corp., Philadelphia. Stephen E. J 
Committee | F. Kratzinger and Marshall E. Vogel ger of the 
have been appointed treasurer and In tl rgin ea, P. B. Ma 

| from Dan 
em- | ville to Roanoke, and L. H. Durham 
Dar e% 1 Manas 


yCars ll 


in addition to trade paper adver Brown, Jr., Ha 
tising, direct mail, catalogs, house Corporation in 1927 


organs and financial statements l'olson has been nam 


should be considered Baltimore branch 


members’ views on the number of 
secretary | jl s b ransfer! 


Mr. Brown 


ployed by Haines, Jones & Cadbury, | is the: 


points to be alloted for each cate 


gory were averaged to develop a was originally 


guide as a basis for deciding winners. 








| Behr-Manning Names 
Merrill Vice President 
Henry R. Merril 
manager of Behr-Manning 
| division of Norton ¢ 
| pointed vice presid 


Lunkenheimer Holds Distributor Conference 


(ovat mame im VALVES 


gencta Ss 


“et we 








sales 
During his 27 yea 
he has held various sa 
1953 he was appoit 
sales 


eral manage! 


igo bec 11 he id 
Mr. Merrill 


the firm 


direct 


"s recent four-day conference and clinic were distributor 
Ohio, New York, Iowa, Connecticut, Michigan 


inkenheimer Ce 
Massachusetts 


At the I 
representatives from 


and Louisiana 





Eight representatives from seven 
distributor firms were present at The 
Lunkenheimer Co.’s_ distributors’ 
sales engineering conference. 

The meeting was held at the com- 
pany’s general office and included 
(seated ): Clarence Auer and Harold 
M. DeMotte, Bostwick-Braun Co., 
Toledo; Theo H. Pyle, Lunken 
heimer; Jack Douglas, Globe Ma 
chinery & Supply Co.; Des Moines, 
lowa; George H. Madigan, Alfred ] 





Hunter & Co., Muskegon, Mich.; 


and Ed Darby, Standard Supply & | 


Hardware Co., Inc., New Orleans 

Standing are: Melvin W. Pauly, 
Lunkenheimer; Ed. Sullivan, W. A 
Case & Son Mfg. Co., Buffalo, N. Y.; 
Grant T. Sloan, Hartford Mill Sup 
ply Co., Hartford, Conn.; Deane W 
Carstensen, Jr., Boston Pipe & Fit 
tings Co., Inc., Cambridge, Mass.; 
and Harold H Lunken 


heimer. 


Layritz, 


FOR ADDITIONAL NEWS, SEE NEXT PAGE ===> 
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Henry R. Merrill 





: i a 6 d J. McGinn Reti 
2,500 Attend Watkins Show in Wichita As Chairman of Eaton Mtg. 


Was Former President 


Howard ]. McGinn, former presi 
dent of Eaton Mfg. Co., has retired 
is chairman of the board after 45 
vears in the industry. He will con 


v ’ 


tinue as a director and member of 
the executive committee of the firm. 
John C. Virden, who succeeded 
Mr. McGinn as head of the firm 
the beginning of this year, will now 
ilso serve as board chairman. 
When Eaton acquired Reliance in 
1931, Mr. McGinn was elected a 


More than 2,500 persons attended the recent annual product show held by Watkin 
director of Eaton and named vice 


Inc. at the company’s warehouse and offices in Wichita: Harold Mooney, right 
vice president, used microphone to call out winners in drawing for door prizes president in charge of all sales. Dur 


ing World War II he also acted as 


general manager of the Reliance Di 





vision. In 1951 he was elected presi 
dent and a member of the executive 
committee. And in March 1956, M1 
McGinn became chairman of the 


vard as well as head of the com 


New SPS Vice Presidents 


William I. Kryder and James V. 
Lester have been promoted to vice 
presidents by Standard Pressed Steel 

Mr. Kryder and Mr. Lester will 


his year 84 of the firm’s suppliers were represented with displays at the two-day ontinue to hold theit posts 
show. Visitors received name badges from distaff members of the Wichita di ; : 


tributor’s staff retary and treasurer. 


Boston Woven Hose Shifts Hill Tool & Supply Welcomes Vice President 


Three in Sales Changes 


Three sales changes have been 
made by Boston Woven Hose & 
Rubber Co. involving division man 
agers. 

Charles W. Kline, New England 
division manager has been trans 
ferred to Los Angeles as western 
division manager. 

C. E. Hanson, formerly west cen- 
tral division manager, headquarter 
ing in Kansas City, Mo., will direct 
the south central division and Dallas 
warehouse. 

Richard C. Mahony, formerly 
sales representative in the New Eng 


land division, has been promoted to | Garner W. Taylor has joined Hill Tool & Supply Co. Inc., as a vice president of 
. : 4 A P ier, sales 1 r¢ thi y > > 
head the division and will be head- the Rockford, Iil., firm. J. P. Bauer, sal manager, third from right, welcomes Mr 
; | Taylor as Thomas A. Bonnike, president, center looks on. Other staff members 
quartering in Boston. present included: Cleo Stamm, Floyd Gahm, Bill Kling and Karl Hoglund 
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Better Salesman-P.A. Relations Topic of Joint Meeting 


Better sales-purchasing relations 
were the topic of a joint meeting 
held recently by the Easton Area 
Sales Executives Club and the Le- 
high Valley Purchasing Agents Asso- 
ciation in Easton, Pa. Kenneth E. 
Sandt, W. A. Tydeman & Son, [nc., 
Easton, represented industrial dis- 
tributors on the four-man panel. 

Mr. Sandt pointed out that sales 
men today are treated with much 
more consideration by purchasing 
agents than 20 or 30 years ago. How 
ever, there is still room for improve 
He asked that sales 


men be allowed more freedom in 


ment, he said 


visiting shop people, and that some 
purchasing departments install “con- 
ference booths” so salesmen aren’t 
overheard by their competitors. 

He suggested, also, that purchas 
ing agents might question their own 
company's salesmen on the treat- 
ment they receive outside 


Panel members included Joseph Braido, put 
K. E. Sandt (speaking), J. H. Busch 
Schumacher anager, J. T. Baker 


sales n 


Joseph Braido, P.A. for Easton 
Car & Construction Co., 


men should waste no time in 


said sales 
“chit 
chat,” but come fully prepared to 
talk business. W. F. Schumacher, 
sales manager of J. T. Baker Chemi 


Raybestos-Manhattan Workshop Runs Six Days 


More Use per Ooller 


Thirty midwest distributors met in St 


and representatives for one day during t 


Close to 100 executives, engineer 
ing and sales personnel attended 
recent national sales workshop held 
by the rubber and mechanical pack 
ing divisions of Raybestos-Manhat 
tan, Inc. 

A high spot of the six-day confer 
ence was an all-day meeting with 30 
packing division distributors from 


yuis with Ravbestos-Manhattan ex« 


firm's ent six-day sales workshop 


the midwest area. A similar meeting 
is planned for eastern packing dis 
tributors. 

Richard B. Hazard, Ravbestos 
Manhattan vice president and sales 
manager of both divisions, was chair- 
man of the conference 

Product panel discussions were 
held twice a day during the meeting 


FOR ADDITIONAL NEWS, SEE 


purchasing agent 
Chemi 


hasing agent, Easton Car ¢ 
Dixie Cup ( 
ul Ce is not show 


Co., criticized “visiting hours 


and inattentiy of many 
J. H. Busch, P.A. with Dixie 


ed sal 


cal 
signs 
P.A.’s 
Cup Co., favor 
ing P.A. by 


time 


eCniess 


esmen contact 
idvance appointment te 


get required to tell their story 


G. N. Dow Heads Sales 
For Leschen Wire Rope 
N. Dow 


moted to general sales 
Leschen Wire Repe Division, H. K 
Porter Co., Inc., Pittsburgh 
will make his headquarter: 
St. Louis office 

Sim 
ier of the Chicago district 
this Mr 


in the 


Gordon has beer 


. . hy 
Manager vy 


e 1953 he has been sales man 
Before 
Dow served as a salesmat 


Detroit area 


G. N. Dow 


NET PAGE 


——=> 





Grenci Machinery Holds Open House 


a 


—~ # “DGRENC! 
LM ACHINERY 


& SUPPLY Co. 





Grenci Machinery & Supply Co. recently held the official opening for its new 
I'he new quarters consolidate three separate stock 


St., Garfield, N. J 
More than 


ng, 5 Passai 
rooms and former office 


the first the eight-year old firm has held. 


] 


’ 
bui a 


} 


750 visitors attended the two-day industrial show 


in New Quarters 


Hosts Anthony Mirabella, vice 
president, and Anthony Grenci, presi 
d nt J xl 

' 


1 freyy 
Tron 


were 


libits were manned by person 
18 major suppliers 





Vice President Moves Up, 
Heads Denver Supply Firm 


Walter D. Crosswy, formerly vice 
president of Hendrie & Bolthoft Co., 
Denver supply firm, has been elected 
president succeeding John N., 
Crosswy. 

After heading the firm for seven 
years, Mr. J. N. Crosswy has been 
made chairman of the board. He 
joined the company in 1917 and 
worked in various departments be- 
fore entering the general sales de 
1944 he was elected 
vice president and in 1947 he took 


partment. In 


on the added post of general mana- 
ger. 

Other officers of the company are 
William Grant, vice president and 
general counsel, E. W. Brown, vice 
president, and H. G. Andrews, sec 
retary and treasurer. 





Seaman Mill Supplies Moves 
To New, Larger Premises 


Seaman Mill Supplies, Inc., Read 
ing, Pa., has moved into larger quar- 
ters at 200 Penn Ave., West Read 
ing, according to H. C. Heins, 
general manager. The new location 
gives the firm access to arterial high 
way facilities in the West Reading 
area. 





Norton Co.’s District Managers Get Together 


District managers of Norton Cx 


Ihe semi-annual meeting of Nor 
ton Co.’s district managers was held 
at the firm’s main plant. 

Front row, from left: John R. H 
Truelsen, Indianapolis; Raymond 
E. Taylor, Chicago; John Jeppson, 
vice president and general manager 
of the abrasive division; Donald L. 
Price, sales manager, grinding 
wheels for the abrasive division; 
Robert Cushman, assistant sales 
manager, grinding wheels; William 
A. Russell, Detroit; Ronald W 
Price, Hartford; and Stephen Smith, 
sales service department manager. 





held their semi-annual meeting 


Second row: Cheever H. Ely, 
Cleveland; Donald Jones, Pittsburgh; 
Gwynn Parrott, St. Louis; Harry G. 
Brustlin, Los Angeles; Leroy K. 
Behr, Philadelphia; Elliott D. 
Linton, assistant manager of dis 
tributor sales promotion; Swen Pul- 
son, sales manager of Norton Behr 
Manning Overseas, Inc.; Robert G. 
Van Keuren, manager of sales en 
gineering; Norman R. Ekholm, At- 
lanta; W. Alexander McCune, sales 
manager for Norton Co. of Canada, 
Ltd; and Robert H. Langdon, Teter 
boro 
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OF YALE LOAD KING 
HAND HOISTS 


A half-ton capacity Yale Load King Hand Hoist 
weighs only 36 pounds...a powerful, two-ton model 
only 73 lbs! These facts are important to any prospect 
who needs a lightweight, portable hand hoist. 
What’s more, with Yale Load King Hand Hoists he gets 
mechanical efficiencies up to $5%. This means one man 
can lift a 4,000 lb. load 2 feet in less than a minute! 
Along with famous low-capacity Load King Hand Hoists, 
you can now offer models with capacities up to 12 tons. 
All Load King Hand Hoists feature the unique Synchromatic 
Load Brake for instant, automatic, safe-hold action. 


With Yale’s “Why” booklet on Yale Load King Hand Hoists 
you can point out the many other outstanding engineering 
features. It keeps you one sales step ahead! 


YA L E : INDUSTRIAL LIFT Seahiatiemn 


“RES. U.S. PAT. OFF. The Yale & Towne Manufacturing Company, Philadelphia 15, Pennsylvania 
Gasoline, Electric & LP-Gas Industrial Lift Trucks + Worksavers + Warehousers + Hand Trucks + Hand and Electric Hoists 
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Price Index for 19 Product Classes 
(1947-49 — 100) 


% Change 
Mar. Feb. Mar. From 
NAME OF PRODUCT CLASS "57 "$7 "56 Year Ago 


Abrasive Products 137.4 128.8 
Cutting Tools 151.2 

Fans and Blowers 176.0 174.6 
Fasteners 191.4 187.0 
Incandescent Lamps 160.5 160.5 
Industrial Rubber Products 144.6 144.8 
Lubricants 98.2 98.2 


Materials Handling Equipment 162.8 161.9 


Mechanics Hand Tools : 170.5 
(Files, saw blades) 


Metalworking Accessories 5 166.5 148.0 
Motors : 118.: 111.8 
Paint 124. 119.1 
Portable Power Tools 32. 32. 126.0 
Power Transmission Equipment , 150.7 


Precision Measuring Tools Bde 131.0 


Pumps and Compressors 161.0 144.6 


Steel Products 3.9 173.1 157.1 


(Pipes, bars, nails, wire rope, eic.) 
Valves and Fittings 158.2 158.2 148.9 


Welding Machines 146.3 146.3 140.3 


(Equipment, rods) 
Total Index (weighted average) 154.8 154.2 143.1 


Bureau of Labo tatistic ‘ Indust 
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“LYON QUALITY DESIGN 


makes 


2) THE DIFFERENCE!” 


STEEL SHELVING, for example. At a glance, all 
steel shelving may look very much alike but there’s a 
world of difference—in ease of assembly, adjustability, 
rigidity and durability. That’s why you should check 
Lyon before you buy. 

This same quality design makes the difference in every 

one of the more than 1500 standard Lyon items, a few of 
which are shown below. 
CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally 
important, he can show you how to get the most for 
your money in terms of saved time and space. 





We can manufacture special items to your speci} 


LYON METAL PRODUCTS, INC. 


Patented LYON Clip and Stud Design General Offices: 553 Monroe Ave., Avrora, til. 
provides fast, easy assembly and Restate tn a - 4 York, P 
adjustment without use of tools! SHSHSS A ASTSG, HH. GRE VOM, MS. 





_— —_-s 
r 


FLAT DRAWER FILES 


~ 
— 
— 


— 


i | 

t — 
CABINET = 

CHAIRS SHOP BOXES BENCHES REVOLVING BINS 


. 
ICE CARTS FOLDING U 





Ue te — 
DRAWER CASES 


OVER 1500 ITEMS STEEL EQUIPMENT 


for Business, 
Industry, 
Institutions 
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N THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





steel and high speed steel saws, have 


been announced 

Blade widths range from } t 
standard tooth blades with 
regular or wavy set teeth, skip 


hook tooth blades regular set onh 


hard 





All saws are heat treated for 
ness along toothed edge only 
Heller Tool Co.. New 


town, Ohio 


Speed Reducers 


ae Mow Samaee using with conventional relief 
Four New 5:1 Ratio Units 


inv ball or roller bearing 


its added to the manufac ing a “flip-open” cap, the 
ne of shaft-mounted Shaft internally flared to allow 
speed reducers provide a speed yf excess grease. Lu 


from 60 to 350 rpm with the is said to be cut 80% 


ise of fixed or adjustable-speed 
Lubricating Co., Phila 


. lr 


C gebelt arives 


] 
New units are: 105 for shafts up 


n diameter, 205 for up to 2 


| 
¢, 405 for up to 


; . 
n, 305 for up to 2 


American Pulley Co., Philadel ; Natit. No Slip Rings, Or 


phia Brushes Required 


Tape del SF-100, a new electro-mag 


Band Saws Reaet ue Clans A rated miniature clutch, 


Insulation Material 


a ff — 
SC n iow COTQUE 


Packaged In Coil Lengths 
Or Cut-To-Length and Welded Called Irvington brand “Fil 


struments and miniatu 


: . ’ ' mechanisms 
Job Tempered” metal cutting mat ,anew varnished polyester we 
band saws in a complete new line _ tape, said to have a higher diele 


including both hard edge standard _ strength, a lower power factor, | 


] , 


moisture absorption and greate1 

formability, has been announc« 
Available in 7 and 10 mil 

in black or vellow varnish; v 

from 2 to 2-in in 36-yd rolls 
Irvington Div., Minnesota Mining 

& Mfg. Co., Irvington, N. |] 


Lubrication Fitting 
Relief-Type, 
Flip-Open Cap 
Known as RI fitting 
lief tvpe lubrication fitting 
available for use on antifriction b 


ings in motors, machinery, ] 
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TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





positive engagement a1 rek Mt y Stripper 

loads up to two Ib. in —_— 

rating). Axial length is 3-i 7 eee 

ter 1-in salt 
Warner Electric Brake & Clutch 


Co., Industrial Div., Beloit, Wi: 


With Teflon 
Trim, Seals 


Fire Extinguishers 


Maximum Extinguishing Power 
In Minimum Size Containers 


Available in 1, 14, 23 and 4lb 


sizes, a new ne of portable dry 


chemical fire extinguishers bears Un 


derwriters’ Laborator 


ypens 
turn 
Rockwood S T 


ter \lass 


The new 
plete the present 
dry chemical exting 
extends up to 3 


Leeder \i fe Co 
N. ] 


Belt Clamps 


Less Time, Effort Needed 
For Conveyor Installations 


Belt clamp equipment, known as 
Far-Pul, that can be operated by onc 
man with a wrench, is said to pull CONTINUED ON PAGE 


FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGES 136 AND 137 















BALANCED ACTION TAPS 
take sales quotas in their stride... 


Your tap customers know and appreciate the extra value of taps with 
Balanced Action. They smooth out production flow even with hard-to-tap 
metals—insure hole-accuracy—and prolong useful tap life. 


VV VV VV YVVVVV ¥ 


Winter gages, plug and ring, thread and plain are also made with 


“Balanced Action” accuracy. +; 
ti 
All Winter advertisements say ‘> § WWIII 


CALL YOUR WINTER DISTRIBUTOR iw. 


y> 


Ss. 






. ACCURATE AND CONCENTRIC CHAMFERS 
WINTER BROTHERS COMPANY 
hy el lollileMislels) Miaulluli-Tameelile Mile tele) 
Rochester, Michigan, U.S.A. a 
. hs ; concentricity to very close limits, hole- 
Distributors in principal cities. Branches in New York e¢ Detroit accuracy with Balanced Action taps is 
Cleveland e Chicago e¢ Dallas e San Francisco e Los Angeles RY 
Division of National Twist Drill & Tool Co. 









y = ~ 
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Research that 
anticipates tomorrow's 
sales and profits 


In many tool applications, National's continuing 
program of basic research has brought about 
fe of 


© 


significant improvements in the service li 
National products. 

Invite your National users who are faced with new 
or unusual cutting problems to call upor 


research staff for assistance and advice 


- All National Advertisements Say 
iy CALL YOUR 
t NATIONAL DISTRIBUTOR 


NATIONAL TWIST DRILL 


AND TOOL COMPANY 
Rochester, Michigan, U.S.A. 


Distributors in principal cities. Branches in New 
York e Detroit « Cleveland « Chicago « 
Dallas « San Francisco « Los Angeles 


The search that never ends. 


Unparalleled research facilities 





On the Market Today (Cont’d.) 


claimed the heavier the load, the 
\ locking device 


7 
makes closing and releasing com 


stronger the grip 


pletely automatic 

Also introduced by the manufac 
turer is a drum tilter for lifting and 
standard 55-gallon drums 


cemptving 
ind barrels 


Heppenstall Co 
Pa 


Va, 


Tool Steel 


Better Finish 
And Machinability 
Called Oilgraph-EZ, a 
steel features the addit 
ymount of sulphur to the anal 
yf steel which is said to make the 
teel easy to machine while retaining 
finish characteristics 
Available in bars and bar stock, 
new grade has been used 
rill jig bushings of small diameter 
ind carbon steel taps 
llegheny Ludlum Steel Corp 
Pittsburgh 


Pump 


Available In 
Aluminum Bronze 


1S . — ] : 1 
i> cntrifuga nemica 


ump, in aluminum bronze, has 


xen designed to decrease the cor 
| 


! 
] 
‘ 


rosive effects of oil field salt water 
pumping 
Other 


ind discharge connections in the cas 


features include suction 


ing, stuffing box on suction side of 


136 





ller for long packing | 


freedom from excessive 


Goulds Pumps, Inc., ! 


N.Y 


Coupling 


For Low Cost Origina 
Equipment Insta!lation 





Index 


BORING BARS 
B | ( 
W endt-Se ( 


CABLE SPLICER 
Empire Product 


CANS & PAILS 
Witt ¢ ( 


CEMENT 
| mitex Cr 


CLAMPS 


rnd f 
Be) 1¢ \ 


CLAMPS, BELT 


I St I 


CLUTCHES 
\ 


CONVEYOR TURN 


Stewart-Glapat Cx " 


Melard Mfg. (¢ 


COUPLETS 
W-S- Fittings D 
ter Co., hh 


COUPLING 
Lovejov | 


CUTTE 


R 
I ’ 


lool Work 





INDUSTRIAL DISTRIBUTION 


] 
La K 


S¢ 


of This 


COOLANT AERATORS 


Ht. K 


e MAY, 


rpm to 4.6 hp at 3600 rpm, 
eee 
naar 


ed 


cushions, have been 


in, overall length 24 

from to |-in in In 

rr can be furnished 
ximate weight 14 Ibs 


ley hh Coupling Co 


Month’s New Products 


DISTRIBUTION CENTER 
Co., S$ 


| 
i 


DRILLS 


‘ 


PIRE EXTINGUISHERS 


\ i 


GLOVES 


GRINDERS 


ut 


HAMMER 
| ( 


HAMMER, STUD 
I 


HEAD 


| 


JACKS 








Cable Splicer 


Permanent Vulcanized 
Splices In 5 Minutes 


Vulcanized neoprene insulated 
cable splices without power loss can 
be produced in plant or field with 
a new portable cable splicing kit 
The 110-volt kit is said to 


make permanent cable splices which 


new 


are flexible, waterproof and shock- 
proof 
Empire Products, Inc., Cinc innati 


Grinder 


Combination Bench, 
Ball Bearing Construction 


a 6in 


e wheel brush, 


grinding wheel 
a new 


Featuring 


and a 6in wit 


CONTINUED ON PAGE 138 





Index of This Month’s 
KEY 


\ce | B 


LUBE SYSTEM 


il ¢ 


LUBRICATION FITTING 
Kevst I iting ¢ 
OILER 


Nit 4 


OPTICAL ACCESSORY 
S t Mi ( 


PIPE THREADER 


| 


PLANI 


PLIERS 
Owat 
PRESSES 
B 
Sa 


PUMPS 


ROLLERS, PALLET 
Frank L. R 
RULES 
Lufku 
SAW 
B 


New Products 


(cont'd) 


SAWS, BAND 
Heller Tool ¢ 
SHAKEOUT 
Hewitt-Rob lt 
SPEED REDUCERS 
American Pull ( 
SPONGE RUBBER 
\,al k Pack ng \ 
STRIPPER 
Ideal Indust l 
SWITCH, EYE SAVER 
Har D i J 
PAPI 
| LD Ni 
Mig. ¢ 


PAPPING-DRILLING 


R | 
PONGS 

Hey ta 4 
POOL STEEI 

Alleg I 
PRAPS 

Clark Mfg 
VALVES 

Rockwor 
WELDERS, ARC 

Marqu tte Mfg. ¢ 
WHEELS-CASTERS 

Aero! Co., Inc 
WORK POSITIONER 

Wilton Tool Mfg. Co., Inc 





xd Sprink 
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IN THE 


PROFIT 
COLUMN 


Wt inute Than KEYWAY BROACH KITS 


For cutting keyways from '%" to 1” in 
any bore from '4" to 3” in one minute for 
as little as one cent. 


Winute Wlan SQUARE BROACHES 


For finishing cast or drilled holes in one 
pass. In stock for ‘%” to *4" squares. 
Hexagon broaches and Production Type 
Keyway Broaches also in stock. 


duMONT TOLL BITS 


High Speed Ground, Square 
tangular. Hold a keener cutting edge 
longer due to “balanced” toughness, red 
hardness and wear resistance. 


and Rec- 


Winute Wan 
MAGNETIC 
BASES 


Hold dial indicator 
gages — Save set up 
time. Alnico mag- 
net has 50 |b. grip 
on all four sides 
360° horizontal 
swing, 180° verti- 
cal swing. 


For complete information on these fast 
selling, high profit tools, get in touch with 


THE 


duMONT 


CORPORATION 


Greenfield 
Massachusetts 











MAGNETIC 
HOLD DOWNS 


A new, time-saving idea in hold downs — faster, easier and 
more convenient. Attaches instantly and holds to vise jaws 
in any position without use of shims, blocks or parailels. 

Clamping edge is 3/32”, will hold very thin work. Backs 
are tapered, forcing the work downward as the vise jaws 
close. A flat spring tab keeps the hold down in a horizontal 
position until pressure is applied. 





MITI-MITE 
MAGNETIC BASE TOOLS 
CATALOG 


Send for a supply of 
this new 12 page catalog 
for your customers today 
Contains information on 
the complete Lufkin line 
of magnetic base tools 


BETTER MEASURE WITH 


MAGNETIC BASE 
HEAVY DUTY 
Surface Gage 


A lerge, rugged surface gage and indicator 
holder. Increased bose size prevents rocking 
larger, stronger magnets permit use with lug 
back and other heavy indicators and attachments 

The two heavy duty magnets recessed into the 
solid aluminum bose are completely isolated from 
the spindle and other ports to avoid transmission 
of the magnetic pu Polarity of the magnets is 
controlled by a king size on-off switch that turns 
the magnetic pul! to full on full of or 
to any intermediate point to make minor cdiust 
ments in position. Ground and lapped, contact 
face has a V-groove, adapting it for use on 
cylindrical surfaces 

New design scriber has a removable, long 
wearing carbide tip which can be reversed to 
protect the tip from damage when not in use 

Rugged, rocker arm and large diameter fine 
adjustment screw permit fina precise adjust 
ments. 9 and 12° spindies, swivel indicator at 
tachment, indicator holding rod, and scriber with 
reversible carbide tip ore included. 18 spindle 
also available 


ANOTHER LUFKIN PLUS — Transportation costs 
on all precision tool orders totaling over $100.00 
list sent to your worehouse will now be paid 
by Lufkin 


JUEKIN 


TAPES + RULES + PRECISION TOOLS 
THE LUFKIN RULE COMPANY, Saginaw, Michigan 


SOLD ONLY THROUGH DISTRIBUTORS 
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combination bench grinder has 114- 
in overall length with a base of 64 
x 61n. 

H256 weighs 30 Ibs and speed is 
rated at 3450 rpm for 60 cycles and 
2850 for 50 cycles. 

Stanley Electric Tools, Div. Stan- 
ley Works, New Britaif, Conn. 


Pumps Oil Or Grease 
In Coldest Weather 


_ 


“Big A”, a new portable bucket 
pump, features an “Adjusto Lever” 
for pumping either oil or grease in 
coldest weather and at pressures of 
2500 to 5000 Ibs. 

Available in seven models for all 
types of lube fittings, the bucket has 
1 gasket sealed cover, a Dynamic 
primer for constant delivery, and a 
new foot valve for full pressure. 

Alemite Div., Stewart-Warner 
Corp., Chicago 


Eye Saver Switch 


Face Shield Or Goggles 
Is Activating Mechanism 


\ctivated by either a standard 
of goggles or face shield, a new 
device protects the eyes of operators 
f hazardous machinery by forcing 
the operator to wear the glasses priot 
to each operation of the machine 
[he switch box controlling the 
machinery is maintained in the “off” 
position by the glasses; actuation is 
made by removing glasses from the 
switch 


Harold Dessau, Inc., New York, 
N. Y. 





4 Reasons Why You’ll Make More 
Money Easier Selling Tuffy Slings 


Only Tuffy can offer your customers 
the exclusive, patented, machine-braided 
fabric that gives a combination of extra 
strength and super flexibility never be- 
fore possible in any sling. It makes 
knotting and kinking next to impos- 
sible. If exceptional conditions should 
produce a knot or kink, it is readily 
smoothed out without serious damage 
to the fabric. 


Only Tuffy has the new, smooth-edged, 
pressed-on eye splice ferrule that gives 
the splice 100% of the strength of the 
braided fabric. Its streamlined shape 
contributes to faster, easier handling— 
and greater safety. 


These two Tuffy exclusives add up to 
longer trouble-free service life, less 
down time and greater sling efficiency. 
The top level quality of Tuffy “job- 
tailored” slings is a tremendous builder 
of repeat order business. 


Tuffy advertising in leading trade 
magazines reaches a third of a million 
readers with the convincing, hard-facts 
story of Tuffy exclusives, and the big 
pull of the free handbook offer. We’re 
setting up sales for you — sales you’re 
sure to parlay into continued repeat 
orders. 


= 


‘gtussllt tolousigg 
a 


sareTyY 


=) 


FREE Tuffy Sling Handbook 


“FREE” is the strongest word in ad- 
vertising language—and Tuffy ads are 
proving it in leads (which are turned 
over to Tuffy distributors). This 60- 
page book is a buyer’s guide that shows 
the sling user how to select the exact 
Tuffy Sling he needs. It’s also a com- 
plete sling-rigger’s manual. 


Full-page Tuffy ads like this are on topping it off with the? 
the job around the calendar, telling Sling Handbook offer. 
the good news of Tuffy Sling ad- of the thousands of leads 
vantages to readers of important from this advertising is tu 


trade magazines everywhere. And to Tuffy distributors. 


Give Tuffy the Works;” then Take 
a Long Look at the Increase in 
Sling Service You Get Per Dollar 


‘ 
cay 


Talty's a Ward One to Kink... and 2 Breeze to Unkink! 
Yoo?! fina : ‘ Tuff c 
vane ae. 


Tuffy's Streamlined Ferrule is Pressed On Over Tucked 
Eye-Splices for 100% Strength ef Sling 


“ 
q 


a 


Tuffy Hoist Line Delivers Big 
Extras of Dependability and Long Wear 


Watch Your Men Sing Loads Faster, Easier, with Greater Safety 


Your Tuffy Distributor will 
help you give Tuffy Shags and 
Hoist Lines “the works” test 
on the job you choose 


i 5 4 7 . 
' union ¢ ° Wire Kone corp 


For Canoda, Safety Supply Co., Toronto 


Write now for full information abo 
You will find it to be a money-maker 


We will also send you a free copy 


UNION Wre Kone. corporation 


Specialists in high carbon wire, wire rope, braided 
wire fabric, and stress-relieved wire and strand. 


2236 Manchester Ave. e Kansas City 26, Missouri 
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Threaded Rod 
SI NTZ Steel and Non Ferrous 


a {7 
BENDS COLD! 


Has Thousands of 
Indwstrial Uses 


SINTZ ecrt* high quality-low cost threaded 
rod has a 1000 and 1 uses! . . . With SINTZ 
rods you can make quick repairs economi- 
cally and reduce down-time to a minimum. 
Try SINTZ once and you'll be convinced. 
*Cold Rolled Threaded— Bends Cold 
ORDER FROM YOUR MILL SUPPLY HOUSE— 
INDUSTRIAL JOBBER OR DIRECT FROM... 


craupe SINTZ inc. 


1940 STANLEY AVENUE 
DETROIT 8, MICHIGAN 





ter 





U-100LC 
U-120LC 


Abrasion 
Resistant 


ALL METAL 
CONVEYOR 
HOSE 





This All Metal Conveyor Hose has a special galvanized carbon 


For Non-Ferrous 
And Plastic Tubing 


Pipemaster 1-T,, a new tubing cut- 
with a range of operation from 
l4-in OD, is designed so that 


ill cuts are straight and smooth 


without distorting tubing out of 


perate with minimum 
t 10 oz and overall 
is 44-in. 
ool Works, Erie, Pa 


Stud Hammer 
Piston-Driven, 
Powder-Actuated 


w VP stud hammer, firing 
blank cartridge, is said to drive 
ially developed nail stud 

zh wood objects or through 
metal, firmly anchoring the 


steel or magnetic stainless steel liner that withstands severe abra- 
sion and corrosion for handling grains, bulk chemicals, ashes, » concrete. 
cement and other bulk granular materials. ticocheting is said to be pre- 


Ask For NEW CATALOG ID-100A with Sec. 3D Supplement vented because the nail stud is 
pushed into the work surface, rather 


than shot. Weight is six lbs; com- 


Quality . . . ALL METAL FLEXIBLE HOSE PRODUCTS reggae: + Rag Spe. 
UNIVERSAL METAL HOSE CO. ” Velocity Power Tool Co., Pitts- 


2163 South Kedzie Avenue, Chicago 23, Illinois burgh 
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THIS LUBRICANT 
INCREASED 

BEARING LIFE 

FROM 2 WEEKS 
TO 2 YEARS" 








—says THE GLOBE wae) 





“Animal acids and moisture, 

most harmful to ball and roller 
bearings prevails in the entire meat 
packing industry. With conventional 
lubricants, some of the bearings in our 
Roto-Cut machines did not last two 
weeks. Since using Ball Bearing 
LUBRIPLATE in machines operating con- 
tinuously 24 hours a day for over two 
years, we have not had a single bearing 
replacement.” 


THERE is A LUBRIPLATE 
LUBRICANT THAT IS BEST 
FOR EVERY INDUSTRIAL, AUTO- 
MOTIVE, MARINE, SPORTS, 
AND HOUSEHOLD PURPOSE 




















THe LUBRICANT 
KEPT EM ROLING 
IN MUD, MUCK 
AND WATER 


—says J.O. ARCHIBALD 


of Redwood City, California 








J 





The job was clearing 500 acres 

of salt marsh for crystallizing 
ponds. To quote, ‘‘We selected LUBRI- 
PLATE No. 107 for track and general 
lubrication and LUBRIPLATE APG-140 
for transmissions and final drives. Dur- 
ing the entire job there was no replace- 
ments of track rollers nor any tie-ups 
of equipment due to parts replacement 


or breakage! 


(ADVERTISEMENT ) 


HERES A PRODUCT 
YOU CAN SELL TO 


EVERY PLANT 


Here is a line that gives you a light 
fluid lubricant you can sell to the clock 
maker and a waterproof grease of th 
heaviest density you can also sell 
the dredge company for th 

of heavy duty equipment 

thing tor 
each item an « 

1s tops tora sp 
ment. This oj 

the Industrial Supply Salesmar 
LUBRIPLATE Lubricants, h 


very cor ri n his t 


LUBRIPLATE I 


introdu al 


LUBRIPLATI 


Lubricants are self repeater on 


Now comes the payoff 


a user, always a u because they are 


that much better than other lubricants 


profitabl present and futur¢ 
for the Industrial Supply Salesman 
LUBRIPLATE Lubricants giv 


nr 


ritoria rotection 


one alongs 


make Seiill 


Mr. Industrial 
are wise if yo each of you 
talkine LUBRI 


sales calls every day by 


PLATE. 
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EFFECTIVE 
LUBRICATION 





LUBRIPLATE | 
130-AA 


, 
reai protection 
} 


corrosion. It is a grease type lubri- 








against rust and 


cant that possesses the utm 
water and acid resistance. It 
exceedingly high film strength 

the marked adhesiveness an: 
water resistance of LUBRIPLATE 
130-AA, it does not wash off read 
is the ideal lubricant in 


the presence of 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Lusricants 
WILL IMPROVE ITS OPERATION 
AND REDUCE MAINTENANCE 


Ixy . 
ly, hence 


ofan 
moisture. 

















For nearest LUBRIPLATE distributor 
see Classified Telephone Directory 
Write for free “LUBRIPLATE DATA 
Book”. . . a valuable treatise on lubri- 
cation. LUBRIPLATE DIVISION, 
Fiske Brothers Refining Company, 
Newark 5, N. J. or Toledo 5, Ohi 


Seer ec reee ee OA ce. 





SPEER IS MEL 


Profitable Joyce Yelle ackit line 


...a jack for every customer need! 


ad 


NEW joyce YELLO-JACKIT LIFTMASTER 
HAND HYDRAULIC JACKS 


3 to 100 ton capacities 


Eight models for industry, construction. Screw exten- 
sion type ram with fractional rise control. Rugged, 
lightweight. High efficiency permits short handle oper- 
ation in close quarters. 





JOYCE YELLO-JACKIT 
SCREW JACKS 


5 to 36 tons capacity . . . dirt-proof, bell-shaped 
housing .. . positive safety stop. 


Arc Welders 
Nine Units 


JOYCE YELLO-JACKIT 
Added to Line 


RATCHET JACKS 
New units with a wide range of 


5 to 20 ton capacity models for mines, industry, 
construction, truckers, oil fields. Rugged . . . pre- capacities for mert gas arc welding 
cision-built... properly balanced for easy carrying. nd metallic arc welding require 


ments, both AC and DC, have 
JOYCE YELLO-JACKIT been announced. 
TRENCH BRACES Included is Model JRJT AC 


welder with built-in elec 
ontrol circuit. Welding ca 
are up to 550 amps. for inert 


o 





Ngee cme 


This lead item is a traffic builder. z c welding and metallic arc 
Can be sold with or without pipe. Operates in any welding 

width trench. Adjusts to any angle on ball and . 

ian Seite. sheall aubeme Marquette Mfg. Co., Inc., Min 


JOYCE YELLO-JACKIT | 
JOURNAL JACKS 


Capacities from 25 to 50 tons for short, powerful lifts. B . B 
Extremely lightweight, durable and safe oring ars 


JOYCE YELLO-JACKIT Greater Rigidity For 
BALL BEARING GEARED SCREW JACKS H . F Cut 
Capacities from 25 to 50 tons. Toe lift for low lying eavier, Faster Cuts 
! t illustroted). ) 1 

oS Se Ses Providing precison adjustment to 


1 new line of boring bars 


JOYCE YELLO-JACKIT seagate Beye 4 
AIR MOTOR JACKS tandard capacities range fro1 


Here's the real bonus sale. For railroads, construction, n to 64-in in 30 sizes 
maintenance, industry. 20, 35, 50, 75 and 100 ton : as, d 
capacity models with or without exclusive Joyce Toe lool Co., Kalamazoo, Mi 
Lift. .. Exceptionally lightweight .. . easily portable on 
large semi-pneumatic tires... cannot be overloaded 

. automatically shuts off at end of rise. Rugged, sim- 
ple Ingersoll Rand air motor 


Write to J + bet 
: eyce today for Joyce offers distributors: quality products . .. strate- 
descriptive literature and : : : 
. gically located service depots .. . immediate deliveries 
sales policy! : . 
. .. factory representatives to help you . . . national 
advertising .. . sales promotion mailing pieces. 


THE JOYCE-CRIDLAND Co. 
[ 2027 E. FIRST ST., DAYTON 3, OHIO 





CANADA: Midland Foundry & Machine Company, Ltd., Midland, Ontario 
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ALEM Announces 
' SURGEPRUF LINES 


aicuisiapsiage “abs 3 


..- Available Now Nationwide...for All 
Types and Sizes of Hydraulic Lines! 


Alemite brings you the greatest profit opportunity in the 
coupling and hose business . . . with a superior new line 
of rugged Surgepruf couplings that meet practically 
any original equipment or field replacement need! 
Hose for medium-high or high-pressure service, 
with single or double wire braid. Couplings 
are made of high-strength steel .. . and 
J.1.C. thread design assures positive, 
long-lasting seal. Tell your customers 
to standardize—save money—on the 
complete new line of superior 
Alemite Surgepruf Couplings 

and Rubber Hose. 


Only Alemite Surgepruf Couplings Offer 
All These Advantages for Faster 
On-the-spot Replacements and Repairs! 
® NO HOSE-SKIVING REQUIRED! “Double-wedge” grip forces 


coupling threads through rubber cover . . . grips either single 
or double wire braid solidly. Saves both time and labor! 


@ GIVES TIGHTER GRIP! Double-wedging action gives tighter 
grip as insert is drawn farther into coupling. 


® NO SPECIAL ASSEMBLY TOOLS REQUIRED! Fast, easy assem- 
bly with just ordinary tools! 


® TYPES AND SIZES FOR ALL HYDRAULIC LINES 


& 


— 


WRITE FOR FREE CATALOG TODAY! 
Alemite, Dept. JJ-57 


STEW rT 1850 Diversey Parkway, Chicago 14, Illinois 


Please send me my free copy of the complete Surgepruf Cotelo 


REG U 5 PAT OFF Company 


|W AA Tl ER ee 
Division of STEWART-WARNER CORPORATION City 


New Alemite Surgepruf Couplings and Hose 
Have Been Factory-tested and Field-proved! 
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CARBIDE 


SOLID and TIPPED 
CUTTING TOOLS 


Stock Tools: 


Burrs—Carbide 
Drills—Solid Carbide 
and Tipped 


Internal Grinding 
Burrs—Solid 
Carbide 


Reamers and 
End Mills 
-—-Solid Carbide 
and Tipped 


Slitting Saws—Solid 
Carhide 


Rotary Files H.S.S 
—Hand cut and 
ground from the 
Solid 


Specials: 


In addition to the foregoing, 
ESSEX maintains a special tool 
designing department and can 
supply the following in Solid Car- 
bide and Carbide-Tipped Tools: 


Counterbores 

Step-Drills 

Twist Drills 

Dies 

Grooving ond Milling 
Cutters 

Key Cutters 

T-Slot Cutters 

Router Bits 

Profiling Cutters, Etc. 


to sketch or blueprint 


Complete resharpening 
and reconditioning 
service available 


Areas available 
for distributors 
—inquiries invited. 


Makers of Fine Tools Since 1868 


ESSEX ROTARY FILE & TOOL 
CORPORATION 


295 MADISON AVE. © NEW YORK 17, N.Y 


Opening 4/2-in 
Wide Through Back 


Designed for operations r¢ 


a wide gap between columi 


ton fi l 


"(Ul IACC 


been announ 


bers, a new 
sams has 
g 44x 74-in 


aie opening + be 


frame 


bed meas 


mnouncec by tne m 
a new Koil Kradle stra 
ynbination rated at + 
, to acc 


diameter and 


maximum capacity omm 
coils to 
41 


maximum stock th 


60-1n 
wide; 
45-1n 
Benchmaster Mfg. Co., Gard 
Calif 


Plane 


16-in Power 
24-in. Cut 


Model 150P, 16-in 


plane, is available with accessory 4 


a new powel 
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A Profitable Seller 
with a broad market 


the new... rugged.. 
efficient HEPPENSTALL 
DRUM & BARREL TILT 


For precision control of pouring . . 
this new Drum and Barrel Tilt lowers 
overall costs and adds new efficiency 
to pouring and dumping operations. 
Features include: 

1. CONTROL .. . provides close, accu- 
rate control of pouring liquids, pow- 
ders, oils, and chemicals. 

2. OPERATION .. . turns 360 
equipped with easy-to-operate ch: 1in 
or hand wheel. 

3. SIZE OF CONTAINER .. . handles 
standard 55 gallon steel drum. 

4. CAPACITY .. . capacity is 750 lbs. 

5. SPECIAL SIZES . . . may be de- 
signed to specifications. 

WRITE OR TELEPHONE TODAY 
FOR INFORMATION AND PRICES 





| Advertised i in leading trade magazines | 





® Heppenstal 


NEW BRIGHTON, PENNSYLVANIA 











NOW you Cah buy 


COLUMBIAN ROPE 
BY THE Foor! 


Here’s the biggest cordage news in years! 


Columbian Rope Co. now sells rope the way 


vou sell it—by the foot. 

No longer necessary to buy by the pound 
nor to convert pounds into feet. You know 
exactly what you’re getting—with no figur- 
ing involved. 


Columbian’s sell-it-by-the-foot policy ap- 
plies to all Columbian Rope 3 
smaller. It’s a new deal right across the board. 


4” diameter and 


For years, rope distributors and rope deal- 
ers alike have wanted to buy by the foot. Now 
Columbian meets that demand with the first 
real forward step in rope merchandising for 
the past 10 years. For full information, get 
in touch with your local Columbian distribu- 
tor or write us direct. 

A pioneer in the production of nylon, dacro 
and other 
“stabilizes” 


synthe tic-type ropes, Columbian 


these ropes with a patented treat- 


ment that prevents unraveling when cut. 


COLUMBIAN ROPE Company 
Auburn, “The Cordage City”, N. Y. 


The only rope with the red, white, and blue markers 
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ACRA®STO 


‘® 
~ 


I: 
Le 


Micrometric Travel Control for 
Engine and Turret Lathes... 
Unit pays for itself within days! 


REASONS WHY SALES ARE EASY 


@ Set-up time cut in half 
e Production doubled 


e First class machining produced by 
semi-skilled labor 


© Costly rejects eliminated 
e Inspection time and intervals reduced 
A TYPICAL INSTALLATION 
ACRA® STOP on a lathe 


Our intensive 
advertising and 
publicity campaign 
will pre-sell your 
customers 


A TRIED & PROVED PRODUCT 


Hundreds of Acra-Stops have been 
sold and are in daily use. Before 
launching a national sales pro- 
gram we wanted to be sure. 


A FEW SATISFIED USERS 


North American Aviation 
General Motors 

Thompson Products, Inc. 
Lockheed Aircraft Corp. 
Firestone Tire & Rubber Co. 
Douglas Aircraft Co. 

Radio Corp. of America 
Ryan Aeronautical Co. 


Write for complete distributor information—prices and discounts 
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s or 1} hp motor, and is said to de- 
liver the rpm performance necessary 
for a finished surface requiring no 
sanding. 

Operating speed is claimed to 
climinate chipping even on lami- 
nates. Motor unit is interchange- 
able with standard 
shaper tables. 

Porter-Cable Machine Co 


cuse 


routers and 


, Syra- 


Drill 


12%-in Long, 
Weighs 91% Ibs 
Model 612 34-in 


t-in “shorty” drill de 
livers 4 hp and eight ft Ibs of torque 
at the chuck with power supplied 
by a six amp, 115 V, AC-DC motor, 
spindle speed 600 rpm. 

Handle is spade type located di- 
with chuck for easier 
drilling, straighter, truer holes 

Milwaukee Electric Tool Corp., 
Milwaukee 


rectly-in-line 


Sponge Rubber 


Sheets, Round, 
Odd Extrusions 


Style 9383, a new silicone sponge 
rubber of 50 durometer base stock 
is said to exhibit extreme flexibility 
at low temperatures down to minus 
100 deg. F., yet have good heat re 
sistance up to 500 deg. F. 

Garlock Packing Co., Palmyra, 
N. Y. 

















PRECISION 
PERFORMANCE... 


To the parachutist, precision performance 









means rigid training, snap judgment, 
and nerves of steel. 

To tap users, precision performance 
means production-line continuity, better 
threaded parts, increased tap life . . . 
and BAY STATE! 


Bay State Tap & Die Company 
Mansfield, Massachusetts ** 


On the shelves of your local Industrial Supply Distributor 


ALLFLEX 


stainless steel 


FLEXIBLE 
connectors 


ee: 


=e 
— Sr 
ee 


caused by rigid connections. 


e Dampens Vibration 
e Compensates for Misalignment 


; tock 
e Permits Offset Movement ’ — Lenethe 


e Absorbs Expansion 12° 


With ALLFLEX Stainless Steel 


Connectors you get: 


@ CORROSION RESISTANCE... Plus 
@ PRESSURE RESISTANCE... Pius 
... also available in all standard 
@ HEAT RESISTANCE... Plus sizes, in any required length, with 
© FLEXIBILITY any standard or special fitting or flange. 
Tapping-Drilling 
An extra prott epportunity Machine Handles Single And 
for you! Same day factory Multiple Spindle Operations 
shipments and response to 
all inquiries enables you to 
offer your customers speedy 
service and delivery. 


Renco-Aire tapping and drilling 
machine is switch controlled to alter- 
nate between tap and drill positions 

ther right or left hand opera- 
tion 
Make ALLIED your source of , 
ly ¢ Stain! Steel FI speed range 1s from SU rpm fo 
su or Stainless Stee ex- ; 
: PPI ; ver 8000 rpm. Maximum capacities 
ible Hose and Tubing. (Also 1] ; 3: 
: i in muid steel for taps are four §-1n; 
available in Monel, Bronze and 25. 5 i 
; ix or more 10-32; g-in single spindle 
Steel.) Mail coupon today for full » is aaa as ale aor eee 
L Cililis. e-ink, 3 OT Thiol 
information. ; } 1) 
s-In single spindic 


( Toledo. Inc 3 Te ledo Ohio 





“erm 


———— Cement 





LONG ISLAND CITY 1, NEW YORK Unaffected by 
Gasoline, Lubricants 


pe Stick-N-Seal, a brushable, rubber 
Industrial Distributor Sales Division based liquid cement is recom 
3782 Ninth St., Long Island City 1, N. Y. mended by the maker for use where 
Please send full information on ALLFLEX and how to increase my profits gaskets or other material to be as 


with Stainless Steel Flexible Hose and Tubing. sembled must be held in place until 


mechanic can place and tighten 





Nome ———— 


screws. 
Permatex Co., Inc., Brooklyn, 


N.Y 


Compony- = 





Address___. 


__Zone___State 
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MILWAUKEE Quality — = 


atau 
Sh ae 


ale 





























One feature that you can depend on to help you 
build Industrial Brush sales, year after year, is quality. 
Users expect and get the most out of Milwaukee Indus- 
trial Brushes. The reason is the materials used and 
the expert workmanship combine to 

make possible the kind of quality that 

insures long life and the finest in per- 

formance. 


You can very easily stay on top of sales 
with this top line of Pro- 


duction Brushes for 


ower B h f Your sales job is simplified through oa service com- 
P er use, brusnes tor plete in every respect 


various maintenance More than 40 years serving industrial distributors 


needs and Production with tep quailty. 


Here is the brush line for every industrial require- 
Brushes for hand use. 

ment 

From receipt of order we work to smooth the dis- 

tributors sales job. 

Repeat orders of any quantity are exactly the same 

as initial orders 

Ley your problem in our lap and we will have the 


right onswer for you. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


Write for 
descriptive 


literature 
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STRAINER | 
HEADauaRTERS §=—f'4 ff 


STYLE A—“Y” Type. Stand- 
ard and extra heavy flanged, 

flanged blowoff 

STYLE B—“Y” Type. Screwed 

connections, screwed blowoff 

STYLE C—“Y” Type. Screwed 

connection, flanged blowoff 

STYLE D — Basket Type. 

Screwed or flanged 

Screens, perforated or wire 

mesh, in brass, steel, monel or 

stainless steel 

Everything you need in strainers! A complete Gloves 


line ready for fast delivery to satisfy your cus- 
tomers. Make Keckley your strainer headquar- Made of Liquid Latex 


ors! Ask Catal Vo. 55. 
ter sk for Catalog No. 55 Oued Finger Design 


Wil-Gard latex industrial gloves 
ire available in a variety of styles 
including general purpose, white 


SORE HEHEHE HEHEHE Eee 


0. C. KECKLEY COMPANY 


General Offices and Factory 
3400 CLEVELAND ST.. SKOKIE, ILLINOIS ' ~ surgical-type, tan and natural color 
, “Kanry 


in fingerless and one-finger models 


lex”, tan Tanners’ mitten 


and thumb and finger cots 
— Wilson Rubber Co., Industrial 
Div., Canton, Ohio 





7 
Now you can ih 
' SUPER-PENCIL IRONS* 


No. 25S 25w. 1/8” tip $6.00 
e No. 26S 30w. 3/16” tip $6.00 


—with —— 
HEXACON : 


INSTRUMENT iy 
S 





BANTAMWEIGHT Coolant Aerators 
HATCHET IRONS* 


SOLDERING IRON 
No. 25H 25w. 1/8” tip $6.50 No Compressed Air Line 


—for fast soldering and N 
0.26H 30w. 3/16” tip $6.50 : : 

long life on constant duty Or Special Plumbing Needed 

Because of new efficient design, these tiny tips Large series No. 1000 Mel-O-Flo 

out-perform irons with larger tips and higher coolant aerators for 14-1 in coolant 

wattages. HEXACON offers a new standard lines on large machine tools have 

in soldering iron efficiency for every conceiv- We ; ; 

able need in the soldering of miniature been announced. 

assemblies. ee Aerators connect directly to cool- 
ant line and mix atmospheric air 


DISTRIBUTORS! Be sure to get the new Sell-on-Sight 

Assortment — a strong three-color Cardboard Dis- No. P-25A 25w. 1/8” tip $6.00 

play with all six irons plus the popular 30H, Cat. No. P-26 30w. 3/16” tip $6.00 W ith coolant, said to result in anon 
oe a — “Also evatiahio in splash aerated mixture. Self-clean- 


higher wattages 
ing mechanism purges aerator of 
HEXACON ELECTRIC COMPANY chips and sludge whenever coolant 


138 West Clay Ave., Roselle Park, New Jersey supply is interrupted. 
- cae 3 2 Melard Mfg. Corp., Bronx, N. Y. 


————— 
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EU LL-GRIP 
SOCKET 
SCREW S 


Socket screws have been added to the HMS 

line of over 3550 in-stock items. As the labora- 
tory photomicrographs below show, HMS is equal 
in quality to the most accepted brands. Because 
HMS distribution is confined to the East— 

on a selective basis—shipments can be made 
consistently on the same day orders are 

received. Write for full information about 

the HMS sales plan. 


HARTFORD MACHINE SCREW COMPANY 


Division of Standard Screw Company HARTFORD, CONNECTICUT 
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NEW! 
"LONG REACH” 


LUG-ALL 


Winch Hoist 
30 FT. CABLE 


1/2 TON 
CAPACITY 


DISTRIBUTORS WILL LIKE 
THIS NEW LUG-ALL 


Because 

% IT FULS A LONG STANDING NEED 
(1% TON CAPACITY, 30 FEET OF 
CABLE, LIGHTWEIGHT) 

% COUNTLESS JOB APPLICATIONS 

% GOOD REPEAT SALES—CUSTOMERS 
ARE COMING BACK FOR MORE 

% RUGGED CONSTRUCTION—GUARAN. 
TEED FOR ONE YEAR 

%& SELLS FOR ONLY $53.70—YET OFFERS 
HIGH DISTRIBUTOR DISCOUNTS 

OTHER LUG-ALL MODELS FROM % TON 

TO 2 TONS ARE AVAILABLE TO MAKE 

A COMPLETE LINE OF PORTABLE WINCH 

HOISTS. 

Special corrosion resistant, salt sproy test- 

ed LUG-Alls available in all capacities. 

Because LUG-ALL Is The Best, It Is The Most 

imitated Winch Hoist On The Market 

CAR DOOR PULLERS THAT OPEN DOORS 
IN A JIFFY ROUND OUT THE LINE 

WRITE TODAY FOR MORE INFORMATION 


THE LUG-ALL COMPANY 


® HAVERFORD 11, PENNA. 
@eeeeeveeevneeeeeeee 


Heavy Duty 
Prying, Hammering 


Rocket ripping hammer, with 2 
oz head weight, features a tubular 
steel chrome plated shaft an 
handle locked permanently to 
cision-shaped head 

Safety cushion grip of 
fibre composition is said to 
impact shocks. and resist 
effects of grease and oil. 


True Temper Corp., C 


Saw 


Portable, 
With Foot Control 


Model 550, a 24 lb portable bench 


saw, rips, mitres, bevels, grooves 
rabbets and- pockets. 

It is said to be ideal for finis 
wood and trims and will handle | 
ber up to 2-in x 10-in. 


Buzzmaster, Inc., Chicag 
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WHEN YOU SELL 


MORGAN 
VISES 


YOU ARE EQUIPPED 
AT ALL TIMES . . 


te TO GIVE THE BEST IN 
CUSTOMER SERVICE 


%& TO SELL THE FINEST IN 
QUALITY 


te TO MAKE THE CUSTOM. 
ERS THAT STAY SOLD 
AND STAY WITH YOU. 


You give your customers exactly 
what they want in a vise when you 
sell them MORGAN Vises. 
simple answer to continued good 


lt is the 


vise business 

ao 
MORGAN offers you a complete 
and dependable source of vises 
Each vise is unconditionally guar- 
anteed—each is shipped in a strong 
fibreboard carton to prevent dam- 
age in transit. Let us serve you and 
you have a vise service that is your 
assurance of satisfied customers 

o 

Write for the 
MORGAN Distributor Plan. 


We urge users to buy thru their local distributo 


MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 





@ TWO OR THREE PORT Every company you call on has use 
@ FOR DIVERTING FLOW for many of the items in the HAYS 
@ FOUR POSSIBLE POSITIONS @ FLOW MARKER ON HEAD line—as users or by reputation they 
@ MADE OF STEAM METAL BRONZE @ PLUGS PRECISION know HAYS. HAYS direct mail and 
GROUND @ INDIVIDUALLY TESTED FOR STEAM, WATER, GAS, AIR magazine advertising reaches more 


SIZES— 1/4" through 3” (with or without wrench) than 57,000 industrial executives 
: presidents, vice presidents, owners 


and partners; general managers, 
production and maintenance execu- 


IN THESE AND MANY OTHER APPLICATIONS AS FLOW DIVERTERS 


Use tives, general superintendents, 
HAYS THREE WAY STOPS ate Sn pet seep 
superintendents, engineers, and pur- 


Gas Control on Gas Burning Units Steam Cleaning Equipment for Gasoline chasing agents 


Gas Engines Service Stations and Garages 

Oil Well Drilling Equipment vd p= Setenest The HAYS Brass Three Way Stop 

Water Pumps Farm Installations and Equipment is a popular item to sell, and a good 

Air Sand Blasting and Cleaning Equipment Ship Construction item to introduce the yee line 
of HAYS stops, valves, and fittings. 


Send for HAYS THREE WAY STOP Folder 131; 

Also Foider 103-9 illustrating other HAYS Industrial Products ] 1) 
tending tedustetad Btettbater sech They are available in a full range 

the complete line of HAYS stops, valves, ond fittings : Fee , 

of types and sizes, to supply every 

need in your customers’ plants, for 


SOME OF THE MANY OTHER HAYS INDUSTRIAL PRODUCTS edt, te: Site ead 0h 


GRADUATED DIAL LOW PRESSURE STEAM IRON FLARED TUBE 
INDICATOR STOPS STOPS STOPS STOPS FITTINGS HAYS products, through mor 


than 80 years of service, have 
gained a reputation for quality and 
dependability throughout American 


Industry. 














HAYS MANUFACTURING COMPANY 


West 12th Street, ERIE, PA 
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New CAMPBELL CHAIN Cxulusive 


MEASURE-MARK 


NGINGNGING IGINGNGNGR) 


Chain sellers and buyers everywhere’ have been 
quick to recognize these advantages of new Campbell 
“Medsure-Mark” Chain . . . furnished at no extra cost! 


QUICK, EXACT | COLOR-CODED 
MEASUREMENT IDENTIFICATION 


Optical Accessory 
For Welding 


w ‘ | Wi 
Marked every 5 feet— BLUE <High Test Steel — ORANGE—Camr Ally Stee! Helmet Windows 


pre-measured for easy handling FY welders who wear bifocal 


and exact measurement. | Color-mark on the chain instantly 7 . nom tirel acresensy fins 
_ ld SSOS, UVDLILdI acl i 
and positively identifies grade of 


Aittieantn sh mail Genneiebens welding helmet windows fits behind 
the regular helmet filter lens and is 


said to provide magnification for 
INVENTORY STANDARD PACK— near vision throughout the entire 
window’ area. 
CONTROL LABELS MARKED BY FEET Called Magna-Weld Plate, eight 
| focal powers ranging in strength 
from the No. 75 (weakest) to No. 


2.50 (strongest) are available 
Sellstrom Mfg. Co., Palatine, Il. 


Head 
With Individual Lead 
Screw Tapping Spindles 


Multiple lead screw tapping of 
Space provided for "Perpetual In each container, standard 


Inventory” control. Guaranteed footage by chain size—for each 
footage marked on Jabel. a grade. Standard package cost. 





Ask your Campbell representotive—or write us for full 
details on this revolutionary new chain development. CAMPBELL 


CHAIN 
AVAILABLE ONLY FROM 


CAMPBELL CHAIN Gonzany 


York, Pa. « W. Burlington, lowa « Portland, Ore. « Sacramento, Calif. 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1957 









ARMSTRONG 
for use in clomp type rests TO 0 L 
HOLDERS 


The ARMSTRONG System of 
Tool Holders gives the advan- 
tages of (NO GRINDING) 


























“throw-away' insert tooling 
for al] metal turning—for tool 
Right Hand room, machine shop and main- 
Square Insert tenance lathes as well as for 
production machine tools. In- Left Hand 
cluded in the Armstrong Sys- Squore Insert 


tem are ARMSTRONG Car- 
bide Insert Tool Holders with 
shanks to fit in conventional 
tool posts and for clamp rests 
of all sorts. Both types are pro- 
vided in a wide range of sizes 
to hold either “square” or “tri- 
angular” carbide inserts. Both 
types come in right-hand or 
left-hand styles. For Carbide 
Insert Tool Holders exactly 
suited for a specific need or 
piece of equipment, standard- 
ize on ARMSTRONG Tools 
Special ARMSTRONG de- 
sign features include: (1) Fast 
convenient clamping which 
permits rapid indexing of in- 
serts, (2) replaceable hard- 
ened tool stee!] seat ground to 
provide a flat base for inserts, 
(3) accurately machined heat 
treated alloy stee]l shanks for 
extra strength and rigidity 
Because ARMSTRONG 
Armide Inserts as well as 
Right Hond ARMSTRONG Carbide Insert 
Triangular insert TOOL HOLDERS are carried 


in stock by leading Industrial Left Hand 
Distributors they are as avail- Triangular Insert 
able as your telephone—single 










































left Hand 
Square Insert 















Right Head 
Squere Insert 















tool sets or a selection of sizes 


Write for catalog sheets . 
















_ left Hand 
Triangular Insert 






Right Hond 
Triangular Insert 


ARMSTRONG BROS. TOOL Co. 


QP 5205 w. ARMSTRONG AVE. 








* CHICAGO 30, ILL. 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they’re basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!’’ It includes milling 
cutters and end mills . . . three different tool bit 
grades . .. slitting saws . . . cutoff blades . . . key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


oblate TOOL COMPA 


\ 








THING IN STANDARD AND SPECIAL cra 
14400 WOODROW WILSON + —_DETROIT 3, MICHIGAN 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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several parts with similar but iried 
hole patterns can now be done with 
a recently introduced adjustable 
multiple spindle head. 

Units of the standard line of the 
company’s full ball bearing louble 
eccentric adjustable drillheads were 
fitted with lead screw to 
make up the new head. 

Chriftmaster Products (¢ 


Lancaster, Pa 


spin lle > 











Pliers 


Three Sizes, 
Rib-Joint Type 


ilizing a tongue and groove 


I ‘ 
locking mechanism, three sizes of 
new rib-joint pliers are said to offer 
1 wide range of jaw opening adjust 
ments without danger of adjustmen 
slippage 

sizes are: 5-in long, 3 jaw 


10-in long standard, 6 


[hree 
idjustments; 
adjustments; 10-in long heavy duty 
with 6 adjustments. 
Tool C.. 


Owatonna Owatonna, 


Minn 





The right insulation 
for every job 


and service when you need it 


There are big orders waiting for distributors who sell 
K&M insulations. Many plant engineers who want the 
best in low- and high-pressure insulations insist on K&M. 

Throughout the country distributors find K&M insu- 
lations are “right’’ for them. They like the completeness 
of the line, the national advertising, the quick factory 
service, and the prompt delivery. 

Write to us today for complete information on the 
K&M line. 





At Buffalo Municipal Airport, Cheektowaga, N. Y 
ment, and steam lines are insulated with K&M ‘‘Featt 
85% Magnesia; hot water and return lines insulated 
Air Cell Pipe Covering. Heating Contractor: G. A. Dyce 
Contractor: E. J. Eddy. Inc.: both of Buffalo, N. Y 


BEST IN ASBESTOS 


KEASBEY & MATTISON COMPANY «+ AMBLER «+ PENNSYLVANIA 
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B-RIGHT-ON 


SOCKET SCREW PRODUCTS 


always measure up! 


Product, Promotion, Policy . . . on 
these crucial distribution factors, 
B-RIGHT-ON always measures up. 
It is the result of Brighton’s fair 
play policy . . . and your assurance 
of extra profit and extra customer 
good will. 


From factory to you to the customer, 
B-RIGHT-ON products are satis- 
faction controlled. They always 


measure up on: 
prooucrt — Carefully selected ma- 
terials, precise modern production 
methods and rigorous inspection 
guarantee consistent high quality. 
PROMOTION— Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT- 
ON distributor for what they need, 
when they need it. 
Poucy—Brighton sells through dis- 
tributors, backing up their salesmen 
with factory and their 
stock with centrally located factory 


experts, 


reserves. 

Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 


= SS 


you can do better... with B-RIGHT-ON!® 


ae 


cae 


: 
| 


THE BRIGHTON SCREW & MANUFACTURING CO. 


1827 Reading Road 


a 


Cincinnati 2, Ohio 


ee 
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Guard 


, 


For “Power Shop’ 
Woodworking Machines 


An adjustable metal guard for use 


with their “Power Shop” line of 


arm type woodworking ma 


hines has been introduced by the 
manutacturer 
with a 


Recommended for useé 


variety of accessories (saw blades, 
shaping heads, rotary surfacers and 
sanding discs) operated with motor 
of the machine in a vertical position, 
it is intended to supplement the 
function of the maker's 
safety guard. 

DeW alt Inc., Sub. American Ma- 
chine & Co.. 


Pa 


standard 


Foundrn Lancaster, 


Conveyor Turn 


Gives Full 
90 Deg. Turn 


Operation of new Stewart-Turn 
s based on a series of narrow belts 
running in grooved pulleys, meeting 


; 


ingular direction of 


pre ec an 
ow 
banked for 


Belts are said to be 





Here's How KENNEDY'S New Cylindrical Body 
Gives You A Stronger, Longer Lasting Valve... 


KENNEDY 
Fig 427 





These additional advantages make KENNEDY your best valve buy... 


Outside diameter of bonnet is recessed from pregnated plastic packing material that has 
the chamfered outside diameter of the body’s marked superiority in maintaining resilience 
bonnet end. Thus, marring, burring or gouging and resisting leakage. Unusually deep gland- 
of the outer edge of the body caused by rough type stuffing box permits tightness without 
handling or hard service cannot interfere with undue pressure. 


a tight body-bonnet joint. Outside metal skin Pistol-Grip handwheel provides firm. easy 


is left rough for strength after tests showed that 


machining this surface frequently weakened 
the valve. So, write these outstanding KENNEDY valve 


KENNALLOY stem is powerfully inhibited features into your valve specifications for long 
against dezircification. "ew, improved im- trouble-free valve performance. 


three-way grip on top, sides and bottom. 


@ YOU CANT BUY A BETTER VALVE THAN A KENNEDY! 


VALVE mre. co.— 


ELMIRA, NEW YORK 
VALVES + PIPE FITTINGS * FIRE HYDRANTS 


* OFFICE AND WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO, ATLANTA © SALES REPRESENTATIVES IN PRINC 


PAL CITIES e 
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y Lal 
' EXCLUSIVES AT NO 
EXTRA COST TO | 
YOUR CUSTOMER, 
\ BUT THE SAME 
PROFIT TO YOU! 


DOWEL PIN 
REAMERS 


Straight Shank, 
Right Hand Cut with 








Straight, Right or Left 
Hand Spiral Flutes. 


14 Sizes from .1230 
thru .4995”" Sets, tool 


OVER & UNDER 
SIZE CHUCKING 
REAMERS 

Straight Shank, 

Right Hand Cut with 
Straight, Right or Left 
Hand Spiral Flutes. 


14 Sizes from .124 
thru .501” Sets, too! 


These reamers are two 
more reasons why L&l 
is your source for a 

complete reamer line. 


Get the L&I Story now. 


“the reamer specialists” 
LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 











IDE. INC. 


& 


CAVALLEE 








| ball-bearing 


constant contact with material in 


motion, and positive belt guides 


prevent side sheer as material 
changes direction 
Stewart-Glapat Corp., Zanes 


Ohio 


Clutches 


For Over-Running, 
Indexing, Backstopping 


I'wo new series of sealed, double 
sprag clutches 
been announced 

Series B for true over-runi 
ipplications, for low speed 
where inner race over-rut 

ble in bore diameters 

>In, torque capacit 

o 11,600 ft-lbs 

Series C for indexing and 


stopping is available from 23 to 5 


torque capacities from sl¢ 
11,600 ft-Ibs. 


Formsprag Co., Van Dvke, M 


Couplets 
Extra Length 
Heavier Wall 
Named , a new ln 


branch outlet connections for pip¢ 


Couplets 
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ABSORBENTS 


the modern, economical oil 
and grease absorbents that 
keep your floors dry, clean 
and safe, and reduce main- 
tenance costs. 


WRITE TODAY FOR FREE 
60-SECOND DEMONSTRATION 


Now Available! 


Handy 


ei OlL-DRI 
DISPENSER 


located on spot 
where needed 
Slot-type re 

lease automati- 
cally delivers 
obsorb to 
floor of d 7) 


AVAILABLE AT YOUR. WHOLESALER 


w * 
| = ri CORPORATION 
OF AMERICA 


520 North Michigan Avenue 
Chicago 11, Illinois 



































General Electric PAR Lamps concentrate up t 
3 times the candlepower in the heart of the bea 


0 
m 


Here's “exciting lighting”’ 
; : c = Cc 
fo buildings, displays, 


S1QMS...0F any thing you 


A want to dramatize | 
sccm @QDS 
e 7 ve 5 ; . f 2 ze. G-E | : AR fj : 5 : | 


Progress 4s Qur Mos /mportant Product 


Pan ico on GENERAL QB ELectric 


’ 4 


SEND FOR REPRINTS OF THIS AD. (ret reprints ol t 
t just asit will appear in current i 


Ssuc I 
S. News & World Report, Newsweek, [lumi- 


r Engineering, Purchasing, Purchasing News. Use Progress /s Our Most /mportant Product 


our regular calls, or mail them on 


vial oe Lone tion GENERAL QQ) ELECTRIC 


entative has quantities for your u 
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lines, tanks and pressure vessels has 
been announced. 

Said to permit contouring with- 
out detriment to strength of fitting, 
weld. or threaded or socket end, 
thev are available from } through 
in with screw-end or socket-weld 
ing end connections. Also available 
in 90 deg. elbows, they can be ob 
tained in forged carbon steel, 3000 
lb W. O. G. class screw end type 
ind schedule 40-80 socket-welding 
type 

W-S Fittings Div., H K. Porter 
Co., Inc., Roselle, N. ] 


Your best source for 


special cutting tools 


—just send us the sp 
we do all the work 


ecs 





Drills 





C=» 
ban ae me 
| 
~ ~ ) 


Lengths Go To Maximum 


Immediate i 
action on a e 
Il requests Of 18-in in Regular Size Range 


— better i 

service for your customers Extra long drills are available in 

—results j . \igh speed steel with straight shank; 
n more profits for you wite gage sizes No. 52 through No 

| and fractional sizes ~y through 


tin. Taper shank size range: 


Do it the easy way...order from SPIRAL 








through 1]4-in 

: vee Chicago Latrobe, Chicago 
Whether you need cutting tools made to your specifications, 

or you need tools custom-designed to fit a specific job, 


your best source is Spiral. We specialize in ‘‘specials,”’ fast 
quotations, quality workmanship, dependable delivery. One 
trial will convince you. Let's get together now! 


Designers and Manufacturers of 


§ PIRA | = f Specral Cutting Tools 
5400 N. Domen Avenue « 


STEP TOOL COMPANY 


Chicago 25. Hlinois 
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Distribution Center 


Uses Up To 42% Less Space 
Than Conventional Load Centers 


Combining in one piece incom- 
ing line, transformer, and outgoing 
feeder, a new single-unit integral 
distribution center is 374 to 424 

CONTINUED ON PAGE 170 





. . . and it’s easy to see why. 

With Standard, you tell a 1000-TIMES-PROVED story of 
SAVINGS . . . in equipment, materials, man-power and 
time. 


STORY NO. 1 


The Standard Snagging Grinder with EXCLUSIVE in- 
finitely Variable Speed Feature that gives your customer 
wheel savings up to 50%, increased production up to 
45%. WRITE US — WE'LL PROVE IT! 


STORY NO. 2 


Standard Super Precision Spindies—built to infinite toler- 
ances and finally checked out in our sound, dust, vibra- 
tion-proof laboratory —spindles doing a top-flight job 
in regular and special applications everywhere in industry. 


STORY NO. 3 


Standard Carbide Tool Grinders — Save Steps, Save 
Floor Space, Reduce Operator Fatigue, Save Wheels. 
World's finest Carbide Tool Grinders. 


And with every piece of STANDARD equipment, sound 
reason-why points-of-superiority in engineering and per- 
formance are the stepping stones to increased sales — 
increased income for you. Get the Standard Story 
TODAY! .. . Just drop us a line. 


See Our Display! Booth 511 


Triple Mill Supply Convention © San Francisco 


Since 1912 makers of 
Infinitely Variable Speed 
Snagging Grinders, 
Carbide Tool Grinders, 
Buffers and Polishers. 2 to 100 HP 


Speed Lathes 


Super-Precision Spindles 
Motor and Belt-Driven 


Slides, Tables and Feeds 


Special Industrial Applications 


District Offices 
Coast-to-Coast 


June 18 thru 20 


the STANDARD electrical too! co. = 


METALIWORIUNG 
hy THe worn 


MACHINE TOOLS . . . SINCE 1912 © 2520 RIVER ROAD e¢ CINCINNATI 4, OHIO 
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CCORDING TO RELIABLE STUDIES, 
A our reactions to others and theirs 
to us are based 87% on what we see. 

When you walk into a purchasing 
agent's office, or out into the plant, 
your appearance creates the initial 
mpression that makes or 
you. Customers complain about 


breaks 


sloppily-packaged products, so why 


not be sure you've packaged yoursel! 


ittractively? 


A Case In Point 


At times, we'll admit, too much 
emphasis may have been placed on 
vhat manv salesmen contend is all 
too obvious. Recently, however, one 
f our editors was told by a leading 
distributor, “My 


salesman hasn't been 


most promising 
clicking lately, 
ind I’ve just noticed his fingernails 
ire always dirty. Of course that isn’t 
the complete answer, but I'll bet it’s 
trouble 


indicative of his major 


lhere’s no excuse for insulting buy 
s by being poorly groomed when 
vou call.” Another distributor pub- 
lishes a booklet with an Appearance 
Checklist for his salesmen. 

\t the risk of belaboring the obvi- 
us, we call your attention to some 
common oversights and suggest that 
“To Sell Well, Dress Well.” For 
though you can’t tell a book by its 
cover, vou can usually tell a succ« 
ful salesman by his appearance 
Don’t con 
form so well that you lose your iden 

tv. While this has been chara 
Age of Conformit 


it’s still the salesman who acts (and 


\ word of caution 


terized as The 


perhaps, looks) a little different who 


may be remembered above others 


when the order is written. Try ex 


pressing your personality through 


you! ippearance 
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Starting from the top — 
When did | get 
a haircut last? 


< 





And how about the hat? 


> 





At the other end — 
When did | last 
get a shoeshine? 


< 





Am | dressed for my job 
—or for the racetrack? 


> 





Yesterday's lunch — 
Did | eat it 
or am | wearing it? 


a 





Has my briefcase seen 
better days? 





Does my catalog look 
used or abused? 


< 





When was the chariot 
washed last? 


> 








Variable Speed 


SHELDON ricesson LATHES 


CHICAGO 





(1) T-Handle Speed Selector 

(2) Micro-Switch Direction Control 
(3) Speed Change Mechanism 
(4) 2 H.P., Three Phase Motor 

(5) Belt-tension Adjustment 

(6) Multiple V-Belts 


. 


df ae? cb 


SS ee 
Sig ges 


INSTANTLY” 


* Spindle speeds changed at 100 r.p.m. per 
second. Built-in tachometer permits accu- 
rate selection of speeds from 200 to 1800 r._p.m 
in direct drive-40 to 300 r.p.m.in back gear. 


This new lathe instantly meets every changing 
speed requirement in the tool room, or quickly 
sets and holds to any prescribed speed for 
production runs. 
Rugged, Heavy-duty Variable Speed Drive 
an oversized unit with double V-belts 
throughout that delivers positive full-power to 
the spindle 
High Spindle Speeds—from 200 r.p.t 
1800 r.p.m. (direct drive), from 40 r.z 
300 r.p.m. in back gear 
and Automati (power driven) 
Selection—Only 9 seconds to change 
to high speeds in cither direct drive or 
Speeds are changed automatically 
randile is lifted or pushed into engage- 


rsepower at All Speeds—Because 


s oversized, it has larger belts 
eliver fr mun ripping power at all 


- &'ph 
A2 H.P., three Phase motor recom 


onal lathe features: Zero Precision 
er spindle bearings, 54 pitch gear 
ast pedestal, tool-room accuracy 
t accessories include hardened bed 
LOO long taper key drive or 4" D1 Caml 
spindles 
Sheldon Precision Variable Sy 
are available in 11” or 13 
WM.-56-P (Illustrated) less moto 
$1,944.00 F.O.B. Chicago. Other 10 it’. and 
13” Sheldon Precision Lathes from $832.00 ur 
Also 13” and 15” Sebastian Ge ared Head Lathes 
Sheldon Milling Machines and Sheldon 
Shapers 


Write for Catalog 


SHELDON MACHINE CO. INC. 


4234 N. KNOX AVE. * CHICAGO 41, ILL. 


: 
ea ae —S 


/\ 


Eoch Sheldon Lathe hos its complete complement of production attachments and accessories 
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he leads two lives ... 


... By Day, a Salesman 


NM 


Ernie Sesto handles a major sales assign- 
ment for Harris Pump & Supply Co., Pitts- 
burgh, covering steel accounts. But he’s 
also earned fame in another profession . . . 





7 AMERICAN 


OLD FAITHFUL 
MARKERS 


' 
LET “OLD FAITHFUL” FILL YOUR NEEDS! | 


Ask for American and Old Faithful 
Markers at your favorite supplier | 


MM] THE AMERICAN CRAYON COMPANY | Fe 
its SANDUSKY, OHIO = NEWYORK |) 


CRAYONS - That’s Our ie 
"Middle Name’”’!... 
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) 
_. At Night, 
The Arena 


Refereeing major fights has been 
Ernie’s avocation since 1931. A 
licensed pro referee and former 
Carnegie Institute boxing coach, he 
works before crowds and TV 
cameras in the Pittsburgh arena 
whenever there’s a big time match. 
Joe Louis, Ezzard Charles, Fritzi 
Zivic, Billy Conn, Sugar Ray Robin- 
son and Hurricane Jackson are 
among the greats and near-greats | 
whose fights he has presided over. | 
Here he presents Patsy Brannigan, 
onetime featherweight champion, 
and Rocky Marciano (right) during 
introductions before a recent fight. | 
Ernie himself is a onetime Inter- | 
national Intercity Champ. 


| 
| 


i kolblelammi-lel_-la— 
Forged Shovels 
OTT) dt- 1) an @h dalla 


Taper forging puts metal where it's 
‘ell -lel le MR iel gm) ide. ME ida -lalelin Selle: Gm: i): 
tne neck Salel¥i lel 12 Malet lela -latell-tel -) 
i -Peadiela) Salielel-ig@ae-i@meell-lel Mm -lelel 1 
Result -Begelale! | Sam ialel, 1) @ilel maa tia 


weight made 


> from the complete line of 
Tolal>nal-t talal> MiMaalelal \'t-1-\alal=) 
Nas turned steps 


gel -tal-te| 


‘Signe - 0°) ae lelael te! 
models —-DYNALITE, BANTAM, FOx 
=) 0) oe) CME Mele) Mie mical Mele. letielael-te| 
story mm the tabe True Temper 
Dept 0-5 1623 Eu¢ 1 Avenue 


oir A710. tele Mine ME @lalle 
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Sell the hottest product 
in the Lube Field! 


AN ARO EXCLUSIVE! 
ARO-PAK replaces hand 
guns with new speed, ease 
and safety for pliant lubrica 
tion. Light weight, portable, 
one hand operation . gets 
hard-to-reach fittings. Holds 
5 Ibs. grease. Permanent air 
prime ... maximum pressure 
7500 p.s.i. Fast refill with 
Aro-Fil gun filler. Sells fast 
to aii plants. 


“FW ARO-PAK 


for safer lubrication, one hand operation 
...plus the pace-setting AROLUBE line 


Backed by 25 years’ experience in the lube equipment field! ARO- 
PAK and the complete AROLUBE line of industrial lubricators are 
soundly engineered, quality built. Everything from hand guns and 
oilers to pumps, reels, fittings, trucks. Nationally advertised to pre- 
sell your customers. Outstanding features and performance! Write 
today for Catalog 105 and information on the profit-possibilities 


for you as an ARO Distributor. 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES—BRYAN, OHIO 
Plants at Bryan and Cleveland, Ohio 
Aro of Californic, 3141 S. Grand Ave., Los Angeles 7, Calif. « Aro Equipment 
of Canada, Ltd., Toronto 15, Ontario « Offices in All Principal Cities 


LUBE EQUIPMENT 

Also AIR TOOLS...AIR HOISTS 
-»- AIRCRAFT PRODUCTS... 
GREASE FITTINGS 


INDUSTRIAL DISTRIBUTION ©« MAY, 1957 


ALARM WRISTWATCH tells Gene 


Monnier it’s time to fish or cut bait 


how to... 


Ring the Bell 
on a Buyer 


Monnier, The Monnier 
& Supply Co., Dayton, 
1 wrist alarm watch to 
ime and/or prod indecisive 
agents into action 

he enters the buver’s office, 
the al: to go off in 15 
ll, turns 

Sut, if after 

there’s been 

rview seems [to 


} 
1iatiln 


“What's 

; to the 

1 signal to 

15 minutes 

ing your time 

ine, or both—be 

yu're a buver and you haven't 

1 purchase, and I’m a salesman 

[ haven't made a sale. Now let’s 

get down to business or I'll 

leave now and we can both do some 
thing more profitable.” 

Mr. Monnier says this either 

hes a sale, or . . . well, he means 

he says about wasting time 








This advertisement 
is currently appearing 
in the leading metal 


working magazines 


TOOL LIFE INCREASED 400% 


CLEVELAND Carbide Tipped Adjustable Reamer 
sets new high record! 


The specifications on this job call for reaming a 4 hole to a tolerance 
of .001” and a surface finish of less than 50 R.M.S. (micro-finish) 
CLEVELAND Carbide Tipped Adjustable Reamers are meeting these re- 
quirements day after day...month after month id reaming five times 
as many holes per grind as the conventional high speed reamers formerly used. 
on Whenever you have a difficult reaming problem, a CLEVELAND 


Service Representative can help you. Contact our nearest Stockroom, or 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


THECLEVELAN Drwist prit co. 


1242 East 49th Street ° Cleveland 14, Ohio 


Stockrooms: New York 7 * Detroit 2 * Chicago 6 * Dallas 2 * San Francisco 5 * Los Angeles 58 
E. P. Barrus, Ltd., London W. 3, England 





Offer Them Variety... 


PLUS STRENGTH 


One of the best ways to meet the needs 
of your fasteners customers is to handle 
the Bethlehem line of headed-and- 
threaded products. By so doing, you 
can offer virtually unlimited variety 
hundreds upon hundreds of individual 
items and sizes. Besides, your cus- 
tomers will like Bethlehem fasteners for 
another reason: strong heads, threads 


and nuts, the kinds that are so essential 


i 2 
WAALS 


to a good bolting job. Order a supply 


of Bethlehem fasteners today! 


dey 


. 


- 


- 
ad 
# 
# 
# 
# 
sd 
- 
o 


Lei (iV CRC EPE PEELE 


f f f 
\(ACUAAAY 


Are Good Bolts 
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TRANSMISSION BELTING 


Here’s Your 


OPERATION POWER 


Here is a plan written and compiled for you by 
engineers who know what power transmission 
experts want. Contact any of the 28 “U.S.” Dis- 
trict Sales Offices or write us at Rockefeller Cen- 
ter, New York 20, N. Y. In Canada: Domini6n 
Rubber Co., Ltd. : 


THE U.S. POWER TRANSMISSION LINE 
BRINGS YOU THESE ADVANTAGES: 


. The most complete, most versatile line of power 
transmission products obtainable includes: 
¢ “Timing”® Belts & Pulleys “7 x 
¢ “Timing” Belt Flexible Coup 
e V-Belts & Sheaves ¢ Flat Belts 


. A profit-level opportunity without equal. 


. A staff of power transmission engineers With 
on-the-spot service. 

. Complete Regional stocks to provide fast de- 
livery. 

- Acorrespondence course in power transmission 
for distributors’ salesmen. 


. Seminars held throughout the country for per- 
sonnel of industrial customers. 


- Handbooks and aids that make it easy to de- 
sign a drive on the spot. 


. Month-after-month advertising and sales pro- 
motion to hundreds of thousands of production 
engineers, designers and management. 


- Aline that permits you to really write up orders 
with profits and not just make quotations! 


Mechanical Goods Division 


United States Rubber 
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vERSATILE 
TOOLS 


shat belong in every 


H 0 | ST efficient plant 


CH CYCLONE 
> 


Light Weight—Heavy Duty 
High Speed Chain Hoist 
Capacities from % to 10 tons 








Made of tough aluminum alloy. ) 
Carries with ease. | ton model 
weighs only 36 pounds. 42% fewer 
parts. Requires little maintenance. 
Sealed-in lifetime lubrication. 96% 
efficient. Equipped with CM-Alloy 
flexible welded load chain. The 
best there is in hand hoists... yet 
reasonably priced. 


CH PULLER 


Lifts or Pulls 
At Any Angle 
%, 144, 3 and 6 ton capacities 





< 


For lifting, pulling, skid- 
ding, stretching, straight- 
ening. Use at any angle. 
Eliminates dangerous 
makeshift methods. Avuto- 
matic brake. % ton model 
weighs only 13 pounds. 
CM-Alioy flexible welded 
load chain. Time savings 
quickly repay low initial 
cost 


@ ALSO Meteor Wire Rope Electric Hoists 
% to 5 tons), Lodestar and Comet Electric 
Chain Hoists (% to 2 tons), CM Trolleys 








and CM Cranes. 
q CALL THE CM DISTRIBUTOR FOR CATALOGS, 
PRICES AND QUICK DELIVERY FROM STOCK. 





CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 
TONAWANDA, NEW YORK 


REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 


HOISTS AND CHAIN 
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On The Market Today 


CONTINUED FROM PAGE 62 


nches deep and from 56 to 106 
iches wide 
Available in standard ratings of 
112.5-, 150-, and 225-kva for 
small industrial plants, warehouses, 
hospitals, schools, etc 
General Electric Co., Specialty 
l'ransformer Dept., Schenectady, 


NN. 7 


Work Positioner 


Many Uses In 
School Shops 


Consisting of a PowRarm work 
positioner and vise that has a jaw 
width of 2-in, a new combination 
holder, operating on a ball and 
socket principle, can be moved to 
any angle in all three planes and 
locked in pesition instant; 

It is also ,ecommended by the 
manufacturer for radio, electric, jew 
elry and hobby shops. 

Wilton Tool Mfg. Co., Inc., 
Schiller Park, Il. 





BUTTERFIELD 


backs its distributors 
























































Metallurgy Design Application 
Expert knowledge... yours on request 


Warehouses in Chicago, Cleveland, Detroit, Fort Worth, Los Angeles, New York, San Francisco 
. . . connected by TWX for prompt deliveries from stock. 


BUTTERFIELD DIVISION UNION TWIST DRILL COMPANY, DERBY LINE, VERMONT 
Butterfield offers a full line of Drills, Reamers, Taps, Dies, Milling Cutters, End Mills, Hobs and Carbide Tools 
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BONNEY) 


WELDOLETS®€@ 
THREDOLETS @ 
SOCKOLETS @ 

BRAZOLETS & 

ELBOLETS @& 





CARBON STEEL 
STAINLESS 
ALLOY 

for all services 


DROP FORGED 
for Strength 


HOT FORMED 
for Weldability 


Hot formed steel is not subject to welc 
cracking, a chronic complaint on 

cold rolled products. 

HEAT TREATED 

All Thredolet fittings are 

heat treated after forging in 
accordance with A.S.T.M. A105. 
ANTI-CORROSIVE LACQUER COATING 
All Bonney fittings stay new and 
ready-to-use years after leaving our factory 
Threads do not get clogged with grit 

as do oil-preserved fittings. 


consider these features then specify and use 
BONNEY Thredolets and Sockolets for all 
small branch connections... and Weldolets 


for all large branch connections. 


PENNSYLVANIA DIVISION 


BONNEY FORGE & TOOL WORKS 


Dept. F 


ALLENTOWN, PENNSYLVANIA 
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Grinder 


Vertical Or Horizontal 
Positions for Belts 


Special Model 50 combination 
ibrasive grinder for grinding, polish 
ing and deburring employs belts 
from 4 to 24-in wide and from 42 
» 60-in long. 

All methods of employing belts 
ire available: free belt, contour, 
plate and contact wheel. Built-in 
lust collectors are also available. 

Hammond Machinery Builders, 
Inc., Kalamazoo, Mich. 





——— , 


Boring Bars 


Greater Rigidity, 
Resistance To Deflection 


Made from “No-Chat”, a new 
heavy metal said to reduce vibra 
tions, a new line of boring bars can 
be used with greater overhang for 
deep hole boring. 

Seven boring bars in over-all 
engths to 12 inches are available. 

W endt-Sonis Co., Hannibal, Miss. 











Larger shipments of Ferry Cap screws leave our ship- 


ping room on low-flying pallets, skim into waiting 
trucks or freight cars and arrive at your receiving 
dock still aboard their “flying saucers.”’ This modern 

method of quantity shipping eliminates individual 


carton handling in your operations—saves you labor, 


PPeeeeeeeeeteebite 


time, and money. 

Whatever the size of your order, Ferry Cap service is 
quick and courteous . . . and the products are tops in 
quality. Order Ferry Cap screws today! 


THE FERRY CAP & SET SCREW COMPANY 


Pioneers and specialists, cold upset screw products since 1906 
2153 SCRANTON ROAD ° CLEVELAND 13, OHIO 


VME YD is ceaed to ASTER SERGE 
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Ucme 


FLEXIBLE 
COUPLINGS 


Now you can get prompt service on 
precision, high capacity, Acme Flex- 
ible couplings, available in fractional 
to hundreds of horsepower ratings, 
direct from your Acme chain dis- 
tributor. 


Acme flexible couplings are used to 
connect two revolving shafts together, 
and to compensate for angular and 
parallel misalignment. Simple to in- 
stall and disconnect by merely re- 
moving one pin. 


Maximum capacity is obtained by 
distributing the load over all the — 
Each Acme coupling is 


coupling teeth. complete with standard 


. ° , k d é 
An important plus is Acme's use of Giaees dentin Oh ened 


convex rollers which allow greater snap-on cover can be fur- 
angular and radial misalignment. This nished if required. 

is accomplished with a minimum 
amount of backlash. See your Acme 
distributor. 





FREE FLEXIBLE COUPLING CATALOG 


Write Dept. 15-H for new Acme Flexible 
Coupling Catalog. Just off the press. 


Call 


ACME Che 


for Service 


HOLYOKE 
MASSACHUSETTS 
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Pipe Threader 


Threads 2 to 2-in. 
Pipe Or Conduit 


Ridgid 535 pipe and bolt thread 
ing machine features a new unive! 
sal die head with two sets of die 
threads—one for 4 to }-in, the other 
for 1, 14, 14 and 2-in 

Featuring a concealed oil system, 
lathe-type adjusting handle to move 
carriage and length gage, the 535 
package includes the cutting and 
reaming tools available in the mak 
er’s 500 and 500A models 

Ridge Tool Co., Elyria, Ohio 


Cans & Pails 


Where Sanitation, Health 
Requirements Are Enforced 


Stainless steel cans and pails con 
structed of 24 gage type 304 with a 
2B finish are equipped with 4 x 24-in 
stainless steel plain bands at top and 
bottom; snug-fitting lids lock out 
foreign matter yet remove ee 

Cans ate available in 123, 16, 2 
27 and 33 gallon sizes; pails are 5, 7 
5; and 10 gallon capacities. 

Witt Cornice Co., Cincinnati 





more reasons why 


distributors like handling 


Distributors realize many added benefits from 
handling O-B bronze valves for industry and 
the plumbing and heating trades. If you are 
not an O-B distributor, our representative will 
be glad to tell you more about our products 
and policy. Just write to: OHIO BRASS COM- 
PANY, 380 North Main Street, Mansfield, Ohio. 


% “Vf W/ | 
oe 
selective 

distribution 


O-B valves are sold in a given 
territory through a selected 
number of distributors 
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You have 4 lines of 
ILE | hydraulic jacks and pullers 
to sell which fit ALL of 
ee your custumers’ needs. 


Whether they push-pull. 
IN HYDRAULIC or-lift tell them about 


JACKS AND PULLERS SIMPLEX units shown 
below: Fit the job! Do it 


BY S$ j M Pp L F 4 faster! And guarantee your 
customers’ satisfaction! 


**RE-MO-TROL*’ 

PULLERS 

The “Re-Mo-Trol” Puller 

Unit is a powerful hydrau- 

lic Ram connected by high- 

pressure hose and remotely operated by electric, gas, 
air-powered or with hand-operated Pump. 7 Models 
have “center-bole”’. 


CAPACITY | APPLICATIONS | BENEFITS 





pulling or pressing sleeves, geors, pin- & sofely from a distance! 


ions, etc. 


10-100 tons tensioning wire in pre-stressing concrete, lift-pull-or-push in ony direction easily 
11 models 





(2) SIMPLEX ‘““JENNY’’ CENTER-HOLE PULLERS 


The “Jenny” is a rugged, self-contained unit for pulling or pushing 
the most difficult jobs with hydraulic power and efficiency. 


CAPACITY | APPLICATIONS | BENEFITS 





30-100 tons mines, oi! fields, shipyards, push-pulls-lifts without ter- 
6 models reilroods, diesel, genera! que through ‘‘center-hole 
maintenonce, post tensioning 
concrete, etc. 





(3) ROL-TOE JACKS 


' CAPACITY | APPLICATIONS ! BENEFITS 





end equipment, also tronsform- 


for toe lifting heavy machinery lifts full capacity on cap or toe! 
ers 


Ny 3 models 





4) STANDARD HYDRAULIC JACKS 


CAPACITY | APPLICATIONS BENEFITS 





3-100 tons oll general construction indus- smooth lift power, service-free 
8 models trial maintenance problems. operation! 





SIMPLEX MAKES SPECIALS, TOO! 


Simplex makes and stocks all kinds of special-purpose jacks 
including Trench Braces, Mine Roof Jacks, Cable Reel Jacks, 
Pole Pulling or Straightening Jacks, Planer Jacks, Pipe Push- 
ing Jacks and all kinds of jacks for Railroad work mosses toc 0-8 Mparce, a moves 


SIMPLEX 
TEMPLETON, KENLY & CO.  [aeHlLUEES 


2523 Gardner Road Broadview, Illinois 
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Pump 
For Hydraulic 
Power Applications 


\ new variable delivery extra-high 


announced 

Oil delivery can be manually 
adjusted to any desired value (within 
available range) or can be left to 
vary automatically inversely with 
pressure changes. 

Equi-Flow Div., Vibro Mfg. Ci 
Inc., Woodside, N. Y. 


VY4-in Wide Blade, 
6 & 8 Ft. Lengths 


Executive Thinline tape rules 
have been added to the manufac 
turer's White Clad series. 

Compact, about the diameter of 
1 silver dollar, the rule features a 
polished bright chrome finish on a 
teel case. Replacement blades are 
ilso available 

Lufkin Rule Co., Saginaw, Mich 





SIOUX ace ABRASIVES ™ 





Albertson & Co., Inc. have opened their new 
Abrasive Plant in LeMars, Iowa. LeMars is 
25 miles north of the main plant in Sioux 
City, and connected by a new four lane high- 
way. 

Year around air conditioning, with its 
steady temperature and humidity assures the 
finest quality control. 

This modern plant employs exclusive 
production methods on equipment much 
of which is designed and built in the Sioux 
City plant. 

Its purpose is to meet the expanded de- 


mand for Sioux Abrasive Discs, and to serve 
you better in every way. 


From the LeMars Plant 
ABRASIVE DISCS 
POLISH 
AND WAX 


Good Slant ype 2 


ARE NOW ROLLING FROM THE 


Albertson & Co., Inc., representatives from Mexico and 
Switzerland inspected the company’s new Le Mars plant 
during a recent sales meeting. 

Oscar Albertson, left, explains how the discs are 
shaken to remove loose grit at this point in the produc- 
tion line to Juan Forseck and Son—Forseck’s are 
Albertson representatives in Mexico City, Jean Fleury, 
the man with the camera represents the company at 
Bern, Switzerland. Behind him in the center is H. A. 
Jacobsen. At right is Darrel Ketelsen representing the 
LeMars Development Corp. 


ALBERTSON & COMPANY, INC., SIOUX CITY, IOWA, U.S.A. 


From the Sioux City Plant 


VALVE REFACERS e ELECTRIC SAWS e DRILLS 
SANDERS @ SCREW DRIVERS e IMPACT WRENCHES 
GRINDERS @ FLEXIBLE SHAFTS e POLISHERS 


Ny Tel ty. 





us—E SIOUX ALL THE WAY THROUGH 
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Clamps 


Connect Copper, 
Aluminum or ACSR 


For heavy-duty parallel groove 
clamps that will handle the rela 
tively small taps from large runs 
encountered in primary and second 
ary distribution, new sizes have been 
ulded to the manufacturer’s series 
of UP connectors. 

Made of cast aluminum alloy, pos 
sible vibration failure from chafing 
of the cable at the connector en 
trance is claimed to be eliminated 
by a belled mouth. 


STA FR Burndy Corp., Norwalk, Conn. 


OF HOSE CLAMPS 


In hose clamps, the quality name today as always is 

AERO-SEAL. We pioneered the famous precision worm 

gear and engineered the extra strength and holding 

power. Other clamps may LOOK like AERO-SEALS, 

but take a second look! Compare quality with price cuts 

and special discounts. Which pays off best? Compare 

the worm gear construction. Note that AERO-SEAL 

worms don’t wobble. Look at the special rugged inter- 

locking feature that makes AERO-SEALS hold tight — 

no spot welding. Note the precision gear that applies 

uniform pressure — does not pinch hose. Stainless steel 

bands, complete size range for dozens of fastening uses. 

Insist on genuine AERO-SEALS. Sub-Assembly Construction 
Makes Servicing Easy 


Model “H”, a new 1000 rpm 


For added quick-attach | heavy duty drill with 4-inch Jacobs 
V5 1 ogy agg check, weighs nine Ibs and measures 

54 x 14 inches overall. 
Gear case can be removed with- 
o10-Seal out disturbing motor, or motor can 
REGULAR WORM GEAR HOSE CLAMPS be removed as a unit without dis- 

turbing the gear set-up. 


BREEZE CORPORATIONS INC., 700 LIBERTY AVENUE, UNION, NEW JERSEY Air Speed Tool Co., Los Angeles 
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UR PLANT AND MOTOR DRIVES =o 
98-99% EFFICIENT? ye 


5) 


YOUR DIAMOND DISTRIBUTOR WILL SHOW 
YOU HOW DIAMOND ROLLER CHAIN 
IMPROVES DRIVES 


When planning new plant or motor drives or when 
replacing worn and less efficient drives, call your 
Diamond Chain Distributor. He will show you how 
uniform highest-quality Diamond Roller Chains 
improve drives, give longer maintenance-free 
performance, turn wasted power into useful work. 


Look in the yellow pages of your telephone book 
under “CHAINS” or ““CHAINS-ROLLER”’ for 


your Diamond Distributor. 


DIAMOND CHAIN COMPANY, Inc. 


a 
Where High Quality is Traditional ‘ 
Dept. 480, 402 Kentucky Ave., Indianapolis 7, Indiana i) AMONPD ¢ MROLLER 
Offices and Distributors in all Principal Cities » CHAINS 


s 


INDUSTRIAL DISTRIBUTION © MAY, 1957 





To handle any lifting job... 
twelve dependable Duff-Norton 
Hy-Power Hydraulic Jacks 
capacities 3 to 100 tons 


Rugged and dependable, Duff-Norton Hy-Power hydraulic jacks 
are available in a wide range of sizes for all kinds of lifting jobs—in 
all types of industries. Manufactured with care from the finest 
materials, they will function smoothly for many years with a mini- 
mum of maintenance. If you are not enjoying the competitive 
advantages of a full line of hydraulic jacks, it will pay you to talk 
to your Duff-Norton representative. Complete details on these 
quality jacks may be obtained from the world’s oldest and largest 
manufacturer of lifting jacks by writing for Bulletin AD-16-ID. 


<> Duff-Norton Jacks 


DUFF-NORTON COMPANY 
P. O. Box 1889 « Pittsburgh 30, Pennsyivania 


COFFING HOIST DIVISION: Danville, Illinois 


Ratchet Jacks, Screw Jacks, Hydraulic Jacks, Special Worm Gear Jacks, 
Ratchet Hoists, Electric Hoists, Load Binders, Spur Gear Hoists 
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Wheels-Casters 


Lip-Type Seal 
Excludes Foreign Matter 


Series “55” positively sealed 
wheels and casters are designed fot 
applications of exposure to chemi 
cals and other contaminants. 

Lip-seal design is said to provide 
greater turning freedom than previ 
ously used “O” ring. Available from 
6 to 20-in. wheels in load ratings 
from 480 to 2000 Ibs. 


\erol Co., Inc > 


Los Angeles 


Oiler 


Constant Level Insures 

Steady Rate Drop Feeding 

Constant level electro oilers, with 

level maintained in base of the reser- 

voir, are filled through a top filler 

ip and transparent reservoirs per- 

nit a visual check of oil supply at 
ll times. 

Oil-Rite Corp., Manitowoc, Wisc. 








Drilling Application 


ry Carbide 
For Every p SUPER DRILL 


There’s © STANDAR 


sally super! 


Six points of superiority — 
Result of two years’ research. 
Extensive tests indicate it’s the 
most durable and the fastest 
cutting carbide twist drill de- 
veloped to date. Feeds as high 
as 8° per minute in cast iron 
have been obtained. Stocked 
in fractional, wire and letter 


sizes for your convenience. 





Division of Van Norman Industries, Inc bacle} Mae) Ta 4h 


21650 Hoover Rd., Detroit 13, Michigan - 5210 San Fernando Rd., Los Angeles 3, California 
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A Neu 
Line i 


Branch W-S COUPLETS 


eeeeeeeeeeo eee eee eee eee 


Oiitiieeqik 


Economical 
and 


easy-to-install 


Readily modified 
_ for small diameter 


~ installation 


eeseeeeeeeeee eee 


W-S Couplets are designed to function as universal outlet connections 
for tanks, process vessels and pipelines. They eliminate the need for large, 
expensive field inventories and costly delays in fabrication. 


On most tank, and large piping installations they are used 
as received. On those few applications where attachment 
is to be made to a small diameter pipe, the W-S Couplet 
is easily modified by contouring the welding end 
with an acetylene torch to mate with the 
curvature of the pipe. Couplets are 
made with extra length and heavy wall to permit 
contouring without detriment to the threaded 
or socket end. 


W-S Couplets are available in sizes 4” through 2”, 
with screw-end or socket-welding dimensions 
.-. also in a 90° elbow. 


Send for Bulletin CP-1-57. Write to 
W-S Fittings Division, H. K. Porter 
Company, Inc., P.O. Box 95, Roselle, N.J. 


W-S FITTINGS DIVISION 
H. K. PORTER COMPANY, INC. 
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Key Spring Replaces 
Clutch Springs 


Designed for their No. 00 two ton 
Press-Rite press, a new outside bri 
dle type clutch key spring is said 

eliminate the need for old type 
lutch springs 

Advantages claimed include in 
reased tension for faster engage 
ment, positive clutch engagement, 
minimum maintenance 

Sales Service Machine Tool Co.. 
St. Paul, Minn 











Shakeout 


Removes Sand From Castings 
Faster, More Completely 


new non-ferrous foundry shake 
designed to handle _ brass, 
ze or aluminum molds up to 
30-in square and weights to 500 Ibs, 
has been introduced. 
Driven by a 4 hp motor with 
direct drive coupling, it is 13-in high. 
Hewitt-Robins Inc., Stamford, 
Conn 








How RBzW advertising builds 
fastener orders for you 


priced products of unquestioned quality 
and reputation. 

Russell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, New York. 


RDERS FOR standard fasteners really 
QO start with the men who design and 
produce assembled metal products. Above, 
you see some of the RB&W messages get- 
ing through to this important group. 

There's plenty of good evidence to prove 
that these messages are being widely read 
with keen interest. The help that users of 
fasteners are getting is bound to show up 
in greater insistence on ordering bolts and 
nuts by name. RB&W, of course... first 
name in the field. 

Forceful advertising support is just part 
of the overall job RB&W is doing to back 
up its distributors . . . to bring them the 
business that always goes to competitively 


RB-W 


T1l1tn year 


Plants at: Port Chester, N. ¥; Coraopolis, Pa.; Rock Falls, !l., 
los Angeles, Calif. Additional sales offices at: Ardmore 
(Phila.), Pa.; Pittsburgh; Detroit; Chicago; Dallas; San Fron 
cisco, Sales agents at: Milwavkee; New Orleans; Denver 
Distributors from coast to coast. 


RB.W FASTENERS - 571019 Point orf any assembly 
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LZ pokes bring 
wer * ot pro ' Music« Yo, 


our brass 


a ws ey of R 


Now Milwaukee makes it 

even easier for you to push 

your best valve forward! This 

attractive buy-appeal counter, 

window or wall display tells 

and sells on sight — reveals 

all the superior features of 

the Milwaukee model 1101 Traps 

heavy-duty gate valve. And 

this display is yours for the Semi-Steel And 
asking! Get one or more from Fabricated Steel 
your MV representative — or 
welte Gieock. Dual gravity traps, designed for 


interface service to discharge water 


or heavy liquids and close for light 
liquids, have been introduced. 
Discharge valve is actuated by a 
features stainless steel ball float, weighted to 


sink in the light liquid and float in 
a the heavy liquid. 
model 1101 — with 3-way sales appeal o)2°./2°S5. ciescianc 


(1) Easy-to-see Ident-A-Disc 

Gives you manufacturer's ~ 
name, figure number and ca Grinder 
pacity. Facilitates inspection 

and maintenance . . . simpli- Features Simplified, 
fies re-ordering. 





Easily Accessible Controls 
Brand new package 

Individual, easy-to-read, stur 
dy cartons protect and iden- umic grinder is said by the manufac 


tify valves — greatly simplify turer to produce hone-like finishes 
storage and inventory 


\n improved model of its Power 


on cutting tools with practically no 
Popular heavy-duty valve kill on the part of the operator 
Proved the best gate valve for Wesson Co. Detroit 

tough industrial service. Pre- F 

cision-machined parts for pos- 

itive, continuous performance 





Rely on MILWAUKEE for all your valve and fitting require- 
ments. There’s a type, size and capacity range to meet your 
customers’ needs exactly — regardless of requirement. 


THE MOST COMPLETE LINE OF PREMIUM QUALITY VALVES 


Cc 


A subsidiary of Controls Company of America 
2375 South Burrell Street © Milwaukee 7, Wisconsin 


G-2-57 
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A—They demonstrate safe and simple top-side cutting, 
at any angle—how user always sees mark and blade. 
B—They show how De Walt makes any dado cut— 
easily, from the top—with safety guard on cutter. C— 
They tilt powerful direct-drive motor and demonstrate 
tilting arbor shaper. D—They show how De Walt be- 
comes a horizontal drill—any of 12 basic power tools 
...and even builds into workbench! They demonstrate 
De Walt in just 15 minutes and they sell! 


a 


AMF DeWalt 


first in sales! 


} 


~ mi 


Dealers by the hundreds know De Walt® sells best 
because it’s the finest of all home power tools. And 
they can prove it. They take advantage of powerful 
national and local advertising...sales-making dealer 
aids...free factory training for their salesmen... 
De Walt’s Easi-Budget Payment Plan. They demon- 
strate, they sell, they profit! 

See how you too can profit from De Walt’s Direct 
Factory Franchise. Write the address below today. 


Among the many dealers who sell more De Walts than any other multi- purpose power tool, are: 


Webster-Robinson Mach. Co., Tacoma, Washington 
Chown Hardware Company, Portland, Oregon 
Carlisle Hardware Company, Springfield, Mass. 
Carlisle Hardware Company, Holyoke, Mass. 

Central Hardware Company, St. Louis, Mo. 

White Star Machinery & Supply Co., Wichita, Kansas 
The Stambaugh-Thompson Co., Youngstown, Ohio 


Anothe Product 


DeWALT Inc. 


Lancaster, Pa. Dept. ID-705 
Subsidiary of AMERICAN MACHINE & FOUNDRY COMPAN 





Olsen Tool and Equipment Company, Chicago, III. 
Ornamental Products Tool & Supply Co., Cleveland, Ohio 
Bidwell Hardware Company, Hartford, Conn. 

Elwood Adams Company, Worcester, Mass. 

Neff Machinery, Miami, Florida 

Rudolf Bass Co., New York, N. Y. 

Warner Hardware Co., Minneapolis & St. Paul, Minn. 
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RR Re peasy 
: re) 


Jack of all trades 
and good at alt 








m N =i 
FOR FILTER PRESSES Lube System 


Monitors Its 

Own Operation 

new type circulating 
employs the maker’s two 
ple of operation to suppl 


A Lot . 
FOR MOVING inder pressure to Progressive 
MACHINERY ling isuring valves for deli, 


FOR PULLING ; 
WHEELS 


HEIN-WERNER HYDRAULIC JACKS °° ese 


At End of Each Axle 


make industrial lifting and pushing jobs...fast...easy...safe! sa ae 


v Ace pallet rollers is 


Corp Cleveland 


ange and a — that’s the tat Priced in line for today’s modern turer's ne¢ 
story of powerful Hein-Werner ydraulic |. ' . plished through 
Jacks. They're ideal for moving heavy machin- industrial needs . . . Order today! , 
ery, pulling gears and pinions, bending pipe, | it the end of each axle which 
as the power unit for presses, and countless | Model Capacity Price rilled only to the ball bearing 
other industrial applications. No crews or 
helpers are needed, either. E12.9A 12 Tons $ 28.95 . 

20 Tons 47.85 ral Robinson Co., Oakland, 


a grease fit 








Hein-Werner Hydraulic Jacks function 20.10AA 
equally well in either horizontal or vertical 30.11AA 30 Tons 94.60 
positions. Models of 12 tons capacity and 
larger have easy-to-use carrying and position- 50.12AA 50 Tons 141.10 
ing handles. 30, 50, and 100 ton models have 100.i12AA 100 Tons 287.00 
tandem pump for simplified two-speed opera- 
tion, and are pre-drilled at the base for in- : 

: : . Hein-Werner manufactures and sells more 
stallation of pressure gauge if desired. Stand- nydreviie tock : 
> A . ydraulic jacks than any other company in . 
= ned . + Ascari capacity “ial the world today. A full line of industrial jocks Easy Field 

- SUP ic ith gauge llling upon specia ¢ vailable in models of 112, 3, 5, 8, 12, 
order. All are factory tested at 11 times rated 20, 30, 50, and 100 tons the os wall os Replacement of Pump 
capacity to assure extra safety. Write us today, Push and Pull’ Hydraulic Jacks of 4, 10, Jas Lift ter ‘Yell 
for full details. ond 20 tons capacity. imed = the rtmaster med 








Jackit’, a new line of hand hydraulic 
jacks designed for industrial and 


onstruction applications has bee 
HEIN-WERNER CORPORATION |. So “strston appiatons tas en 


all factory opproved service 


WAUKESHA « WISCONSIN stations display this emblem Some of the features include posi 
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METAL CUTTING 
SHEAR BLADES 


CHIPPER 
KNIVES 


A 


CIRCULAR 

SCRAP METAL METAL 
BLADES VENEER CUTTING 
KNIVES KNIVES 


ONE SOURCE FOR ALL MACHINE KNIVES 


f ] 


e needed DV 


Every type of machin 
industry has been supplied 
by The Wapakoneta Mz chine Co. §$ 


duction of machine knives since 1891, Wapak 


, 
‘ww 


now one of the oldest and largest independen 


orld. 


knife manufacturers in the 


Every blade is engineered to fit the jo 
it’s for the woodworking, steel, paper, plast 
A complete line by Ae veneer industry. Unsurpassed precision product 
knife epeciclists. Adver- cilities assure quickest possible deliveries. 
tised in U. S. News and 


World Report. WRITE FOR COMPLETE CATALOG and information about your | 


SQUARE EDGE 


CORRUGATED 
PAPER CUTTING KNIVES HIGH-SPEED KNIVES 


uTNomA” 


SLOTTED HIGH-SPEED 


ee aaa aes " ba 
tH \W/APAKONETA macuine co. it L} % 44 


THIN PLANER KNIVES 


WAPAKONETA, OHIO 


Relves Engineered for the Job . Se 1891 DOWEL KNIVES mace mere 
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You Move More Merchandise 
when H EINN 


Make Selection Easier—~ 


The Noland Company, progres 
sive distributor of Newport News, 
Va., reports: “This binder was 
very well received by our custom 
ers and salesmen. All comments 
have been favorable and we feel 
sure it has increased our sales 
We have found from experience 
that a loose-leaf service is far su 
perior to a bound catalog.” 


LOOSE-LEAF 
BINDERS 


When 
tM Me 


Busy buyers want facts fast 
your cataiog gives 
formation in five seconds, they reach 
for their order pads 

That's why Heinn Loose-Leaf Binders 
and Colorific Indexes play a vital part 
mn wholesale selling.” Product infor- 
mation stays up to date and in se- 
quence for fast, easy reference. And 
the custom-tailored binders look and 
fee! elegant and add the force 
of impression valve to your stiles 


argument 


Write for 
information on 
how Heinn 
can help 
you simplify 
your cataloging 


problems 304 W. Florida St., Milwaukee 4, Wise 


a 


The Quality Line 


achage 


for your trade 


* WOODRUFF KEYS 
* STAN-HI-PRO KEYS 
* MACHINE KEYS 

¢ MACHINE RACK 


* TAPER PINS 

¢ STRAIGHT PINS 
© COTTER PINS 

© SPECIAL PARTS 


Here's quality that selle—repeatedly 
“STANHO™ Steel Products are precision-made 
from selected stock, microscopically free from 
defects. Available also in Stainless Steel 
Monel, Brass, Aluminum, or other metals to 
customers’ specifications. 

Bulk or packaged. 


Write for details and price 


ANID 


PIORSE NA/L CORP 
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p contact pad to prevent 


grij 
ads slipping on 3 through 20 ton 
models; serrated pads on 30, 50 and 
) ton models; all valves under one 
crew; functions in horizontal 


yT? 


lland Co., Dayton, Ohio 


Key 
For Lathe Fixtures 
On Slotted Face Plotes 


Said be the only fully-adjust 


reamed hole key, a new eccel 
fixture key has been introduc, 
Misalignment of face plates and 


g can be 


ing fixtures up to y-in. 


Ace Drill Bushing Co., Inc., 





TRUCKS FOR FOOD 


A survey by Food Engineering, Mc- 
Graw-Hill publication, indicated thot 
food plants account for 61.7% of all 
trucks used by the manufacturing in- 


dustry. 











NUTS... 
to match the 


DEPENDABILITY 
of LAMSON BOLTS 


The perfect teammate for a Lamson Bolt is a 








Lamson Nut. 

Because they come from the same family, and 
are manufactured to the same quality standards, 
Lamson Nuts and Bolts make the perfect holding 
combination. A COMPLETE range of sizes and 
types are in stock ready for immediate delivery. 

For assured quality and fit that pleases custom- 
ers, stock and sell Lamson Nuts. 





OT eR — 
atoll ae ten 


a” ‘ 7 " 
VOT WEST 85th STREET + CLEVTA AMO 2, CWO + PLANTS AT CLEVELAND BRAD WEN, GMNG + Bn romGwuam + 
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492 Mor~an St. 


190 


BRASS AND ALUMINUM NUTS 


Costing no more than nuts produced by 
other, less accurate methods, Fischer 
precision-turned brass and aluminum 
nuts make possible important savings 
in assembly operations. Check these 
advantages: 


Countersunk on both sides for faster 
starting... 


Tapped square with face to Class 2 toler- 
ances for smoother, easier running and 
superior bearing surfaces... 


Turned from stock under basic size so 
they're never tight on wrenches... 


Tapped through. eliminating “blanks” 
or rejects... 


Cleaned and degreased before delivery 
to save you these operations. 


Specify Fischer on your next order. A com- 
plete range of standard types and sizes is 
maintained in stock .. . “specials” can be 
produced quickly and inexpensively. 


Write today for 
Catalog No. 55 


SPECIAL MFG. CO. 


Cincinnati 6, Ohio 
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What's New in 
Merchandising 


Starts on page 120 





ABRASIVES—Electro Refractories 
& Abrasives Corp., Buffalo, N. Y. 
New green and white label now cov 
ers keg top of barrels containing 
ibrasive grains. Grain size, net 
weight, and consignee § address are 
printed in black. 
BELTS—Manhattan Rubber Div., 
Raybestos-Manhattan, Inc., Passaic, 
N. J.—Catalog covering conveyor 
elevator belts. Contains new 
stvle designations of general service 
heavy duty types of conveyor belts, 
tension ratings for vulcanized and 
metal splices, pullev diameters, etc 
HANDLING-—Frank L. Robinson 
Co., Oakland, Calif.—Catalog page 
m pallet roller, and featuring “pres 
sure lubrication” device for greasing 


bearings 


CUTTING TOOLS—Fastcut ‘Tool 
Co., Detroit—Catalog giving descrip 
ions, specifications and list prices of 
“Fastcut’”’ N-Mills, kevseat cutters, 
center reamers, and combined drills 


and countersinks 


TRANSMISSION— W hitney Chain 


Co., Hartford, Conn.—Brochure on 
firm’s ““Tormag’” magnetic drives. 
Data on design, drive features, oper 
ating and performance curves, out 
put torque rating-dimensions, etc. 
ire given. 


HOISTS—Jov Mfg. Co., Pittsburgh 

Booklet describing single drum 
multi-purpose portable hoists, carry- 
ing descriptions and specifications 
for line of air, electric, and gasoline 


driven models. 


SLINGS—Cambridge Wire Cloth 
Co., Cambridge, Md.—Catalog illus 
trating and describing “Gripper” 




















— i. 


The husky Slings that lifted 
world’s heaviest atomic unit 


This is the 150-ton shell of a reactor vessel, and it is said 


to be the heaviest unit of atomic equipment in the world 
With head in place, the vessel's weight is increased to a 
Staggering 235 tons 

Built by the Chattanooga plant of Combustion Engineer 


i 
, the vessel has an inside diameter of 9 ft and steel 


ing, Inc 
in. thick. It will be used in America’s first commer 


walls 8 
cial-sized nuclear power station. Prior to shipment it was 


exhibited by the builder, and the photograph above shows 


the shell on display 

Lifting and moving the big shell was quite a feat. Two 
tremendously strong Bethlehem slings were used, and the 
slings themselves could hardly be called pygmies. Fifty-nine 


BETHLEHEM STEEL 


ft in length, they were the eight-part-braid 
of 1%4-in. diam. Rope construction 
course gave a high measure of fi 

You yourself may never require suc! 


please remember, Bethlehem can furnis! 


sling, standard or special. Whatever y« 


can meet them. Promptly. too. Call « 
single-part or braided slings, any type of 


that will help meet a special proble: 


BETHLEHEM STEEL COMPANY, B 


pETHUEHEY 
STEEL 
es ae 
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woven wire slings, giving applica 


E S$ S$ F xX LUBRICATING tions and containing price informa 
DEVICES | 


WORK POSITIONERS—Lowera 
tor Div., American Machine & 


1 M U L Tl p L E xX f Foundry Co., New York—Folder 


describing and illustrating “Lowera 


SIGHT FEED tor” work positioners, with installa- 
L U B R | Cc A T oO R tion photos showing uses in various 
industries. Specifications, dimen- 

Model 377 . . . 4-feed illustrated sions, and capacities are included. 


* wen See Rpeened Valve for Automatic AIR TOOLS—E. V. Nielsen Inc.. 
Lubrication of Bearings and Journals. One to Stamford, Conn.—Catalog on “Ra 


fourteen feeds—four sizes of Reservoirs ” : 
mex” air line accessories, covering 


filters, regulators, lubricators, mois 

A reliable, positive, and automatic lubricating ture traps, replacement parts. Also, 

device—thrifty in oil consumption—requires 

little or no attention. A combination of maxi- 

We manutacture mum convenience, wide adaptability, and low 
LUBRICATING DEVICES price makes this a good item for volume sales. of various applications. 

peer a" It is convenient to install and operate for 

ain Cotes pumps, engines, machinery, etc. Stock them fORQUE TOOLS—Apco Moss 

for prompt service. Let us send you the com- bere Co.. Attlel M Cataloe 

FITTINGS plete ESSEX catalog and make us your supply oy sy ey ee ee 

ond other Brass Products source for all products listed. giving data on torque tools. Check 


catalog on Ramex air hammer 
model AR-4), containing drawings 


ng hints are included, together with 
ESSEX BRASS CORPORATION lesc nptions of various items in too] 


2000 FRANKLIN STREET Est. 1907 DETROIT 7, MICH. _ 


VISES—Athol Machine & Foundry 
Co., Athol, Mass.—Catalog on vises, 


CLIMAX @D* featuring various models and cut 
iway view of vise construction. Firm 

FLEXIBLE COUPLINGS has also issued two small leaflets, 
yne on its milling machine vises, 


the other on vises for workshop, 
home and automotive use 


LOOLS—National ‘Twist Dmnill & 

‘ool Co., Rochester, Mich.—Engi 

neering bulletins containing dimen 

sions on its spline-taper drive for 

terchangeable counterbores and 

Banish Shaft ther shank type metal cutting tools. 
Firm has also reissued its bulletin 


Misalignment Grief on “Machining of Mehanite.” 


Exclusive knob-disc coupling design 
requires no lubrication...unaffected by LUBRICATION—Tico Fuse Co.. 
abrasives or dust. Split-taper bushing Milwaukee—Bulletin on multiple 
gives quick disconnect convenience 


( oil 5 < i 
with tight shaft fit feed ers for production machin 


ery. Units are illustrated and de 
REQUEST QD-71 BULLETIN FOR DETAIL! ribed, and construction features 


licted 


(CU 


*Split Taper “Quick Disconnect” Bushing 


PUMPS-—F. E. Myers & Bro. Co., 
Ashland, O.—Catalog page on “New 
Design” sump pump. Unit is illus 
trated, and performance data is 
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=-OR LOADS TO 5 TONS 


CASTERS 


Move Maximum Loads 
with Minimum Manpower 


Here is the super strong Caster you 
have wanted for handling those 
loads that broke down ordinary 
Casters. Faultless Engineers com- 
bined their finest materials and de- 
signs to provide a caster capable of 
easily rolling under 10,000 pounds 
without injury. Under heaviest rated 
load conditions the new HX300 
Caster keeps production lines mov- 
ing with minimum handling costs. 


This heavily proportioned Caster . > 
has extra strength features at vital / . SERIES 


points, combined with ideally-suited f [ Tb &lele) 


bearing style and construction at all 


moving points. Timken tapered ; - : EXTRA HEAVY . 

roller bearings and self-contained . . , 

ball bearings provide free swivel . : DUTY SWIVEL 
' ' = PLATE CASTER 


and rolling movement even under 


loads of 5 tons per caster. e ; Rated Load: 
5 Tons per Caster 


1. HEAVY, 1” DIAMETER KING 6. INTERCHANGEABLE riM 
BOLT ... threaded and double KEN LOAD BEARING seats 
cross-hole drilled for adjust- in machined recess in horn 
ment with each 30° turn of top plate 
slotted nut. 7. COMBINATION ¢t 
2. %” THICK, STEEL TOP PLATE GUARD AND GREA 
. accurately machined to fully protects lower bear 
receive self-contained main ing from dirt, water and chem 
load bearing icals, and retains lubricant 
3. 2" DIAMETER, HARDENED 
BALLS ... ground and hard- 
ened raceways. Completely 9. HEAVY STEEL COTTER-PIN 
dust-proof. 
4, SOLID-STEEL 1" THICK LOWER 
TOP PLATE .. . accurately 
— turned for self-contained ball 
. , : race. Horn members are heav- 11. REINFORCED & 
MR. DISTRIBUTOR: The series HX300 is typicol of the ily corrugated for extra SEMI-STEEL WHEE 
many Faultless Casters engineered to solve problems in strength pak 
every important industry.!f you are not yet selling Faultiess s earings protected wi 
Industrial Casters like’ the series HX300 and want to 5. EASY, FAST LUBRICATION fitting dust caps. \ 
know the profitable facts, write today, no obligation. through pressure grease fittings. wheels also available 


8. ADJUSTABLE, SLOTTED N 


10. 1” DIAMETER A* 
equipped with heavy 
and lock washer 
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JACKS for att Trades 


100-Ton Hydraulic 
Mode! 100812 


Ratchet Lowering 
Model 2215SB 


Ball Bearing Journal 
Mode! 2510 


Hydraulic “Two Speed" 
Model 25B22 


Hydraulic “Hi-Speed” 
Model 8-9A 


BS WESTERN 


%64|  /ndustrial Division—2400-2434 S. Ashland Ave., Chicago 8, Ill. 


No matter who your customers are... 
No matter what kinds of jacks they use... 
You can supply them IF you carry... 


WESTERN 
‘sua WACKS 


WESTERN is a new name in the jack manufactur- 
ing industry, having only recently acquired 
the jack portion of Bupa Division, Allis- 
Chalmers Mfg. Co. This old, established, 
highly-reputable line of 120 models in 9 basic 
types is wisely and widely diversified and thor- 
oughly complete . . . expertly selected to sup- 
ply the mass demands of the whole industrial 
market... capacities from 3 to 100 tons 
closed heights from 634” to 38”... lift ranges 
from 1%” to 24”.:This means every jack is a 
fast mover because comprehensive user-market 
analyses pinpoint each as a necessity by many 
basic industries. 

But more has been changed than just the 
name. WESTERN is determined to become the 
most aggressive jack manufacturer... the 
most attractive to buy from... the most profit- 
able to represent. Here’s how: 


New SALES Policy 


representatives 


New SERVICE Policy 
Authorized Stations New 
through- 

1 carrying com- 

of replacement 

repair service ing of selected 


Repair 


set up so representatives Ca 
concentrate on prope cr servic 
distributors 


New DESIGN Polic 


built up an in- WESTERN has announced a 
ventory of all models, all 100-ton hydraulic jack—illus 
types. No matter how large trated abeve. More jacks are 

placed, deliveries ym the drawing board 

c liately others are being redesigne ] 
improved 


New DELIVERY Policy 


WESTERN has 


refined 


New PROMOTION 
Policy 

Hard-hitting, interest-provok- Direct mail pieces for 
ng ads are scheduled in lead utors to send to their custon 
er lists ar ple space f 
imprinting so distributors 
tie-in with WESTERN’S nat 
al advertising. 


New ADVERTISING 
Policy 


listrib 


ndustry publications 
urging users to buy WwW ESTERN 
Jacks from WESTERN Distrib- 


MEMBER 
American Supply and Machinery Manufacturers Assn., Inc. 


Write for all facts 


RAILROAD 
SUPPLY 
COMPANY 


6799 
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charted. ‘lwo models (6105C1 and 


6105) are shown. 


VALVES—Atlas Valve Co., New- 
ark, N. J.—Catalog sheet describing 
no. 511 and SIIR 
diaphragm-actuated 
Sheet con 


1 
; 


tains photos, cutaway diagrams, lists 


reverse acting 
spring-loaded, 
hydraulic pilot valve. 
valve features, and gives recom 
mended applications and specific. 
tions 

Macl can | ogg 
Chicago—Catalog 
uning American Standard di 
yn tables on firm’s lock nuts 


FASTENERS 
Lock Nut Co., 


mecnsk 

ind semi-finished nuts, plus data on 
nch torques and test procedures 
torgue-tvpe lock nuts 

Harig 


Folder on 


GRINDER 


Chicago 


SURFACE 
\i fg Corp., 


IML” surface grinder, illustrating 


| describing construction features 


listing specifications 


VENTURI TUBE — Burgess-Man 
ung Co., Philadelphia—Bulletin de 
designs of 


ribing two available 


turi tube,’containing cross sec 


ustrations of both type S 


Ilstrom, Inc., Dearborn 


listing prices, specif 
suggested applications 
‘Shalo-Chek”’ | 


adjustable in 


WT gage 


Haveg Industries, Inc., 
Dela. 


thin-walled tubing, 


ITUBING 
Wilmington, 


usses “Teflon 


Bulletin dis 
charting diameters, wall thicknesses. 
rances, and lists applications 
PIPE CRIMPER— Niagara Ma 
hine & Tool Wks., Buffalo. N. ¥ 
Supplement to bulletin no. 78B, 
w model 300 compound lever 
pe crimper. Illustrations show 


item, and specifications are 


Meg. Co.., 
“Seal-tite”’ 


ilve line, containing dk 


VALVES 


Republic 


’ 
italog on 


ription, specifications, installation 


dimensions, ordering part numbers 





only 
Heller 


HALF ROUND 


More than ever... 


HELLER MEANS 
BUSINESS! 


VELY THR 
Helier 
“YOUR 

ROLLING ACTION IS BUILT IN! With Heller SPIRAL-CUT Se es Se ro0e 
Half Round Files stocked in tool cribs, even “green hands” - T i Second “Ty 
can be put to work filing holes and concave surfaces. That’s Biel bols 
because no skilled twisting is required to prevent grooving, 
as with straight-row cut half rounds. 


20% MORE CUTTING POWER! Heller’s exclusive SPIRAL- 
CUT puts 20% more teeth to work than any other file of 
comparable size. So, production is speeded up. 


INDENTED OVER-CUT TRIPLES LIFE! Heller’s exclusive over- 


cutting process broadens the edges of up-cut teeth as much aa 
as three times . . . makes this a smoother cutting file .. . 

multiplies file life by three. 

PATENTED “WAVY TEETH” ON FLAT SIDE! This unique Heller 


combination of coarse, fine and very fine teeth gives faster, —— 

smoother cutting than any other file of equal size and aceies Game 

coarseness. NEWCO MERSTOWN, OHIO 
Subsidiary of Simonds Saw and Stes 


COMPARE! Heller Nucut SPIRAL-CUT Half Round Files, 
tested against all comers, invariably win out ... and lead to - CZ 
better filing at lower costs. 
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Spotcheck 


SPRAY CAN 


SK-3 Complete Inspection Kit 


Everything needed for complete dye penetrant 
inspection included in handy, lightweight 
Fiber-glass carrying case. 2 cans Penetrant, 
2 cans Developer, 4 cans Cleaner. Instruction 
book and cleaning cloths 


ALL ABOUT SPOTCHECK! 


SPOTCHECK — manufactured by the 
MAGNAFLUX CORPORATION —is 
the Dye Penetrant Inspection available 
in pressurized spray cans. For mainte- 
nance and in-process inspections, 
SPOTCHECK marks all crack type 
defects open to the surface (including 
defects invisible to the naked eye). 


A “SMALL ORDER” PROFIT GETTER 


SPOTCHECK is used to inspect metals, 
carbides, ceramics, plastics, etc. YOU can 
see that the market is BIG and what is 
more important, GROWING! In use, 
SPOTCHECK SK-3 KIT materials are 
used up in a hurry. Repeat business is 
really automatic! You get big profits 
and fast — you buy by the case and sell 
by the can. You can also supply your 
largest users with bulk deliveries. You 
can get the ball rolling with a modest 
stock because you will be dealing with 
MAGNAFLUX, the leader in the testing 
field. We can steadily and rapidly fill 
your orders — FROM STOCK. 


PRICE INFORMATION 


gives you— 
atcMeelEialelliic) mee 
these 


(ole Mel aliole [13 


0 SMALL INVENTORY 


modest dollar and space investment 


STABLE PRICE 


All substitutes cost more 


NATIONAL ADVERTISING 


By Magnaflux 


DIRECT MAIL PROMOTION 


Tested folders for Distributor use 


MINIMUM SELLING TIME 


No Service Calls — Good mail seller 


2 
3 
4 
6 


6 


HIGH PROFITS 


High first sale profits 
Higher replacement profits 


SPOTCHECK Gives Your Customers 


e COMPLETE INSPECTION — Avoids visual 
guesswork. No other equipment needed 


©) FAST INSPECTION—This easy-to-use 
“crack finder” sprays on fast with no 
waste. 

© PORTABILITY — The lightweight SK-3 Kit 
can be used in the plant or in the field. 
No power needed. 

e LOWER PRICES — ALL substitutes tost 


more! 


& SATISFACTION — Magnoflux guarantees 
satisfaction with all its products. 


The complete SK-3 Kit shown above is priced at $36.00 to your customer. He can’t do better 
anywhere. Send the coupon below for more details. Get Distributor price list on the SK-3 


Kits, low case lot prices on replacement materials, ond bulk deliveries 


NO salesman will cull 


DO IT TODAY! 


MAGNAFLUX CORPORATION 
7330 West Ainslie Avenue, Chicago 31, Illinois 


Please send all details on Spotcheck including distributor terms. 


NAME___ ——— ven 

TITLE__ 

COMPANY 

ADDRESS__ 

CITY_ 
WE DISTRIBUTE: 

] Production Equipment 


Industrial Supplies 


ZONE STATE 


Plant Maintenance Equipment 


Automotive Maintenance Equipment! 
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Also, catalog of air control manifcld, 
describing original } in. and one in 
manifold, and new 4 in. size. In 
stallations, features, dimensions, and 


part numbers are shown. 


COMPOUND -— Protective Coating 
Div., Metalweld, Inc., Philadelphia 

Brochure on application of protec 
tive coatings and linings, listing coat 
ings and linings, and giving data on 


sand and grit blasting. 


CHISELS—Bedford Tool & forg 
Co., Bedford, O.—Catalog on hand 
ind pneumatic chisels, illustrating 
ind describing md 


shank styles, and giving hints on re 


point style 


] } 
conditioning worn tools. 


Sturdi-Bilt 
Bulletin 
vering racks, 
ontaining specification chart and 
rack installations 


RACKS 


Chicago 


STORAGE 
Fugineering Co., 
adjustable storage 


photos showing 
FASTENERS—Huck Mfg. Co., De 
troit—Catalog describing “SAL” and 
‘SLS” fasteners for aircraft applica 
tion. Dimensional data are listed, 
ind three pages explain pneumatic 
ind hydraulic driving tools. 

V-BELTS—Manhcim Mfg. & Belt 
ng Co., Manheim, Pa.—Folder giv 
ing questions and answers on V-belt 
maintenance, inventory, wear, and 


vibration, and featuring “Veelos” 


RETAINING RINGS—Thompson 
Products, Inc., St. Louis, Mo.—Cat 

application ideas on 
Spirolox” retaining ring. Illustra 
tions show action of product in 


ilog and 


irious applications. 


PUMPS—Deming Co., Salem, O 

Bulletin describing vertical and hori 
zontal “Oil-Rite” 
pumps for high pressure installa 


reciprocating 
tions. Firm has also issued bulletin 
m end suction centrifugal pumps 
for general pumping and booster 


SCTVICE 


HOSE—Flexonics Corp., Maywood, 


Il.—Bulletin on “Flexon” flexible 





























MECHANICAL COUNTING 


Small Resets count strokes, turns, or pieces . 
are used by thousands for moderate duty in 
parts inspection, quality control, conveyors, 
machine tools, light presses, etc. 


HAND COUNTING 


Where objects or units cannot be counted elec- 
trically or mechanically, hand-operated count- 
ers like this Hand Tally do the job. For in- 
stance, quick spot checks of production or 
performance, traffic count, inventory, etc. Fits 
palm of hand, counts one for each pressure of 
thumb lever, resets to zero by turning knob. 


Count on 


VEEDER-ROOT 


to help you build business with 
Mechanical, Electrical & Hand 


Counters for every ) 
industrial application \ 





Why is COUNTROL 


important in every business today? 


Countless times a day, every business needs to know 
“how many? . 


. how much? . . . how far? ” and 


many other questions that can be answered only by 
facts-in-figures. But how to get these figures . . . from so 
many different machines, processes, operations and 
systems? Veeder-Root Counters are doing it 

every day, by means of: 


ELECTRICAL COUNTING 


These remote-indicating counters bring your 
production machines as close as your office 
wali. AC or DC, they can be connected in series 
with any simple switch, and will transmit pro- 
duction figures instantly over any distance 
May be panel-mounted in groups. 


CONTROLLING 


Set it for the exact number of turns, pieces, or 
operations required . . . and this Predetermin 
ing Counter will control the run exactly pre 
venting over-runs and shortages. When the 
predetermined number is reached, counter will 
light a light, ring a bell, or actuate a stop-motion 


IN SUM: // it 

on Veeder Root fo 

V-R standard counters for ¢ 

machines and processes 

guiring counters {to 0¢ u 

V-R engineers wi wort lirect with the ner 
manufacturers. For full details on V-R’s for Ir 
dustrial Supply Distributors, write: Veeder-Root 
Inc., Hartford 2, Connecticut. 


Julj 
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Valdura offers maintenance 
paints made from specific 
resins for every condition 


EPON 





VAL-CHEM. Versatile, chemical re- 
sistant metal primer for use under any 
finish coat. VALPON ENAMEL. Pre- 
vents damage by oils, solvents, alkalies 
and other chemicals on wood, metal or 
masonry. 


PARAVAL ENAMEL. Not affected 
by acids, alkalies and other chemicals. 

sed on wood, metal, concrete or ma- 
sonry. RUBBER BASE ENAMEL. 
Combines excellent exterior durability 
with high chemical resistance 


_LBAKELITE | 





SUPER SERVICE ENAMEL. Re- 
sists chemical, moisture and abrasive 
conditions on metal wood or masonry. 
ASPHALT ALUMINUM PAINT. 
98% waterproof metal coat prevents 
rust, rot, corrosion. Highest reflec- 


atta COAL TAR 





SEWAGE DISPOSAL BLACKS. Used 
for protecting concrete and metal sur- 
faces from water, etc., found in sewage 
plants, reclamation ——. refrigera- 
tion systems, metal and concrete pipe, 
marine exposures. 


___/@RETHANE 





URAVAL. The very latest type of 
coating that combines the ultimate in 
resistance to chemicals, solvents, mar- 
ring and abrasion. Uraval will stand 
up where all other types of coating 


have failed. i= - 





M & F ENAMEL (General Mainte- 
nance), VALKOTE (Implement En- 
amel), DARYWHITE. Products that 
utilize the outstanding durability of 
alkyd resins. All these coatings are 








hard, tough, quick drying and color 
retentive. 


Write today for complete infor- 
mation 


VALDURA 


HEAVY DUTY 
PAINT DIVISION 
AMERICAN-MARIETTA CO. 
101 E. Ontario St., Chicago 11, iil. 
687 Wellington St., Ottawa, Conoda 


connector, giving material specifica 
tions, pipe sizes, and fitting connec 


tions 


FEE TINGS—Snap- lite Inc., Union 
City, Pa.—Bulletin on “HK” coup 
ling for “quick-connect” use on 
lines handling acids, alkalies, sol 
vents, and high-pressure steam. Di 
mensions, and ordering informatio 


for spare parts are included 


GEARS Airborne Accessories 
Corp., Hillside, N. J.—Bulletin on 
“ANGLgear” standardized nght 
angle bevel gears for industrial appli 
cations. Line drawings give dim« 

sions, graphs show duty ratings, and 


1 7 
+ ; 
d 


photos show typical insta 


CONVEYORS \L-H 


showing 


, 7 , + 
Hnensions, ¢ 


W HEELS—Nutting Truck & Cas 
ter Co., Faribault, Minn.—Bulletin 
on demountable rubber tired wheels 


for floor truck, trailer, and caster 
] 


; = 
applications. Specifications TIVE 


mensions on regular, medium 


heavy, and extra heavy dut 
EXPANSION JOINTS — Yarnal! 
Waring Co., Philadelphia—Bulletin 
on type W “Gun-Pakt” expansi 
joint. Advantages are shown in 
gineering drawings, and typical 


re pictured 


TRANSMISSION Manhattan 
Rubber Div., Raybestos-Manhattan, 
Passaic, N. J.—Data Book on selec 
tion and design of “Pols V” belt 


drives, containing illustrati 


11S, 


] ] } 
tables, diagrams, along with 


; 


harts, 


specihcations for all drive sizes 


HAND ‘TOOLS— Xcelite, Inc., O1 
chard Park, N. Y.—Roll plastic kit 
containing 21 of the hand tools most 
frequently used by service men 
combination handles and tool bit 


1, 


pliers, adjustable wrench, nut 


ers, screwdrivers, et 


V-BELTS Allis-‘Chalmers Mfg 
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First and foremost... by 
producing a complete line 
of quality bolts, nuts, riv- 
ets, screws and other indus- 
trial fasteners . . . products 
that assure complete cus- 
tomer-satisfaction. 


PACKAGING — to latest indus- 
try standards. Uniformity and 
extra durability mean space- 
saving, product protection, 
faster inventory checking. 


ol 
oe 


DELIVERY — by the fastest 
means ...and usually from 
stock. 


ADVERTISING — planned to 
help you sell . . . placed in 
publications your customers 
prefer. 


CATALOG — first 

in the industry to 

be completely 

up-to-date, incorporating all 
latest packaging recommen- 
dations adopted by the In- 
dustrial Fasteners Institute . . . 
thumb-indexed for quick re- 
ference . . . carefully plan- 
ned throughout for conven- 
ience of you and your 
customers. 


lt pays to be a CLARK distributor. 


BROS. BOLT CO. 
MILLDALE, CONN. 








Now (srano Union design 


assures smooth flow... 





eliminates troublesome build up! 


Besides assuring trouble-free 
service after installation, this 
new smooth-flow Union design 
speeds installation. Note the 
straight shoulders that 
eliminate wrench slippage. 
Exact machining on 

threaded arbors insures 

a perfect seat every time. 


Leak-Proof: 


Machined copper-to-iron 
joints furnish positive 
seal. 


Straight Flats: 


Secure wrench grip speeds 
installation. 


A single source for all your pipe fitting needs 
Galvanized and Black U-Cote Malleable Iron Pipe Fit- BR A oO 


tings—Unions—Plugs and Bushings—Cast Brass Solder 


Joint Pressure and Drainage Fittings—Cast Iron Drain- 
age and Screwed Fittings—Steel Nipples and Couplings 
—lInsert Fittings for Plastic Pipe. 
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WT), 


Smooth Flow: 


There are no 
obstructions to 
start build-up. 


Easy Threading: 
Chamfer and threads 
are exactly machined 

then fully inspected 

before shipment. 


All sizes from Vs" to 4" 
in high grade Galvanized 
or Black. 


Stock and Sel) feta 


... It's more fitting! 





The 
Union Malleable 


Manufacturing Company 
Ashland, Ohio 


1957 





‘ ] 
| Co., Milwaukee—Bulletin contain 
IN more Piet IC () (Ue mere! ing tips on how to obtain longer 
V-belt life. It describes various 


types of V-belts and how to select 
and match them, listing seven steps 


for correct installation, and eight of 
ther most common causes of V-belt de 
Meet 30 eh struction 
moST LUBRICATION — Alemite Div., 


i 
4 y . . 
ER po AR Stewart-Warmer Corp., Chicago 
Leaflet on “Versatal” gear spray 
; equipment, diagramming installa 


+) 
) 
only vIOnS. 


ee | $500 7 
. CARBIDES — Allegheny Ludlum 
Steel Corp., Pittsburgh—Series of 15 
s- new Data sheets on “Carmet”’ car 


bide grades for various applications, 





giving typical applications, analysis, 


e kc 
physical characteristics, and photo 
micrograph showing grain structure 
MILWAUKEE'S of carbide powder. 
cane 


MODEL 612--- VALVE REGULATORS — Meter 
woRLD'S & Valve Div., Rockwell Mfg. Co., 





o all ball bearing | ost Pittsburgh—Revised Bulletin de 
; oe long POWERFUL scribing “014” low-pressure balanced 
@ jus <4 . . 

@ helical —— y, -INCH valve regulators, containing sche 
. spade hanale ’ —99 


© inch Jacobs “SHORTY” matic drawing showing use of “173 
chuck 


pi 
purpose. Also, revised bulletin on 


DRILL! high-pressure regulator for pilot 
loading 014, and similar drawing 
showing use of “Type 39” power 
pilot regulator (standard) for same 


‘120” sensitive regulators, giving re 


se ~~ ] . . 
782 vised size, capacity and weight 
Horsepower _ : table S. 
Horses ' 
a3 i la r J on accepted jaboratory tes?s 
“base - 
Se 


DRILLS 
GRINDERS 

SAWS 

SAWZALLS 
SANDERS 
HAMMERS 
SCREW DRIVERS 
NUT RUNNERS 


for more information on the POLISHERS 
Model 612 and the complete line, write 


MILWAUKEE ELECTRIC TOOL CORPORATION 
5340 W. State Street - Milwaukee 8, Wisconsin “Go ahead—I'd like to hear your pitch.” 
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SIX MONTHS WITHOUT ONE HOUR OF DOWNTIME due to carbon deposits or sticking valves. That’s the 
record set by this heavy duty compressor when Keystone No. 49 Light high temperature lubricant 
was put to work. Cleaning time was reduced by 30° and the compressor used half as much lubricant. 


Facts to help you sell Keystone No. 49 Light 





Enables aircraft plant to cut maintenance 
30%, lubricant consumption 50%. 


Tell this true story to anyone whose machines 
operate at high temperatures. You'll win new 
customers and keep them when you show how 
Keystone No. 49 Light outlaws carbon, friction 
and scoring that cripple production. 


Carbon deposits and sticking valves shut down 
a heavy duty air compressor and the air tools 
it powered in a leading aircraft plant. The 
company soon exhausted the field of conven- 
tional lubricants—but found what it wanted 
in Keystone No. 49 Light. This special high 
temperature lubricant resists sludging, oxidation 
and breakdown when subjected to severe heat. 


After six months’ service, without downtime, 
the compressor was given its semi-annual 


overhaul. The maintenance reports showed: (1) 
Cleaner valves—no carbon had built up during 
this trial period. Maintenance men had only 
to wipe the valves clean with a rag. (2) Reduced 
maintenance— overhaul time was cut from 30 
to 20 hours. (3) Less oil used—during the six- 
month period, the feed was reduced from six 
to three drops per minute. 


Wherever there’s a sticky problem—in air 
compressors, ring bearings, multiple friction 
clutches, drying oven conveyor chains or textile 
tenter frames—recommend Keystone No. 49 
Light. Technical Bulletin No. 51 contains 
complete information and speci- 
fications. Review your copy 
now and be ready to answer 
inquiries developed by Keystone 
advertising. 


SPECIALIZED 
LUBRICANTS 


KEYSTONE LUBRICATING COMPANY : 2ist and Lippincott Streets + Philadelphia 32, Penna. « 
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THE ONLY 


100% AUTOMATIC 


USES: 
Automation 
Air Hoists 
Air Chisels 
Air Grinders 
Air Chucks 
Air Hammers 
Aviation 
Dental Air Equipment 
Electronic Equipment 
Paint Sprays 
Laundry Machines 
Printing Presses 
Punch Presses 
Impact Wrenches 


And the hundreds of 
other machines that 
use compressed air. 


THERE ARE MANY 
0.E.M. APPLICATIONS 
FOR THIS FILTER 

IN YOUR TERRITORY. 


Distributed nationally by 
HOMAN & COMPANY, INC. 


511 Reading Rd., Reading 
Cincinnati 15, Ohio 


TRE 


CUTS MAINTENANCE COST 
ON PNEUMATIC EQUIPMENT 


_J 


More than 90% of the mainte- 








nance cost of pneumatic equip- 
ment results from moisture and 
abrasives in unfiltered com- 
pressed air. The EMCO Jet pro- 
vides the one sure way to remove 
moisture and foreign substances 
from compressed air automati- 
cally. Virtually every manufac- 
turer uses some pneumatic equip- 
ment. The EMCO Jet is a 
“natural” for every such manu- 


facturer. This means sales for you. 


When moisture-laden compressed air 
enters the filter, moisture and foreign 
substances are separated automatically 
from the air and collected in the filter 
chamber. Each application of air expels 
the 


Clean, dry air is delivered. This elimi- 


moisture through bottom port. 
nates the human element, as no manual 


draining is required. 


Dealerships are still open in some areas. 
Write for information to Mr. L. A. Dollries, Mgr., Filter Division. 
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Inside Men 
Learn More Outside 


Starts on page 108 





! 


the lunches with insid« 


men and other means of promoting 


customer 


closer personal relationship betwecn 
their 


inswer their phone inquiries 


customers and the men who 
Phe 
like having customers call the samc 
inside men each time, and enjoy 
introducing telephone salesmen to 
customers they've talked to for years 
but perhaps have never seen face-to 
face. Ben J. Ritchie, outside sales 
man, recalls such an instance when 
he took a customer and his inside 
sales contact to a ball game: “It was 
a real surprise when these two men 
heard each other’s 
for 


even recognize each other until I'd 


who'd VOICES 


every da\ many years did not 


introduced them.” 


But There’s a Limit on Time 


However, Neill La Vielle’s man 
agement admits a program of this 
kind has its limitations. Since they 
feel the privilege of outside selling 
should be a reward as well as train 


ing device for the more experienced 


CLOSE WATCH of inside salesmen’s 
maintained by Fred Pfeiffer 
and Norton L. Pfeiffer, 


progress 1s 


Jr., president 





ALLEN-pointers that will help 
you sell more socket screws! 


For customers who are miniaturizing ... save space, time, 
and money with Minicaps and Minisets (+0 thru #3 dia.) 


These miniature Allen Hex Socket Cap 
and Set Screws make it possible for 
your customers to scale down product 
sizes even farther. They're made from 
Allenoy special alloy steel—so strong 
that it’s safe to specify fewer screws 
or smaller sizes. 


Allen Minicaps and Minisets are tiny, 
but very tough! —true Allens, with 
deep, clean, strong sockets and uni- 
form Class 3A threads. Minicaps have 
the Allen knurled “Grip-Head” and 
are trimmed both on top and under 
the head, for tighter fit and better ap- 


ALLEN 


pearance. Minisets have the improved 
small-cup Allenpoint that drives 
deeper and holds tighter. 


Because sockets are uniformly true 
hexagon shape, the key or driver fits 
tight — makes starting much easier, 
saves a lot of time in assembly. 


Diameters of these miniatures run 
from #0 through #3. Minicap lengths 
run from 4%” through 2”, and Miniset 
lengths from \%e” through %4”. Also 
standard in stainless steel. Write for 
full information and samples. 
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_ 


You can sell Minicaps and 
Minisets to any customer who 
is looking for dependable 
fastening in very small 
assemblies: 


TV, radio and telephone equip- 
ment @ Guided missiles, rockets 
e Panel meters e Electro-me- 
chanical devices and servo-sys- 
tems @ Computers @ Control and 
operating mechanisms for relays 
© Cameras e Instruments 





MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. 








inside men, and since these are the 

phone men who get the most phone 

inguines from regular customers 

QMER’S NEEDS..- j who know them, their outside activ- 

R cust ity has to be restricted. Mr. Huff 
tries to make all his outside calls in 
less than a day each week, so he can 
handle the messages on his desk by 
late afternoon. However, one of his 
outside customers has grown to the 


wo MATTER WAT YOU 


LOW 


UPSON-WALTON can deliver 


the right size and ; ' 
f aisO expanding. 
construction of wire rope ’ One solution to phone tieups is 


the policy of having more than one 
telephone salesman handle the same 


point where a four-hour call is now 
necessary each trip and others are 


INO 


@ For hoisting, guy or haulage, you can furnish ff ay phone customer. However, it takes 
the wire rope best suited to your I 4 seen to inbeniere « mew volte ood 
customer's needs from Upson-Walton’s V7 - ittempt » eel te Caemalien 6 


wide range of sizes and constructions ML 
6 f customer to a new inside contact 


rainst his will. 


Craftsmanship and high quality standards 1 
, . f J 
are characteristic of all Upson-Walton But management views the prob- 
anag i 


roducts, yvour assurance ot ontinuin 4 } 
P : 5 em of training and delegating re- 


customer satisfaction... repeat orders :, 
Spt ymnsibilits asa normal and continu- 


. top profits. Write for the com- es age 
ing one. As qualified inside salesmen 


prehensive U-W wire rope ; 
train for future outside jobs by 


catalog. The Upson-Walton 
Elmwood making calls, other telephone men 


Company, 12525 
are being trained to handle problems 


Avenue, Cleveland 

11, Ohio. VL of the more important customers 
on the phones. 

“If we hope to grow as a com- 

pany,” says Mr. Pfeiffer, “we must 

give our people the opportunity to 


develop themselves.” 





The u Pp ee Fe | Bei WA LTO om Company 


SINCE 1871 


Manufacturers of WIRE ROPE « ROPE FITTINGS ¢ TACKLE BLOCKS 


CRANE HOOK BLOCKS | don’t care if he was left over from 


, ‘ ‘ the office party. He's in the inventory 
Other offices: Chicago «+ Pittsburgh « New York now, so count him.” 
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‘“‘Which model has the most dates?’’ 


via Al Expres 
sales with no I 
Using Au 


rt 


“One of these models has kept only one date — the other, 
over 90.000 

On the left is the one-date model 
ustom-designed ‘Henry Rosenfeld dress #5026." Its 


the original, hand 
m10n oO! 
For exam] 
The dress caught on, became a to Richmond 
than any other 


What's m 


made 


ily date was our Spring showing 


On the right 1s a copy 
and we had to deliver it — fast! Thousands of 
without missing 


or 


hot number 

copies were shipped to hundreds of stores 

one date — thanks to Air Express rush our shipmer 
Buyers all over the country, knowing how much we ship essary, a private t 


_— & Air Express —__—— 


30 YEARS OF GETTING THERE FIRST via U.S. Scheduled 4 
RAILWAY EXPRESS AGENCY 


type sys 


CALL AIR EXPRESS ... division of 
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Operations Ideas — 
Can You Use Any? 


Falling bolts photographed 
with Strobe lighting 
at 1/30,000th of a second 





Tying Machine 
Microfilm Camera 
Handy Computer 

Numbering Machine 
Letter Opener 
Locker Rack 

Duplicator 
Photocopy Unit 


Refuse Cart 


UNIFORM QUALITY BY THE MILLIONS 


-\ ; 
a 
‘ 
— 
\Z 
y 
Tying Machine 
Parcel post shipments and other 
; lightweight packaging can be made 


@ Fasteners in every © Handy 
Pack are of the same high 
quality ... controlled from “) 
billet to bolt. From our ide by 7 in. long and weighs 
own rolling and wire a y 24 lbs. Operation is simple, 
drawing mills to final threading dae aoe ae foresee ond 
and packing. es. “ee. ie a PRE 


move of the handle for a 


+ 


with this lightweight 
ll general purpose machine 
S. Postal Standards 


Uniform, selective 
of the wire is assured. 


yf wire is standard with 


of machines weighing 


y¥ more 


ale Microfilm Camera 
WESTERN OFFICE: Chicago, HArrison 7-2179 
EASTERN OFFICE: New York City, REctor 2-1888 \ new compact, duplex micro 
CENTRAL OFFICE: film camera that photographs both 

North Tonawanda, JAckson 2400 (Buffalo 
of a document simultaneously 


BUFFALO sour COMPANY iny of three reduction ratios in 
NORTH TONAWANDA, N.Y. rporates features of cameras many 


Hor ; " , , 
Making both Fasteners and Friends for 100 years CIINeS S SIZC I he unit has a 12 in. 
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doubles 16 film 


capacity by filming up one side and 


throat, and mm 


down the other using the 8 mm 


principle. Readily interchangeable 
iwailable for 25 to 1, 35 


» | and 42 to ] At the 42 


| ratio, it films a greater number 


lenses are 


ratios 


documents per roll of film than 


! 
+} 


iny other microfilm 
i uilable Full 


warning buzzer and indicator lights 


Cameta now 


yperating controls, 


issure simple, error-free microfilm 
ing with no special operator train 
ing. Light intensity is adjustable 
ngle Colorstat 


recording of various types 


control for 


Film ca 
film 


in daylight 


of documents 
250 ft. of 16 
loaded 


olors 
mm. 


1 
n De 


Handy Computer 


Just what the trafic man in yout 
outfit is looking for. This is a quick 


reference motor freight compute! 
developed recently by three Minne 
sota men as a speedy method of 
determining class m« freight 

in the United 


It requires all 12 voluminous 


tor 

rates between cities 

states 

tor 1 NT) ] ry nod tl nie } 

tarift! manuals to find the same in 

contained in the small 
] 


ymputer l‘his includes the rate 


rormation 


fo. bad a 


SERIES “T”’ 
Thermostatic 


Trap 


* LOW INITIAL COST 

* EASY TO INSTALL 

x LOW MAINTENANCE 
* MINIMUM INVENTORY 


Ask Your Distributor For These CLARK Fluid Controls 


Inverted Bucket Traps Venting Traps Pressure Regulators 


Open Bucket Traps Thermostatic Traps Y-Type Strainers 


Float Traps Vacuum Traps Pressure Reducing Valves 


STANDARDIZE ON THE Ga as 


oR OR write 
ocHuRES ON 
Rols 


UR pisTRIBUT 
g FREE BR 
x FLUID CONT 


ask YO 
oar MANUFACTURING COMPANY 


1833 East 38th St. « Cleveland 14, Ohio 
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BARNES 


SALES ENGINEERS 
INCREASE 


DISTRIBUTOR SALES 


Each BARNES SALES ENGINEER has one big objective —to increase 
your sales of Barnes hack and band saw blades. 


Besides being a metal sawing expert, thoroughly trained at the 
factory, the BARNES SALES ENGINEER also serves in the capacity 
of a salesman, an instructor and a “merchandise advisor.” 


As an expert, he offers reliable advice on your customers’ metal 
cutting problems. 


As a salesman, he sells your customer on the advantage of buying 
Barnes blades from you. 


As an instructor, he trains your salesman either by working with indi- 
vidual salesmen on-the-job or through group sales meetings. 


As an advisor, he works closely with you to maintain inventory at 
the proper level. He assists you with display material and other 
sales aids; and readily keeps you informed of new sales promotion 
material and techniques. 


Your BARNES SALES ENGINEER is a vital part of Barnes’ services, 
rendering a valuable service to youn—AND to your customers. For 
every Barnes distributor, there isa BARNES SALES ENGINEER espe- 
cially designated to give him complete assistance. Like every 
Barnes hack and band saw blade, you can depend on a BARNES 
SALES ENGINEER. 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 


co., INC. 


L AVE. © DETROIT 14, MICH. 
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base numbers between shipping 
points, the actual rates to be ap- 
plied on the shipment, minimum 
charge per shipment and the sur- 
charge, if any. The computer shows 
the cost of shipping 
given destination. It 
for any type of com 


at a glance 
freight to a 
can be used 
modity. 
Each computer is individualized 
to fit the operating scope of a car 
rier, and it thus becomes both a 
route guide for the shipper and a 
rate to those 
Commodity rate computers could 
be made on request. Ask for one 
from your motor freight carrier who 
is supposed to be distributing it 
If unavailable, write to us for 


computer points 


rree 


the source 


Numbering Machine 

Clear and 
from 0001 to 9999 printed in a space 
of 4 by 43 in. make this 
1utomatic hand-numbering 
sible 


devices It is 


easy-to-read numbers 


completely 
} 

machine 

your office 


pos addition t 


sturdy 


lightweight, 
ind boasts a clear accurate perform- 
a sawbuck 


ance for a under 


operational features include 


price 
De-luxe 
five numbering actions, adjustments 
ror 


peated] 


numbering consecutively or re 
in duplicate, triplicate or 
quadruplicate. Other are 
precision spot alignment of num- 


features 


bers in the exact position required, 
handy lock for instant resetting and 





1 EXTRA STRONG CAST HOUSING 


Provides rigid mounting and 
alignment of caps and bear- 
ings. Made of high quality 
cast iron. 


2 PRECISION ALLOY STEEL WORM 


integral with oversize shaft. 
Carefully matched to worm 
gear for quiet, trouble-free 
service. 


3 OVERSIZE OUTPUT SHAFT 


4 HEAVY DUTY, EXTRA LARGE 
BEARINGS 
Oversize bearings used 
throughout unit. Worm bear- 
ings are combination single 
row radial and angular contact 
ball bearings. Input shaft bear- 
ings are single row radial type. 


5 WORM GEAR 
Precision generated from uni- 
form density, high hardness 
virgin bronze alloy casting. 
High load carrying capacity. 


6 HEAT TREATED HELICAL GEARS 
Shaved for full tooth contact. 
Pinion integral with input 
shaft. Gear locked in position 
on worm shaft extension. 


Just one of 10 different types, 
in a wide range of sizes, ratios 
and shaft arrangements. 


this trademark —_ 
stands for the 
FOOTE 
finest industrial 
Dutt 


mam fae FOOTE BROS. 





One look at the oversize bearings, larger 
shafts, precision made gearing and the 
sturdy housing of a Foote Bros. Hygrade 
Worm Gear Drive tells you that this is a 
workhorse unit that will stand up and de- 
liver under the toughest conditions. 
Notice the carefully balanced design . . . 
greater mass where it’s needed . . . the elim- 
ination of weight when it contributes noth- 
ing to efficiency . . . strens th and toughness 
at the right places . . . the currect gear alloys 
... the compact design, and above all, the 
simplicity and ruggedness of this unit. 
When you know the inside story of Foote 
Bros. Hygrade Worm Gear Drives, you can 
understand why they have built a reputa- 
tion for quality, dependability, and per- 
formance that is unmatched by others. 
Call in a Foote Bros. Field Engineer. 
Take advantage of our long experience in 
this business. Let us help you select or 
specify the most economical drive 
for your application. 
Write for Engineering Manval HG8. It contains 


complete information on Hygrade Enclosed 
Worm Gear Drives. 





QOIE 
BROS. 


gives you 


| Beller Power Transmission Through Beller Gears 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
4561 South Western Bouievord Chicago 9, Illinois 


1. M. REG. U. S$. PAT OFF 
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THESE Se t.t fae ce 03» BS Bl ote ge: 


COLD FINISHED BARS—supplied in rounds, squares, hexes ond flats in all STEEL PtPE—for plumbing, heating, air conditioning and all other building 
standard and special steel analyses and industrial uses, is available in a full line, in sizes you need, 


REPUBLIC 


Woldi Widest Range of, Standard. Steels 
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Boter Products build Better Proffita...seoll 


REPUBLIC PLASTIC PIPE 


When you stock and sell Republic Plastic Pipe 
products, you open the door to great and grow- 
ing profit opportunities in a vast field of applica- 
tions. Take Republic Semi-Rigid Kralastic Pipe, 
for example. A very small segment of a typical 
installation is shown on the opposite page. 

Here, Republic SRK proved to be the ideal 
piping material for use in a large cooling tower. 
It is immune to the corrosive liquids that had 
knocked out previous pipe systems with dis- 
couraging frequency. It provided substantial 
savings in both materials costs and installation 
expense. And, based on extensive experience in 
similar cooling-tower applications, replacement 
costs will be negligible. 

Republic SRK cuts easily with an ordinary 


handsaw, joins permanently with brush-applied 
solvent and plastic couplings. Its ease of installa- 
tion, extreme toughness, low cost and long life 
account for its ever growing popularity—and 
profit-potential for you. 

Other equally versatile Republic Plastic Pipe 
products include Flexible Polyethylene and Semi- 
Rigid Butyrate. All are available with necessary 
accessories to assure easy, trouble-free installa- 
tions. All are backed by strong advertising and 
promotion support directed by Republic to your 
customers and prospects. 

Get the complete story on the wide range of 
profit opportunities open to you when you stock 
and sell Republic Plastic Pipe products. Contact 
your Republic representative, or mail coupon, today. 


PROFIT BUILDERS, 


FASTENERS — over 20,000 types and sizes of 
standard bolts and nuts are supplied in eye- 
catching, tough, non-smudging packcges that 
make attractive self-selling displays. 


STEEL 


ant Steck Produc 


STEEL SHEETS—for wide variety of fabricating 
or repair applications. Available in ENDURO® 
Stainless Steel, Electro Paintiok”, Continuous 
Galvanized —steel or copper-steel base, Galvan 
necled—steel or copper-stee! base. 


Name 


REPUBLIC STEEL CORPORATION 
Dept. C-3156 
3156 East 45th Street, Cleveland 27, Ohio 
Please send more information on: 
O) Plastic Pipe 
0 Cold Finished Bars () Steel Sheets 


0 Steel Pipe 


WIRE NAILS AND STAPLES —ca complete line for 
every industrial use. Also ideally suited to and 
accepted by the building trades. Made from 


steel wire specially produced for nail manufacture 


] Bolts and Nuts 


j 
[1 Nails and Staples 


Title 





Company 


coo ee ee 
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Specialty Selling Through 
ON-THE-JOB DEMONSTRATION 





Helps Make DUMORE a Key Profit Line 
for Strong, Carlisle & Hammond 


Strong, Carlisle & Hammond Co., 
Cleveland, distributor of Dumore 
Precision Tools, thinks so much of 
demonstration selling that they have 
placed a man exclusively on this job. 


He is Noah Letsky. His work is to 
‘*birddog’’ accounts for all of 
Strong’s salesmen. When given a list 
f “possibles”, Letsky whisks away 
in his station wagon, fully equipped 
to demonstrate by performance the 
merits of these high profit, high unit 
priced Dumore tools. He goes direct 
to each plant and proves the value 
of each tool right on the prospect's 
own work. This technique has defi- 
nitely helped make Dumore a key 
profit line for Strong, Carlisle & 
Hammond! 





Of course Strong uses all the usual 
sales aids made available by 
Dumore, but this specialty selling 
through on-the-job demonstration is 
the major factor in keeping Strong 
strong on Dumore tools! 

Management is so convinced that 
field demonstration selling gets re- 
sults that they are now considering 
purchasing a panei truck for this 
purpose. They feel that providing 
the technical details and know-how 
beyond the normal distributor serv- 
ice pays off. The proof lies in the 
fact that Strong is consistently one 
of the top distributors for Dumore 
In addition to the Dumore Units, 
companion tools and other supplies 
Strong sells get the sales push also. 


Why don't you try demonstration selling. You too, can 


make Dumore a “key line”’ 


(UMORE 


PRECISION TOOLS 9 ~ 


for a sales and profits! 


AUTOMATIC DRILL UNITS 
MICRO DRILLS 

TOOL POST AND 

HAND GRINDERS 


THE DUMORE COMPANY 
1322 Seventeenth Street 
Racine, Wisconsin 


by ? § BPs a 
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removable ink pad for fast, clean 
re-inking. Only 44 in. high and 


weighs 84 oz 


i ~. 
Sa 


weeny & racere 


Letter Opener 


Speed and simplicity of this de 
vice stem from its design that per 
mits one-hand operation. The en 
is inserted, the top plate is 


envelope is 


velope 
depressed and the 
a single continuous mo 
It trims a yy in. edge off any 
including No. 10 size 


opened in 
tion 
envelope 
Che cutting edges are self-sharpen 


ing and there are no parts to get 
order. A receptacle at the 


collects cuttings 


out of 
bottom 


Locker Rack 


Ihis is a new and practical clothes 
floor 


cost 18 a 


storage unit for use where 
is limited and low 
The rack 
dates 10 persons in minimum floor 


all compartments are at con 


space 


consideration. accommo 


space 














It’s good business because it builds business 


You profit fvo ways when you stock 
and sell Pyrex” sight glasses. 

There’s the steady day-in, day-out 
sight glass business—for replacements 
and for expansion of present equip- 
ment. That’s not big business, but it’s 
steady business, and it’s profitable. 

But it can mean dig business, too. 

When you stock Pyrex sight glasses 


you're ready for routine or emergency 


replacements. That builds good will for 
your company . good door-opening 
business, too, that leads to more busi- 
ness. 

PYREX sight glasses 

The qualities that are built into PyREx 
sight glasses are those performance- 
promising qualities that build sales and 
repeat sales. 


High temperatures and sudden tem- 


perature changes have little o1 
fect on them. 

They will resist attack b 
cals except HF and strong 
solutions 

They resist clouding and ¢ 
clear and easy to see throug! 
useful life. 

Write for catalog and comp 


formation. 


Corning meand caseacch ix Glass CORNING GLASS WORKS, 26-5 Crystal Street, Corning, N. Y. 
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SALES INCREASED 
18 MONTHS 


“Our growth depends on fast, efficient replacement service — 


the kind you get with Dayton!”’ says Cy E. Werner, General 


Manager, Wisconsin Bearing Company, Milwaukee, Wisconsin. 


“Before we carried Dayton’s complete line, there 
were times when our customers had machines idle 
from 1 to 3 days awaiting a replacement belt. It 
was costly to them and costly to us for —in about 
75% of the cases — we lost an order. 

“Now that we have the complete Dayton line, in- 
cluding the exclusive Dayton Cog-Belts*, our cus- 
tomers expect... and get... 1-howr service on one 
or a matched set of V-Belts. 

“Not only do we carry a Dayton V-Belt for every 
application, but we are backed up by fast delivery 
from the warehouse and 60-day stock checks by the 
Dayton representative. With our customers assured 
of 100% replacement coverage, sales have increased 


300% in the last 18 months. 

“Our Dayton representative goes even further. 
He’s on call — 24 hours a day —to lend a hand to 
any of our 12 salesmen. And, we depend on him to 
supply the latest technical information when one 
of our customers is studying a change in power 
transmission methods. 

“When you consider that we have the complete 
Dayton line — headed by the exclusive Dayton Cog- 
Belt ... Dayton quality — that’s a buy-word in every 
industry . fast, efficient stocking by the factory 

. and expert, personal assistance by the Dayton 
representative it’s no wonder sales have in- 


”> 


creased 300%! 





we've sold 


transm1l 


“Though 
years, power 
accounts for 
main office here in Milwaukee 
Racine and 4 ppleton, Wise 
Dayton throughout our part 
and Upper Michigan 


30% of our 


World’s Largest Manufacturer of V-Belts 


Write today for specific information about a Dayton Selective Franchise in your area. 
The Dayton Rubber Co., Industrial Replacement Division, Dayton 1, Ohio 








D..... assure 
positive lubrication 


Howe Ice Machine Company of Chicago, Illinois, 
uses built-in Viking Pumps to assure positive lubri- 
cation of compressor bearings, pistons and cylinder 
walls. Their system incorporates a Viking 3/2 gpm 
rotor, head and idler into an integral casing. They 
are rugged pumps, serving dependably 10 to 20 
years 


Used by Howe since 1921, Vikings have proved so 
satisfactory that other manufacturers have since used 
similar pumping systems. If you are using or plan- 
ning equipment that could use built-in pumping, in- 
vestigate Vikings. To start, write for Bulletin 57Smm. 


VIKING PUMP COMPANY 


Cedar Falls lowa USA in Canodo its “ROTO-KING pumps 


See our catalog in Sweets 


| 


WROUGHT 
BRASS 
HOSE 
CLAMPS 


F 
“ASK YOUR INDUSTRIAL 


DISTRIBUTOR OR WRITE 
ra ue a >, 


ak 
sa ie 
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and similar ads 
are appearing in 


30 LEADING 
PUBLICATIONS 


TO HELP 
YOU SELL 
VIKING 
PUMPS 


L MAINTENANCE 


{ Stiff Ears. Connot 
pull together of 


top when tightened 
Ears also form per- 
fect nut tock. 


2. 


Heavy Shoulder to 
engoge vise jows, 
ermitting clamp to 
be pulled tremend- 
ously tight. 


3. 


Tongue runs in 
channel holding it 
close to hose one 
moking a uniform 
grip. 


-— 4. 


Pliable in band por- 
tion, grips tight 
ond con be opened 
up, removed and 
used over again 


BATTLE CREEK, MICH. 


en eal A - INDUSTRIAL BRASS FITTINGS 


cht—100% portable 
] 
hanger and chain 
\rrangement permits coats and jack 
ets to be locked to rack, 50 in. wide, 


deep and 76 in. high. 


Duplicator 


} 


Black-on-white copies can now be 
roduced on direct process (liquid 
rit) duplicators with a new 
ining black carbon The 
produces 100 and morc 
ut copies on any spirit dupli 

using regular duplicator fluid 

The carbon surface and edges are 
hemically sealed to prevent smeat 
ing or smudging on hands, clothes, 
3 paper. Preparation of masters 
g the new carbon is the same as 
entional purple spirit cat 
(he carbon is placed face up 

nst a sheet of white paper and 
ypy is typed, written or drawn 

the paper. Pressure of the type 
pen, or pencil transfers the cai 
mage in reverse on the back 

f the white sheet. The new carbon 
iailable in 84 by 11 in. and 84 


14 Im. SIZeCS 


Photocopy Unit 


Although extremely small 
lling up to 9 in. wide material) this 
unit gives sharp, clear, black-an 


hite copies in less than a minute, 
| 


iding such hard to copy ma 


ylored inks. pencilled nota 


‘ 


tones, charts, print 





colored stock and 1 lot of other 


subjects. It takes less space than a 


standard electric typewriter It 


weighs less than 20 Ibs 





rege EXCLUSIVELY YOURS... 
efuse Cart 
Mie’ Yate tiiailaieitied Ws As A Hanson-Whitney Distributor! 


hne it with this service cart of tubu . Now, Hanson-Whitney offers these new 


lar steel frame with band steel top Precision thread inspectior 
tion to the traditio Tl fine ne ‘WwW 
frame from which is suspended a ; seta ee 
“ , : hobs, and cutters. Greater profit opportu 
five-bushel capacity washable white 

by these items for the alert, progressive H-W 


re } . lag ; . 
refuse Dag Bag 1S suspended from . Your customers can now be assured ‘‘full quality con 





frame on mo\ ible hooks, for ease 1n trol from thread start to thread finish the lo 


replacement Shipped, knocked accepted H-W hallmark for precision prod 
’ try r 

down, one 1 carton, approximate As a H-W distributor 

weight is § lbs eadership plus the 

Whitney's policy of 100% selective 

have full field engineering assistance 


to solve your special threading problem: 





up by H-W national advertising de 
preference ond acceptance of H-W pra 
customers in all fields. These 

on where to scciiaiin “ne dilliniti 

, write “( )per sales volume across the entire 


INDUSTRIAL Dts 


) W. 42 St... New 





RUSSIAN POLYTECHNIQUES 
The Soviet Union has 25 polytechni- 


cal institutions, with a totel enroll- 

ment of approximately 120,000 stu- COMPANY 
dents, Aviation Week, McGraw-Hill 
a 175 BARTHOLOMEW AVENUE ¢ HARTFORD 2, CONNECTICUT 
HIN AN C Tees 


DIVISION OF THE WHITNEY CHAIN MPANY 





TAPS © THREAD GAGES + HOBS © CENTERING MACHINES + THREAD ™ NG MA 
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Removable manifold 
Entire manifold removes 
in seconds—without tools! 





Hinged water curtain 
Swings up for easy skimming 
of entire collecting pan 


Complete water circulation 
No dead ends to accumulote sediment 


Binks Style 'E Dynaprecipitor 
Water Wash Spray Booth 


Built for easy maintenance Needs less floor space 
Manifold and front water curtain New design shortens depth of wash 
come out in seconds—without unit. Never before a booth with 
tools! Simplifies clean-up of man- such maintenance ease. 

ifold, upper wash chamber, rear 

water curtain and rear exhaust Easy to sell 

chamber. Hinged water curtain 
permits skimming of entire collect- 
ing pan without dismantling booth! 


The efficiency, economy 
and low maintenance of 
this new booth will make 
Built for low maintenance good sense to your cus- 
Curved wash chamber surfaces tomers. Use Bulletin 
prevent paint build-up. Complete DUE to tell them about 
water circulation system has no_ it. Write for the whole 
dead ends to accumulate sediment. story today. 


Ask about our spray painting school 
Open to all...NO TUITION... covers all phases 


S, => 
Binks am LY 


EVERV THING -Ok SPRAY GUNS COMPRESSORS ACCESSORIES 





DHE ihm Sinks Manufacturing Company 
3128-30 Carroll Ave. West, Chicago 12, Ill. 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES « SEE YOUR CLASSIFIED - DIRECTORY 
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Book Reviews 





DYNAMIC SELLING, by Luther 
Aubrey Dunn, Vantage Press, 120 
31 St.. New York 1, N. Y., 
$2.50—The author, a native of Blue 
field. W. Va.. now works in Florida 
for Bausch & Lomb Optical Co 
book is an unpretentious at 
tempt to enumerate basic principles 
of salesmanship, without too much 
libness. He starts off on a good 
lassifving selling of three 
gh-pressure, low-pressur¢ 

ictual selling 


ver-emphasizes the prod 


High pressure, 


price at the expense of other 

ns; low-pressure is in 

ind ineffectual. Factual 

llin considers the “scientific” 
method. The last chapters—on 
“thought conditioning” and morale 
ire somewhat lyrical. The rest 


f the book should make good 


y + 


vices 


HOW TO MAKE MORE MON- 
EY WITH YOUR’ DIRECT 
MAIL, by Edward N. Mayer, Jr., 
Printe Ink Books, Pleasantville, 
N. Y., $6.00—This is a third edition 
of an illustrated text by a former 
lent of the Direct Mail Adver 
\ssociation. It covers the 

d of direct mail completely in 
parts: What You Should Know 

it the Start; What You Put Into 
Direct Mail; How Your Direct Mail 
Looks; Where Your Direct Mail 
Goes, and How; How You Can 
Get Better Results; How to Save 
Money. The last chapter is possibly 
the most valuable. It lists 30 econ 
omies in direct mail production and 
distribution that the author con- 


siders an essential checklist. The 


book is detailed, written in sprightly 
stvle, and well seasoned with case 


examples 


AMERICAN BUSINESS DIC- 
PIONARY, by Harold Lazarus. 
Philosophical Library, Inc., 15 E. 
40 St., New York 16, N. Y.—This 


a 
is a 522-page glossary of terms cov 





ering about two dozen fields of 
business, including finance, real 
estate, government regulation, ac 
counting, data processing, business 
law, economics, industrial engineer 
ing and wholesaling. What is net 
worth? What is a bin card? A valu 
ation engineer? A partial limitation 
clause? An esquisse? The symbol, 
kgps? A scleroscope hardness tester? 
These and thousands of other defi 
nitions are included. It makes a 


handy reference 


PRESENTING AND JUSTIFY 
ING YOUR ADVERTISING 
BUDGET, Printers’ Ink Books, 
Pleasantville, N. Y., $10.00—A col- 
lection of 27 articles that have ap 
peared in Printers’ Ink, this book is 
designed for the advertising man 
ager of a large firm. However, the 
principles that govern the use of 


national med ilso pertinen 
smaller ad programs and 


with professi | stake 
something from it, 


ny 


he’s trving to convince 
listributor management 
ising needs a larger 


yften does 


SO YOU HAVE TO MAKE A 
SPEECH, by Daniel R. Maué, The 
Updegraff Press, Scarsdale, N. Y., 
$1.00—Subtitled “The Art of Mak 
ing Really Effective Business Talks,” 
this 62-page brochure is part of the 
publisher’s Executive Development 
Series (lower price for quantity or 
ders [It is written for platform 
speakers but contains helpful hints 
for all who depend on their voice 


primaril to communicate and 


would like to improve it 


MAKING YOUR SALES PRES 
ENTATION SELL MORE, by Ed 
ward J. Hegarty, McGraw-Hill Book 
Co., 330 W. 42 St.. New York 36, 
N. Y., $4.95—Mr. Hegarty, who di 
rected sales training for Westing 
house Corp.’s Appliance Division 
for a number of years, believes that 
what a salesman does and what he 
gets his customer to do during an 
interview is just as important as 
what he says. It’s a how-to book 
with pat formulas for all situations, 


Quality and Service 
YOU can rely on! 


The right type of belting, packing or hose needed 
meet the specifications and still make your quotatior 
acceptable. That’s part of the service you receive fron 
Home Rubber Co. More important, you can have thes« 
high quality products on time, when you need them and 
where you need them. 24 hours a day, every day, any- 
where in the United States, Home Rubber Co. is ready 
to serve vou. A company with a reputation for quality 
products and dependable service since 1880. On your 
next need for mechanical rubber products, call Home 
Rubber Co. OWen 5-6171. 


BELTING: Transmission Conveyor Elevator 

PACKING: Sheet and Rod Packings for every purpose 

HOSE: Steam-Acid-Mill Chemical-Creamery Suction-Water Air Jetting 
Sand Blast-Fire. 


Home Rubber Co. 


Plant and Main Office TRENTON 5, N. J. 


Branches: New York ® Chicago 
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but underneath the author’s glib 


Farquhar Gravity Conveyors aSSure yOU es i ome cons Sr mn 


sense. The first several chapters on 

Fy tation . semantics are particularly refreshing. 

_ ba . Mr. Hegarty crusades for the purg 

i , teeatery ng of “businessese” and school 

ick Sales : = © s bh marm-English usage from everyday 
Qui = 7 ’ ; discourse and the substitution of the 
clear, simple spoken word. If he 

makes salesmen stop saying “easily 


[ : 
Rapid Turn-ové removable” (for “easv to get out’). 
| ia ; “easily obtainable” (for “easy to 


7 bec og buy”), and “coordinate” (for “work 
Minimum inventory a = together”), the pored will have 
Maxim 


made up for the book’s major faults 
high-pressure selling and a tend 


nev to look down on the reader 


VNP 





Pieased customers 


Because we can FROM THE 


Conveyors our dealers can add up 
bigger, quicker, surer profits. 

You can rely on immediate ship- 
ment from our warehouse stocks on 
standard lengths and widths of both ; 
wheel-type and roller-type conveyors. wa) 4 9- . . . 

diana every ts on whom oe x ae 25 YEARS AGO 
your salesmen call has many uses for 
these light, strong, portable convey- x : worth 10 friendly calls.” said 
ors. They handle cartons, boxes, " ; 
crates, etc. into, through and out of = James O. Norton, salesman 
your customers’ places of business. . ae ) : r Buford Brothers, Nashville, 





Yes! Because we maintain adequate f : tA’ oe 
stocks of Farquhar Roll-Free Gravity BN ess | 1932 1947 
J o q : 


One practical sales suggestion is 


Their first cost is low, and their oper- lenn., in a magazine article. 


ating cost almost nil 

If you are looking for a line which 4 KE: llsworth-Porcupine Co. was organ- 
will add to your volume and profit ’ ; i Tie 5 
with minimum inventories and sales ized in Bridgeport, Conn., as suc 
expense, you should find out about cessor to H. M. Ellsworth Co 
Farquhar Gravity Conveyors. ' : ays ind Porcupine Co. It handled 


WRITE FOR OUR NEW BULLETIN NO. 801 ‘ A steel and supply lines 


and our generous dealer discounts 
} ‘ime a In a nationwide sales survey by prod 
e———————-=- MAIL THIS COUPON —=——-—-—--—- ucts, almost all supply lines 
a : , 
] ; . showed sales decreases of 1-10% 
j A. B. FARQUHAR DIVISION, The Oliver Corporation ; 
Conveyor Dept. Y-46, York, Pennsylvania. 
eptions were cranes and shovels, 


I Factory Branch: 618 W. Elm St., Chicago, Ill. | 
pneumatic tools, pumps and \ 


for the month in all! sections. Ex 


Send me prices, discounts and Bulletin No. 801 on Farquhar . 
belt drives which increased 1-10% 


©] L | VE R Roll-Free Gravity Conveyors 
1 New England states 


Name 


anguhar Company 
Address ; \ distributor can do nothing about 


CONVEYORS City 2 manufacturer’s sales policy until 
POWER BELT AND GRAVITY CONVEYORS he does something about his own 
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Unretouched photo of Warren-Teed sledge 





Forging the Finest 
in heavy hand tools 
is our business ... 


_Our only business 


Unbelievable that a siedge 
could look this good? Why 
not let us-show you? Write, 


wire or phone. 











W'F:\-2-13, cele) mee) ite) F Nile), | 
Manufacturers of Warren-Teed and Devil Railway Track Tools _ 


General Offices... Warren, Ohio 
30 Church St., New York 7, N. Y. é 


Export Division . 


SELL TOP QUALITY 


ARBOR SPACERS Qs 
SHIMS and SPACING 
COLLARS e Arbor Spacers and 
Shims in 20 sizes and thicknesses from 
001” to .125”. Arbor Spacers furnished 
with standard keyway; Shims, with no 
keyway. Also Spacing Collars in nu- 
merous popular diameters, and in 
thicknesses from 4" to 3”. Hardened 
and ground; edges chamfered. Fur- 
nished with standard keyway 


FEELER 

STOCK « 

Made from 

tempered stock, rolled to close toler- 

ances, '4” x 25’ coils packaged in trans- 

parent plastic boxes, except above 

020”. Strips 14” x 12”, in cellophane. 

27 thicknesses. All thicknesses from 

001” to .032”. (For use in precision 

fitting, checking clearances, inspec- 
tion and production work.) 


SHIM 

STOCK « 

Steel or brass. 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating. Coils packed in 
carton for easy dispensing and protec- 
tion. 15 thicknesses, .001” to .032”. 
Sheets 6” x 12”; coils 6” x 120”. Avail- 
able also in two assortment packages 
—I2 thicknesses, .001” to .015”, and 
15 thicknesses, .001” to .032”. 


WRITE FOR 
Complete, Profitable 
Dealer Information 

Today! 


DETROIT STAMPING CO. 


332 MIDLAND AVE. * 
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DETROIT 3, MICH. 


25 Years Ago (Cont'd) 





buying policy,” said R. M. Gatt- 
shall, executive manager of the 
Joint Merchandising Committee, 
in a statement on the committee's 
progress. In part of a long printed 
answer to questions from distribu- 
tors, he added: “Distributors have 
done nothing for years but con- 
demn manufacturers. They have 
asked for help, but when an in 
dividual manufacturer offered it, 
he rarely got support, and even 
when he did his efforts were soon 
undermined by the support dis 
tributors gave his competitors be 
cause distributors had no uniform 


buving policies.” 
| 


Frank Tracy, of Frank Tracy, Inc., 
New York City, died suddenly 


Frick-Reid Supply Co., Pittsburgh, 
catalog 


published a new 564-page 
by Donnelley. 


E. S. Grant, sales manager of Dodge 
Mfg. Co., spent a day in Cincin- 
nati with E. N. 
Wirthlin-Mann Co. 


Central Rubber & Supply Co., In- 
dianapolis, took on the Dayton 
horsepower 


line of fractional 


drives. 


lowered 


EF. M_vers & Bros Co 


prices on its pump line 


South Bend Lathe Works published 
the 30th edition of its book, 
“How to Run a Lathe.” 


Long Island Hardware Co.,- Long 
Island City, N. Y., distributed a 


new 328-page catalog. 


W. W. Peacock joined Charles C. 
Lewis Co., Springfield, Mass., as 
head of the Mill Supply Depart- 
ment. 


10 YEARS AGO 


Ruth and Nell Rankin, daughters 
of Allen C. Rankin, of Teaguc 
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The NEW Hi —adelgelel— 


HANDEE 


The Newest of all Hand Tools 


With every type 
of cutting tool 
in metal cose $32.95 


Here's the ideal hand power tool you've 
been looking for! Hi-Torque Handee is 
packed with HIGH SPEED AND ADDED 
POWER ... VERSATILE .. . works 
smoothly, perfectly, in wood, hardened 
steel, non-ferrous metals, glass, ceram- 
ics, plastics. 


@ 25,000 R.P.M., for super-efficient 
grinding, cutting, carving, drilling, 
Sanding, sawing, engraving, polishing, 
cleaning, burnishing, gunsmithing. 


@ Hi-Torque Handee engineering incor- 
porates every modern principle of motor 
design ... simplified construction re- 
duces maintenance ... new, larger 
oilite bearings insure longer life. 


®@ Cool running . .. new, larger air vents 
top and bottom permit increased air 
velocity to insure cool operation. 


@ All-new precision chuck simplifies ac- 
cessory change. Convenient size and 
shape, plus perfect balance permits 
hand precision control of tool. 


© By actual field test in industrial ap- 
plication, Handee 6000 outperforms all 
previous models in same size range 5 
to 1! 


And, as a big added plus . Hi-Torque 
Handee has a complete line of ac- 
cessories to fit every application. Use 
the tool master craftsmen recommend 
and use! 


CHICAGO WHEEL & MFG. CO. 
Dept. 1D-5, 1101 W. Monroe St., Chicago 7, Ill. 


Tool 
[00] acs! 





10 Years Ago (Cont'd) 





Hardware Co., Montgomery, Ala., 
made their New York City con- 
cert debut as singers in Town 


Hall 


U. S. Corporations turned in one of 
their best earnings records in years 
for 1946. 


Slingman Industrial Supply Co. was 
organized in New Brunswick, 
N. J., by T. D. Slingman and Ross 


\. Slingman. Lewis T. Chapman 


a DROP-FORGED 
ee oe STEEL PIPE FLANGES 


executive vice president of C. J. 


Hendry Co., San Francisco. build good will 
J. M. Warren & Co., Troy, N. Y., wherever they’re sold 


discontinued its retail operations. 














Ernest J. Griggs, board chairman of 
N. T. Bushnell Co., New Haven, 
Conn., celebrated his 88th birth 
day. 


Wilbur A. Williams, Jr., was named 
general purchasing agent for The 
Cameron & Barkley Co., Charles 
ton, S. C 


Irving H. Buck became head of the N° high pressure selling is nec 


reorganized ‘Too] Supply & En burg Pipe Flanges to your customers 
gineering Co., Dallas, Texas of this high quality product is so well established among 
oil producers, utilities and industrials that sales talks can 
“Many manufacturers would be sur usually be brief and to the point. 
prised if they knew the precise 


Harrisburg Flanges are manufactured by a concern 
cost of stocking, protecting and 


1] b) tories.” has been prominent in the metal-working field 
1andling sizable inventories, : 
he . than a century. They are made to A.S.A. Specificat 
wrote Professor Charles A. Livesey : . 1 
, Threads are accurately machined and critically tested for 
of Harvard in an article in the aaa ’ i 
. sane fullness and uniformity in height, angle, taper and gauging 
Harvard Business Review on “The " : , ra 2 ‘ ‘ 
w Flanges are shot-blasted and dip-coat finished with rust 
Steel Warehouse Distributor. cai ons ' ‘ 
inhibitive black lacquer. 


Harrisburg Drop-Forged Steel Pipe Flanges are manu 
factured in threaded, butt welding, slip-on welding, Var 
Stone and blind types. 


Garrett Supply Co., Los Angeles, 
organized a gear department. 


Orgill Bros., Memphis, marked its 
Send for literature, 


100th year 
HY) More than a century in Harrisburg ] prices and discoonts. 


Norton Co. announced its new Har l 
‘unity Peewe tia’ x's,» H@rrisburg Steel Co. xarrisaurc 1% 


Johnson, vice president, said the Division of HARSCO CORPORATION PENNSYLVANIA 








79% 
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10 Years Ago (Cont'd) 





over-all effect would be to lower 
THIS consumer prices and stimulate ef 


FROM ficiency in both buying and 
pdeolti:: 
‘leveland Pneumatic Tool Co. sold 


DISTRIBUTOR | its pneumatic tool division to 
Reed Roller Bit Co 


selling 


xecutives of Ouincy Compressor 
Co. sent a letter to all their sup 
pliers: “Don’t raise prices and ex- 








pect to remain friends in the vears 


to come 


TO THIS IN he Grinding Wheel Manufactur- 


ers Association and five member 


YOUR PLANT corporations were named defend- 
THE SAME DAY: ants in an anti-trust suit. 


he first public atomic power ex- 
hibit, “The Atom in Peacetime,” 
was featured at the Mid-America 


NO MORE WAITING Exposition in Cleveland. 
FOR SLING CHAINS 


,olfers warmed up for the 11th an 
nual Eastern Hardware outing at 


Gone are the days of waiting for 
Shawnee-on-the-Delaware. 


new or rebuilt sling chains to reach 

you from the factory. Now, with 

all components furnished by your . Halsey Brister was appointed 

HERC-ALLOY Herc-Alloy distributor, you can sales manager of Bay State Abra- 
DISTRIBUTORS: have your slings the same day. sive Products Co. 

Leading alloy chain users are 

doing it. Write us or call 


This advertisement is 
oppearing currently in 
trade publications go- your CM Chain Distributor 


ing to your customers. for catalog, prices and 
assembly chart. 


ize of the average order for indus- 
trial supplies for the month was 
$40.79. 


INDUSTRIAL DISTRIBUTION printed 
“The Ensworth Story,” a detailed 
special section on layout and dis- 


HOW IT’S DONE! play in which the plant of L. L. 


Ensworth & Son, Hartford, was 








With Hammerlok Coupling Links, anyone used as a theoretical case history. 
who can drive a nail can assemble or 
rebuild a sling chain in minutes. No peen- 
ing! No welding! Hammerlok is rugged 
...reusable...safe. Endorsed by leading HEART-CHECK DURING 
alloy chain users. OPERATION 








A heart-rhythm monitor which oper- 








ates like a television set gives the 


surgeon visual and aural indication of 
C the patient's heart condition during an 
operation, reports Electronics, McGraw- 


CHAIN CORPORATION Hill publication. The monitor warns 


TONAWANDA, NEW YORK surgeons of heart difficulties at the 
DISTRICT OFFICES: NEW YORK e CHICAGO e CLEVELAND moment they start. 


In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee 





Spring Optimism 


A “floating plateau” mav best 
describe general business conditions 
during the first quarter of 1957. 
Both production and new orders 
have varied little in these first three 
months, each having been pushed 
up or down by only a few percent 
age points from the position they 
held on Jan. 1. Purchasing execu- 
tives look with more optimism 
toward the spring quarter, as more 
favorable weather stimulates indus 
trial and home construction and 
other outdoor work 

Earlier predictions, that 1957 will 
be a test vear for inventories and 
prices, are becoming a reality. The 
upward price spiral is being arrested, 
as buyers stiffen their resistance to 
higher costs. Inventory paring re- 
mains in evidence as slightly lower 
stocks of unworked materials are 
reported again this month. 

Employment remains high and 
purchasing executives expect it to 
rise slightly during the next three 
months. Lead time on production 
and MRO items is about as short 
as can be expected and still assure 
uninterrupted production schedules. 
Material availability is good, with 
the few notable exceptions that 
have been with us for some time. 

This month's speciai question 
asked purchasing executives for a 
reappraisal of their company’s 1957 
planned capital expenditures, in 
light of their present evaluation of 
business conditions; 40% reported 
that they now expect their com- 
pany’s expenditures will be greater 
than in 1956, 26% the same and 
34% less. In general, there is little 














O3S30VW 


OVER 
A QUARTER 
CENTURY OF SERVICE 











COMPLETE 


LINE 


FOR QUICK DELIVERY 


PLUS SPECIAL BLOCKS 


You can stock and feature MADESCO Blocks with con- 
fidence. Their reputation for dependability under the 
most severe service is founded on over 25 years of 


experience. 


Satisfied users reorder MADESCO Blocks by name! 
Madesco advertising helps to create mew customers. 
Check your MADESCO stock. A balanced inventory 
is your best assurance against lost sales. 


* 
ENGINEERING 
SERVICES 
AVAILABLE FOR 
YOUR SPECIALIZED 
NEEDS 
* 





MADESCO TACKLE BLOCK CO. 
EASTON, PA. 


“7 


HAE -M69-354 
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How LESCHEN serice 


helps you 
All more wire rope 








Red-Strand K p 


WIRE ROPE 5 





There’s no substitute for this 1-2-3 Leschen service 
punch when you’re selling wire rope. 


First, Leschen field men are available to work with 
you—to help you sell the right rope for money- 
saving service to your customers. 


Second, Leschen’s engineering department helps you 
satisfy the tougher requirements— where special 
problems must be solved. 


Third, Leschen offers you and your customers an 
2asy way to prove Red-Strand performance— with 
the use of the Service-Score Sticker system. Your 
Leschen man will be glad to give you details. 


Whenever you’re seeking 
improvement in your wire 
rope supply set-up, see 
Leschen Wire Rope Division, 
H. K. Porter Company, Inc., 
St. Louis 12, Missouri. 


Use Leschen’s Service- 
Score System as an 
effective door-opener. 
Write for fact-folder. 





HKP) LESCHEN WIRE ROPE DIVISION 


K. PORTER COMPANY, INC. 


226 
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evidence of any reduction in plans 
ind most of the downward reports 
indicate that programs are being 
stretched out in time rather than 


reduced in size 


Competitive Prices 


lhe generally adequate supply o! 


} 


materials and increased buyer r 
sistance to higher prices have appat 
ently resulted in a slackening of the 
upward price movement that has 

prevailed in recent months 
While only 12% report over-all 
prices are lower, this is a greatet 
number reporting reduced prices 
than at anv time since May, 1954 
However, with the rise in steel prices 
jue to the change in extras), large 
buvers, of course, continue to 

t an upward movement 
Over-all, however, there are cleat 
lications that the competitive 
ce situation, which had been pre 


by purchasing executives fo 


has arrived on many items 


Slight Stock Reduction 


r executives continue t 


rt to the need f 
inventorv levels 
light evidence of some 
to reduce stocks on hand, par 
ticularly where sales volume has not 
me up to expectations. Generally, 
however, there is little change from 
ist month and there are practically 
nstances of efforts to increase 
protection 


pric CS 


Little Change 


February reflected another month 
with practically no change in the 
employment situation. Since the 
first of the year, there has been less 
than a 5% change either up or down 
in the reports from the committee 
members Those saying employ 
ment is better this month climbed 


to 18% hose showing em- 
ployment as down dropped from 


_— 


17% to 16%. 


Expect Business Upturn 


Buyers of production materials 
show some evidence of a willingness 
to lengthen lead time slightly. 
Some 44% are now in the 60-day 





range, with a corresponding drop 
from 30% in February to 24% this 


month in those reporting in the 30 All 


day range. Expectantly, many look 


for a spring upturn in business, as at 


contrasted to the status quo situa- 
tion that has prevailed since the first : 
of the year. No change of any sig once eee 
nificance is noted in lead time on f , 
MRO purchases while better avail ra 
ability of capital items and in-shop 
schedules has somewhat shortened 
lead time on these purchases 
Specific Commodity Changes \ 
Although not much price activity 
is reported either way this month, 
there is more downward activity 
than has been reported in many 
months. Items in short supply are 
also much more limited 
On the up side are: some steel o * 
items, pig iron, titanium dioxide, with 


cellophane, coal, oil and paints. 


} 


On the dow1 le are: aluminum 


extrusions, brass, copper, lumber, f 
steel scrap and polyethylenes 

1 short supplv are: nickel, steel S 
plates, pij nd structurals and 


HOOKS and LACERS 





You can lace belts up to 12 inches wide all 
N f W L | N f S in one operation with Clipper Belt Hooks 
and Lacers. Until the Clipper hooks shown 
above were inserted into the jaws of the 


ta i en on by lacer, they were protected and held in place THIS AD iS 


by a reinforced card that is easily stripped 


D | 8 T p | R U T 0 R S away once the hooks are in the lacer. The WORKING 
lacer jaws, exerting up to 45,000 lbs. of 
pressure, imbed the hooks firmly and uni- FOR YOU IN 
formly across the width of the belt. And oo Se se 
in the belt, each hook is separate from the PROX ome LLER and 
Samuel Harris & Co., Inc., Chicago, others to give flexibility not possible with res comers ond FREEZER 
has been appointed a distributor other methods of belt lacing. For unmatched se “ sal i 7. 
speed, strength and flexibility, depend on : ; 
the proved Clipper machine-lacing method. nn PROCESSING 
nd FACTORY 
TILE INDUSTRIES 





for the industrial division of the 
Warner Electric Brake & Clutch 


Co 
FOR MORE INFORMATION 
Detailed product information and 


Brush Electronics Co. has added the case history examples of Clipper 
following stril S Baal machine-lacing benefits are con- 
follo ng di utors for its Surf tained in Bulletin No. 157. Send 


indicator for your free copy today. 


* Syracuse Supply Co Ask your Industrial Distributor for Clipper Products 
Syracuse, N. 


* Frey Industrial Supply Co c= — 
Los Angeles —— BELT LACER 
— = COMPANY 


See 
Lee Supply & Tool Co., Chicago, 
has been appointed a distributor 992 Front Avenue, N.W., Grand Rapids 2, Michigan 
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for its Homecraft home work 


CALDER “ae the Dresser Line shop power tools by the Delta 
for Bigger Profits... Easier Sales Division, Rockwell Mfg. Co. 
WAAAY Vonn-Young Co., Honolulu, has 


. ‘ % \ \ \ r >, Sit, \ \ S oe \ 
BUILT RIGHT—Best materials throughout .. . tool been made a distributor of Day 


steel cutters . . . Right and. Left hand Threaded Bushings ton Rubber Co.’s automotive fan 
belts, radiator hose, industrial 


ee \\A Se ~ Dells, 
3 AQAA \ \ WABasaaae \-belt drives and allied products 
» Belting & Transmission, To 

ledo, Ohio, has taken on U.S 


Rubber Co. timing belt line 


os & Sanderson Co., Buffalo, 
has been appointed distributor for 


\ a Jones & Laughlin Co.'s Ardox 


EASY TO HOLD— Extra piral nail 
\ Weight well distributed 
q yarrett Supply Co., Division of The 
Garrett Corp., Los Angeles, ha 


for smooth nandting. 
: ; , ; SVAN: \ KAA ~ 
Also CALDER Fine Diamond Dressing Tools \\ 
\ 


? | 7 7 2 ] ] ‘ 
iACT) ON Berylco safety tools line 


f ‘The Beryllium Corp 


ie “hi ie eS Se 
SOLD ONLY Lieliicl: DISTRIBUTORS \\ 
. Wad aaaddadaaaad \\ ld-Healy Supply Co., Inc 
Y., has been named 


CALDER MANUFACTURING co. ee ee 


2049 North Prince Street ° Lancaster, Pennsylvania 


\ 


Supply & Equipment Ci 


sa, Okla., has been made 


by Oldest and Largest | naga 
tributol or aultiess iste! 
Wheelbarrow rp.’s line of casters 
Maker in America 
Southern Bearings Servi 
emphis, Tenn., is a new 
butor for Falk Corp.'s line 
reducers, couplings ai 


ft mounted reducers. 


OTHER FAMOUS r-Ingalls, Cleveland, is new d 


JACKSON PRODUCTS -r-Ingal | 
U or for Adams Carbide ¢ OIp 


\lpha Plastics Inc. has named th 
llowing new distributors 


WHEELBARROWS 
oat AA ~~ a, | nn Wilfert , In 
Jackson Mill Barrow — industry's choice for han- & WHEELS My) Brooklyn, N. ¥ 
dling materials too heavy to be moved with WV 1 Br Mill S 
ordinary barrows. It's constructed to distribute mn US = UP] ly Co 
the load for better control with less strain on the GAS Inc 
operator. Four-ply pneumatic tires and roller SALAMANDERS Lockport. N. ¥ 
bearings make handling easy. (Also available 7 
with steel wheels.) Heaped capacity is 6 cu. ft : Heller & Sons 
New irk, N J. 


WRITE FOR FREE LITERATURE 
* Missouri-Kansas Supply ¢ 
Kansas City, Mo. 





= BOXES 


Manufacturing Co. 
Harrisburg, Pa. Warren & Bailey Co., Los Angeles, 


MORTAR PANS has been appointed exclusive dis 
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tributor by the Valdura Paint 
Division of American-Marietta 
Co. for its complete line of paints 
for California and Oregon. 


R. G. LeTourneau, Inc., has named 
as distributors for its industrial 
hoists and jib cranes: 

* Benkart Steel & Supply Co. 
Corapolis, Pa 

‘John J. Connell Co., Inc. 
St. Louis, Mo 

* Hallidie Machinery Co., Inc. 
Seattle 

*Wnm. H. Ziegler Co., Inc. 


Minneapolis 


>. W. Marwedel, San Francisco, 

has taken on four new cutting 

tools lines 

*Putnam Tool Co 
end mills 

*Cleveland Twist Drill Co. 
drills and reamers ) 

*Greenfield Tap & Die Corp. 
taps and dies 

- Browne & Sharpe Mfg. Co. 
(milling cutters, pumps, preci 
sion tools and machine accesso 


T1es 





D-A-T-E-§ 
TO REMEMBER 





May 4-8—Western Air Conditioning 
Industries Association, Western 
Air Conditioning, Heating, Venti 
lating and Refrigeration Exhibit 
and Conference, Shrine Exposi 
tion Hall, Los Angeles. 

May 20-23—Design Engineering 

Show, Coliseum, New York 


May 20-23—Electronic Parts Dis 
tributors Show, Conrad Hilton, 


Chicago. 


Mav 26-29—National Association of 
Purchasing Agents, 42nd Annual 


Convention (Distributors Buyer 
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WHAT DOES THE DISSTON 
SELECTIVE DISTRIBUTION POLICY 
Do FoR you 7 


5 BiG ADVANTAGES 

ENABLE YOU TO GIVE 
OUTSTANDING SERVICE TO yOuR 
CUSTOMERS - AND INCREASE 

YOUR SALES Votume! 


1. Disston provides you with highly saleable 
quality products. 


3 Disston supplies tools at prices which allow 
attractive profits. 


» Disston refers to distributors all industrial 
catalogued consumer item inquiries and orders. 


4. Disston’s training program is geared to the 
facts that help you sell more Disston products. 


5, Disston backs up your sales efforts with 
hard-hitting advertisements in leading trade 
and consumer magazines, with promotion 
tie-in material for local use. 


Want more information? Write to: 
Henry Disston Division, 

H. K. Porter Company, Inc., 
Philadelphia 35, Pa. 


Henry DISSTON DIVISION 
H. K. PORTER COMPANY, INC. 








Here is a “Check” 


that will open doors for 


The Durabla Check Valve as part of your 
line will excite curiosity—open doors to new 
sales records. What’s more, it’s the perfect 
check valve, delivering unequalled customer 
benefits. Examples: lower cost; reduced in- 
ventory; highest quality (stainless steel con- 
struction ) ; operates in any position; handles 
any liquid, gas or air — at all temperatures. 

A Durabla Check Valve is formed by com- 
bining the basic check unit with any stand- 
ard pipe fitting (see right). To meet the 
check valve requirements of any customer... 
in any industry... you can supply exactly the 
valve needed when you handle Durabla — 
without carrying a large and varied line of 
check valves. You simply stock the basic 
unit in line sizes from 4%” to 2”, boxed and 
clearly labeled for stocking and handling. 

Send for further details on this unique, 
sales-increasing check valve. Ask for a copy 
of bulletin ID-57, 


DURABLA MANUFACTURING COMPANY 


114 Liberty Street . New York 6, New York 


Z | ® 


Visit our exhibit, Booth 385, National Power Show, 
New York Coliseum, November 26 to 30 


you 


ae 


7 


SIDE 
OUTLET 


Group—May 27), Atlantic City, 
N. J. 


Mav 26-29—National Association of 
Electrical Distributors, Annual 
Convention, Sheraton-Park and 
Shoreham Hotels, Washington, 


D.C 


National Sales Executives, 
Distribution Con- 
Hotel, Los 


June 5-7 
International 
gress, Biltmore 


geles 


June 9-13—The American Society 
of Mechanical Engineers, Semi- 
Annual Meeting, Sheraton-Pal 
ace, San Francisco 


National Plumbing & 
Audi- 


June 10-13 
Heating Exposition, New 
torium, Dallas. 


June 11-13—Western Plant Main- 


tenance & Engineering Show, 


Civic Auditorium, San Francisco. 
June 18-20—Annual Triple Indus 
trial Supply Convention, Fair- 
mont and Mark Hopkins Hotels, 


San Francisco. 


June 19-21—American Marketing 
Association, National Conference, 
Hotel Statler, Detroit 


Oct. 28-3] National Industrial 
Packaging & Handling Exposi- 
tion, Convention Hall, Atlantic 


City 


Nov. 3-4—Central States Industrial 
Distributors’ Association, Annual 
Convention, Edgewater Beach 


Hotel, Chicago. 


Dec. 16 
Mechanical 
Meeting, 
York. 


lhe American Society cf 
Annual 
New 


Engineers, 
Statler Hotel, 





GUIDED MISSILE CAPITAL 


The nation’s automobile capital, De- 
troit, is well on the way to becoming 
the nation’s guided missile capital, ac- 
cording to American Machinist, Mc- 
Graw-Hill publication. 











ubccenatuinoqemanesal 


DM-18 
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Robert S. Scott 


Robert S. Scott, 
Theodore C. Ulmer 


Robert S. Scott, 70, treasurer of 
Theodore C. Ulmer, Inc., Philadel 
phia, died March 18 in Presbyterian 
Hospital, Philadelphia. 

Mr. Scott joined the supply firm 
as a salesman in 1922 and later was 
advanced to sales manager. 

He is survived by his wife, Susan, 


and a daughter 


Charles L. Pearson, 
Maddock & Co. 

Charles L. Pearson, the oldest 
employee of Maddock & Co., Phila 
delphia, died in January at the age 
of 87. Employed by the firm since 
1899 as an outside salesman, Mr. 


Charles L. Pearson 


Yankee spiral ratchet screw drivers get work done faster and easier. They 
drive and draw. They work automatically ...the quick return spring 
automatically returns the handle after each thrust, leaving the blade in 
the screw slot. This is especially useful for overhead work, or in narrow 
and awkward places. The driver shown here is Yankee No. 130A the 
standard size with quick return. Other quick return models are heavy 
duty No. 131A and light duty No. 135A. Nos. 30A and 31A are standard 
and heavy duty models without quick return feature 


- ACCESSORIES 


ee eee ee 


Extra Bits Phillips Bits 


i Cme—— 


Bit With Centering Sleeve Sockets 


Chuck Adapter & Drill Points Countersinks 


Extra accessories for Yankee spiral ratchet screw drivers make these 
fine tools even more useful . . . do more jobs. Stock up on both drivers 
and accessories. They’re in steady demand. Stanley- Yankee Tools, Inc., 
subsidiary of The Stanley Works, Department 4805, Philadelphia 33, Pa. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 
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Pearson was semi-retired in 1952, 


here’s what GLOBE means by a but subsequently helped younger 


salesmen on customer calls. In 


COMPLETE LINE of BELTING 1955, Maddock & Co. estimated 
that during his selling career Mr. 
Pearson had sold over $15 million 
worth of industrial supplies and 
equipment. 

In the early days, he covered a 
territory stretching south from Phil- 
idelphia to Hagerstown, Md., west 
to Reading, Pa., and north to Tren- 
ton, N. J., and travelled mostly by 
train and trolley. 


Harry E. Soref, 
Master Lock Co. 


Harry E. Soref, co-founder and 
treasurer of the Master Lock Co., 
died at 70 on Friday, March 1, at 
1 Phoenix, Ariz., hospital after a 
short illness. 

Mr. Soref was the inventor of the 
laminated padlock. It was in 192] 
that he decided he could make a 
sturdie r, more fool proof padlock by 
laminating layers of steel. With the 
help of two friends, Samuel Stahl, 


any cp» CLORES “cH Wd i now president of the firm, and the 


late Phillip E. Yolles, its first presi- 
QUALITY. e- dent, he started the Master Lock 


Globe belts have always been good belts. Words have seldom Co 
been used to talk quality into them. Instead, for more than 40 Surviving are his wife. Dorthv: 
years we have been at the job of making them better. of : fo 









































two sons, Milton and Norman; and 
three daughters. 





The largest stock of belting in the industry. Where the ratio of 
outstanding quality to honest price is what makes a lasting a 
impression on users of Globe belts. John T. Clark, 


Butts and Ordway 
SERVICE... ‘ dway 
is there anything higher on the list of important business John T. Clark, until his recent 
items than good service? At Globe, service is a habit. Stock retirement for ill health, manager 
items are shipped the same day your order is received. Special 
orders are furnished on short notice. 


MANUFACTURERS OF: 

WHITE SOLID WOVEN COTTON BELTING « IMPREGNATED 
PRESS-CURED BELTING « WATERPROOF AND WAX TREATED 
BELTING « KANRY-TEX BELTING e NEOPRENE BELTING 
PLASCELL BELTING e CELLULOSE BELTING e STITCHED 
CANVAS BELTING e ROUND BRAIDED ENDLESS BELTS 
HEVALOID ENDLESS BELTS e« WOVEN ENDLESS BELTS 

CLEANER AND SIFTER BRUSHES . WEBBINGS 

HOISTING SLINGS e BELT DRESSING 


1B we \ 
UT) BY cLoBe WOVEN BELTING CO., INC. 
AN \ | j Ay *400 CLINTON STREET BUFFALO 6, NEW YORK 


ifee” KNOWN FOR QUALITY THE WORLD OVER Fg gee 
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Two and One Half Centuries of Progress 


now serve you... 
as two famous names join forces 


The merger of The American Crayon Company of Sandusky, Ohio into 
The Joseph Dixon Crucible Company of Jersey City, New Jersey, brings together 
two companies whose business lives total more than two and one half centuries. 


This, in a way, is a colorful combination, the better to serve future America 
in the worids of color, modern design, changing industry, and education. 


The products of the two companies will continue to be promoted and sold 
separately by the respective sales organizations from their present headquarter 
locations. However, the combined resources and management will offer greater 
service to the trade, and create even greater favor with the public. 


THE JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY, N. J. 
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Be sure your customers 


and prospects get all the 


TM 


factory made 


with NEW 


GAMMA RAY 
QUALITY CONTROL 


master, joiner and end links 
PLUS 


fete] baie) ee wa let) i.) i 
HEAT-TREATING! 


Boost your sales—profits too—with TM factory 
made Alloy Sling Chains! It’s big business with 
distributors everywhere. Here’s why! Taylor’s new 
Gamma Ray (X-ray type) quality control on master, 
joiner and end links assures tough, flawless welds. 
Controlled Atmosphere Heat-Treating results in uni- 
form physical properties throughout the entire sling. 
These quelities, in addition to Taylor’s rigid 
controls... new production techniques... patented 
Tayco Hooks and Taylor’s special analysis alloy 
steel, make these great slings tougher, safer— put you 
ahead of competition! Write today for Bulletin 13. 


Advertised in Business Week Business 
rs WEEK 





a =; 
and leading trade magazines! : ¥ 


Backed up with effective sales helps! ~ 
N 


S.G. TAYLOR CHAIN CO., INC 


Tair Mant 
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of the machine & tool department 
of Butts and Ordway Co., Cam 
bridge, Mass., died on April 3 at his 
home in Wollaston, Mass 

Before his appointment as man- 
ager of the machine & tool depart 
ment in 1953, Mr. Clark had been 
sales manager of the firm. 


Alexander Hadden. 
Thermoid Co. 


Alexander Hadden, 60, New York 
district manager for the Thermoid 
Co., died of a heart attack at his 
home on Saturday, March 30. 

Mr. Hadden was a former presi- 
dent of the New York Chapter of 
the Power Transmission Council 
and was vice president of the New 
York City Mission Society. He was 
a graduate of Columbia University 
and alumni president of the class 
of 1922. 

He is survived by his widow, Kath- 
erine, two sons, Alexander, Jr., and 
Robert, and a daughter. 


Edward Boll, 
Everlasting Valve 

Edward Boll, vice president and 
sales manager of Everlasting Valve 
Co. died on March 1]. Mr. Boll 
had been associated with the com- 
pany for 45 years and had been in 
charge of sales since 1943. 


Caryl Wilson Dempsey, 
Robinson Machinery 


Caryl Wilson Dempsey, 60, presi- 
dent and general manager of Robin- 
son Machinery & Supply Ltd. of 
Calgary, Alberta, died in Calgary 
Apnl 6. Mr. Dempsey was also 
chairman of the board of Central 
Scientific Co. of Canada. 


Fred J. Hodge, 


Clemson Bros. 


Fred J. Hodge, general purchasing 
agent for Clemson Bros., Inc., died 
on Feb. 23. He had been an em 
ployee of the firm for virtually his 


entire business life. 





Distributors! There’s Profit in The 
Line of Straps, Clamps, Couplings and Joints 


++» HUNDREDS OF PRODUCT AND IN-PLANT APPLICATIONS 


Every fastening and joining appli- 
cation is a potential sale with 
Marman’s complete line of Straps, 
Clamps, Couplings and Joints in carbon 
and stainless steel. The Marman prod- 
ucts, and typical applications, shown 
on this page are but a few of the 
many used in the industrial, mobile 
equipment, chemical, food processing, 
and marine fields. Your letterhead re- 
quest brings full information to you 


Write today. 
—. 
is = 
wy 


V-band Couplings and Joints offer a supe- Universal Band Clamps and Economy 
rior seal for pipe and tubing, permit quick Clamps are ideal for low cost connections 
connection and disconnection. on any contour. 

Complete product literature 


is available. 


Tube and Duct Joints with simple bolt or 


Adjustable Band Clamps offer long-lasting, Patchmaster Pipe Leak Clamps in high and 
Quick Coupler latches eliminate bolted-on 


high strength fastening from fewer stock low pressure types find wide use as a 
sizes. “stand-by item” in many fields. flanges. 


ogeeecocnenna 


=a\eroqui pf 


11214 EXPOSITION BLVD., LOS ANGELES, CALIFORNIA 
IN CANADA: AEROQUIP (CANADA) LTD., TORONTO 10, ONTARIO 


MARMAN PRODUCTS ARE MANUFACTURED UNDER VARIOUS U.5&S., CANADIAN AND FOREIGN PATENTS AND OTHER PATENTS 
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A COMPLETE LINE of top quality 
portable electric tools to meet every 
industrial need . . . from hand drills and hammers 


to valve refacers and vacuum cleaners. 


helps 


distributors 


PUBLICITY, DEMONSTRATIONS and 


releases to dramatize outstanding 


SE qualities build public awareness. 
LL i em 


FACTORY 


MANAGEMENT AND MAINTENANCE 








The wmsiot sm 


SALES AND SERVICE MANUALS, catalogues and sales aids . . . geared to 
the needs of the distributor salesman. Complete information on every detail 
prospects may ask about . .. cutaway drawings showing how and why. . . sales aids 


listing the strong selling points, emphasizing the special characteristics of each item. 


4764879 READERS WILL SEE THIS 
EECITING ADVERTISING FIRST 
i the Goreker 0% eee of the 


SATURDAY EVENING POST! 


“THROUGH THE PAGES OF FAC- 


CONSISTENT, HARD-HITTING ADVERTISING in influential 
TORY,"’ says Sales Manager A. S. 


business papers ‘‘to save distributor salesmen time and effort 
Boehm, ‘we are able to reach the key plant 


by moking thousands of calls on key prospects . . . arousing their interest 
operating and maintenance personnel who are 


in Black and Decker tools .. ."’ 
important ‘behind-the-scenes' influences on 


every buying decision." 


FACTORY can give you added sales punch, too . . . it pene- 
trates deeply into the hidden buying influences you 
seldom see . . . the Plant Operating Group — 

the management men and engineers with operating 
responsibilities for production, plant engineering 

and maintenance, and direction of people. These 

are the men in America’s top manufacturing 

plants who read FACTORY each month. Ask for 

this valuable sales support on the product 


lines you handle. 


A McGRAW-HILL PUBLICATION 330 WEST 42ND STREET, NEW YORK 36, N. Y. 





when you sell 


PAINTSTIKS 


A COMPLETE LINE FOR EVERY APPLICA- 
TION, MARKAL PAINTSTIKS are widely used 
in a host of businesses because they’re “tailored” 
to specific applications. Marks are weatherproof, 
fadeproof, permanent. Markal advertising plus 
steady repeat business all add up to a real money- 
maker .. . MARKAL PAINTSTIKS. 

COLD . . . Markol Pointstiks (extreme left) for surfaces —50° 
to 150°F. 

HOT. . . Markal Paintstiks (left) for surfaces 200° to 2000°F. 


SEND today for complete distributor information and literature. 


MARKAL COMPANY 


3094 West Corroll Avenue e Chicago 12, Illinois 
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NEWS 


(Starts on page 124) 





Benjamin J. Davis 


Athol Machine & Foundry 
Elects Vice President 

Benjamin J. Davis of Athol Ma 
chine & Foundry Co., formerly gen 
eral manager and sales director, has 
been elected vice president and gen 
eral manager. 

At the same time, Mr. Davis was 
elected a director of the firm, two 
other directors were also named: 
Douglas R. Starrett, vice president 
of L. S. Starrett Co., and Mrs. Effie 
Hill, assistant treasurer of Athol. 


Star Machinery Makes 
Three Staff Changes 

William T. Francke of Star Ma 
chinery Co., Seattle, has been ap 
pointed manager of the inside sales 
division. He has been selling for 
the company since 1947, most re 
cently as construction equipment 
manager 

George V. Forsyth is the new 
manager of the construction equip- 
ment division. He was manager of 
the firm’s dealer division until he 
went into construction equipment 
sales a year ago. 

John C. Taran has been appointed 


export division manager. 





ast assembly boosts fitting volume 


Millions in use . . . unlimited appli- 
cations — Best for O.E.M., instrumenta- 
tion and replacement jobs. Hi-Duty 
fittings can be disconnected and re- 
connected repeatedly without danger 
of leakage. You offer extra-strong, 
forged bodies on elbows and tees, 
long Dryseal pipe threads and generous 
hexes. For copper, brass, aluminum 
Bundyweld, GM, block tin, Monel and 
other metal tubing Ye to 1° O.D 


TODAY write for Bulletin No. 3002. 


IT PAYS MORE TO SELL IMPERIAL 


Just push tube into fitting, 
tighten nut. That's all! 


IMPERIAL 427-7777 * tube fittings 


cut customer's installation 


Whether your customers use 10 or 
500 Hi-Duty fittings, the seconds 
you save them per installation quickly 
add up to big repeat volume for you! 


Four-to-one edge over flared fittings — 
A man can easily assemble up to four 
Hi-Duty fittings in the time it takes 
to assemble one ordinary flare fitting. 
Spot tests show a difference of 36.5 
seconds per installation. A 77°7, boost 
in efficiency for your customers! 


time 36 to 77% 


One-third faster than compression fit- 
tings — Same tests showed Hi-Duty 
fittings saved 6.8 seconds per installa- 
tion over compression fittings. A 
boost of 36% in efficiency! 

Five times better vibration absorption — 
another plus when you sell Hi-Duty 
instead of compression or flared 
fittings. Sleeve shears off during as- 
sembly and becomes permanently 
attached to tube. Joints stay in perfect 
alignment .. . liquid- and gas-tight! 


SLEEVE SHEARS OFF AT GROOVE 


Furnished in Brass and Aluminum 


THE 


IMPERIAL BRASS MFG. CO. 


1220 W. Harrison Street, Chicago 7, Ilinois 


in Conode: 334 Lowder Ave., 
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industry's most complete line of tube 


Toronto, Ontario 


- 2 
Cmblom f Lualily 


fittings and tubing tools 





“Nothing like Kester Solder, Fred, 
for speeding up those production 
soldering jobs.” 


“Been using Kester for almost half 
a century, Tom.” 


“The Technical and Engineering 
Service at Kester is a great help in 
licking production problems, Bob.” 


— 
KESTER 
Fiux 7 7) core 


SOLDER 


“When it comes to rigid alloy qual- 
ity control, George, you have to 
hand it to Kester Solder.” 


“| like the way Kester Solder goes 
to work, Harry. it's always fast, neat, 
economical.” 


“We have no trouble with inspec- 
tion rejects now, Bill, since we 
switched to Kester Solder." 


THAT'S THE WAY 
THE WORD GETS 


AROUND AMONG YOUR 


CUSTOMERS 


Capitalize on Kester Solder’s vir- 
tually universal acceptance, long- 
time reputation, unswerving high 


quality. Sell Kester . . 


. and you 


sell the best —all-ways! 


ACOTER SOLDER 


4214 Wrightwood Avenue, Chicago 39, lilinois 


Newark 5S, New Jersey 


INDUSTRIAL DISTRIBUTION « MAY, 1957 


* Brantford, Canada 


Malvern J. Mather 


Allen Mfg. Gets 
New President 


\t the Allen Mfg. Co., Malvern 
J. Mather has been advanced from 
executive vice president to head of 
the company. He succeeds James 
G. Osmond who has been president 
the last 10 years. 

Ellsworth S. Grant has been ap- 
pointed vice president in charge of 
manufacturing. Other officers re- 
named at the same time were: W. 
D. Horner, vice president in charge 
of sales, A. W. Stern, treasurer, and 
V. B. Jump, secretary. 

Mr. Mather joined Allen in 1942. 


Three years later he was named 


secretary and a director and in 1950 
became executive vice president. 





What was it @ raise or a brain 


wash? 





Typical Bristol socket screw 


customer: Buys, trys...and 


BUYS 
VIORE! 


BRISTOL SOCKET SCREWS being installed at Automatic Electric Company where thousands are used in their preé 


No need to tell a Bristol distributor that satisfied cus- Naturally, product performan 
tomers mean repeat sales... and more profits! peat sales easy—and steps uy 
And customer satisfaction depends on product qual- the word gets around. 
ity—something modern customers won’t take your word And, Bristol helps you with national 
for. They'll run their own tests to check up. direct-mail, publicity. And with sales aids, unusually 
Take Automatic Electric Company, Chicago, makers complete bulletins, price sheets, and technical data 
of telephone and communication equipment and elec- sheets. With eye-catching counter displays, and smart 
trical control devices for industry. Their engineers packaging. And with exceptionally fast delivery 
expected that the Bristol Multiple-Spline screw would service. 
hold for about 2,000,000 operations in their polar relay. What’s more, Bristol socket screws give you 
They ran tests. They called off the test after 20,000,000 standing product advantages: They’re easy to war 
operations. The relay was still going strong and the house, easy to deliver, don’t get out of date. And the; 
change in contact space—held by the Bristol screw— net you an unusually high profit per pound. 
did not exceed the 0.001-inch allowable tolerance. Ten 
times estimated performance ! Distributorships are still open in a feu 


Precision socket screw PP 3 Re since 1913 THE 
Bristol's i = . if i BRI yee) & 
G hr Re! " | COMPANY 


SOCKET SCREW DIVISION 
“Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap Screws up to 1%”. WATERBURY 20, CONN. 
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the handiest 
plier for your 


customers... 


THE 
FASTEST 
SELLER 
FOR YOU 


For a longer profit per sale 


\WAAAAA 
hi si 4 A } 
Vf Mbt 


SELL THE COMPLETE CHANNELLOCK LINE 


§ 


No other plier does so many 
jobs so well as a Channellock 420. 
That’s why every year more and 
more householders . . . as well as 
mechanics .. . buy Channellocks. 
Cash in on this growing popular- 
ity. Put these handy pliers out 
front for your customers to see 

. reach for ... and try. You'll 
be pleasantly surprised how many 
times they'll tell you to wrap it 
up. Channellock’s increasing sales 
record proves that. So make the 
Channellock line your plier line 
... and let the Channellock 420 lead 
the profit parade in your store. 


SELL oe 





EAST HARTFORD, CONN. head 
quarters of Kawie Tool Supply C 
Inc., feature large display area visib 
through floor to ceiling windows f 
parking area and road 





Drohan Is Promoted 
By United States Rubber 
Joseph D. Drohan’s appointment 
as sales manager for United States 
Rubber Co.’s Eureka fire 
been announced by E. ‘I 


1 
} 


hose tlds 
Day, gen 
the firm’s 
mechanical goods division. 

Mr. Drohan, who has been acting 


eral sales manager for 


sales manager since December, suc 
ceeds Jonas Smith who is retiring 
Mr. Smith has been with the firm 
36 years and the last six headed fire 
Mr. Drohan has been 


with the 


hose sales. 
associated mechanical 


goods sales department for six years 





CHECKS are entered by Grace Dun 
can at Todd-Donigan Co., Louisvill 


Ky. 
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profil 


glG 
"IN THE BAG” 


FOR YOU 


WHEN YOU 
SELL THE 


NEW... 


Job HI-DRI, the “quality- 
controlled" oil and grease 
absorbent now mined and 
manufactured at our new, 
modern plant in Quality, 
Georgia. Write today for sam- 
ple and complete details of 
the NEW Jobber Incentive Plan. 


Mined, 
manufactured 


and gvoranteed by 


WAVERLY Petroleum Products Co. 
1724 Chestnut St., Phila. 3, Pa. 
Mine and Plant — Quality, Georgia 





A COMPLETE LINE OF PR 


og EE med | 


len kt Comes 76 Rough. Tough lndustrial Apphcations 


CLINTON ENGINES 


STAY ON THE JOB WITH NO DOWN TIME 


A Clinton is the ideal original or replacement 
engine for heavy duty gasoline powered equip- 
ment at work in an industrial application. With 
Clinton you offer power for every job with models 
available from 1% hp. to 10.3 hp. Clinton offers 
coast to coast service to industrial users—more 
than 10,000 Clinton Service Stations. 


PERFECTED MAGNETO SYSTEM... Dust proof 
—moisture proof—over 1800 volts at cranking 
speed ... assured quick starting. AIR-COOLED 
...no water system to freeze or clog. No over- 
heating ... special fins maintain constant tem- 
perature. FULL FLOAT CARBURETION ... idle 
and high speed adjustment for full range. 
Smooth acceleration... operates on hills and 
terraces even up to 45° slopes. 


YELLOW PAGES 


a 
CLINTON MACHINE COMPANY 


See the yellow page 
for the names of 


World's largest manufacturers of the most complete 
engines. Over 5,500,000 now in us 


Clinton Machine Company 

Engine Division, Dept. A-9 

Maquoketa, lowa 

Please send me your engine specifica 
on Clinton Gasoline Engines 

(J Send me information about 


Firm Name - — 
My Name __ 


Address _ 


ee ee ae Sane a 
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W rmour the remedy readily at hand, the failure 
of a hydraulic hose line immediately sets up a costly 
chain reaction. With varying degrees, this is true not 
only in construction but in all operations utilizing the 
many recognized advantages of hydraulic power. 


Fortunately, today’s engineering advancements have 
reduced the time loss resulting from such emergencies 
to a matter of minutes. For example, with Weather- 
head quick detachable, reusable and clamp-type hose 
ends, dependable on-the-job repairs can be made 
promptly. To further facilitate quick action, Weather- 
head coast-to-coast distributors maintain adequate 
stocks of Weatherhead hose and hose ends to assure 
you of nearby, dependable service. 


WEATHERHEAD 


FIRST IN HYDRAULIC CONNECTIONS 
THE WEATHERHEAD CO., FORT WAYNE DIVISION 
Dept. J-5, 128 West Washington Bivd., Fort Wayne, Indiana 
In Canada: The Weatherhead Co., Ltd., St. Thomas, Ontario 
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Awards Highlight Phillips Drill sees Meeting 
wi RED HEAD 


Dieterich, president, Phillips Drill Co., high- 
first national sales meeting. Over 50 representatives attended the 
two-day meeting. First prize went to Ohio representative, John Armbruster, of the 
Hal Bergman Co., Cleveland. Mr. Armbruster will spend two weeks with his wife 
in Acapulco, Mexico at Phillips’ expense 


Awards to top salesmen by R. E. 
lighted the firm's 


Auto Production Holding Its Own 


‘Weexly Averoges by Years | Weexly Tools 


Source Word's Reports. Statistics include possenger cors, commercial 
vehicles, and trucks produced in U.S. and Canada. 





4 
MLR URENULL IER IU YEN YE oe 
1956 1987 


National Research Bureau 


tion of passenger cars and trucks equalled 1956 levels for the first quarter and 
April sales improved the picture, according to preliminary reports. The sales year is 
expected to equal 1956 but not record-breaking 1955. 


Heinrich Tools Moves Into New Plant 


wee 


New, modern plant of Heinrich Tools, In 
facilitic 


, provides space for additional equip 
ment and modern 
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WEATHERHEAD 


ONLY COMPLETE SINGLE SOURCE FOR 
HYDRAULIC HOSE LINES AND FITTINGS 


STEEL TUBE FITTINGS 
Ermeto® Flareless and 
Flare-Twin S.A.E. 37° Flared 

BRASS TUBE FITTINGS 
S.A.E. 45° Flared e Inverted 
Flared ¢ Pipe ¢ Compression e 
Selfalign® e Threaded Sleeve e 
Drain and Shutoff Cocks 


HYDRAULIC HOSE, ENDS, 
ASSEMBLIES 
Bulk Hose ¢ Reusable Hose Ends 
Crimped and Swaged Hose 


Assemblies 
PUSH—PULL CONTROLS 


PLANTS 
Columbia City, 
Indiana 


Indiana 
Syracuse, 
Angola, Indiana 
Antwerp, Ohio 


WAREHOUSES 
Fort Wayne, Indiana 


Glendale, California 


DISTRIBUTORS 
Throughout The World 


FORT WAYNE DIVISION 


Fort Wayne, Indiana 


——£ie a 
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reasons why 
you pocket 
more profits with 


BUFFALO'S 


complete line of 


QUALITY 


¢ 


SELECTIVE PROTECTED 
DISTRIBUTION } TERRITORY 


NO CHAIN 4 QUALITY, NATION- 
STORE ALLY ADVERTISED 
COMPETITION 


NO DIRECT SALES A COMPLETE LINE OF 
. ALL SALES FIRE EXTINGUISHERS, 
GO THROUGH BRASS GOOGS AND HOSE 
DISTRIBUTOR FOR EVERY FIRE HAZARD! 


Yes sir, when you sell Buffalo’s Underwriters’ Laboratories and 
Factory Mutual approved line, you can provide your customers 
with dependable protection against. every fire hazard! And 
you make more profits too, because Buffalo's complete line of 
quality fire protection equipment plus their outstanding Selec- 
tive Distribution Policy put you in the best competitive position 
possible. If you are not a Buffalo distributor, write today for 


complete information! 
BUFFALO FIRE APPLIANCE CORPORATION 


SY ae ae et a. a's a 
eee eee SY ee 


(ay 


the right extinguisher for every 
re ... plus a complete 
line of brass goods and hose 
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4. A. Garthwaite, Jr. 


Son Succeeds Father 
At Lee Rubber & Tire 


Albert A. Garthwaite, Jr., has 
been named to succeed his father 
as president of Lee Rubber & Tire 
Corp 

Mr. CGarthwaite, Sr., becomes 
chairman of the board. Head of 
the company since 1939, he also had 
served as a director, treasurer and 
vice president. 

lhe new president's first post 
with the firm was with the engineer 
ing department of the Republic 
Division. In 1942 he joined the 
U.S. Navy and in 1945 rejoined the 
company as assistant to the vice 
president in charge of plants. He 
was elected a director in 1949, be- 
came a vice president in 1954 and 
last year was appointed general man 
ser of the tire plant facilities at 


ig 


Conshohocken 


Seminar Chairman 


Philip G. Brumder, president and 
treasurer of Blackhawk Mfg. Co.. 
was chairman of an American Man 
igement Association workshop semi 
nar on financial management held 
n Dallas 





GERMAN HELICOPTER 


Germany’s first post-World War I! 
helicopter is being developed by Borg- 
ward Motor Company, of Bremen, 
Germany, Aviation Week, McGraw-Hill 


magazine reports 














Eleven most-wanted product groups—each with definitely superior 
and sales-convincing features—are the backbone of the Belmont 
Line, most complete line of Mechanical Packings and Teflon* 
specialties offered Industry, today. No. 1—Be.L-VeE Molded 
V-rings. No. 2—Crisscross Braid. No. 3—Centrifugal Pump. 
No. 4—Air Compressor. No. 5—Hydraulic. No. 6— Valve Stem. 
No. 7—TEFLON “Chemical Proof’’ packings & gaskets. No. 8— 
“Chemical Proof’? Mechanical Shaft Seals. No. 9—TEFLON Ex- 
pansion Joints and other chemical Piping specialties. No. 10— 
SPIRALWOUND and woven asbestos. No. 11—Gasket Materials 
and TEFLON Stock. 


For more information on the aggressive, modern, money-making 
Belmont 4-Square Distributor Program—write 


The Belmont Packing & Rubber Co., Butler & Sepviva Sts., Phila. 7, Pa. 


BELMONT 


THE BELMONT 


DISTRIBUTOR 
PROGRAM 


MOST WANTED LINE 

Eleven Profit Leaders 

NATIONAL ADVERTISING 

Millions of Messages Annually — 
Many thousands of Inquiry Referrals 
DISTRIBUTOR TIE-IN MATERIAL 
Attractive informative Literature 
Mailing campaigns, Traveling displays 
AUGMENTED FIELD FORCE 

for Distributor Sales Assistance 


*du Pont Trademark 


“There is a BELMONT PACKING for every service” 
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= 7 
dressers 


give you six sets of bearings 


Hard use—Desmond Hex Dressers are built for it. Six holes in hardened 
bearing biocks extend the usefulness of Desmond Hex dressers as 
many times. As bearing holes wear, turn the blocks for a new set of 
holes. Blocks readily replaceable when all six sets of bearing holes 
are worn. Five sizes for all needs. Ask your Desmond distributor for 
technical advice on proper dressing to make your grinding wheels last 


longer. 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


THE DESMOND-STEPHAN MFG. ©., URBANA, OHIO 











L cieneenien 


Your prospects will see this sales-build- 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 
ness—promote Desmond. 


a ees 
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Elmer A. Trask 


Trask Manages District 
For Roebling Division 

Elmer A. Trask has been made 
Cleveland district manager, wire 
rope and aircord division, by John 
A. Roebling’s Sons Corp. This post 
was formerly held by Earl A. Frazier 
who now heads division sales at the 
New York district office 

Mr. Trask, who had been product 
sales manager at the firm’s main 
office, has been with the firm 33 
years. He also served as manager 
of the company’s San Francisco and 
Chicago sales territories. 





A. P. CLEMENT recently completed 
his 50th year with Pidgeon-Thomas 
Iron Co., Memphis, Tenn. Now ware- 
house manager, “Mr. Pike” started as 
in office boy at the age of 14. 





Letter Sent 
To Harvard “Students” 


Following is a copy of the let- 
ter sent out to all the students 
who signed up for the industry- 
sponsored imanagement course 
given at Harvard. As the date 
indicates, the letter was received 
by enrollees prior to their taking 
the course. For their responses, 
refer to the article on pages 98- 
103, “Why They Went to Har- 


vard.” 


December 7, 1956 
Dear Mr. ——- 

First off, let me congratulate you 
on your vision and initiative in sign- 
ing up for the management course 
to be given at Harvard this coming 
January. We carry your name along 
with the names of your fellow “stu- 
dents” in the December issue. I’m 
enclosing a preprint of the article. 
From the reading of this you can 
see I think the course is a most 
worthwhile industry development. 
Again, congratulations. 

Now I would like to do some- 
thing that the experts would tell me 
is impossible to do by mail. I'd like 
to know what motivated you to sign 
up for this course? Why did you 
want to take it? If a man from Mars 
had looked at the American busi- 
ness scene during the past decade he 
would have been struck by a phe- 
nomenon unknown in our history 
and unknown in any other country. 
Namely, he would have been as- 
tounded at the enormous number 
of businessmen who have taken the 
so-called advanced management or 
executive development courses of- 
fered by all our major universities 
and by private organizations such as 
the American Management Associa 
tion. In a very fundamental sense, 
why did this happen? 

We can’t answer for everyone, of 
course, but perhaps with your help, 
we Can do some motivation research 
on you and other members of the 
group from our industry who will 
be attending Harvard in January. 
If you will spend a little time with 
me before you start the course and 
give me some idea of your own per- 


why does JOHNSON 
outsell the rest? 


Because your industrial prospects know the Johnson 
line. They rely on its consistent quality — 
proved dependable in over 55 years of operation. 
They know they get the most efficient, economical 
performance from Johnson Gas Burning Equipment. 
They know they get advantages from Johnson 
equipment that no other line can give them. 


No. 120 Hi-Speed 
Furnace Range — 1300° F 
to 2400° F. Reaches 1500° in 


five minutes. 


No. 142 
Heat Treating 
Furnace 


Ronge — 1300° F to 
2350° F. Heats fast 
to save time and gos 


No. 118 
Combination Bench 
Furnace 
Ideal for all around shop use 


For information on Johnson's complete line 


of quality Gas Burning Equipment write 
today for the new Johnson Catalog 


If it burns sas () 


No. 706 

Annealing Furnace 
Range — 400° F to 1800° F 
Hardens, tempers, anneals 
steels 


ell 


No. 101 
Bench Furnace 


The most powerful bench 
furnoce for its size made. 


No. 60 BCD 
Concentric 

Ring Burner 

With Johnson Venturi Mixer 
ond Tube with Heavy Valve. 
Three burner with seporote 
controls. 


look to Johnson . . since 1901 


JOHNSON GAS APPLIANCE CO., 508 E Avenue NW, Cedar Rapids, lowa 
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Exact Brushing Surface 
and Strength for Every 
Brushing Job with... 


Pittsburgh 
RED CENTER 
Brushes 





1. FLEXIBLE 


Long trim, for general 
utility cleaning. 


2. STANDARD 
Medium trim, for utility 
cleaning requiring extra 
abrasive action. 


3. HEAVY DUTY 
Short trim for extreme 
abrasive action. 





3. 








Made with specific gauge, high-quality 
wire, mounted in specially designed hubs 


@ Pittsburgh's Red Center Power-Driven Brushes 
are built for heavy duty operation. Their dis- 
tinctively colored hubs, with the exact surface 
and strength required, assure you precision 
brushing. They are constructed so accurately you 
get even distribution of wire around the hub. 
That’s why you get longer brush life, faster 
cutting and finer finishing. 

@ We have been solving brushing problems in 
a wide variety of industries for many years. Our 
long experience in this field can save you time 
and money. Write Pittsburgh Plate Glass Com- 
pany, Brush Division, Dept. ID-57, 3221 Fred- 
erick Avenue, Baltimore 29, Maryland. 


PITTSBURGH FewerT, d 
BRUSHES 


BRUSHES + PAINTS + GLASS + CHEMICALS + PLASTICS + FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN INDUSTRIES LIMITED 
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sonal motivation perhaps we can de- 
velop some answers. In any event, 
it will give you some good analytical 
practice in advance. Since we are 
attempting to get beneath the super 
ficial answers, your communication 
will be held in confidence. In fact, 
I'd just as soon have your comments 
on a blank sheet of paper with no 
personal identification at all. Here 
ire some starter questions after each 
of which keep asking yourself why. 
lhis sort of research is usually done 
with an interviewer but in this in 
stance you'll have to be both inter 
viewee and interviewer. 

Where did the initiative come 
from that led you to make applica 
tion? Did vou start the ball rolling 
yourself? If so, what did you think 
the course would do for you? Did 
you have a feeling of inadequacy in 
the face of certain situations in the 
past? What were the nature of the 
situations? Did you feel they were 
caused by a lack of formal education 
or training? Or experience? What 


do you think this course can do to 
help you? If your decision was not 
motivated by some feeling of inade 
quacy, what did motivate you? Did 
you want to talk about industry 
problems with your peers? What 
ire the nature of the problems you 
want particularly to talk about? Are 
uu trying to prove something to 
somebody or impress somebody? 
ning to an earlier split ques- 
if you didn’t initiate the move 
to apply for admittance, who did— 
boss, friend, colleague, wife? Ana 
lvzing only one of these alterna 
tives, why do you suppose the boss 
did 
ind with colleagues what do they 
think this course will accomplish? 
Do you think this course will help 
you do your job better? Then, why 
do you, a successful executive, want 
to do it better? What will happen 
if you do do it better—recognition, 
idvancement, more money, pride of 
workmanship in a job well done? 


it? In your discussion with him 


Again, ask yourself why and why 
and why as you try to dig beneath 
the surface of your own motivation. 
This is an intellectual experiment 
in which nobody is going to get rich 


but perhaps it will prove interesting 











. “WHITMAN « BARNES END MILLS! 














fas | 


HITMAN « BARNES 
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You can do very well in 
Sales and Profit with 


Greer Nylon or Fibre Inserts 


SELL THEM where space and weight are 
considerations—where vibration, stress or 
impact must be guarded against—where 
thread corrosion, thread failure and liquid 
seepage cause problems—where usability 
is desirable and assemblies simplified. 


Made in steel, aluminum, brass and stain- 
less steels in conventional finishes. Special 
alloys and finishes available. Find out the 
sales opportunity this line gives you. Full 
details sent. 


GREER 


STOP NUT COMPANY 


2620 West Flournoy Street, 
Chicago 12, Illinois 








THE TRADE CALLS 
for 


DYKEM 
i 


a SF. 
>= F ~~ 


ae E 
YKEM, 
TEEL BLU 


>) ~ la 


Lesset 
Dies and 
Templates'| 


PN package 8-oz. can fitted with 

Bakelite cap holding soft-hair brush 
for ees oy | — at bench; metal sur- 
face ready for layout in a few minutes. 
The dark ” blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information = __ 

THE DYKEM COMPANY 
Established 1920 

2305A North 11th St. + St. Lovis 6, Mo. 


and diverting just in the doing. 
Then too, we may gain in under 
standing as the results are brought 
together. 

Frankly, 
will get out of this. I 
course, tell what I’m going to get 
from you in the way of comments. 
Whatever the results, and still 
an anonymous basis, I'll pass the 
composite thoughts back to all 
you. At least you can see what your 
colleagues are saying and thinking. 

Think about this for a few days, 
then let me get your comments be 
fore you get tied up in Christmas 
shopping. 

Sincerely, 
Watrter F. 
Editor 


I don’t know what we 
can't, of 


CROWDER 


U. S. Steel Names Traa 
Manager of Chicago Sales 


James F. Traa of United States 
Steel Co. has been moved to Chi 
cago as sales manager of district 
sales. He succeeds John H. Morava, 
who has been made president of the 
supply division in Chicago. 

Mr. Traa has been with the com 
pany 21 years and had been located 
at Detroit as assistant manager of 
sales. 


Opens Akron Office 


A new sales office has been 
opened by The Trane Co. in Akron, 
Ohio. The new operation will be 
directed by John P. Rodger, a sales 
engineer for the past eight years with 
the firm’s Clarksburg, W. Va., office 





THICKNESS GAGE FOR 
BLIND 


A newly - developed 
electronic sound gage enables blind 
employees to check quickly and accu- 
rately the dimensions of precision parts 
for complex electronic components and 
equipment, Electronics, McGraw - Hill 
publication, reports. Blind workers 
learn to operate the gage with ap- 
proximately five minutes’ instruction. 


ultrasensitive 
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WHITNEY 
No. 95A Hydraulic Punch 


Here is another example of Whitney 
skill in design and engineering 
Operated from a foot treadle. De- 
scent of punch always under com 
plete control of operctor. Makes a 
58 hole thru 4" iron—a 44” hole 
thru 3/16" iron 


TRADE 


A Tool 


Sales 


Points 
MARK 


REGISTEREQ 


20 STROKES 
PER MINUTE 


capacity 
122 tons 
Operator 
works 
from 
the 
front 
of the 
tool. 


Send for 
complete 
catalog. 
Also made 
in unenclosed 
models and 
known as 


number 958 


W. A. WHITNEY MFG. CO. 
636 RACE STREET © ROCKFORD, ILLINOIS 





IMMEDIATE SHIPMENT 
800D STACKING BOX 


Reinforced Corners 

Drop Handle Each End 

Spotwelded Construction 

Four Rivets For Extra Strength 

Continuous Stacking Rim All Four Sides 

oo With Style 900D of Same Length and 
idt 





Gauge Price 
Width Length Height Steel Plain 
2.46 
3.27 
2.77 


Product 
Number 





801D-18 10” 16” 18 
802D-17 12” 18" ¢ 17 
803D-18 12” 18" ; 18 
804D-17 10 20” . 17 3.29 
805D-18 10°" 18" 6 18 2.58 


Prices F.0.B. Factory or Warehouse 
Philadelphia 
. 
Complete Cetolog and Price List 
on Request 
. 


PHONE: BAidwin 9-1805 


BAY PRODUCTS INC. 


(1577 W. INDIANA AVE., PHILA. 32, PA.) 











Edward J. Fitzgerald, Jr. 


Cameron & Barkley 
Advances Fitzgerald 


Edward J. Fitzgerald, Jr., has been 
idvanced from sales executive to 
sales manager of The Cameron & 
Barkley Co., Jacksonville, Fla. 

He joined the firm in July 1956 
after five years with the Wix Corp. 
and their subsidiary, Carolina Metal 
Products, where he served as assist- 
unt general manager in charge of 
production and sales. 

Mr. Fitzgerald will work with the 
firm’s individual branch managers 
and salesmen in Charleston, S. C.; 
Savannah, Ga.; Jacksonville, Tampa, 
Orlando and Miami, Fla. 


Standard Screw Names 
Sales Vice President 


Emerson L. Claussen has been 
elected vice president in charge of 
standard products sales by Standard 
Screw (Co. 

Mr. Claussen, who will celebrate 
his 30th anniversary with the firm 
next year, was formerly sales man 
ager in charge of standard products 
In his new post he will direct stand 
ard products sales to both distribu 
tors and consumers for all the com 
pany’s divisions. The firm’s divisions 
include The Chicago Screw Co., 
Hartford Machine Screw Co., The 
Western Automatic Machine Screw 
Co. and Ravenna Metal Products 
Corp. 

Mr. Claussen will 
headquarter at The Chicago Screw 
Co. division in Bellwood, II. 


continue to 





WANTED 


DISTRIBUTORS 


... THE LINE 
THAT GIVES YOU MORE TO SELL 


@ = Lower stock investment @ _ More sizes 
in high volume items @_ Rapid delivery from 
Rapid Stock @ _ A guaranteed sales plan 
@ Sales training and merchandising help 


We're so convinced Rapistan wheels and casters will be a good 
profit item for you (regardless of any other line or lines you have 
now) that this is our policy: 


If you are not satisfied with the Rapistan wheel and caster line, 
we will buy back from you the Rapistan stock you have on hand. 


Write today for an explanation of the Rapistan franchise plan. 
I will personally send you complete information by return mail 
as well as a catalog and other details. 2 


‘Kapialan. 


astest growing name in casters 


AR. 


UC Als a 
Product Sales Manager 
The RAPIDS-STANDARD CO., INC. 


301 Rapistan Bidg 
Grond Rapids 2, Mich 


INDUSTRIAL DISTRIBUTION © MAY, 1957 





MILL & FACTORY’S 
“FEATURE PRODUCT AWARD" 
e OCTOBER, 1956 


Robert R. Porter 


New President Takes Over 
At Keasbey & Mattison 


Robert R. Porter has been elected 
| president of Keasbey & Mattison Co 


SU PREME succeeding Ermest Muehleck who 
has retired 


Mr. Porter has been associated 


with the firm two vears and was 
s made executive vice president in 
March 56 
RES eA AR COERRE LES MEI 


—| Proctor & Martin Moves 
HOW IT WORKS: ! William J. Martin, Jr., president 
and treasurer of Proctor & Martin 
Co., Inc., announced their recent 
move from Franklin Street in Bos 
ton to 24 Mill Lane, Arlington 24, 
Mass 





New Power Driil Attachment 
Taps to Highest Standards... 
Cuts Breakage... Lowers Costs 





Th 


The Supreme PUSH-PULL TAPPER is an instant- 
reversing speed reduction unit made expressly 
for tapping. It attaches easily to either the spin- 
dle or chuck of any portable drill. Detachment il ; 
after use is equally simple. The speed reduction PU ond it comes ovt easily 
of 7:1 gives more than adequate power to tap Thot's all you do— wa 
in all materials, and the instant-reversing means <t Push Pull 
that the direction of the tap can be reversed 
without stopping the drill motor. Thus the tap can 
be moved into and out of the hole at will. 





Reduces Tap Breakage 


Tap breakage is held to minimum when the PUSH- 
PULL TAPPER is used, because the operator has 
a better “feel” for his work. When in use the 
TAPPER housing is held in the finger-tips, and 
any unusual strain is felt immediately. Releasing 
the fingers stops the tap instantly. 


Handles Taps Up to 5/16” Dia. 
The complete PUSH-PULL TAPPER Kit, No. 9000, ’ d 
costs just $29.95; includes everything except NEW REPRESENTATIVE for Utica 
taps. Order from your Industrial Distributor. Materials Handling Co., Utica, N. Y 
Now Available SUPREME PRODUCTS CORPORATION is William F. Briggs Mr Briggs wil 
To Distributors 2222 SOUTH CALUMET AVENUE, CHICAGO 16, ILLINOIS ver the Mohawk Valley ar: 
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FAIRBANKS “LOCKWELD’ 
CASTERS Without King-Pin 


Two patented construction features give you an 
exclusive sales presentation — give your customers 
easier swiveling, longer lasting casters. Unique pat- 
ented “LOCKWELD” construction eliminates king- 
pin, chief source of caster failure, and replaces the 
king-pin assembly with a more rigid, stronger, 
welded structure. Patented leg design disperses 
shocks and overloads over a greater portion of the 
raceway and when combined with the rigid align- 
ment of the ball bearing raceways provides a 
stronger, easier swiveling, longer lasting caster. 
Matching rigid casters available. 

Heavy duty steel casters and semi-steel casters 
complete Fairbanks line of industrial casters that 
, your customers more in service, more in 

pendability. 


‘LAMILON’ NYLON REINFORCED 


ALL-PLASTIC WHEELS ........ 


Another Fairbanks “first”, another Fairbanks ex- 
clusive. The only reinforced all-plastic wheel that 
has every benefit your customers want: exceptionally 
high abrasion and impact strength; exceptionally 
high resistance to chemicals, oils and greases; water 
absorption almost as low as high-quality rubber 
tires. The toughest, most durable, most serviceable 
plastic wheel ever developed. It is available with 
very tight fitting thread guards. 


“LAMILON” Wheels are yours alone to sell — a 
big plus for new business, extra sales. 


Fairbanks completes its line of truck and caster 
wheels with the finest vulcanized rubber tired wheels 
on the market and with solid rubber and semi-steel 
wheels. 


YOUR SALES LEADERS OF THE MONTH 


Clinch the steady, repeat and profitable 
caster and wheel business by making Fair- 
banks “LOCKWELD” Steel Casters and 
“LAMILON” All-Plastic Wheels your Sales 
Leaders for this month. Like al] Fairbanks 
products, they are needed in every industrial 
plant and commercial enterprise in your 
territory. Typical of Fairbanks products, 
they have the exclusive patented features 


that make them easy to sell and open doors 
for the sale of all Fairbanks products. 

Take advantage of the interest created in 
these products by Fairbanks national adver- 
tising campaign and direct mail program to 
win new customers and resell the old. Let’s 
work together to build your profits on the 
“bread and butter” caster and wheel 
business. 





cae 


a 

















THE FAIRBANKS COMPANY 


Executive Office: 393 Lafayette Street, New York 3, New York 


Valves * Dart Unions « 
520 Atlantic Avenue 393 Lafayette Street 
Boston 10, Mass. 


New York 3, New York 


Trucks ¢ Casters * Wheels 


202 Division Street 
Rome, Ga. 


15 Stanwix Street 
Pittsburgh 22, Pa. 


Factories — Binghamton, N. Y. and Rome, Ga. 


INDUSTRIAL DISTRIBUTION © MAY, 1957 





SALES TIPS 


PROFITABLE 
SELLING 


Commander 
TAPPER 


what are its advantages? 

® Handles a wider range of tap sizes — 00 to 4" — 
the range of 4 conventional tappers! 

@ Adjustable torque control prevents tap breakage. 

® No friction clutch to wear ovt. Commander Tapper’s 
Spring Clutch Drive provides longer, quieter 
operation. 

@ Minimum operator pressure operates it—eliminating 
lead error caused by forcing tap into hole. 

®@ Does precision tapping —even with inexperienced 
operators . . . it’s “the Tapper that thinks for its 
operator”. 


features that help you sell 
© Wider range provides greater utility — reduces tool 
investment for your prospect. 
® Adjustable torque control assures positive tep 
protection. 


Richard E. Reich 


Reich Directs Sales 
Of Proto Tool Co. 


Richard E. Reich has 
® Automatic sensitivity of torque control stops the tap 
when it’s dull, “loaded”, hits @ hard spot or bote pointed product sales manager of 
toms in a blind hole. P Tool Co.. 
® Compact, rugged, light-weight—built for production : : : 
tapping. dleton Tool Industries. 


The past five years, Mr. Reich 
Commander mrc. co. 


4217 W. Kinzie Street . Chicago 24, Illinois 
Product of Commonder . . . Builder of Production Tools 


been ap- 


roto a division of Pen- 


served as assistant sales manager for 
ne of the firm’s subsidiaries. 








Hanford Rejoins 
Buffalo Distributor 








Money Savers for the Metalworking Industry— 
Money Mokers for Industrial Distributors By 
selling the cost-cutting features of Walton Spe- 
cialized Tools you can take advantage of today’s 
cost-conscious market 


WALTON TAP EXTRACTORS 


Cut the labor costs of removing broken 
Quick, efficient, inexpensive. 


tops 


MULTI-POSITION TOOL HOLDERS 


Cut the labor costs of tool changes, and the cost 
of holders. Four sizes handle all tool bits and 
boring bars Ve" to 42". 


WALTON TAP EXTENSIONS 
Cut the labor costs of tapping in “‘tight 
Quickly provide needed extra length 


ploces 


“REPS” PIPE, STUD, AND SCREW EXTRACTORS 
Cut the labor costs of removing resisting pipes, 
studs, and screws. Provide an immediate, power- 
ful, pulling grip. 


PROFITABLE DISTRIBUTOR PROPOSITION 
If you are a Distributor who is not now 
handling these Specialized, time-saving Tools. 
it will pay you to investigate our nationally 
advertised products and liberal Distributor 
Plan. For prompt attention write to: K. W. 
. Pres., The Walton Co., 602 New Park 
.. Hartford 10, Conn. 


TIME AND 
MONEY 


ap 
Extractor 


Tool 
Holder 


" Pipe, Stud 
and Screw 
Extractor 





THE WALTON COMPANY 


HARTFORD 10, 


CONNECTICUT 
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H. Merle Hanford has been ap- 
pointed manager, air-hydraulic divi- 
sion, R. C. Neal Co., Buffalo, ac 
cording to an announcement by 
David B. Voorhees, president. 

Mr. Hanford will make his head- 
quarters in the Rochester location 
where he presently resides. 

During World War II, Mr. Han 
ford developed instruments for all 
branches of the Armed Services, plus 


H. Merle Hanford 





classified atomic projects. Seven 
years were spent with R. C. Neal’s 
Rochester office in their and 
hydraulic department. Mr. Hanford 
returns as manager of the division 
from Machine Builders, 
Inc. of Rochester, where he was sales 
manager of the air and hydraulic 
sales division in addition to assist- 
ing in the design of new products 
and special automatic machinery. 

According to Mr. Voorhees, Mr. 
Hanford’s appointment follows the 
decision to put new emphasis on 
their air-hydraulic operations, and 
Mr. Hanford’s activities will include 
direction of the sales and engineer 
ing force in all of the firm’s four 
offices, Buffalo, Elmira, Rochester 
and Syracuse. He will also collabo- 
rate with the company’s advertising, 
inventory, sales and administration 
departments. 


alr 


Genesee 


Sanson & Rowland 
Re-elects Officers 


Aaron I. Sanson III has been re- 
elected as president of Sanson & 
Rowland, Earl H. Goodby 
continues as vice president and 
treasurer of the Philadelphia supply 
firm. In addition to the post of 
sales manager, Richard W. Goodby 
has been elected treasurer. 

Mrs. Albert W. Sanson has been 
appointed a new director of the 


Inc 


company and Mr. Sanson and Mr. f 
Goodby were also named directors. 





“Go back, storm in here and slam the 
door—I'm at my best when I’m on the 
defensive!” 








The primary market for mechanical packing is big industry where 
the maintenance of powerplant and processing equipment requires 


a steady supply of packing materials. Allpax distributors find 


that serving the needs of this market is a big business and one that 
yields a good return for a minimum of selling effort. 


Allpax nationally advertised products are engineered to meet the 


most exacting requirements and are proven superior through 


years of outstanding performance and user preference. 

For Power Requirements The major market for pack- 
ing materials is in the maintenance of power equipment 
in manufacturing plants and public utilities. These 
ready-made customers are big volume buyers of Allpax 
packings and are an estabiished market for your repre- 
sentatives 


For the Petroleum Industry In all phases of the petro- 
leum industry, large quantities of packing are used to 
seal against oil and oil derivatives at various tempera- 
tures and pressures 


sively in the petroleum industry 


i 


Allpax packings are used exten- 


For Chemical Processing The constant increase of ac- 
tivity in this field has created a demand for superior 
packings to withstand the corrosive effects of various 
acids and gases. This demand has developed into a 
sizable market for Allpax “Tefion’’* and other packings 
specially prepared for these applications 


*Du Pont Trodemork 


“You will serve industry better with Allpax products 


LLPA 


“The Packing that Packs All” 
SEND FOR OUR CATALOG — TODAY! 





( 


A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules 


THE ALLPAX COMPANY, INC. 
160 Jefferson Ave., Mamaroneck, N. Y. 


DISTRIBUTORS: Albion Asbestos Packings Ltd., Montreal 8, Quebec 
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for your 
plant 
maintenance 


customers... 


Hand Tools 
Here is tl 


hand-tool qu 
your p 
nance cust 
for. They ca 


GREENLEE fools f 
the dav-after-< 
faster, better per 
formance th 
custome 

1 

Keeps ti 


back to you. 





Expansive Bits 


{] 


An 


write 
for 
Chisels and Gouges 


CATALOG 5 


Drawknives and 


of Sipping Knives 
GREENLEE 
assured- 
quality 
hand 


Electric Dril 
tools 

















<= 
GREENLEE 


GREENLEE TOOL CO. 
1925 Herbert Ave., Rockford, Illinois 


James D. Evans 


Republic Rubber Assigns 
Two Field Representatives 
James D Arden B 
Moldstad have joined the Republic 
Rubber Division, Lee Rubber & Tire 
Corp., as field representatives 
From New Orleans, La., 
quarters Mr. will cover 
Louisiana, Mississippi and - of 
Alabama. Mr. Moldstad has | 
Boston 
land area. 


Evans and 


he id 


Evans 


veen 
assigned to and will serve 


the New Er: 


Arden B. Moldstad 





‘HIDDEN’ TAXES 


A third of the average family’s in- 
come goes out in taxes, reports Ameri- 
can Machinist, McGraw-Hill magazine 
Tax experts report there are 151 taxes 
on a loaf of bread, 100 on an egg, 
116 on a man’s suit, 150 on a woman's 


hat and 600 on a house. 
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ONLY 


MAG «TOOL 


HAS 
MICROMATIC ADJUSTMENT 


MAG-TOOL Drill Presses attact 
magnetically to ferrous surfaces 
bringing the capacity of _ heavy 
duty presses right to the job 


MICROMATIC ADJUSTMENT 
enables movement of the drill for 
precise positioning after the press 
has been attached to the working 
surface. For example, (see photo) 
the bit may be easily positioned 
anywhere between the two curved 
lines without moving the drill 
press 

Piteltitel-mtshaline| 


MAGNETIC 
hele) Gee) ite) 7 yale). 


1955 Lefayette St Senta Clore, Calif 


fad UOT ECONOMY CHEST 
5% 


(slightly higher in the East and Far West) 


Lowest cost, full sized tool chest on the market 
today—that’'s the Huot 4-drawer Economy Chest 
Model 107! It has 4 slide mounted drawers and 
rugged steel cabinet finished in blue-grey enamel 
Measures 26" x 12%" x 12". 


OTHER HOT ITEMS FROM HUOT: 


SUPER DUTY CHESTS: Bigger chests for bigger toois 
—all drawers roll easily on compound slides and 
can be locked. Model 108—a big 6-drawer chest 
measuring 28°L x 15°D x 21°H; Model 109—4 
drawers, 28°L x 15°D x 15%"H. 

SUPER DUTY CABINET—MODEL 275: Chests 108 or 
109 can be mounted on this easy rolling cabinet 
that has locking compartments. 

MODEL 400 TULDEX: Tools hang on 6 roll-out peg- 
boards. Drawer holds bigger tools. Mounts on wall, 
bench, or Huot Porta-Cab. 29° x 26" x 13%". 
DISTRIBUTORS: Huot makes a complete range of 
tool chests and cabinets for mechanics and ma- 
chinists—-you'll meet every demand in the tool 
chest field when you stock the Huot line! Order a 
supply of Huot literature—let your customers see 
the quality difference 


Title} mm HUOT MANUFACTURING CO. 


551 No. Wheeler St., $1. Pau! 4, Minn 


retails for only 








—— 


Hpi0s === 


oo ao — 




















Doors always open _ 
to the Union distributor 


Union consumer acceptance of Union products opens the door to all of the metal-working 
industry for Union distributors. The Union-trained sales force keeps it open to help each 
distributor get maximum sales in his area. 


UNION 


TWIST DRILL COMPANY, Athol, Massachusetts 


Manvfocturers of a full line of Drills * Reamers « Cutters * End Mills « Hobs and Carbide Tools. Worehouses: Atlanta + Chicago + Detroit + Fort Worth 
Los Angeles « New York and San Francisco. S. W. Card Division, Mansfield, Mass. Butterfield Division, Derby Line, Vermont 
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SLEEVES and SOCKETS 


NOW! 
HEAT TREATED 


* So popular with users * 


COLLIS Heat Treated Sleeves and Sockets 
are manufactured by skilled workmen to 
give long durable services and extra long 
life. This type of sleeve has less chance of 
nicks and assures same accuracy with BS ha a % 
STANDARD Nielsen Succeeds Iddles, 


longer runs. rs 
9 TYPE Heads Babcock & Wilcox 


Call at once for our representative to ex- HEAT TREATED 
M. Nielsen has been elected 


plain about the Complete Collis Line of 

tate Contam, iben, Gill Orie, end president of The Babcock & Wilcox 
Magic Type Chucks as well as Sleeves Co succeeding Alfred Iddles. Mr. 
and Sockets and Collets. Iddles is retiring after serving as 
president since 1948. 


“Call Collis for Service” Mr. Nielsen joined the company 


in 1924 as a construction worker 


WMA Al THE COLLIS COMPANY ma NN and moved up to become vice presi 


dent in 1953. Two years ago he was 


DEPT. A, CLINTON, IOWA appointed executive vice president 


M. Niclsen 


Promotes Levine 


Bernard Levine of Norden-Ketay 
Corp. has been made a vice presi 
dent. Mr. Levine will continue as 
general manager of the company’s 
precision components division. He 
has been with the firm 12 years. 








SPEEDY 1-TON AIR PRESS 


Does the work of expen- 
sive presses! 5-inch 
throat; Ram 0 to $8’; 
stroke %"; table 5” x 5”. 

. FOOT CONTR 
Operated by foot or SS oan 
fingertip controls. $85 


HIGH SPEED - POWERFUL GRIP 


New, improved model speeds up all repeat 
operations— milling, drilling, tapping, punch- 
ing, bending, riveting. Both hands left free to 
SPEEDY AIR RAM No. 70 produce more! Light squeeze to 2250 pounds 
Mouats in any position. pressure! Extra thick jaws for attaching jigs. 
Compact, extremely . ur 5" ° 
cuunde: HE Eeoneh Jaws open to 3 inches; is to % maximum 
travel. Complete with foot control. air hose 


pressure to one ton 


thrust. 64%" high, 5%’ ofr: 
wide, $35.00 and fittings 


‘Ss 





Write for new Air Tool Catalog 
W. R. BROWN CORP., 2657 N. NORMANDY AVE., CHICAGO 35, LL. ORDERS occupy attention « 


Bamber, Bamber Tool Supplies, 
rt 
new distributor in North Haven 
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. --.- WITH LENOX 


BAND SAW BLADES 


Tough flame-hardened teeth, uniformly set to a 
tolerance of .0O1”, retain their razor-sharp edges 
even’under strenuous cutting conditions. 


Produced under exacting quality control and modern 
i E NiO. > 4 machining techniques, LENOX band saw blades 
" THE TOOLS IN| E37 a a, 80x ‘perform consistently and accurately on all types 

of machines. 





Engineering and research facilities are at your service 
for the solutions to your cutting problems and 
production questions. Call or write today 

for full information. 





AMERICAN SAW & MFG. COMPANY 
SPRINGFIELD + MASSACHUSETTS *« U.S.A. 


“0 so TOUGH 
YET SO SMOOTH an 


Pyrene-C-O-Two Appoints 
Assistant Sales Manager 

; W. J. Spencer has been named 
Cataloging for , assistant aa manager by the 
Your Salesmen th Pyrene-C-O0-Two Division of the Fyt 
} Fyter Co . 
From Newark headquarters he 
will assist in the direction of the 
national sales force. Mr. Spencer 


joined the company 10 years ago. 





NEW 


Folders for Your 
Customers 


NEW 


- Advertising in 
the Trade Press 


ice Follies” Photo 


Courtesy Shipstad and Johnson 
You will find this new sales and advertising promotion will be a real sales 
help to you. Advertising in Factory, Mill and Factory, Industrial Finishing, 
Woodworking Digest, New Equipment Digest, and other magazines will 
carry the story to your customers. For your use, National has prepared a 


new counter folder and mailing piece, as well as a complete new catalog James J. Moore, Jr. 
for your sales force. A new counter display is being developed. Write 
for complete details on this new program. 

Moore to Represent 


All Tying Together into a Real 
PROFITMAKER FOR YOU! 


Pioneer Rubber Division 


James J. Moore, Jr., has joined 
Pioneer Rubber Co. as north central 
area sales representative for the 
firm’s industrial products division. 

He was previously associated with 
NATIONAL AIR SANDER, INC., 2800 AUBURN ST., ROCKFORD, ILt Bostitch, Inc.. as a sales supervisor 


in the company’s central division 
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Attention 
fyistributers 


EXCLUSIVE 
Only HANDY ANGLE offers 
this unique feature—on oan- 
chor plate that gives rigidity 
ond eliminates the need for 
corner bracing. 


build your own equipment 
with this NEW basic material 


NOW you can fill many of your requirements 

with this single, simple basic component that is 

scientifically and sensibly designed to assist 

you. With HANDY ANGLE and one wrench you 

can solve many of your equipment problems 

quickly and easily. It can be rapidly assembled 

for permanent or temporary needs, easily eid a resem P 
modified and just as easily dismantled and eee ~~ has 
stored compactly for future use. 


Handy Angle Is 
VERSATILE 


As limitless as your imagination 
VALUE 

Scientific design—highest quality steel 
ATTRACTIVE 

Satin bronze rustproof finish 
ADAPTABLE 


Cuts quickly and easily 
MOTOR TEST STAND 


FAST : 
Single wrench tightening Test stands, stock carts, dollies, ete. 


RIGIDITY 


Assured by patented anchor plate 


GLAZING STRIPS 


Single and double for attractive partitioning 


@ SIMPLICITY 


Anyone can assemble it 


ons 
spaciFicat ' 
1%” x 1%” x .080” x 10’ cold rolled steel of a tensile 
strength of 32 tons p.s.i. easily cut with HANDY ANGLE cutter. 
Cleaned by di-phase presses. sa saa SHELVING 
Rustproofed - by aluminum etching primer, finished wit Sadie for eine, hast atatel, nail 
polychromatic satin bronze lacquer. ports, peckages, etc. 


INQUIRIES INVITED—WRITE TO 


PATENT 
PENDING 


CONVEYOR STANDS 


Conveyor stands, lodders, guard 
rails, protection shields for 
machines, etc. 


ASSEMBLY BENCHES 
Benches, tables, etc. 


PARTITIONING 


Shop offices, stock rooms, 
tool cribs, etc. 


HANDY ANGLE DIVISION —THE LUG-ALL COMPANY, HAVERFORD 11, PA. 
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3 SOSSNER EXCLUSIVES 
PROVIDE NEW SALE OPPORTUNITIES 
FOR DISTRIBUTORS OF TAPS 


THE BIG NEWS IN THE TAP INDUSTRY IS THE TRIO OF EXCLUSIVES, NOW OFFERED BY SOSSNER: 


1. “elektra LUBE” &... the permanent super-lubricant 


2. Spiral Flutes “ *™"... more styles 


3. Triple Tempered ven .. full value 


To distributors the big news means an opportunity to open doors 
formerly closed. . . . A chance to build real sales volume. Selective 
distributorships are available in some areas. . . . Call us for details. 


Here's How Sossner 
helps your sales: 


1. ADVERTISING — 


A continuous hard hitting 
program in every leading 


metalworking publication . 


assures ready-made prod- 
uct acceptance. Typical is 
the ad reproduced here. 


2.ENGINEERING —~ 


Prompt efficient service for 
all of your customer's diffi, 
cult tapping problems. 


3.SALES HELPS — 


A wide range of helpful in- 
formative brochures, leaf- 
lets, catalogs and other 
sales aids at your disposal. 


“ 


4.PROMPT SERVICE — 


On deliveries, special re- 
quirements, requests of all 
types. 


FOR MORE DETAILS 
CONTACT: 


MR. T. T. SOSSNER 
LYnbrook 9-7620 


puzczLED> 


OVER TAP 
PERFORMANCE 


YOU GET ONLY 


Yo a tap 


WITH SINGLE TEMPERING 


Than TAP 


WITH DOUBLE TEMPERING 
(industry standard) 


*. 


vcr FULL WALUE TAPS *# 


: wne OS 4 N a TRIPLE TEMPERING 


fF The mock of Triple Tempering OTHER SOSSNER EXCLUSIVES 


@ elektraLUBE... 





Triple Tempering—a standard with Sossner 
—delivers a tougher, more reliable, A permanent Super-Lubeleant 


longer lasting tap...less chipping ...less © SPIRAL FLUTED TAPS... 
breakage. The most complete line 


For FULL VALUE TAPS insist on SOSSNER. 


el-}-1\|41-aee Voit: Bele) Miele) -l-e)-) ule). 
29 BROADWAY. LYNBROOK, L.I.. N.Y 


FACTORY WAREHOUSES IN NEW YORK AND LOS ANGELES « DEALER STOCAS IN OTHER CITIES 
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R. D. Myers 


Myers and Thornberry 
Join Chicago-Latrobe 
R. D. Myers and R. E. Thom 
berry have joined the sales staff of 
Chicago-Latrobe Twist Drill Works 
Mr. Myers has been assigned to 
will cover Ore 
Montana 


Portland where he 
gon, Washington, Idaho, 
& Wyoming. Mr. Thomberry will 
work out of the firm’s main office 


in Chicago as a service engineer. 


R. E. Thornberry 





AUTOS NEED REPAIR 


One ovt of every five cars and 
trucks tested in a recent safety inspec- 
tion program throughout the United 
States is in need of immediate repair, 
reports The American Automobile, Mc- 
Defects in rear 
lights, brakes and front lights were 
found to be the that 
needed correction 


Graw-Hill publication 


chief areas 








| 
| 








For 
Distributors Only! 


LOWEST PRICES ON 
QUALITY 


IMPORTED FASTENERS 


MEAN MORE SALES 
AND PROFITS FOR YOU 


Be competitive in price on bulk fasteners 
— and still make big profits. In- 
crease both your bulk fastener 
volume and profit per sale. 





STOCK DELIVERY 


Huge inventory in Chicago and Bayonne warehouses. 


ARE YOUR LAG BOLT 
SALES LAGGING? 


Now ... it will really pay you to push lag bolt sales 
Guaranteed bigger profits which invite and defy 
comparison. Sizes: 4%” x 1” thru 34” x 4”. Manu- 
factured in conformance with ASA B18.2 standards 
Stock delivery from either Chicago or Bayonne 
warehouses. 

Threads Sharp—Peints Sharp—Looks Sharp—Priced Sharp 

Samples on Request 


Compare heads and threads 


PRICES ... Watch your profits grow! heads and threads 
prices are consistently lower. 


DISTRIBUTOR PROTECTION POLICY... We sell to distributors 
only and positively will not sell to users or consumers. 


quauity ... Although you can pay more, you cannot buy 
a finer product. Produced by leading manufacturers 
abroad, pride of craftsmanship is very much apparent 
in all our fastener products. You can sell to your most 
critical customers secure in the knowledge that our fas- 
teners will meet the most rigid standards of quality. 


GUARANTEE . .. Complete satisfaction guaranteed. Return 
privileges at our expense. 


























heads Tint 


N 
Ned threads inc. 


Name — 





0 a es 
es 


Phone___ 


For bigger profits | 
on bulk fasteners 
send in this cou 
pon for our 3 
page loose leaf in 
dexed complete 
fastener catalog 
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AN EFFECTIVE WAY TO DEVELOP 
VALUABLE GOOD WILL FOR YOUR COMPANY 


..,and help to do a life-saving job at the same time 


You can achieve lasting good will for your 
company —the kind of good will that results 
in friendly relations with every group in 
your community. And you can help to save 
precious lives at the same time, by putting 
your company’s efforts behind the nation- 
wide campaign against traffic deaths. 
During 1956, the national total of highway 
deaths was over 40,000—the highest figure 
in our history. The cost to the country of 


these wasted lives is incalculable. 


But the picture wasn’t entirely black. In 
many areas—in small towns and big cities— 
the terrible upward trend was reversed. 


This was accomplished by community 


action—by business leaders, civic organiza- 
tions, church, fraternal and PTA groups 
joining together with law enforcement agen- 
cies in an all-out attack on traffic deaths. 
The figures prove it. Wherever people get 
together to do something about traffic safety, 


deaths go down. 
BACK THE ATTACK ON TRAFFIC ACCIDENTS! 


Your company can perform an invaluable 
service for your community, and for the coun- 
try as a whole, by pitching in and helping in 
this life-saving crusade. For full information 
on what you can do—and how you can 
do it—write The National Safety Council, 
Chicago 11, Illinois. 


Published in cooperation with 


The National Safety Council 


The Advertising Council 
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ik from 4 Basic Patterns 


for Better 


Ge AMERICAN MAKES 400 CHAINS 


—including many chains your customers need! 


Your customers may have certain chain applications cen be filled with regular stock items! 
which they judge to be so different or unusual that 
they consider it necessary to have special chains 
made up—just for their use. 

Before they go to the extra (and perhaps need- 
less) expense of ordering “‘specials,”” you can be 
helpful to them by familiarizing them with the re- Because it is natural for top-quality distributors to 
markably complete AMERICAN CHAIN line. For handle the top-quality manufacturer’s line, you will 
AMERICAN CHAIN makes more than 400 different find it profitable to specialize on AMERICAN CHAIN. 
chains in such a wide range of sizes, metals, designs Doing so will be a real service to your customers— 
and finishes that practically any chain requirement and to your own organization! 


All of these hundreds of chains are of two basic 
types—welded and weldless. There are four basic 
patterns, as shown below. Each type and each pat- 
tern has its own special advantages for certain uses. 





STRAIGHT LINK WELDED CHAIN is the 
most widely used welded chain. Made 8f steel, ® 
iron or other metal in several types, many sizes 
and varying link dimensions. The material is 
welded after links are formed, making each link 
a continuous piece of material. Links up to 4” 
are electrically welded on machines; larger sizes 
are forge welded. Welded chain can be heat 
treated for specialized applications. 


TWIST LINK WELDED CHAIN is made 
like straight link welded, except that each link 
is twisted to a uniform angle. Because the twist- 
ing is itself considered an adequate test, this 
chain is not proof tested. Though not as widely 
used as straight link chain, twist link welded 
chain is employed where the chain must lie as 
flat as possible, as in drives for certain machines 
and as a friction chain. It is usually quite flexible. 








WELDLESS WIRE CHAIN does not have 
welded links; each individual link is formed by 
knotting or tying the material. Usually it is 
made of carbon steel, but it can be furnished in 
other materials for special purposes. The Tenso 
pattern (right) for years has held first place as a 
general utility chain. Its loops are large and in 
opposite planes; attachments are put on easily. 





WELDLESS FLAT METAL CHAIN is particu- SPP Ia ee Ce Le hee Nob 


se* 


larly suitable where the chain must lie as flat as "Soa Lae 1 * De AEP he 
possible, like a strap, such as for operating over WES _ A es! a" ; wae 
pulleys. Links are formed by blanking from strip 

stock. While ordinarily made from carbon steel, 

it is available in certain corrosion-resistant metals. 

It comes in a range of thicknesses of material, 

and in numerous shapes and sizes of links. 





Sens fe meee cetaio: | American Chain Division 
Bisice ‘491 ee Pa 

Weldless Chain... Catalog $492 | AMERICAN CHAIN & CABLE 
Write to ~—s Bridgeport, Conn. * Factories: *York and “Braddock, Pa. 


American Chain Division, pe Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
York, Pa. ~ Si *Houston, *Los Angeles, *New York, Philadelphia, Pittsburgh, 
* indicates Warehouse Stocks *Portiand, Ore., *San Francisco 








INDUSTRIAL DISTRIBUTION © MAY, 1957 





© 
\ £9) a ENTIRELY NEW 
——_.. Bi LEVER PULLER 


—the Peerless Pal 





lifts a load, lowers 


a load, drags a lcad 


smoothly and safely 














Fritz Walters 


Walters Manages Sales 
At Detroit Tap & Tool 


Fritz Walters, who had been di 
recting service operations for De- 
troit Tap & Tool Co., has been ap 
pointed sales and service manager 
by S. B. Hellstrom, general manager. 

Wilmo Weevie has been assigned 
the added duties of assistant sales 
manager in addition to heading the 
order department. 

Both Mr. Walters and Mr: 
Weevie have been with the com 


pany £e£ VYCars. 








A true friction brake holds it safely in any 
position, a welded and heat-treated steel 
chain prevents it from spinning. It is so light 
and compact that it can be carried in the 
palm of the hand. Fully enclosed construc- 
tion, too, makes it ideal for use in shops, on 
service trucks, on farms, in service stations, 
on the highway, around boats. For complete 
information on the new Peerless Pal Lever 
Puller, write for a copy of Bulletin P-40. 


THE HARRINGTON COMPANY 


Plymouth Meeting 11, Pa. 


You have to see a Peerless Pal to appreciate 
its compactness. The 4-ton unit is packaged 
in an attractive metal box with carrying handle. 
The container is also capable of holding a 
capacity-doubling snatch block. The '-ton 
unit is only slightly larger. 
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FILE STOCK is checked against desir 
able inquiry by A. C. Brunssen of Bam 
ber Tool Supplies, Inc., North Haven, 


\ nn 





Norton Shifts 
Snyder and Tayler 

Myles A. Snyder, abrasive engi 
neer for Norton Co., has been trans- 
ferred from covering western Iowa 
and parts of Nebraska and South 
Dakota to the Chicago area 

John E. Taylor has been pro 
moted from field engineer to abra- 
sive engineer and has been assigned 
to Mr. Snyder’s former territory 


Smith Gets New Job 


Stephen Smith has been named 
to the new Norton post of manager 
of the sales service department. 
Formerly sales department super 
visor, he will now be responsible for 
quotations and special pricing, spe 
cial packaging, complaint adjust 
ments, warehouse liaison and stock 
control and special sales studies. 


Building New Plant 


A new $1,500,000 refractories 
plant is being constructed by Nor 
ton in Worcester, Mass. The new 
facility will contain 80,000 sq. ft. of 
manufacturing space and is expected 
to be completed in January 1958. 


Opens Laboratory 


A new laboratory has been opened 
is part of Norton’s abrasive plant at 
Santa Clara, Calif., for the demon- 
stration of its Rokide ceramic spray 
coating process and for job work. 





FIRST SPACE LAB 


The United States’ first space travel 
simulation laboratory, capable of ap- 
proximating pressures that would be 
encountered several hundred miles 
above the earth, is being built by Lit- 
ton Industries, Beverly Hills, Calif., 
under Air Force sponsorship, reports 
Avi-tion Week, McGraw-Hill publico- 
tion. Measuring roughly 15 feet in di- 

ter the chamber makes it possible 





for human operators to perform tasks 
thet might be required during space 
travel. Litton also has designed novel 
space suit, called a manipulator sta- 
tion. 














Sell the spring lock washers 
your customers know— 


-—by name! 


‘NATIONAL 


KANTIONK 


SPRING WASHERS 


Universally Famous for Live Action! 

National Spring Lock Washers enjoy a reputation 
of dependability throughout industry and on the 
railroads. Powerful expanding helical spring action 


means National Spring Lock Washers keep bolted 


assemblies tight permanently 


Packaging is Keyed to Volume Sales! 
STANDARD PACKS — Convenient pack- 


ages are clearly labeled, easy to store and 


display. Supplied in all standard sizes. 
National Catalogs Help Build Sales! 


Illustrated literature available for distribution to 
your customers promotes the sale of service-proven 
National Spring Lock Washers. Call or write for 
complete information on the National line, today! 


THE NATIONAL 
LOCK WASHER COMPANY 


JEW JERSEY 


Principal Cities 
in the United States 
and Canada 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1957 





DARNELL 


«the name you 
can depend on 
for all 


Casters & Wheels 


RUBBER TREADS . . . a wide choice of 
treads suited to all types of floors, includ- 
ing Darnelloprene oil, water and chemical- 
resistant treads, 


RUST-PROOFED by zinc plating, 
Darnell Casters give longer, care-free life 


LUBRICATION . . . all swivel and wheel 
bearings are factory packed with a high 
quality grease that “stands up" under at- 
tack by heat and water. 


STRING GUARDS . . . Even though string 
and ravelings may wind around the hub, 


these string guards insure easy rolling at 
all times. 


DARNELL 


Be CASTERS AND WHEELS —<td 


Always 


and ROLE 





DARNELL CORPORATION, 
25 ANGELES CALIFORNIA 
NEW YORK 13. NEW YORK 


DOWNEY 
60 WALKER STREFT 


36 NORTH CLINTON STREET, THICAGO 6, ILLINOIS 


LTD. 


Hawaiian Trip Lures Over 70 Conventioneers 


} 


More than 70 persons have signed up for post 


the Triple Industrial Supply Convention in 
shows ancient Diamond Head crater, Hawa 


San Francis 
pienil 


racgemar§rk 


McLean Feted by Edwards & Walker 


J. Walter McLean (center) receives gold wrist 


dent of Edwards & Walker Co. on the « 
firm. Left is Edward Walker, firm’s assist 
Walker, widow of the store’s founder 


In 1907, J. Walter McLean went 
to work as a stock boy for Edwards 


& Walker Co., Portland, Me. He 
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tch from Mrs. Daisy Walker, presi- 
of his 50th anniversary with the 
manager and grand nephew of Mrs 


was 18, and his starting pay was 
$4.00 for a 60-hour work week. 
Now one of the three owners of 





the business and treasurer and gen 
eral manager, Mr. McLean recently 
observed his 50th year with the firm. 

Mr. McLean was made clerk of 
the corporation Aug. 24, 1918, assist 
ant general manager Sept. 3, 1918, 
treasurer Sept. 1, 1924, general man 
ager Dec. 26, 1925, and director 
Sept. 7, 1926. 

“There's even more opportunity 
today to get ahead in business if a 
voung man really wants to work for 
it,” Mr. McLean says. “The trouble 
is, Many young men don’t want to 
work hard enough to climb up the 
ladder to a good position in busi 
ness. 

Far from thinking of retirement, 
Mr. McLean says, “I’m having too 
much fun working.” 


Loeck Heads Coast Sales 
For Armour Division 


William T. Loeck has been ap 
pointed Pacific Coast division sales 
manager of the coated abrasives divi 
sion, Armour & Co. 

Mr. Loeck has been with the 


company 25 years. He will also 


supervise Handy Home product 
sales in the Pacific Coast states 





HOWARD R. JOHNSON has been 
promoted from factory manager to as 
sistant general manager for the valve 
division of Eaton Mfg. Co. 


CURTIS MODEL C-100 


Two-Stage, Air-Cooled Air Compressor 


Delivers MORE Air... 


MINUTE 
HORSEPOWER 


PER p4iSe)''/ Vem ielt) mela 
ELECTRICAL ENERGY 
CONSUMED 


25-30-40 H.P. 
Provides Higher Operating 
Efficiency Costs Less to Install 


The Curtis Two-Stage Compressor as- 
sures a saving in your power costs. 
It’s air cooled, thereby eliminating 
expensive water bills—quick and easy 
installation with no complicated 
plumbing problems. 


The new C-100 embodies 
all the well-known Curtis 
engineering features such 
as centro-ring oiling and 
Timken Main Bearings. 


For complete information =~ 
write for illustrated folder. ~ 


= COUN, ly 
r o 6/ » oa 
vy Lt f 
REMEMBER... (OMWaUtls, 


a OUR 103rd YEAR 
q MANUFACTURING COMPANY 


PNEUMATIC OIVISION 
1911 Kienlen Ave St. Louis 20, Mo 


+3 | PACKAGED 
4 ) - AND 


) 
> f = . REMOTE 

SS —=<=<= aun 

* | CONDITIONING 


AIR HOISTS AUTOMOTIVE 
AIR CYLINDERS AiR COMPRESSORS NL CM-21 
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KLEIN 


preferred by linemen 
... electricians 


5140-K UTHITY POCKET 


iy S118-PRS TOOL POCKET 


5294 SAFETY STRAP 


5249 TOOL BELT 











When it comes to leather goods for line- 
men or electricians, the name Klein today 
stands for the highest in quality as it has 
since the first wires were strung. 

In Klein-Kord, too, Klein offers to in- 
dustry the first specially woven fabric for 
safety straps—a fabric designed to permit 
the use of a tongue-type buckle without 
the risk of slitting or ripping under 
severe strain. 

Now in Nylon Klein-Kord safety straps 
Klein still leads with the newest in safety 
equipment specially designed for use by 
utilities wherever power or communica- 
tion lines are strung. 


Write for Free Tool Guide 
A free copy of the new Klein 
Pocket Tool Guide will be sent 
to anyone interested on re- 
quest. 
Ask your supplier 
- Foreign distributor: 
Internationa! Standard Electric Corp., N.Y. 


Mathias KLEIN & Sons 


McCORMICK ROAD © CHICAGO 45, ILLINOIS 





Former Salesman Becomes 
Officer of Supply Firm 


Robert L. Beck has been elected 
vice president and a director of 
Brown-Roberts Hardware & Suppl) 
Co., Ltd., Alexandria, La. He joined 
the firm in 1941 as a salesman and 
before his promotion had been sales 
supervisor. 

Other officers elected at the firm’s 
annual meeting were Joe W. Pitts, 
president and general manager; 
George H. Pitts, vice president; J 
H. McDonald, treasurer; and Anna 
\. Casteix, secretary. 

F. C. Barksdale who retired in 
August 1956 was elected honorary 


vice president. 





SPACIOUS OFFICE of Banks-Miller 
Supply Co., Huntington, W. Va., has 
nty of elbow room. Inventory 


1) 
" n rear right wall 





COLD TURKEY, COOL 
MOTORISTS 


Patrons of the air-conditioned Tav- 
ern Restaurant, in Amarillo, Tex., drive 
away in pre-cooled automobiles, re- 
ports Electrical World, McGraw-Hill 
magazine. Portable air-conditioners 
cool the cars while the motorist eats 
This is one way, says Southwestern 
Public Service Company, in which deal- 
ers can advertise and get people ac- 
customed to air-conditioning. After 
dining and driving in cool comfort, the 
motorist realizes the lack of cooling 
once he gets home. 
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Dake offers the 

most complete line 

(1 to 300 tons) of 
hydraulic and 

arbor shop presses for 
forcing, bending, 
straightening and other 
pressing jobs. Use 

your Dake Catalog 
No. 350... sell your 
customer the exact press 
for his job. Or if he 
requires a special press 
... Dake engineers will 
do the designing and 
building. Dake Press 
sales are key sales... 
in profits as well as in 
satisfied customers. 


ses ee ene 





How this BoLoY. 


Ri gv 


is being made more valuable to 


Authorized Distributors off CARBOLOY 


CEMENTED CARBIDES 


TOCK PROTECTION 


...4-point inventory policy helps new franchise 
pay off for Authorized Carboloy Distributors 


The basic idea behind the new franchise for Dis- 
tributors of Carboloy cemented carbides is to give 
the customers what they want in carbides .. . in 
the way most advantageous for them to buy. 


To accomplish this, Carboloy Distributors have 
available the broadest line in the carbide industry. 
And, they are given incentive to carry the large 
stocks needed to serve their customers better. With 
the new discount plan, they have the opportunity to 
improve net profits and profit margins through the 
added sales volume their local stocks will generate. 


However, the Metallurgical Products Department 
recognizes that customers’ needs can and do change 
frequently and that some stock items move 
more slowly than others. 


Thus, the Department developed a unique 4-point 
program that gives the Distributor greater inventory 
flexibility . . . and affords the maximum amount of 
stock protection to make the new franchise work 
effectively. 


Here's what this program includes: 


1. Stock transfers. The Department has set up a 
“clearing house” arrangement whereby a Dis- 
tributor is assisted in transferring excess stock 
to locations where it is needed. This enables him 


to reduce his stock of items moving slowly in 
his area. 

Stock returns. A planned program has been 
established to give Distributors an oppor 


of returning excess stocks for credit. 


Stock obsolescence. Sufficient notice is given 
before an item is discontinued, or specifications 
are changed. The Department will cooperate 
with the Distributor in order to minimize inven- 
tory loss. Or, the Distributor can make use 


of the stock transfer plan, mentioned above 


Stock-ordering errors. Should any stock item 
be ordered by mistake, it may be returned to 
the factory for full credit in accordance with 
the Department’s Policy and Procedure Guide 


This new inventory policy enables the Distributor to 
keep his stocks tailored to his customers’ needs, thus 
serving them better. It’s another example of how the 
“teamwork” philosophy built into the new franchise 
works to help the Distributor realize maximum profit 
on his stock investment. 

Together with such other features as the improved 
discount structure and performance-measurement 
reports, it has helped give Authorized Carboloy Dis- 
tributors one of the most profitable franchises in the 
field of industrial distribution. 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


DETROIT 32, MICHIGAN 


MANUFACTURER OF CARBOLOY CEMENTED CARBIDES 
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NEW BEEBE ELECTRIC 
HOISTS AND CAR PULLERS 


new line of 

BEEBE ELECTRIC HOISTS and 
CAR PULLERS available to 
distributors — 


Now a complete line of premium-quality electric hoists and 
car pullers, bearing the familiar and respected name of Beebe 
Bros., is available nationally to selected industrial distributors. 


Beebe Electric Hoists come in standard models for all 
industrial, construction, marine and general purpose uses. 
Lifting capacities are conservatively rated from 100 pounds to 
10,000 pounds. All motors are heavy-duty type with integral 
disc-type magnetic brakes. These magnetic brakes instantly 
and automatically lock the load in position when the hoist is 
stopped. Inexperienced personnel 
can operate Beebe Electric Hoists cele 6 2 eo % 


safely. 
AVAILABLE TO 


Beebe Electric Car Pullers are 
of the capstan type for manila rope DISTRIBUTORS 
and the drum type with capacities 
of 1,500 to 10,000 pounds of line The Besbe line of Elec- 


il tric Hoists and Car 
pull. Pullers is available now 


7 to industrial distributurs 
Both Beebe Electric Hoists and in cnet mete, Witte Ger 


Car Pullers are also available in further information 
special models to customer speci- catalog and prices 
fications on short notice. oa S oe we Se 


famous for over 35 years 


tae Beebe Bros 
BROS P 


WINCHES 2720 6TH AVENUE SOUTH 
SEATTLE 4, WASHINGTON 


® 
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Ducommun Metals & Supply 


Re-assigns Three 


rhree employees of Ducommun 
Metals & Supply Co., Los Angeles, 
have been reassigned. Dick Fin 
frock, previously manager of the San 
Diego operations, is now Los An 
geles division manager. Jack Supan- 
cich has moved into Mr. Finfrock’s 
former post and Ken Heckman has 
been appointed employment inter 
viewer. 

Mr. Finfrock joined the firm in 
935 as a stockman. He became an 
outside salesman, sales manager, 
project control manager and in 1954 
was named head of the San Diego 
division. 

Mr. Supancich has been with the 
eompany 16 years. He served as re- 
search and planning manager, sales 
engineer, assistant credit manager 
and then moved to the steel depart- 
ment as a buyer; he became man 
iger of that department in 1953 

Mr. Heckman joined the com 
pany as a sales trainee in 1955 and 
was assigned to inside sales; how- 
ever, he decided to return to school 
ind so had been working part time 
as a warehouseman in the steel 


department 
Address Trade Group 


Charles E. Ducommun, president 
of Ducommun Metals & Supply Co., 
Los Angeles, spoke at the meeting 
of the Southern California Chapter 
of the American Steel Warehouse 
Association. The meeting was fol- 
lowed by a tour of Ducommun and 
Allen-Fry Steel Co.’s steel ware- 


houses 





COWBELL WARNS WORKERS 


in o country where technological de- 
velopments are racing ahead, a primi- 
tive safety measure is being used in 
construction of the 3800-foot-long cen- 
tral suspension span of the five-mile 
Mackinac Bridge in Michigan, reports 
Construction Methods and Equipment, 
McGrow-Hill magazine. An ordinary 
cowbell warns workers when one of 
the giant spinning wheels begins its 


run 














Here's How FLEXCO 
and ALLIGATOR Field Engineers 


Help You Sell More 


Arthur S. Nippes 


Nippes Is Vice President 
Of Henry Disston Division 


Arthur S. Nippes has joined the 
Henry Disston Division, H. K. Por- 
ter Co., Inc., Pittsburgh, as vice 
president and general manager. 

Before joining the firm, he had 
been with the Elliott Co. and had 
previously worked for Bendix Avia- 
tion and Sylvania Corp. 


GE Division 
Appoints Two 


Edward L. Boersig, Carboloy ce- 
mented carbide cutting tool repre 
sentative in the Buffalo area for . = = 
General Electric Co.’s Metallurgical - . 


Products Department, has been 
named manager of component sales. The FLEXCO-ALLIGATOR field organization is constantly work- 


R. J. Jablonski, formerly carbide ing with and for distributors to promote thé sale of belt fasteners 


design and application engineer, has 
been appointed sales representative 
for Carboloy cemented carbide cut 
ting tools in the Flint, Mich., area. 
He succeeds Paul Kunz who was 
recently transferred to Houston. 


Factory and field trained, these men are specialists in the application 
of conveyor and transmission belt fasteners. They offer invaluable 
assistance to distributor salesmen in solving belt joining and 
repairing problems. 


Our men devote one hundred percent of their time to the introduc- 
tion, promotion and sale of belt fasteners. They are available to 
; ‘ . work with your salesmen and are trained to conduct sales meetings. 
Crucible Steel 

Elevates Downes New techniques in belt fastening, new tools for applying fasteners, 
literature, samples, demonstrations all go to round out the many 
services rendered by Flexible Steel Lacing Company . . . leaders in 
the development of quality belt fasteners. 


William B. Downes has been pro- 
moted to manager-stainless steel 


sales division, by Crucible Steel Co. 
of America. Our sales plan has helped many distributors to increase their belt 
fastener sales volume. If you are not taking advantage of the 
program let's talk it over. 


FLEXIBLE STEEL LACING COMPANY 


4633 Lexington St., Chicago 44, Ill. 


Mr. Downes had been assistant 
division manager for stainless steel 
sales for more than two years. He 
has been with the company almost 


5° 
«~> VCalrs. 
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with the bestest 
precision screw 


INDUSTRIAL 
DISTRIBUTORS 


You get faster delivery, 
better technical service be- 
cause we manufacture Dia- 
mond Grinding Wheels ex- 
clusively. No stock required 
—custom orders delivered 
with stock-item speed. And 
exclusive Pressurelok" de- 
sign has proven top per- 
formance. Write for informa- 
tion on territories available. 


U. S$. Diamond Wheel Company 


Aurora, lilinois 


machine products. 


CAP. SCREWS - COUPLING BOLTS 
SET SCREWS - MILLED STUDS 


IGA “| ly 


. our specialty. 


The Oftemiller line is sold exclusively through 
Mill Supply houses and Industrial Distributors. 


WH ttmbler CO’ YORK, PENNA. 
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rhree 


J. H. Eigenberger 


William F. Styler 


DeWalt Districts 
Have New Managers 

Three district manager changes 
have been made by DeWalt Inc., a 
subsidiary of American Machine & 
Foundry Co 


J. H. Ejigenberger, district man- 


ager in the Houston area, has been 


red to head the Milwaukee 


transfer 


James W. Anderson 





and down-state Illinois territory. He 
previously held this post for a year 
before being assigned to Houston 
in 1953. 

William F. Styler, formerly dis- 
trict manager in the Milwz wukee ter- 
ritory, has been shifted to the same 
post in the Lancaster district which 
includes eastern Pennsylvania and 
Delaware. Mr. Styler had held the 
Milwaukee post since last August. 

James W. Anderson has been pro 
moted from assistant to the Minne 
apolis district manager to district 
manager in Houston. He joined the 
company as a demonstrator-salesman 
in May 1956. 


Allis-Chalmers Picks 
Domestic Sales Chief 


J. S. Morgan has been advanced 
from director of utility sales for 
Allis-Chalmers Industries Group to 
director of domestic sales. 

He will be on the staff of the vice 
president, director of sales of the 
Group. Mr. Morgan will be respon- 
sible for field sales. He joined the 
company in 1935 and became direc 
tor of utility sales in May 1954. 


Appoints Six 


Five sales representatives and a 
serviceman have been appointed by 
Allis-Chalmers. The representatives 
are: Peter Brousal, New York; James 
W. Geise, Newark; Robert E. Rus- 
sell, Atlanta; Albert G. Wetzel, Jr., 
Philadelphia; and Richard L. Duf- 
fery, Chicago. James H. White, re- 
gional serviceman, has been assigned 
to the Columbus district 


Wolverine Tube Names 
Technical Sales Manager 


Albert R. Kaspark has been 
named manager of technical sales 
for Wolverine Tube, division of 
Calumet & Hecla, Inc. 

Mr. Kaspark has held various sales 
post during his 18 years with the 
company and before his new assign- 
ment had been manager of steel 
sales. 


| DEPENDABLE 


No. 107 Globe Valve 


 Wiillicams 
i VALVES 


No. 1250 Gate Valve are now 


produced 
by 


Ne. 912 Globe Valve 


~ DETROIT 
CONTROLS 


No. 830 Stop Cock 


6S GUARDIANS OF 
THE POPELINES 
This new association serves only to 
assure users of D. T. Williams Valves 
continued high quality and good 
service in the future as in the past. 
Direct orders and correspondence to 
D. T. Williams Valves, Detroit Con- 
trols Corp., 5801 Mariemont Ave., 
Cincinnati 27, Ohio. 


No. 840 Quick Operating Valve 





— 
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DOWEL PINS @& 


PRECISION BRAND* 
Preferred by Machinists 


Distinguished for quality, accuracy, uniformity, straight- 
ness, etc. PRECISION BRAND dowel pins are made 
from the finest steel obtainable for this purpose. They 
ore hardened and ground to =.0001"and are available 
from %" to I dia., %” to 6" lengths. Supplied in .0002 
ond .OO0?" over basic sizes. PRECISION BRAND 
dowel pins are attractively packaged and also come in 
bulk quontities. SPECIAL SIZES ALSO AVAILABLE 


alse avatlalle 


SHIM STOCK © FEELER 
STOCK © GROUND FLAT STOCK * 
MUSIC WIRE © DRILL RODS © 
ARBOR SPACERS 


PRECISION STEEL WAREHOUSE, INC. 
421 MAPLE AVENUE « DOWNERS GROVE, ILLINOIS 


‘) 


waz AMERICAN * VISES ! 


* American Automotive Machinsts 
* American Utility and Workshop 


HERE ARE SOME OF THE PROFIT- 
MAKING FEATURES OF RED SEAL VISES 


@ Built to stand up under hardest use. 
Compare, feature for feature, with any other vise. 
Your customers will recognize and prefer Red Seal. 
Their quality makes them easier to sell. 
Sold everywhere only through distributors. 
Write today for 1957 catalog 
SINCE 1895 


AMERICAN Scale and Vise Co. 


2745 Southwest Blvd., Dept. D Kansas City 8, Mo 
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30-YEAR SERVICE PIN is presented 
to L. C. Bensinger, left, senior staffman 
in the hose sales department, Goodyea- 
Tire & Rubber Co., by O. A. Schilling 


sales manager of the industrial products 





52 Distributors Attend 
| Worthington Conference 


A group of 52 Worthington 
Corp.'s distributors attended the 


first of a series of discussions to be 
held by the company’s merchandis- 
ing sales department in conjunction 
with the industrial distributor semi- 
nar and sales conference. 

The conference ran for three days 
ind included talks and demonstra- 


tions by various product division per- 


} 
le] 





ELECTRIC TRAINS are a hobby of 
Sam Lyons, Frick & Lindsay Co., Pitts 
He built thi 


} 
railroad 





HY-PRO ADVERTISEMENTS 


tell 


tap buyers what they want to know 

about tap selection — and how HY-PRO 

Tap Specialists can help them make 
record savings in tapping costs. 





HY-PRO DISTRIBUTORS 


sell 


the steadily increasing demand built 
TM) es 
advertising and sales promotion. 


ADD UP ALL the reasons why the HY-PRO line 
gives the dealer special profit-building potential . . . 
quality leadership © specialized sales engineer- 
ing * aggressive sales support * smart packaging 


© dependable supply © rollable protection. The Tap Cuginecring Shocinbists 


You'll see why so many Distributors are teaming up 

with the HY-PRO Tap Specialists. Write for details. Warehouse Stocks at 
NEWARK, N. J DETROIT, MICH CHICAGO, ILL 
ST. LOUIS, MO DENVER, COL LOS ANGELES, CALIF 


HY-PRO TOOL COMPANY + NEW BEDFORD, MASS., U.S.A. 
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SELLING LIKE... 


SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


Write for Bulletin 33-C. 


They're hot items with quarries, 
foundries, mines, sand and gravel 
plants, contractors, and wherever 
abrasive materials are conveyed 
by belts. 

Industry is sold on Belt-Savers 
because of extensive use through- 
out the years .. . because of their 
money-saving advantages. 

The exclusive cone and wing 
design prevents materials from 
lodging between pulley and belt. 
Sharp lumps and roughage can 
do no damage. Belt life is in- 
creased from 50% to 400%. 

You'll enjoy a steady, easy-to- 
earn income from Belt-Savers. 
Put them in your line now. 

And include Sprout-Waldron 
cast-iron pulleys for standard 
transmission and conveying ap- 
plications. They’re available in a 
wide selection of types and sizes. 
Write for details. 


SPROUT-WALDRON 


Manufacturing Engineers 
Since 1866 


3 Logan Street 
Muncy, Pa, 


Dayton Firm Displays Precision Specialties 


New display room for demonstration of inspection and measuring devices has been 


installed by D. C. Monnier, vice presient, and E. H. Monnier, president of Monnier 
ently added six new precision tool lines 


Tool & Supply Co., Dayton, Ohio. Firm 1 


No Let-up at the Distilleries 


20-—— 
Monthly Totots 


nl\w\~v 


(Tax Paid Withdrowals - Monthly ) 


mt eames 


ee a a ‘os oes 








i 
1955 1956 


National Research Bureau 


This chart of tax paid withdrawals of distilled spirits shows the usual seasonal patte 


at a high level. Consumption has been steadily upwards since 1948 


Turchan Follower Shifts Quarters 


T'urchan Follower Machine Co. has moved from Detroit to a new building in Inkster, 


Mich. The new plant provides 2 t floor space 
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GOING? 


TRIPLE 
INDUSTRIAL SUPPLY 
CONVENTION 


San Francisco 
June 18-20 


PLY While 


on United. Best way to travel— 
fast and comfortable. Best 

way to arrive—relaxed and 
ready. Best way to return 
—leave later, have more time 
(and fun) at the convention. 
United links 80 cities coast to 
coast ... offers schedules 
around the clock and fares that 
go easy on the budget— 
including an economical 
half-fare family plan (United 
believes husbands like to 

take their wives along to 

For information 
and reservations, call United 


conventions }. 


or an authorized travel 
agent. When you go, 


FLY UNITED 


UNITED 


John J. Fajnor 


Brad Foote Gear Elects 
Fajnor Vice President 

John J. Fajnor has been elected 
a vice president by Brad Foote Gear 
Works, Inc. He was formerly a sales 
engineer and plant manager of the 
firm’s division, the American Gear 

Mr. Fajnor joined Brad Foote in 
1950 when American Gear was ac 
quired by the company as a subsidi 
ary. He had been with American 
Gear for about 12 vears, serving as 
president and chief engineer, before 


the acquisition 


Flaig and Gahn 
Join Baldor Electric 


Clarence W. Flaig and Edwin H. 
Gahn have joined the sales staff of 
Baldor Electric Co 

Mr. Flaig has been named a dis 
trict representative for the motor 
division His territory includes 
Louisiana, Mississippi, Alabama and 
parts of Florida and Tennessee. 

Mr. Gahn will operate out of the 
Chicago office 
In addition to the Chicago area, he 
will cover parts of northern Indiana 


as a sales engineer. 


and northern Illinois. 


Adds Supply Centers 


Five new regional warehouse dis 
tributing centers have been estab 
lished by The Trane Co. in New 
York, Chattanooga, 


Dallas and Cleveland 
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Kansas City, 


They're tough, they're versatile 


..«. and amazingly 
low in cost! 


STUB DRILLS 


The short, heavy duty flutes of Ace Stub Drills are 
ground into top quality pre-hardened high speed 
steel to give you keener cutting lips, extra strength, 
longer drill life. Ideal for close-to-work screw ma 
chine operations and portable drilling. And they're 
now stocked in 140 standard sizes that cost approxi- 
mately 20% less than equivalent jobber length drills! 


Call your local Ace Drill Distributor today! 


4 


WEW CATALOG 


G 





ADRIAN, MICHIGAN 


ACE DRIL 








BINDS CI:1URE@)°35 


can’t sell 
GENE EO) ae 


can’t buy 


BETTER FILES 


than 


pt! GATo, 


BRAND 


FILES 


SWISS PATTERN 


That's been true 
for 50 years and 
it's true today. 


We help Distrib- 
utors make money 
by selling SOLELY 


7 through them, and 


giving them the 
SERVICE and qual- 
ity files they need. 


We keep Custom- 
ers coming back for 
more by the supe- 
rior workmanship 
and extra fine qual- 
ity we put into these 
fine files. 


The line is com- 
plete. All sizes, 
shapes and cuts. 
Made in both Amer- 
ican and Swiss pat- 
terns, to the most 
exacting standards. 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSON 
NEWTON 


Republic Supply Co. 
Adds Pipe Department 

A new pipe department has been 
established by Republic Supply Co. 
of California, Los Angeles, and J. G. 
Anderson has been named to direct 
it. Paul Richards and Larry Canaan 
have been appointed to assist Mr. 
Anderson. 

Roy W. Johnson, executive vice 
president, said the department had 
been organized to handle the com- 
pany’s growing volume of sales in 
steel aluminum and plastic pipe. 


Educational Grant 


A corporate gift, to be divided 
equally, has been given by Republic 
Supply to Stanford University, Uni- 
versity of Southern California and 
he Independent Colleges of South 
ern California. 

lhe company has also established 
the W. Dale Russell Memorial 
Scholarship for college study in 
memory of the late Mr. Russell, a 
vice president of the firm. These are 
to be awarded yearly to four children 


of employees 


Buys Flow Meters Firm 


The Republic Flow 
Meters Co. have been acquired by 
Rockwell Mfg. Co. Willard | 
Rockwell, Jr., Rockwell president, 


said present Republic management 


assets of 


will remain unchanged. 





He calls this his ‘conditioning’ room 
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THE MOST COMPLETE SOURCE 


SCREW 


BOLTS NUTS 


TUBULAR RIVETS 
WASHERS -— RIVETS 
GA FASTENING DEVICES — 
S, IN ALL METALS ia 
A - e STEEL © BR 
® EVERDUR @© MONEL 
© STAINLESS STEEL 
ALUMINUM 
NICKEL ALLOY STEEL 
NAVAL BRONZE 
SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
alia ealelst 
STRABUTORS 


PARKER-KALON 
\men/ 


KEYSTONE 


BOLT & NUT CORP 


135 CHURCH ST ® NEW YORK 7 


SHAKEPROOF 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
of hi-strength steei and 
heot-treated 


SAVES TIME 
Can be citached 
anywhere on the 
job. Only oa pair 
of pliers needed 
GRAB HOOKS 
SLIP HOOKS 
Available 
for Chain 
ap . 
/16", %" 
+e” and 2 
ANCHOR and CHAIN 


Screw Pin SHACKLES 


D 
Forged of HI-STRENGTH STEEL 
Availoble in sizes 44" to 2”, EXTRA STRONG 
—EXTRA TOUGH. Self-colored or galvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedor Rapids, lowa 














Milton B. Beach 


Flexible Steel Lacing 
Celebrates 50th Year 


\n open house celebration will be 
held in the fall by Flexible Steel 
Lacing Co. to mark the firm’s 50th 
year 

Albert Beach, Philip Rinaldo and 
George Purple founded the com- 
1907. Milton B. Beach, 


a son of one of the 


pany in 
president, is 
founders and has been actively asso- 
ciated with Flexible Steel Lacing 
since July 1950. 

The open house will enable em- 
ployees to give their families first 
hand knowledge as to what they do 
and how their company operates. 
The Chicago offices and plant are 
presently being modernized and ex 
panded. 





REPORTS | are 
Maurice 
lurner Supply 


SPECIAL SALES 

xtra-curricular activities for 
Ville sal issistant, 
C Mobil la 


QUALITY PRODUCTS 
+ 

STEADY PROMOTION 

= BETTER SALES ~ 


ANS “,> 
SNA) 


this formula has made KEY pipe sealing 


compounds “Best Sellers’’ for 38 years 


e— SS 


(aa 
Gey 


—Key Pipe Joint Com 
pounds provide tight, permanent leakproof seals, never 
freeze in the joints, breok quickly and easily. 


VIGOROUS PROMOTION —with a steady program of 


attention-getting odvertisements in 10 leading notionco! 
industrial publications, plus libera! sompling and power- 
ful follow-up sales letters. 


For woter, gos, 
low pressure 


For o gos, 
Al high pressure 
supply houses have been stocking KEY compounds for over == nee 
20 years. Their customers’ orders specify “KEY—no tp 2 

substitutes."* 


—hundreds of industrial 


WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


W-K-MI 
DIVISION OF QC f INDUSTRIES 


INCORPORATED 


Mailing Address: P.O. Box 2117, Houston, Texas 


The World's Finest and 
Most Saleable Line of Vises! 


Plant: Missouri City, Texas . 


Athol 


Milling Machine Vise — 


Dependable. Accurate. Base accurately graduated over 180 
degrees on indexing machine—not hand stamped. Easily set for any 
angle required. Vise can be easily removed from Swivel base by 
loosening two bolts, and used as plain milling machine vise. Remov- 
able jaw facings made of hardened alloy tool steel. 


MACHINE & FOUNDRY CO. 


ATHOL, MASS. 


"Strength Where Strength is Needed”’ 
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FOR soho Wels 


© 
44, \ y 


Capitol 


SOCKET WELD 
|\COUPLINGS| 


and for 


permanent 
high-pressure 
installations 








All sizes, 4” through 4”, Sock- 
et Weld Couplings and Caps 
are available for immediate 
shipment. Machined from spe- 
cial welding quality steel for 
better and more permanent in- 
stallations, these couplings and 
caps meet the following speci- 
fications: 


ASTM A-105-46 Grades 1 and 11 
ASTM A-106-48T Grades 1 and 11 
ASTM A-181-46 Grades 1 and 11 


Extra Oroftt / 


Order all of your coupling 
requirements from 


COUPLINGS — NIPPLES — UNIONS — 
BUSHINGS — PLUGS — REDUCERS — 
CAPS—CAPADAPTERS—WELL SUPPLIES 


284 


STAN OSBORNE has joined the Los 
Angeles branch of General Controls 
Co. as a field representative He was 
formerly with Ashburn Supply C« 





Stanco Is Under 
New Ownership 
The Stanco Co., Dallas, which 


has been in the industrial supply 
business for over 19 years was re- 
cently purchased by a new group. 

New officers of the company are: 
George H. Bushfield, president; 
Walter A. Gatlin, vice president; 
and Joe B. Tucker, secretary-treas- 
urer. They will all be active in the 
new firm. 

Mr. Bushfield said they anticipate 
little change in personnel but that 
they do plan to expand the sales 
force. 





R. G. DE VRIES, president, Northern 
Industrial Supply, Chicago, checks his 
supply of grinding wheels. 


INDUSTRIAL DISTRIBUTION © MAY, 1957 


—f 

...are TOPS in 
LUBRICATION 
EFFICIENCY ! 


once — You'll use 
them always! 








ALBANY PRESSURE 

GREASE UNIVERSAL 
For Cups — Ball Bearings — Water 
Pumps — Universal Joints. Waterproof. 
Exceptionally high meitirg point. Soft 
enough for gun application. 


ALBANY GREASE 
A cooling lubricant for operating tem- 
peratures from 110° F to 200° F. 


ALBANY PRESSUREGREASE 


A superior waterproof mineral oil grease 
of high viscosity. Comes in Liquid, Soft, 
Medium, Hard and Graphite Pressure- 
grease; Soft and Medium, 


ALBANY BEARING LUBRICANT 
(Ball or Roller Bearing; 
Will not separate or oxidize, assuring 
long life to bearings. May be used 
in hand grease guns. 
ALBANY GEAR LUBRICANTS 


Retards wear, quiets gears. Waterproot. 
Will not drip when gears are idle or in 
motion 

ALBANY PENETRATING OILS 


(Clear or Graphite) 
Quick-acting. Cuts rust as well as lu- 
bricates. Loosens sticky volves, elimi 


notes squeaks. 


Continuously Serving 
Industry Since 1868 
with Quality Products 


ADAM COOK'S 
SONS, INC. 


Manufacturers of Albany 
Lubricating Products 
LINDEN © NEW JERSEY 











, heinrich Gor Masco 
/ HOLDING DEVICES 


Sell faster, and re peat orders 
build volume sales 


for greater profits because— 








Tool Engineers from all over the 
HERE IS JUST ONE OF country continually report savings to 
THOUSANDS 75% with Heinrich’s simple tooling 
OF APPLICATIONS formula. And you realize additional 
: Savings because the Grip-Master can 
be used over and over again. 
The Grip-Master saves designing 
CF. Seaith time, tooling time, costly tool steel 
» and speeds production. 





Goodyear Man Retires, 


a S rC « Start with a speedy 
Buys upply ( ompany Grip-Master vise and fixture base 


C. F. Smith, veteran chief project 
engineer for Goodyear Tire & Rub- —_ 
ber Co.’s belting sales department, = 
has retired to enter the mill supply 


business. He has purchased Cole 

Equipment & Supply Co. in Santa nt Ea prectaien- built loosest ig 

Clara, Calif. WRITE FOR FREE CATALOG ) 
Mr. Smith first joined Goodyear [WEINRICH TOOLS, Inc., Dept. 227E, Racine, Wis. | 

as a part-time pipefitter in 1917 : 

when he was 17 years old. Four — 

years later he became a full-time 

employee. 


f° 


























Carborundum Shifts 
Summers From Coast 


William B. Summers, coated abra- 
sives field sales manager on the 
Pacific Coast, has been transferred 
by The Carborundum Co. to the 
same post in the Cleveland-Pitts- 
burgh districts. 
Mr. Summers succeeds F. M. 
Mansbery who resigned to become A Small Item eee 
sales manager for Kolcast Industries 


Inc. With a Big Responsibility! 


a — . Leaky joints in factory service lines can cause costly shutdowns 
New Be arings Plant . «+ and they can be avoided. Precision engineered Wheeling 
, “X-L” Pipe Couplings insure tight joints clways; they're manufac- 
Robert C. Becherer, president of | tured under strict Quality Control that have made them industry SEND FOR FREE 
Saale | leaders since 1918. Available in diameters from %” to 12”, in all CONDENSED 
Link Belt Co., announced that the types, each engineered with strict adherence to A..S1. API. CATALOG 
firm will build a new $5,000,000 A.A.R. or other applicable specifications. 


bearing plant in Indianapolis to re- 


place and increase the present WHEELING MACHINE PRODUCTS CO. 


Dodge bearing plant. Construction 
will begin this year and it is expected WHEELING, WEST VIRGINIA 
to be completed in 1958. CALIFORNIA WHEELING MACHINE PRODUCTS CO., WOODLAKE, CAL. 
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A source of 
good repeat business 


This handy dispenser rack 
saves time and trouble for your 


customers. Roll shim 


stock 


(solid, not laminated) is neatly 
packaged and protected — four 
separate rolls, each a different 
gauge. Your customer just 
snips off stock as needed. When 
roll ends, you get an automatic 
reorder. Available in 6” x 100” 


rolls, brass or steel stock. 











4105 Union Street, Glenbrook, Conn. 











Ku tto: The Handiest 
Carton Opener Made 


Nationally Known and Nationally 
Used—is Now for the First Time 
Offered to You for Reseale. 


Now you can satisfy your customer 
requests for the Kutto Carton Opener. 
Kutto is the handiest tool ever made 
for the shipping and receiving room. 
Made of heavy quality steel —it will 
stand a life-time of hard use. 
Complete with 5 extra blades stored 
in handle. 


Now profitable KUTTO business in your 
market area is yours — both new and re- 
placement orders. Stock KUTTOS — let 
customers know you sell them — add on 
to sales and profit! 


Write today for literature and prices 
MODERN SPECIALTIES CO. 


4301 Ogden Ave Dept. 10 
Chicago 23, Ill 


REPUBLIC 


TWIST DRILLS 
REAMERS 


Whether it is for No. 40 holes in Titanium 
sheets for Jets or '¥\," holes in thick armor 
plate, Republic Drilis give more hoies per 
drill and more holes per hour of direct labor. 


REPUBLIC DRILL & TOOL CO. 
DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 


MAKERS OF “CELFOR,” “CENTURY,” 
"REPUBLIC" AND U.S. EAGLE’ BRAND TOOLS 





3 PLANTS — WEW YORK CHICAGO LOS ANGELES 











CHICAGO PLANT 
322 SOUTH GREEN ST., CHICAGO 7, ILLINOIS 
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Mason-Neilan 
Assigns Six 

Six new sales appointments have 
been made by Mason-Neilan Regu- 
lator Co., division of Worthington 
Corp. 

Robert O. Smith has been ap 
pointed New York district manager, 
with responsibility for sales of the 
firm’s Masoneilan product line. In 
addition, Allan Gilchrist, formerly 
of Peabody Engineering Co., has 
New York office in a 
sales engineer capacity. 

Ihere have been two additions at 
the Chicago office: Robert Nicker- 
son, transferred from Norwood, 
Mass., headquarters. and John 
Mattes, Jr., who has joined the firm 
as a sales engineer. 

On the West Coast, Harrv Mattes 
and David Willardson 
added to the Los Angeles sales engi- 
neer staff. Mr. Mattes was formerly 
with Bethlehem Supply Co., Los 
Angeles, and Mr. Willardson was 
with C. F. Brown & Co. 


joined the 


have been 


New Branch Office 


\ branch office has been opened 
by Vascoloy-Ramet Corp. at 1515 N. 
Pennsylvania Ave., Indianapolis. It 
staffed by A. A. Strawn and 
Hauck. 


will be 


H. ¢ 





NEW SALES MANAGER for Page 
Steel & Wire Division, American 
Chain & Cable Co., Inc., is Joseph N 
Kemple. He takes over the duties of 
W. H. Bleeker who retired after more 
than 40 years with the firm. 





George C. Jennings 


Colorado Fuel Names 
New York Area Head 


George C. Jennings has been pro 
moted to New York district sales 
manager for the Wickwire Spencer 
Steel Division, The Colorado Fuel 
& Iron Corp. Mr. Jennings succeeds 
C. K. Pattison who will handle spe 
cial assignments for the firm. 

Before his promotion, Mr. Jen 
nings had been assistant district sales 
manager of the division’s Buffalo 
district 


Joins Wayne Pump 

Charles H. Godschall has joined 
Che Wayne Pump Co. as vice presi- 
dent in charge of planning and pro- 
duction. 





AT THE JARVIS CORP., Emest F. 
Dooley has been appointed carbide tool 
engineer. He will be responsible for 
sales liaison in the carbide tool division 
and trouble shooting of tooling prob- 
lems in the field 


Saf-T HOLE SAWS 


Spartan Saf-T Hole Saws are High Speed 
Welded Edge construction, Shatterproof and 
heavy duty, designed for safe, hard, long use 
on any mechineable material. 


Will cut clean, round holes, from 9/16” 
through 6” diameter. (All Sizes made 6 teeth 
per inch, 1{” cutting depth.) 

Made with interchangeable arbors, screwed 
easily into Saw Cap, locked by two drive pins, 
High Speed Pilot Drill furnished. 


Spar Stock 


FLAT GROUND STEEL 


Oil, Air & Water Hardening 
1001 Standard Sizes 
Precision Ground 


for . . . Jigs, Fixtures, Broaches, Cams, 
Templates, Gauges, Punches, Forming, 
Blanking and Stamping Dies, Molds for 
Bakelites, etc. 
Many Distributors are finding SPAR-STOCK is bringing repeat orders 


Sparty says: 


“Our Sales Policy of selling only through Distributors, 
full co-operation and protection for stocking Dis- 
tributors. We Do Not Overload any Territory. The 
Spartan Sales Force is constantly working with and 
for our Distributors at all times.” 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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It pays to show 
your customers that 


YONA FLEXIBLE swap 
are equally Valuable 


TO ALL THREE 
DEPARTMENTS 


MAINTENANCE 


Foredoms frequently pay for themselves 
: | . on a single job through eliminating an 
dwarfed-size handpieces abolish expensive tear-down and re-set operation 
operator fatigue—BOOST PRODUC. on such tasks as removing high spots on 
TION. gears and touching up tools and cutters in 


a production set-up. The secret’s in the 
TOOLING 


small handpiece size which penetrates to 
Small handpiece size promotes ac- 


spots inaccessible for other tools. 
curacy and precision—gets to tigh\ 
spots—keeps work ALWAYS WELL 
in VIEW. 


MACHIN 








PRODUCTION 


Ideal for “small work” grinding 
and finishing jobs. Featherweight 


REPEAT BUSINESS ON ACCESSORIES! 
Here are just a few of the many accessories 
listed in ovr catalog to moke your sales of 
Foredoms BUILD PROFITS. 


QNLAM ELECTRIC COMPANY 


27 PARK PLACE, Dept. REIS NEW YORK 7, N.Y 


For details of ovr outstanding 
distributor set-up write for 
Catalog No. N3IE 








Herbert B. Clark 


Clark Heads Eastern Area 
For Vascoloy-Ramet Corp. 
named 
eastern Vas 


coloy-Ramet Corp. and will make 


Herbert B. Clark has been 
district manager by 
Philadelphia his headquarters 

Mr. Clark will be responsible for 
sales and service of the firm’s prod 
the 
which includes the eastern seaboard 
and all of New England 


ucts in eastern states district 


American Pulley Holds Southwest Area Clinic 


—— 


protects polished pipe 


Eliminate costly dam- 
age when handling pol- 
ished pipe! The strong 
and flexible woven 
strap of this Warnock 
wrench grips securely 
without scratching 

Two models es 
available in ‘ 


The American Pulley Co 


many sizes. 


Daniel T. 
gional manager for The American 
Pulley Co., was in charge of the 
company’s recent southwest regional 


Murphy, midwest re 


sales and product clinic. 
Ask us 


for more 
details. 


Present at the three-day meeting 
were: front row—Joe Barloco, San 
Antonio Machine & Supply Co., 
Harlingen, Tex.; and George Hoover, 


WRENCH CO. 


WORCESTER, MASS 
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I'wenty one distributor representatives from 
s southwest regi 


Texas, Oklahoma, and Louisiana attended 
nal sales and product clini 


E. B. Hayes Machinery Co., Mat 
shall, T'ex.; second row—Al Phillips, 
San Machine; Bill Wil- 
liams, American Pulley; Jim Allen, 
Cottingham Bearing Co., Dallas; 
George Biggs, Mideke Supply Co., 
Oklahoma City; Jj. T. Chapman, 
R. C. Brown Co., Dallas; Louis Le 
Mire, McLellan Equipment Co., 


Antonio 





New Orleans; Woodrow Crew, 
Colossus Industries, Shreveport, La.; 
Jack Mideke, Mideke Supply; and 
R. C. Brown, Sr., R. C. Brown Co.; 
third row Dunn, A. D. 
Co., Amarillo, Tex.; 
Burrow and Walt Harris, 
Diamond Industrial Supply Co., 
Plainview, Tex.; Robert Ridlehuber, 
Chickasha Gin & Mill Supplies, 
Chickasha, Okla.; Bill Cantrell, Cot- 
tingham Bearing Co., Dallas; Bill 
Craft and Bill Glass, R. C. Brown 
Co.; Roger Clark and E. C. Parry, 
Cottingham Bearing; V. E. ‘Tyrrell, 
Chickasha Gin & Mill Supplies; 
Carl Duckwitz, American Pulley; 
and R. C. Brown, Jr. R. C. Brown 
Co. 


James 
Gugenheim 
l'om 


Joy Takes New Post 
With Auto-Soler Co. 

Kenneth E. Joy has been elected 
to the 
executive vice president of market 
ing for Auto-Soler Co. He has also 
been named a director of the firm. 


newly-established post of 


Mr. Joy was formerly with Bos 
titch, Inc. He joined the company 
as field sales manager and when he 
left was vice president in charge of 


sale S 





ATLANTA BRANCH of the H. M 
Harper Co. will be headed by William 
O'Dell. Mr. O'Dell has been ap- 
pointed district manager of the firm’s 
operations in the southeastern section 
of the United States 





Rowilplugs are the 
only truly vuniversol 
mosonry anchors 

. they hold se- 
curely in ony mos- 


RAWL The machine screw 
CALK-INS caulking anchors 
with sleeve preci- 
sion-cast of Raw- 
loy. Soft enough 


RAWLPLUGS 


onry moterial. They 
won't frocture brit 
tle or fragile mo- 
terial. 


for easy caulking 
. hord enough 

for sure 

power. 


NOW... Your distributor has 
trained specialists to help you 


select the masonty anchor to 


holding 








RAWL SPRING-WINGS 
The sure, easy masonry anchors 
for hollow moterial. 


RAWL MULTI-CALKS 
The heavy-duty bolt anchor... 
a caulking masonry anchor for 
big jobs. 
Caulking sleeve cast of Rawloy, 
for complete caulking and se- 
cure holding. 


RAWL anchoring 
is the result © 
There is a 


LAG-SHIELDS 

lag screw shields 

precision-cast of 

hard, rustproof alloy. 
™ easy resharpening, speedier drili- 


ing and dependability. 


Three pointed percussion drills for “~~ 
RAWL SCRU-LEADS 


Flexible lead screw an- 

chors for fast, easy in- 

stallation. Made of 

Rawloy, specially de- 

veloped for mosonry 

enchors. Lip permits 

use in hollow motericl- 

(R/T) cinder and cement 
\ rsaaeenied Machined (M/T) and Twist (R/T) Raw!l- blocks, hollow tile, etc. 

Rawl-Drives are the drills for hand or power drilling (to 

world’s only one-piece %,"). 

expansion bolts—they (T/$) 

drive like a nail; hold . ~ 

like a bolt 





(M/T) 


RAWL HAMMER-SETS 
The non-covlking masonry an- 
chors for machine bolts. Only 
tool required is a hammer. 
Can be used effectively for heavy 


TAPER-SHANK 
Taper-Shank (T/S) for power, and Standord-Type (S/T) 


hand drilling (to 1%”). 
Sa holding in hollow, solid, strong 
or weak mosonry. 


RAWL CARBIDE DRILLS aie 
for rotary power drilling (to 1%”). vi 


aie 
ft RAWL DRILL-HAMMER | 
| The unique attachment that 
converts a %” high-speed 
drill from a rotary drill to 
1} @ power hommer ... 
E a ; Vv quickly, and easily. :} 


RAWLDRILL ACCESSORIES Now use inexpensive Raw!- 








To make masonry drilling o pleasure instead of a chore. ills with your 4" electric drill. 
204 Petersville Road 
THE RAWLPLUG COMPANY, Inc. <=“ 
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GEARED 
TO MERIT 
NONLINK POSITIVE DISTRIBUTOR 
CONFIDENCE 


“Positive” not only makes the Best possible 
product for all fastener needs . . . it alsc 
assures Distributors an unfailing source of 
supply. These are the reasons Distributors 
have CONFIDENCE in “Positive”. . . 
confidence in quality, in supply, in cus- 
tomer satisfaction, in SALES. 


OSITIVE 


LOCK WASHER CO. 





Fuueeel | 


HOUR METER 


r < 


HOUR METERS TAKE AWAY THE GUESSWORK 


Beat down-time on production equipment! Maintenance record systems are of value 
only when they are based on accurate operating time. The Hobbs Hour Meter 
furnishes the time data essential for a genuinely effective maintenance program 

: and time information vital for cost and production records. Compact and easy 
to install on any equipment operated by alternating current. Ruggedly built... 
sealed against dust and moisture. Easy to read. 


® Write for Catalog AC-587 for complete information. 


JOHN. W. Hobls CORPORATION sw 


2079 YALE BLVD SPRINGFIELD, ILLINOIS 
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Robert V. Merrell 


Atkins Saw Transfers 
Merrell to Indianapolis 


Robert V. Merrell of Atkins Saw 
Division, Borg-Warner Co., has 
been shifted to Indianapolis as ad- 
ministrative assistant to Burleigh 
Owens, director of sales. 

The past year Mr. Merrell has 
been working out of Philadelphia 
headquarters as eastern division 
manager. He started as a salesman 
in the Philadelphia office eight years 
igo and in late 1955 set up the firm’s 
first warehousing distributing organ- 
ization in that city. 


Gets Philadelphia Post 


V. C. Hawksley has joined Atkins 
Saw Division, Borg-Wamer Coprp., 
as branch manager of the Philadel- 
phia warehouse. 

Mr. Hawksley has been with the 
Henry Disston Division, H. K. Por- 
ter Co., Inc., Pittsburgh, for the 
past 28 years. When he left he was 


V. C. Hawksley 





assistant industrial sales manager. 
At the Philadelphia operation, he 
will be responsible for all inventory 
and order handling from the branch 
and home offices. Later on he will 
also take on outside sales accounts. 


Yale & Towne Makes 
Changes In Hoist Sales 


Roger E. Reynolds, hoist district 
sales manager, has been transferred 
to the Texas, Oklahoma, Louisiana 
territory by Yale Materials Handling 
Division, The Yale & Towne Mfg. 
Co. W.H. McManus succeeds Mr. 
Reynolds as hoist sales manager in 
New England. 

A second hoists district office has 
been opened in New Orleans and 
L. Patrick McGauley, sales repre- 
sentative, will direct this office. 

Mr. Reynolds had been a hoist 
sales representative in the New York 
and Bridgeport, Conn., areas. He 
was promoted to New England dis- 
trict sales head in 1952. 

Mr. McManus was assigned to the 
Philadelphia plant as assistant to the 
hoist sales manager in 1953. In the 
middle of 1956 he returned to field 
sales covering eastern Pennsylvania 
and central southern New Jersey. 


Heads Coast Plant 


John T. McCarley has been 
named general manager of the new 
West Coast materials handling di- 
vision plant constructed at San 
Leandro by Yale & Towne. 





DUAL-TEMPERATURE TRUCK 
TRAILERS 


A siding bulkhead that divides a 
refrigerator truck trailer into two com- 
partments, each with a different tem- 
perature, has solved a costly dis- 
tribution problem for a chain of 
supermarkets in the Rocky Mountain 
area, according to Food Engineering, 
McGraw-Hill publication. Formerly, 
frozen foods, or meat and milk had 
to be carried in different trucks, mak- 
ing it necessary for two or three vars, 
sometimes partially loaded, to visit 
each store. 


This is KRAEUTER'S 


LITTLE 
NIPPER 


Only 4%” — but all bite and 


precision. 


And below are Little Nipper’s 
pals—Larry Long Nose, Rudy 
Round Nose, Frankie Flat Nose 
and Slick Cutter. They're full 
of fight, too. Precision drop- 
forged for precision work 
Cushion grips at no extra cost. 
The job goes easier and quicker 
with fine tools. And that’s 
where Kraeuter comes in. 
Sold only through recognized, 
legitimate distributors. 


\ 
| 
oe 


= 


No. 82 
ACTUAL SIZE 














() 


No. 81 No. 83 
































BUY THE FINEST 
BUY KRAEUTER 
BUY AMERICAN 


AS MODERN AS TOMORROW 


kKraeuter & co. 


| FOR 100 YEARS THE FINEST IN HAND TOOLS 1860-1960 
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REPAIR PIPE LEAKS 


QUICKLY 
PERMANENTLY 


ANY 
ANY TEMPERATURE 


PRESSURE 


SKINNER -SEAL 
EMERGENCY PIPE CLAMPS for safe, 
sure lasting repair of splits and rust 
holes in pipe. No pressure too high. 
Anyone can apply in a few mo- 
ments. Made in all sizes, 2" to 
12”, for steel and C. I. pipe. Stock- 
ed by practically all distributors. 


SKINNER-SEAL pire JOINT CLAMP 
stops leaks at joints where pipe is 
screwed into fitting. Any tempera- 
ture—any pressure up to 2,000 
pounds. Saves the cost of tearing 
out and renewing leaky fittings. 
Prevents shutdowns. In stock at 
most industrial distributors. 


For over half a century, 
a complete line of Repair 
Clamps and Saddles for 
steel and cast iron pipe. 


Send for catalog! 


M. B. SKINNER CO. 


SOUTH BEND 21, INDIANA 


Firth Sterling 
Promotes Three 


| Malcolm F. Judkins has been pro 
moted by Firth Sterling Inc. from 
manager to director, new product 
division of the sales department. 

J. Mabon Childs has been ap 
pointed a product manager in the 
steel division of the sales depart 
ment. He was formerly assistant to 
the vice-president-sales. 

William J. Ulm, 
tomer service, will take on the addi 
tional duties of assistant to the vice 


manager, 


president-sales. 

Sets Up Canadian Firm 
\ Canadian 

Sterling Ltd., has been formed by 

Firth Sterling Inc. The firm has 

been financed jointly by Firth Ster 

and Canadian interests. 


corporation, Firth 


ling Inc. 





William Easterly 


Putnam Names Easterly 
To West Coast Area 


William Easterly has joined Put- 
nam Tool Co. as a sales representa- 
tive for the northern portion of the 
West Coast area. He will cover 
northern California, Oregon and 
Washington. 

The last five years he had been a 

| tool salesman in the central New 
| York area, 
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bsburg 


FASTER WAY 


TO SELL 
MORE 


LOCK 
WASHERS 


Customer convenience 
Spurs sales 


Faster handling 
increases profits! 


Your « omers will welcome the conven 
ience f a” uying spring lock washers in 
Neu U NI PAK®. These sturdy, visible 
space-saving paks make these spring lock 
washers easier to handle on any job. Sell 
UNI PAK® because they're the most 
up-to-date and most useful package of 
spring lock washers. They'll boost your 
profits by boosting spring lock washer 


PHILADELPHIA STEEL AND WIRE CORPORATION 
Penn St. and Belfield Ave., Phila. 44, Pa. 
Sales Offices and Warehouses: 

New York, Detroit, Chicago 


qui 


Cleveland 


HAE—PS34i8—1 256 


Packaged 
add a 9 


Mujpmuaile i 


ALUMINUM 
PIPE NIPPLES 


Alloy 6061 (61S-T6) 
A.S.1.M. B-274 


FROM STOCK: 


Ve" to 6” Standard Weight 


A NIPPLE WORKS, Inc. 


1455 SPRING le AVE., PITTSBURGH 12, PA 





William George Beggs, Jr. 


Beggs Gets Coast Post 
At Buffalo Fire Appliance 


William George Beggs, Jr., has 
been shifted to San Francisco as 
western division manager by Buffalo 
Fire Appliance Corp. He will cover 
the entire West Coast from Mexico 
to Canada. 

Mr. Beggs first joined the firm in 
1947 as district manager of the 
southwest territory. Recently he has 
been directing the east central ter- 
nitory 


Buys Product Line 


Nelson Beaman, president of The 
Universal Vise & Tool Co., an 
nounced that the firm has acquired 
all manufacturing and sales rights to 
the integrated machine tool clamp 
ing and set-up system formerly pro- 
duced by Techno Products Inc. 





AUSTRALIANS PRODUCE 
MORE COAL 


Productivity per man in the brown 
coal mines of Victoria, Australia has 
increased about 50% in four years, 
and in the case of one mine, has risen 
109°;, according to Coal Age, Mc- 
Graw-Hill publication. Larger excavo- 
tors, bigger rail equipment and a 
growing use of belt conveyors have 
boosted output of the huge deposits 
from five million tons in 1945 to 10 
million tons in 1956, and by 1965, ovt- 
out is expected to reach 20 million 


tons 











An Extra Sale... 
Additional 

Profit for You 

at the Same 

Time You Sell Those 
Grinding, Buffing 
or Polishing Wheels! 


Plant Operators 
Welcome the 


Gee 
as a Protection 


to Workers’ Health 
and Expensive Equipment 


So you sold the man some Grinding, 
Buffing or Polishing Wheels! Why let 
dust settle on a good sale? It's a more 
profitable sale for both you and your 
customer when you sell him The Cin- 
cinnati AIR MASTER, too. This efficient, 
self-contained dust collector unit is 
urgently needed in every plant where 
grinding, buffing or polishing of any 
kind is done. 

Designed to thoroughly filter dust and 
grit laden air from all makes of Grinders 
and Buffers regardless of whether new 
equipment or equipment already in- 
stalled and in operation. 

Get the facts—get more mileage and 
profit per sale with the AIR MASTER 
and other The Cincinnati products— 
QUALITY equipment since 1902. 


Visit Our Display * TRIPLE MILL Supply Convention 
Booth 1302 © San Francisco * June 18 thru 20 
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Gets TyRNOVE . 


New PALMETTO,1130, a truly gen- 
eral purpose packing, is just what 
you needed—iust whet your customer 
needed! This single packing does the 
work of five others designed for spe- 
cific service ...Recommend it for equally 
great service in valves, pumps, mixers, 
compressors, steam and expansion 
joints and many other applications. 

it is resilient—it is resistant! Each 
strand of asbestos yarn is impreg- 
nated with a special synthetic rubber 
compound for softness and pliability. 
Takes on temperatures to 400F, oil 
and solvents, acids, alkalis, hot and 
cold water, steam and other fluids. 
Versatile PALMETTO 1130 is the multi- 
purpose packing that will simplify 
sales for you. 


WE'RE TELLING THEM 
TO GET IT FROM YOU! 


Through the mails and ads in national 
trade journals your customers are 
gettirg acquainted with PALMETTO 
1130. In all media we stress PAL- 
METTO 1130 is available in standard 
sizes and packages through YOU! 


FOR MORE INFORMATION 


PLEASE WRITE! 


GREENE, TWEED & CO. 


NORTH WALES, PENNSYLVANIA 


R. E. DAVIS heads purchasing at The 
Ross-Willoughby Co Columbus, 
Ohio. He's also secretary of the firm 





Daboll Directs New York 
Branch of Columbian Rope 


In a series of new sales appoint- 
ments at Columbian Rope Co., H. 
Davis Daboll has been made New 
York branch manager. He succeeds 
Elmer J. Ogden who has been ap 
pointed assistant sales manager for 
the company. 

Also at the New York office, Fred 
Carroll and Philip Karp have been 
named assistant managers of rop: 
and twine respectively. 

Carl H. Stevens has been assigned 
as head of the Auburn branch and 
H. Donald Baldwin as sales manager 
of soft fiber products. Carl L. Wil 
son has rejoined the firm as sales 


promotion manager. 


Se Rel 
saPGIE Packaged 
raul MACHINE 


ees KEY STOCK 


MA K-A-KEY. 


12-inch lengths of zinc-coated, cold-finished 
steel machine key stock. Rust-proof; .000” to 
+.003” oversize. Just cut, file and fit. 
Standard Assortment in sturdy counter dis- 
play: ig. Ya. Vie. Ye. "As. '/2 in. squares. 
Handy New 7-11 Kit —7 sizes fit 11 key- 
ways: '/g" square; Ya" ag"; Ya" x Sig" — 
will file to fit Ye" xg" keyway; 5/4” «%” 
—will file to fit Sig" x5/jg” keyway: 4%" «x 
1/\4” — will file to fit wy” keywaoy: 
1/14" x 2" — will file to fit I,” x He” key- 
way. Additional sizes available. 








DEVAN-JOHNSON CO. 


508 RATHBONE AVE., AURORA, ILL. 








4 bit 
PETER IAFFALDANO has been ap 
pointed a field engineer and assigned 
to Norton’s Cleveland district office 
He has been with the firm six years 
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Help yourself to FAST service 
from complete factory stocks 


of BRASS FITTINGS by 


SPAWN 


Flore Fittings Hose Connectors 


Compression Pipe Fittings 


Bottled Gas Trailer Fittings 


oan] % |e" 


Tonk Valves & Shutofs 








Automotive 
Drain & Shutoff Cocks Accessories 


Needle Valves Special Fittings 


WRITE FOR NEW CATALOG 


SPAN BRASS 
MANUFACTURING CO., INC. 


OTSEGO, 
MICHIGAN 











PRECISION BRAND 


4 ARBOR. 
out SPACERS 
: and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
ond %” to 7” hole diameter. 


WITH KEYWAY WITHOUT KEYWAY 


Please 


fA PRECISION STEEL 
POW WAREHOUSE, INC 


MAN N 





NOW Speed Vise brings you a new 
larger model ...a model that will give 
your customers a wider range of Speed 
Vise capacities ...a model that means 
new sales—new profits to you. 

NOW you can offer your customer 
Speed Vise efficiency ...Speed Vise 
economy for larger parts on larger 
machines. 

NOW you can offer your customer 
greater savings than ever before. 


Write Today For Complete 
Information And Prices On 
The All NEW Speed Vise 





CARDINAL MACHINE CO. 


819 Dana Street. Glendale. California 


Roger H. Brown 


Warner Electric Brake 
Picks Unit Sales Manager 
Roger H. Brown has been elevated 
to sales manager of the industrial 
division of Warner Electric Brake & 
Clutch Co. He was 
gional sales manager of the firm’s 


formerly re 


eastern division. 

Mr. Brown, who joined Warmer 
in 1947, had previously been with 
the Fellows Gear Shaper Co. 


Names Division Executive 


Wesley Timmcke has been named 
manager of engineering for the in 
dustrial division of Warner Electric 

Mr. Timmeke has been regional 
sales manager for the firm in Atlanta 
and before that served as a member 
of the sales engineering department 


Wesiey Timmcke 
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DEVCON 


The Plastic Steel 


PACKS REAL 
SALES POTENTIAL 
INTO 


EVERY CALL! 


DEVCON — THE PLASTIC 
STEEL . . . the only product of its 
kind . . . has applications in every 
plant where you call. In just min- 
utes you can prove to any type ol 
industrial plant or shop how they 
can save real money. From making 
complex jigs, fixtures, molds, dies 
and holding devices to repa 
and rebuilding machinery, salvaging 
castings, and stopping leaks 
pipes and tanks, DEVCON 
1001 jobs . . . saves hundred 
hours, thousands of dollars. 


SELL THESE FEATURES 


e As easy to use as modeling clay 


e Hardens in 2 hours — even 


under water 
Won’t rust or corrode 
Durable, permanent, light weight 


Long Storage life 


INTENSIVE ADVERTISING 


in trade and national magazines 
plus data sheets and technical literature 
help you sell DEVCON. Trained 
field representatives in your area are 
ready to demonstrate the benefit of 
using THE PLASTIC STEEL to jour 
customers. Write for 8-page brochure 
documenting savings with DEVCON 
(available in four types). 

yb AR Or ~ 

°° freee \ 

pov 


DEVCON CORPORATION 


Endicott Street, Danvers, Mass 





You always PROFIT when you sell QUALITY! 
Makes MAINTENANCE easier! 


LOOSENS rusted bolts 


nuts, screws, “frozen” parts! 





A powerful blend of quick-acting 
solvents. Frees parts frozen by rust, 
corrosion, scale, paint, varnish, car- 
bon or gum. Safe for all metals. 











John W. Russell 


Belmont Packing Names 
Field Sales Manager 


John W. Russell has joined Bel 
mont Packing & Rubber Co. as field 
Gasket & Joint SEALING COMPOUNDS sales manacer. 


Heat-proof, vibration-proo -solv Ww 
a pration-proof, non-solvent. Will His previous experience includes 
not shrink, crack or crumble ...meets every 
gasketing and sealing requirement. Prevents 
rust, corrosion and seizure of joints. tive for The Garlock Packing Co. 
For Profit . . . Sell Quality! - and as Chicago general sales man- 

informati i : 

For infosmation write Dept. 4 ager and eastern sales manager, hy- 


RADIATOR SPECIALTY CO., Charlotte, N. C. draulic packings, for Periflex, Inc. 


in Conada: Radictor Specialty Co., Ltd 


serving as Philadelphia representa 





YOU'LL HAVE EVERYTHING New Representative 


oc 8 


. S. McCulloch, Jr., has been 


in Brush and Broom Supply by Depend- named representative for H. N. 


. Hartwell & Son, Inc. He will be 
ing ON THIS ONE SOURCE i a ae Hartwell’s exclusive agent in New 

Jersey, eastern Pennsylvania, Dela- 
ware, Maryland and Virginia. 


You can meet one brush and 
broom need after the other with the 
CAPITAL line. That's the advantage 
of having a complete line to sell and 


profit with. Quality all the way 
through—prompt service with every on 
order. We urge users to buy through 


their local distributor. 








EARITAG 


INDUSTRIAL 


BRUSHES «> BROOMS 
INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
Corner of Brush and Broom Streets SALES ANALYSIS CARDS §$are 


INDIANAPOLIS 7, INDIANA punched out on this machine at Harris 
Est. 1890 ‘ - . 
Pump & Supply Co., Pittsburgh. 
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Themis C. Pailas 


Heli-Coil Promotes Pailas 
To Area Sales Manager 


Themis C. Pailas of Heli-Coil 
Corp. has been advanced to regional 
sales manager in the Cleveland dis 
trict office. 

He had recently served as an 
applications engineer in the north 
ern New Jersey territory and now 
covers the four-state area of Ohio, 
West Virginia, Michigan and west 


ern Pennsylvania 


Salt Lake Hardware Co. 
Expands Steel Warehouse 


I'he Sait Lake Hardware Co., Salt 
Lake City, is building a $750,000 
addition to its present steel ware 
house in Grand Junction, Colo. 

The new concrete building with 
air conditioned offices will have 115, 
500 sq. ft. of floor space and will 
include a 16 x 250 ft. loading dock. 

Che enlarged facilities will serve 
the western Colorado area south to 
Farmington, N. Mex., west to Lead 
ville, Colo., north to Green River, 
Wyo., and all of southeastern Utah. 


Buys Canadian Plant 


\ Canadian manufacturing plant 
has been purchased by Black & 
Decker Mfg. Co., Ltd., in Brock- 
ville, Ontario. Up until this time 
the Canadian Black & Decker oper- 
ation has been devoted primarily to 
sales and service activities. 





KALAMAZOO 


MODEL 1220 METAL 
CUTTING BAND SAW 


big, fast, built to give you high production 


KALAMAZOO METAL CUTTING 
BAND SAW MACHINES ...a 
model to meet your needs. 


MODEL 8C cuts 8” round, 16” fiat, 
8” pipe. Coolant equipment and 
casters available. 


KALAMATIC BAR FEED ATTACH- 
MENT converts Kelomazoo saws to 
fully automatic cut-off machines 


ae he 
ie 


ohs 
MODEL 610 cuts 6” round, 10” 
flat. Coolant equipment and casters 
available. 


CUTS 12-INCH ROUND, 
20-INCH FLAT, 12-INCH PIPE 


Accurate to a few thousandths, with 
minimum burr and kerf. 


Four cutting speeds and variable frame 
weight adjustments provide a selection 
for various jobs — better sawing re- 
sults, longer blade life. 


Available with coolant equipment for 
uninterrupted production sawing — 
without coolant for intermittent cut- 
ting and for non-ferrous metals. 


Designed throughout for maximum 
safety. All moving parts fully enclosed 
— only cutting section of saw blade is 
exposed. 

Heavy duty | HP motor provides ample 
power for all cuts. 


ASK YOUR KALAMAZOO DEALER 
FOR DETAILS AND DEMONSTRA- 
TION of the rugged Model 1220. 


MACHINE TOOL DIVISION 


Kalamajoo TANK and SILO COMPANY 


318 Harrison Street . 


Kalamazoo, Michigan 
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A BETTER 
BACK-UP 


FOR YOUR | : 
ABRASIVE BELTS : 


NOW IN POPULAR 14” standard 
DIAMETER SIZES AT BIG SAVINGS 


used for 


stock removal 


Now—new production techniques allow you to SAVE on new R-57 Rubber Contact 
Wheels! They have all the well-known features of R50 and R54 medels—longer belt 
life, oil resistant rubber, wet or dry use, heat dissipation, maximum safety, etc. And 
what's more, they have a 30% trade-in value! (The R57, R50 and R54 wheels come in 
Yo" to 22” diameters in 1” to 6” width, or to your specifications.) 


many popular sizes, 2 
WIDTH OF FACE A WHEEL FOR 


4s TYPE ss = a 4” EVERY OPERATION 

> ~~ e 45° Sc Tooth 
/ 4 32.00 34.00 36.00 38.00 «i tagressive. ‘Stock Removol 

it rration 
Serrated 37.00 39.00 42.00 44.00 vyogressive Contact Work 
rration 

IN PLAIN OR SERRATED FACE IN ALL DUROMETERS Moderate Contour 
|\Cosmo Expander 
DElta 86900 Operotes Without 
| stand idler 


Work 


Bock 


od Flot Uclodn -111-1-1-4- Mh onel Lay Uh aml Loe 


MARKET TREET . en oe: AWN NOIS 

















You can BE HEADQUARTERS 
for EQUIPTO SHELVING 


ee a 
Heuud aw 
“ene e# ea gan 


“a mam. 
yn ee oe 
Pe 


e196 o 
erg ee 


Aue TJ 





labelholders, bin fronts, and drawer 


Sell your customers the shelving that’s 
sections may be added or rearranged 


best for every industrial use... Equipto 





Steel Shelving! Ruggedly constructed 
to offer greater shelf capacity ...longer 
service life. Shelves are instantly ad- 
justable. Sections may be moved from 
center of assembly. Dividers, panels, 


EN FOU! 


anytime. Available in stud, clip, slid- 
ing shelf, or nut and bolt types in all 
standard sizes. Immediate delivery 
from stock. Clip and mail coupon for 
full details. 


PTO SELLS ONLY THROUGH DISTRIBUTORS 





NEVER DIRECT 


825 Prairie Avenue 


Avrora 


IHinois 


Please send me catalog of complete shelving line for resale 


NAME 
FIRM 
ADDRESS 
ciTy 


ZONE STATE 


eee eee eee ee ie ee ed 
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Robert J. Casterton 


Spang-Chalfant Division 
Fills New York Post 

Robert J. Casterton has been 
promoted to district manager of the 
New York office by the Spang-Chal- 
fant Division, The National Supply 
Co. He succeeds Eugene F. Conroy 
who retired but will continue on an 
advisory basis. 

Mr. Casterton joined the firm in 
1938 and the last seven years worked 
is a sales representative at the Bos- 
ton office. Before this he covered 
the Pittsburgh area. 

Mr. Conroy had headed the New 
York operation since 1953 


To Represent Nutting 


[he Davis Equipment Co. has 
been appointed sales representative 
for the Nutting Truck & Caster Co. 
in the Houston sales territory. The 
firm will offer Nutting’s complete 
ine of industrial and institutional 
floor 


} 


sale in the 


truck casters and wheels for 
southeastern part of 


l'exas 


Covers Michigan Area 


Richard L. Horn has been ap- 
pointed field test engineer for the 
Michigan area by the grinding wheel 
division of Electro Refractories & 
Abrasives Corp. He had been with 
the Saginaw Steering Gear division 
of General Motors. 





John Barrett Alger 


Alger Covers South 
For Weatherhead 

John Barrett Alger has joined The 
Weatherhead Co. as a sales repre- 
sentative for the industrial distribu- 
tor division. 

He will cover Georgia, Alabama, 
Florida, Louisiana and Mississippi. 
He previously worked for Crafts 
Food Co. and Pillsbury Mills, Inc. 


in sales capacities. 


Timken Names 
L. W. Guernsey, III, has been 


promoted to production manager of 
The Timken Roller Bearing Co.’s 
Canton and Bearing 


Factories 


Gambrinus 





HENRY J. PURRINGTON, sales rep- 
resentative for Continental Screw Co., 
has been elected a member of the 
Hardwaremen. He has been 
with the f 1 SIX Vears 


} inkee 


FLEX-O-TUBE 


THE COMPLETE LINE OF 
RUBBER, TEFLON AND SYNTHETIC 
HOSE ASSEMBLIES AND COUPLINGS 





ALL MATERIALS — 
Rubber, Teflon and 
other Synthetics 





ALL TYPES OF COUPLINGS 


Crimped-on e Reusable 





Push-on @ Dynalock Clamp Type 


FLEX-O-TUBE 


THE PROFIT LINE OF 


RUBBER, TEFLON’AND SYNTHETIC 
HOSE ASSEMBLIES AND COUPLINGS 


The industrial distributor who sells the Flex-O-Tube line sells a 
complete line—no need to pass up profits because he can’t satisfy 
all the requirements of his customers. 
The industrial distributor who sells the Flex-O-Tube line gets 
four additional advantages, too 
1. Top quality, nationally advertised products 
2. Large quantity sales 
3. Steady repeat orders 
4. Generous profit margins 
As a part of Flexonics Corporation, leaders in flexible fluid han 
dling, Flex-O-Tube Division will give you the benefit of a sound 
distributor policy, engineering and product application assistance 
and effective sales promotion aid. 
The bandwagon is starting to move, if you’re not on it, you had 
better check it before it’s too late. Write today for full information 


*A Du Pont Trademark 


FLEXON® Flexonics 


| | h | | Ty FLEX-O-TUBE DIVISION ha 


Dy OV » yea FORMERLY CHICAGO METAL HOSE CORPORATION 


1314 S. THIRD AVENUE, MAYWOOD, ILLINOIS 





Manufacturers of flexible metal hose and condvit, expansion 
joints, metallic bellows and assemblies of these components 
in Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 
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THE MOST COMPLETE SOURCE 


'STAINLESS STEEL 
SCREWS 


BOLTS NUTS 
WASHERS 


RIVETS 


FASTENING DEVICES 
ALL TYPE 
yA ALL SIZE 
<4 4 amy GELeeeett 
4 AN YUAN 


& ® EVERDUR e 
YY ALUMINUM 
NIC el 


7 NAVAL BRONZE 


ALLOY 


SPECIALS | 
MANUFACTURED 
TO BLUEPRINT 
| SPECIFICATIONS 


Stainless 
-atgoavntd sug = 


1 CH A RK 








HAMMERBLOW ° 
WIRE ROPE CUTTERS 


cc —_ 
As i 


tow COST, 
PORTABLE, 
FAST 
ACTING, 
SAFE 


Capy. wt Price 
%” 10 Lbs. $12 

B . 20 Lbs $21 

Cc 1” 35 Lbs. $35 


Distributor Discounts on Request 


HAMMERBLOW 
WIRE ROPE CUTTER CO. 


248 AUSTIN ST NEWARK 5, N. J 
Bigelow 8-1045 


Model 
A 








Armour Division Awards Sales Trophies 


Seven sales trophies were awarded at tl ent annual general sales conference h 


by the coated abrasive division of Armour & (¢ 


} 


Seven trophies for outstanding iles 
Andrew 


supervisor, Cleveland; (reat 


March, 


Chicago; 


divisional 
Duddy, 


sales supervisor, Louisville; Michael 


sales accomplishment during 1956 western 


were presented to Armour & Co manager, om 


coated abrasive division employees 
Harold Brooks, general manager of Carr, sales supervisor, Altavista, Va.; 
Andrew Cochran, sales supervisor, 
Yardley, Pa.; Mearll Shetler, central 
Ohio regional manager, Alliance, 
Ohio; and Stanley Melliss, sales su 


pervisor, New Haven, Conn 


the firm’s personnel division made 

the presentation at the division's an 

nual general sales conference. 
Those who received trophies in 


cluded: (front) Emerson Wilhelm, 





when your customers need small pumps 


you can build extra profits! 
American PUMPS 


ALL BRONZE 


Almost 100 sizes and combinations available — 

Gear, Centrifugal and Neoprene Impeller types 
MANY 

INDUSTRIAL USES 

AMERICAN GEAR PUMPS 

7 sizes from 4%” to 

144” ips., each upper 

or lower, single or 

double shaft, spur or 

herringbone gear. 20’ suction lift 

without priming. Develops 100 psi 


including 
@ Coolant Pump Systems 
@ Fuel Pumping 
@ Boiler Feed Systems 


@ Drainage Systems 
AMERICAN NEOPRENE 
IMPELLER PUMPS 


6 sizes from 4," to 144" ig 
Easily replaceable impeller 

is keyed to shaft. Passes small 
particles without jamming 

Self priming. Operates in both 
directions at high or low speeds 


as well as many other key 
pumping jobs involving 
liquid, high viscosity fluid, 
or semi-solid transference. 





Write today for detailed information including 
prices and attractive distributor discounts on the 
complete AMERICAN Line. Excellent deliveries. 


AMERICAN MACHINE PRODUCTS, INC. 


Manufacturers Since 1926 


172 CENTRE STREET NEW YORK 13, N. Y. 
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Vulcan Supply Moves Into New Building Unequalled fon 


QUALITY 
DEPENDABILITY 
SERVICE 


FANNER 


iding Road, Cincinnati, is new hom« 
lean Industrial Supply D 


hook and eye 
turnbuckles 


swivel eye 
screw pin blocks 
enchor 
shrckles 


& 


connecting links 
malleable 
wire rope 
clipe shoulder 
nut eye bolts 
In FANNER industrial hardware, you get 
@ unique combination of facilities un- 
equalled for quality, dependability and 
Supp) meme te mate te f f . Vul 2 economy in cast iron, malleable iron 
Supply ed iS NOW separate rom ormer parent hrm n-C nna I and drop forging products. When you 
Thomas Carrol] is president, Harold O. Wagner, purchasing agent, and : : : 
Stivers. vice weesident. ales need industrial hardware or wire rope 
i neg eee a fittings in a hurry — FANNER gives you 
fast service, plus service life! 


Only a few of the many items in the 
complete range of FANNER industrial 
hardware and wire rope fittings ore 
illustrated here. Get acquainted with 
the complete line by sending for your 
free copy of the new FANNER Catalog 
20 today! 


THE FANNER 
MANUFACTURING CO. 


Industrial Hardware Division 
Executive Offices and Plant 


BROOKSIDE PARK © CLEVELAND 9, OHIO 


WRITE TODAY 
FOR A FREE 
copy OF 
THE NEW 
CATALOG 20 
Roomy will-call department greets customers in newly renovated building. Company 
has two floors, 25,000 sq. ft. of space. Parking lot, railroad and truck docks adjoin. 
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NEW. ..excwusive FROM 


COMBINATION 2-WAY 
3-WAY PULLERS 


THE MOST COMPLETE PULLER LINE 
TO OFFER YOUR CUSTOMERS 


NEW... HYDRAULIC 
2-WAY 3-WAY PUSH-PULLER 


Two tools in one to handle more 


pulling jobs faster, easier — in- AWARD from Package Design Coun- 
; _— ; . cil for Fiske Brothers Refining Co.’s 
crease maintenance — crew elii- Lubriplate package design is accepted 
ciencv. NEW OTC Y-938 2-wav by James Rich, Aluminum Co. of 
. . America (tube manufacturer); John 
Cusack, sales department, Fred Snyder, 
e president, and James White, sales 


your OTC line of pullers. manager, all of Fiske Brothers. 


*» 
3-way push-puller will complete 





Tool Specialist Joins 

/ Cameron & Barkley 
NEW... GRIP-O-MATIC | i: David J. Cisan has joined the 
2-WAY 3-WAY PULLERS d ; machine tool division of The Cam- 
eron & Barkley Co., Jacksonville, 
Fla., as Miami representative of the 
machine tool division. The division 


A complete line of combination 


jaw-type pullers — that quickly 


adapt to any pulling job. Your serves the firm’s six branches at 
Charleston, S. C.; Savannah, Ga.; 


Jacksonville, Tampa, Miami and 
tile maintenance tool. ; 
, Orlando, Fla. 


customers will go for this versa- 


Mr. Cisan was formerly with the 
Bardons & Oliver Co. where he 


OFFER YOUR CUSTOMERS MORE WITH THE OTC LINE ; oe 
spent more than five years as a turret 
. . . Always first with the newest — OTC is the originator of hy- lathe specialist. 


draulic pulling systems. Every OTC tool is backed by years of 





research and experience. Sell OTC — the only complete line of 
Industrial Pullers. Approved by all leading truck, tractor, imple- 
ment and bearing manufacturers. HUMAN ‘AUTOMATION’ 


COMPLETE SELLING PACKAGE .. . bulletins, idea book and envelope Final packaging posed a problem 
for one plant of a large company, as 
the only operation not yet mechanized 
before a scheduled open house, ac- 
cording to a story told in American 
Machinist, McGraw-Hill publication. At 
the open house, guests saw the fin- 
ished packages come sliding down a 
chute from a street housing painted 
black and described as an “avtomatic 
packaging machine.” The solution: in- 


OWATONNA TOOL COMPANY men buy fing te prodect int 


cartons. 
373 CEDAR STREET, OWATONNA, MINN. 


enclosures to help you sell OTC. Write for details. 
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YOUR CUE TO FEATURE STARRETT 
DECIMAL GRADUATED STEEL RULES 


full-flexible, semi-flexible, 


There’s a red hot sales lead in the 
shift to decimal dimensioning. The 
aircraft, automotive and electronic 
industries have already adopted the 
decimal system as standard and 
other industries are falling into line. 

You can cash in on the big de- 
mand for new rules which this 
trend creates among mechanics and 
company buyers. By featuring the 
complete new line of Starrett deci- 
mal graduated steel rules, you can 


be first with the finest. 

Starrett now offers a full line of 
standard steel rules and shrink 
rules precision graduated in quick 
reading 10ths and 50ths in accord- 
ance with approved industry stand- 
ards. These are now available in all 
popular types and lengths in stand- 
ard steel or with the popular no- 
glare, hard-wearing, multi-plate 
Satin Chrome Finish, pioneered by 
Starrett. The complete line features 


spring 
tempered and heavy spring tem- 
pered types in both standard and 
shrink graduations. 

Right now, while mechanics and 
companies are actively buying, is the 
time to let the world know you are 
headquarters for new Starrett deci- 
mal graduated steel rules. Feature 
them in your advertising, your 
counter and window displays, in all 
your selling. 








> ; 
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DECIMAL GRADUATED BLADES 

FOR STARRETT COMBINATION 

SQUARES, BEVEL PROTRACTORS 
New decimal graduated blades are also available 


SESTETTT eC eeeeee 
1 2 3 mioee 4 


e998 er las Sv ceeoeteres | sees Fae 
‘enhaabo le’ Lat Lulatalalels St t 
No. 306R— 12” Full Flexible, Quick Reading 10ths (.10) and SOths (.02) One Side Only 


for Starrett combination squares, combination . 
sets and bevel protractors. Blades to fit any ii} j | i / } ay 
Starrett 4, 6, 12, 18 or 24-inch square or protrac- 4 - - : 

: , 2Sipettlseecs 
tor feature distinctive machine-divided decimal > / . 
graduations — uniformly clear cut, precisely 6 
spaced, easy to read. 

The tremendous number of Starrett combination 
squares and sets makes the market for replace- 
ment blades particularly attractive ... and you can 
now sell squares and sets with decimal graduated 
blades 


$0 1.08) - 
7 rer 
ity \ 




















No. 606R— 12” Spring Tempered, Quick Reading 50ths (.02) Two Edges One S 
Iwo Edges Reverse Side 








NEW DECIMAL RULE 

FOLDER NOW AVAILABLE 

A new 3's" x 614” folder tells 
the complete story, lists all types 
and sizes available. Use it as a 
package insert, in your mail ad- 
vertising, as something to leave 
on sales calls. It will help you 
cash in quick on the demand for 
new Starrett decimal graduated 
steel rules. Available with your 
imprint. Arrange for your supply 
today. 











uick Reading 50ths (.02) Two Edges One 
dges Reverse Side 


No. 406R — 36” Heavy Spring Tempered 
10ths (.10) Tw 





1 Accoloy X-weid 125 Chain 


Pat. No, 2763768 





oO 


2 New Shaped Master Link 








4 Registration Certificate 


. 
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You give all these "plus values”’ 
in Acco Registered Sling Chains 


e When you sell ACCO Registered Sling 
Chains, you are furnishing slings of such 
proved safety and efficiency that they are 
the standard by which all other slings are 
judged! And, in addition, you provide all 
these important, exclusive “‘plus values”’: 


] Accoloy X-weld 125 Chain - Where 
extra strength is desired in an ACCO 
Registered Sling Chain, the patented new 
Accoloy X-weld 125 Chain is used. Its king- 
sized welded area and non-kinking feature 
assure greater ruggedness and better service 
at no increase in price. 
2 New Shaped Master Link - ACCO en- 
gineers have created the new Shaped 
Master Link which, without any increase in 
weight, holds its form under loads up to 18% 
greater than a standard round section can. 
This means extra security for loads. 
3 ACCO Registration Ring - The pres- 
ence of this serially-numbered ring on 
an ACCO Registered Sling Chain shows that 
each component has been tested before as- 
sembly . . . that the assembled sling has been 
proof-tested to twice its working load limit 


passed before registration of the complete 
sling and shipment from the factory. 
4 ACCO Registration Certificate 
Every buyer of an ACCO Registered 
Sling Chain is furnished with a Registration 
Certificate signed by American Chain & Cable 
Company, Inc. This Certificate gives assur- 
ance that the sling meets ACCO’s severe re- 
quirements of quality and proof-tested per- 
formance, and that it has been individually 
registered on ACCO’s permanent records. 


Tops in safety and strength 
ACCO Registered Slings, with Magnaflux- 
tested hooks, give the best in strength, 
safety, service—and long-range economy. 
Sell them with complete confidence. 

For full data, write us at York, Pa. 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and “Braddock, Pa. 





WHAT 
“ACCO REGISTERED” 
MEANS 


1 The best material 

2 Unit safety factor (on bodies 
rings, links, hooks) 

3 Proof test of complete sling 
to twice the working 
load limit 

4 Actual field service test 
of each design 

5 Metal identification ring 
on each sling 

6 Signed Registry Certificate 
with each sling 














Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 


. and that all tests have been successfully *Houston, *Los Angeles, *New York, Philadelphia, Pittsburgh, 
* Indicates Warehouse Stocks *Portland, Ore., *San Francisco 





